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This is a question any dealer could ask and should ask. Here's 
how we'd answer for one outstanding Webster product — 
our new DURAMETRIC Carbon Papers. There are several 
gogd brand name carbon papers your customers can buy. 
But we, and you, can recommend DURAMETRIC 
as really better than the rest for these solid 
reasons: 


@ It’s top quality carbon paper, inspected 
sheet by sheet, before leaving the Webster 
plant. 


® It has a Shurflat treatment applied to 
every sheet. 


® It has crispness and durability built right in 
— for longer performance and easier handling. 


® It has balanced construction in each sheet for 
permanent flatness. 


® Ic has the space-measuring, finger-protecting 
Webster scale edge for accurate letter placement. 


EVERY WEBSTER PRODUCT is tested over and over again 
— against other Webster products, against competing prod- 
ucts and against /tself. This insures uniform standards that 
you and your customer can rely on . . . with every Webster 
purchase. 

Standards like these do more than build sales. They build 
confidence which makes repeat sales. Repeat sales build 


business! Stock the profit line 
stock 


parts Sac ae 

F.S. WEBSTER COMPANY (iitausaaaeenetnit: 
13 AMHERST ST. 

CAMBRIDGE 42, MASSACHUSETTS 


Webster’s warehouses in: New York « Philadelphia e Pittsburgh « Chicago e« San Francisco « Cambridge 
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& Chair Co. 


Chairs, Posture 
All-Steel Equip. Ine. 
Aluminum Seating Corp. 
Art Metal Constr. Co. 
Bright Chair Co., Ine. 
Dependable Mfg. Co. 
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Hamilton Mfg. Corp. 
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Glaro Mach. Prods., Ine. 
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Office Furn Wholesale 
utors 
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General Fireproofing Co. 
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Merriam, G. & U.; Co. 


Drafting Instruments & Equip. 
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Eyelets, Metal 
Bates Mfg. Co. 
Rivet-O Mfg. Co. 


Fasteners, Paper 
Leonard, Chas., Inc. 


Files, Blueprint & Plan 
All-Steel Equip. Inc. 
Art Metal Constr. Co. 
Art Steel Co. Ime. 
Cole Steel Equip. Co., Inc. 
Columbia Steel Equip. Co. 
Corry-Jamestowa Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Invineibie Metal Furn. Co. 
Peerless Steel Equip. Co. 
Shaw Walker Co. 
Stacor Equip. Co. 

Files, Box Letter 
Amberg File & Index Co. 
Arrow Paper Prods. ‘Co. 
Art Steel Co. Ine. 
Cole Steel Equip. Co., Inc. 
Globe-Wernicke Co. 
Hedges Mfg. Co. 
Mayfair Co. 
Weis Mfg. Co. 


Files, Card Index, Box & Tray 
All-Steel Equip. Inc. 
Amberg File & Index Co. 
Arrow Paper Prods. Co. 

Art Metal Constr. Co. 
Art Steel Co, Inc. 
Bentsom Mfg. Co. 

Cole Steel Equip. Co., Inc. 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Corp. 
Farber, Louis H., Co 
General Fireproofing Co. 
Globe-Wernicke Co. 
Goodfrend Mfg. Corp. 
Guide System & Sup. Co. 
Hedges Mfg. Co. 

H-O-N Co. 

Imperial Methods Co. 
Invincible Metal Furn. Co. 
Mayfair Co. 

Peerless Steel Equip. Co. 
Parker Steel Prods., Inc. 
Shaw Walker Co. 

Smead Mfg. Co., Inc. 
Steelcase, Inc. 

Weis Mfg. Co. 

Wells Chair Corp. 


Files, Clipboard 
Elbe File & Binder Co., Inc. 
Globe-Wernicke Co. 
Hardboard Fabricators, Inc. 
Hedges Mfg. Co. 
Service Prods. Div. Woodall 
Shaw Walker Co. 


Files, Desk Side 
Amberg File & Index Co. 
Art Steel Co. Ine. 
Cole Steel Equip. Co., Ine, 
Farber, Louis H., Co. 
Weis Mfg. Co. 


Files, Insulated 
Herring-Hall-Marvin Safe Co. 
Mosler Safe Co. 

Murphy Mfg. Co. 

Shaw Walker Co. 








de amy 


Co. 
Columbia Steel Equip. Co. 
Cole Steel Equip. Co., Inc. 
Corry-Jamestown Mfg. Corp. 
Dorset Steel Equip. Co. 
Farber, Louis H., Co. 


Guardsman-Valentine, Inc. 
Hillside Metal Prods., Inc. 


H-0-N Co. 

Invincible Metal Furn. Co. 
Parker Steel Prods., Inc. 
Peerless Steel Equip. Co. 
Remington Rand Inc. 
Security Stee] Equip. Corp. 
Shaw Walker Co. 
Steelcase, Inc. 

Watson Mfg. Co., Inc. 
Weis Mfg. Co. 

Western Mfg. Co. 


Files, Rotary 
Smead Mfg. Co., Inc. 


Files, Stencil Duplicator 
Atlas Stencil Files Corp. 


Files, Storage 
All-Steel Equip. Inc. 
Amberg File & Index Co. 
Art Metal Constr. Co. 
Art Steel Co. Inc. 
Bankers Box Co. 
Barkley, C. L., & Co. 
Bentson Mfg. Co. 
Cole Steel Equip. Co., Ine. 
Columbia Steel Equip. Co. 
Convoy, Ine. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guide System & Supply Co. 
H-0-N Co. 
Herring-Hall-Marvin Safe Co. 
Imperial Methods Co. 
Invineible Metal Furn. Co. 
Mayfair Co. 
Office Equip. Mfg. Co., Inc. 
Oxford Filing Sup. Co., Inc. 
Parker Steel Prods., Inc. 
Peerless Steel Equip. Co. 
Security Steel Equip. Corp. 
Shaw Walker Co. 
Steelcase, Inc. 
Weis Mfg. Co. 


Filing Supplies 
Acco Prods., Ine. 
Advaneo Prods., Inc. 
Aigner, G. J., Co. 
Amberg File & Index Co. 
Art Metal Constr. Co. 
Art Steel Co. Ine. 
Barkley, C. L., & Co. 
Bowman Specialty Co. 
Corry-Jamestown Mfg. Corp. 
Ennis Tag & Salesbook Co. 
Eureka Specialty Prtg. Co. 
Farber, Louis H., Co. 
Globe-Wernicke Co. 
Guide System & Sup. Co. 
Imperial Methods Co. 
Northern States Env. Co. 
Oxford Filing Sup. Co., Inc. 
Parker Steel Prods., Inc. 
Quality Park Env. £o. 
Redi-Record Prods. Co. 
Security Steel Equip. Corp. 
Shaw Walker Co. 
Steelease, Inc. 
Weis Mfg. Co. 


Fixtures, Store 
All-Steel Equip. Inc. 


Forms, Business 
Aigner, G. J., Co. 
American Passbook Co. 
Associated Stationers Sup. Co. 
Fredonia Litho. Co. 
Hano, Philip, Co., Ine. 
Natl. Litho Forms Co. 


Forms, Continuous 
Hano, Philip, Co., Inc. 
Natl. Litho Forms Co. 
Royal Register Co. 


Forms, Loose Lf. 
Aigner, G. J., Co. 
Amberg File & Index Co. 
Elbe File & Binder Co., Inc. 
Free Hand Binder Co. 
Neiman Loose Lf. & Bindery Co 
Sheppard, C. E., Co. 
Wilson Jones Co. 


Fountain Pens, Incl. Ball Pt. 
Changepoint, Inc. 
Esterbrook Pen Co. 

Fisher Pen Co. 
Hunt, C. Howard, Pen Co. 
Reliance Pencil Corp. 


Furniture, Off. Modular Units 
Art Steel Co. Ine. 
Columbia Steel Equip. Co 
Peerless Steel Equip. Co 


Furniture, Suites 
Feldman/Selje Corp 
Indiana Desk Co 
Leopold Co 
Morval Corp 
Risom, Jens, Design, Inc 


Furniture, Upholstered 
Anderson-Hickey Co., Inc 
Bright Chair Co., Ine 
Grand Rapids Lea. Furn. Co 
Gunlocke, W. H., Chair Co 
Jasper Seating Cc 
Maso Steel Prods., Ine 
Modernize, Ine 
Risom, Jens, Design, Inc 
Royal Metal Mfg. C 
Stationers Mfg. Co 
Thomas Furn. C 
Wells Chair Corp 
Worden Co 


Furniture, Used 
Office Furn. Wholesale Distr 


Gummed Cloth Rings 
Aigner, G. J., C 
Reyburn Mfg. Co., Inc 


Hardware, Office Furn. 
Chicago Lock Co 
National Lock Co 


Holders, Ticket 
Aigner, G. J., Ce 
Smead Mfg. Co., Ine 


Honor Rolls & Plaques 
Acme Bulletin C 


Index Tabs 
Aigner, G. J., Ce 
Amberg File & Index Co 
Sarklev, C. L., & Co 
Elbe File & Binder Co., Ine 
Globe-Wernicke (Co 
Graff, George B., Co 
Guide System & Sup. Co 
Markilo 
Reyburn Mfg. Co., Ine 
Sheppard, C. E., Co 


Inks 
Carter’s Ink (Cr 
Cushman & Denison Mfg. Co 
Ink Specialties Co., Ine 
Marsh Stencil Machine Co 
Rivet-0 Mfg. Co 


lrons, Chair 
Bassick Co., Div 
Seng Co 


Labels 
Eureka Specialty Prtg. Co 
Imperial Methods (Co 
Metalcraft, Ine 
Reyburn Mfg. Co., Ine 
Smead Mfg. Co., Ine. 


Ladders, Lib., Store, Vault 
Cotterman, I. D 


Lamps, Desk 
Glaro Mach. Prods., Ine 
Industrial Lamp Corp 
Mayfair Co 
Wells Chair Corp 


Leads, Mech. Pencils 
Elward Mfg. Co 


Leather Goods 
Chicago Saddlery Co 


Loose Lf. Devices 
Aigner, G. J., Co 
Amberg File & Index (i 
Elbe File & Binder Co., Inc 
Free Hand Binder Co. 
Natl. Blank Book Co 


Neiman Loose Lf. & Bindery C 


Sheppard, C. E.. ¢ 
Wilson Jones C 


Loose Lf. Metals 
Elbe File & Binder C Ir 
Natl. Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co 


Machines, Rebuilt & Used 
Internatl. Office l 
Mailers’ Equip. Co 
Regal Typewriter Co., Ine 


Mailing Machs. & Supplies 
Advaneo Prods., Ine 
Art Steel Co. Ine 
Globe-Wernicke (Co. 


Marking Devices 
Cushman & Denison Mfg. C 
Taubman, Samuel, & Co 


Tweeten Fibre Co., Inc 


Mats, Chair 
Hardboard Fabricators, Inc 
Office Furn. Wholesale Distr 
Service Prods. Div. Woodall 


Appliances, Ine 


Moisteners 
Mayfair Co 
Rivet-O Mfg. Co. 


Name Plates 
Acme Bulletin Co. 
Acme Prods. Co. 
Braden Mfg. Co. 
Heyer Corp. 


Notebooks, Stenographic 
Ennis Tag & Salesbook Co. 
Natl. Blank Book Co. 


Numbering Machines 


American Numbering Mach. Co. 


Bates Mfg. Co. 
Force, Wm. A., & Co., Inc. 
Stewart, R. A., & Co., Ine. 


Openers, Envelope 
MacKenzie, Arnold, Ine. 


Pads, Scratch 
Ennis Tag & Salesbook Co 
Natl. Blank Book C< 
Wilson Jones Co. 


Pads, Stamp 
Bates Mfg. Co. 
Carter’s Ink Co 
Rivet-O Mfg. Co. 
Stewart, R. A., & Co., Inc 


Pads, Typewr. Cushion 
American Hair & Felt Co 
Ames Supply Co. 
Peerless Steel Equip. Co 


Paper 
Eaton Paper Corp 


Partitions, Office 
Globe-Wernicke Co 
Watson Mfg. Co., Inc 


Pencil Sharpeners 
Jaumgarten, Fred 
Elward Mfg. Co. 
Hunt, C. Howard, Pen Co 


Pencils, Mechanical 
Esterbrook Pen Co 
Tweeten Fibre Co., Inc 


Pencils, Wood Cased 
Reliance Pencil Corp 


Pins & Pin Containers 
Noesting Pin Ticket Co 
Vail Mfg. Co. 


Price Marking Machs., Stamps 
Stewart, R. A., & Co., Ine 


Publications 
Office Appliances 
0. A. Buyers Index 


Punches 
Acco Prods., Inc 
Aigner, G. J., Co. 
Sates Mfg. Co. 
Hoggson & Pettis Mfg. Co 
Natl. Blank Book Co. 
New England Paper Peh. Co 
Smead Mfg. Co., Inc 


Racks, Hat & Coat 
Tubercrafters, Sales Div 
Vogel-Peterson Co. 


Racks, Stationery 
Goodfrend Mfg. Corp 
Mayfair Co. 


Ribbons & Carbons 
Ames Supply Ce 
Carter’s Ink Co. 
Curtis-Young Corp 
Leedall Prods. Mfg. ( 
Manifold Supplies Cx 
Old Town Corp 
Pres-to-Line Corp. of Amer 
Peerless-Imperial Co., Inc. 
Regal Typewriter Co., Inc 
Remington Rand Ine 
Rose Rib. & 
Ine 
Royal Typewr. Co 
Storms, H. M., Co. 
U. § 
Ine. 
Underwood Corp. 
Webster, F. §., Co 
Write, Ine 
Rubber Bands 
Alliance Rubber Co 
Roberts, Weldon, Rubber Co 
Rubber Stamp Mfg. Machinery 
American Evatype Corp 


Rubber Type 


Stewart, R. A., & Co., Ine 


Rulers 
C-Thru Ruler Co 


Safes, Office 
Art Metal Constr. Co 
Brush, John D., & Co 
Cole Steel Equip. Co., Inc 
General Fireproofing Co 
Globe-Wernicke Co 
Guardsman-Valentine, Inc. 


Carb. Mfg. Co., 


Carb. & Rib. Mfg. Co., 


Herring-Hall-Marvin Safe Co. 
Invincible Metal Furn. Co. 
Meilink Steel Safe Co. 
Mosler Safe Co. 

Remington Rand Ine. 

Schwab Safe Co 

Shaw Walker Co. 


Sand Urns 
Valeo Co. 

Scales, Postal 
Pelouze Mfg. Co. 


Shelving 
All-Steel Equip. Ine. 
Bankers Box Co. 
Bernard-Franklin Co., Inc. 
Borroughs Mfg. Co. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Lyon Metal Prods., Inc. 


Neiman Steel Equip. Co., Inc. 


Neubauer Mfg. Co. 
Star Steel Equip. Co., Ine. 
Supreme Steel Prods., Ine. 


Signals, Index Card 
Graff, George B., Co. 


Signs 
Acme Bulletin Co. 
Sraden Mfg. Co. 


Sorting Devices 
Amberg File & Index Co. 
Art Steel Co. Ine. 
Currier Mfg. Co. 


Stands, Office Machines 
All-Steel Equip. Inc. 
Ames Supply Co. 
Anderson-Hickey Co., Ine 
Art Steel Co. Ine. 
Cole Steel Equip. Co., Inc. 
Dorset Steel Equip. Co. 
Farber, Louis H., Co. 
General Fireproofing Co. 
H-O-N Co. 
Harter Corp. 
Maso Steel Prods., Inc. 
Meilink Steel Safe Co. 
Metalstand Co. 
Midwest Metal Mfg. Co. 
Security Steel Equip. Corp. 
Toledo Metal Furn. Co. 
Wells Chair Corp. 


Stands, Telephone 
Shaw Walker Co. 


Staple Removers 
Ace Fastener Corp. 
Markwell Mfg. Co., Inc. 


Staplers & Supplies 
Ace Fastener Corp. 
Arrow Fastener Co., Inc 
Bates Mfg. Co. 
Markwell Mfg. Co., Ine. 
Neva-Clog Prods., Inc. 
Vail Mfg. Co. 
Wilson Jones Co. 


Stationery 


Associated Stationers Sup. Co. 


Stencils, Marking, Brass 
Dayton Stencil Works Co. 
Marsh Stencil Machine Co. 


Stools 
Bernard-Franklin Co., Ine. 
Harter Corp. 
Maso Steel Prods., Inc. 
Mayfair Co 
Royal Metal Mfg. Co 
Steelease, Inc 
Wells Chair Corp. 


Tables 
All-Steel Equip. Inc 
Art Metal Constr. Co. 
Art Steel Co. Inc. 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Corp. 
Farber, Louis H., Co. 
Feldman/Selje Corp. 
Globe-Wernicke Co. 
Haskell, Ine. 
Lyon Metal Prods., Inc. 
Maso Steel Prods., Inc. 
Mayfair Co. 
Morval Corp 
Peerless Steel Equip. Co. 
Precision Mfg. Co. 
Risom, Jens, Design, Inc. 
Security Steel Equip. Corp. 
Semco Sales 
Shaw Walker Co. 
Steelcase, Inc. 
Wells Chair Corp 


Tables, Folding & Banquet 
Adirondack Chair Co. 
Luxem, Jas. P., Co. 
Lyon Metal Prods., Ine. 
Worden Co 


Tabulating Machines 
Burroughs Corp. 
Remington Rand Ine. 


Tacks, Thumb 
Graff, George B., Cé 
Noesting Pin Ticket 
Vail Mfg. Co. 


Tags 
Ennis Tag & Salesbook Co 
Reyburn Mfg. Co., Ine 


Tape, Gummed & Pressure Sens. 
Permacel Tape Corp. 
Reyburn Mfg. Co., Ine 


Telephone Accessories 
Art Steel Co. Ine. 
Sates Mfg. Co. 
Glidex Corp. 


Trays, Desk, Center Drawer 
Art Steel Co. Ine. 
Mayfair Co. 

Royal Metal Mfg. Co 


Trays, Letter 
Art Metal Constr. Co. 
Art Steel Co. Ine. 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co. 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell, Ine. 
Hedges Mfg. Co. 
Imperial Methods Co. 
Maso Steel Prods., Inc 
Mayfair Co. 
Metalstand Co 
Peerless Steel Equip. Co 
Redi-Record Prods. Co 
Security Steel Equip. Cory 
Service Prods. Div Woodall 
Shaw Walker Co. 
Steelcase, Inc. 
Valeo Co. 
Weis Mfg. Co 
Wells Chair Corp 
Worden Co. 


Trimming Boards 
Photo Materials Co 


Type Cleaners 
Cardinell Corp. 
Frumkin, Michael 
Norta Dist. Co. 
Regal Typewriter Co., Inc 
Rivet-O Mfg. Co. 
Webster, F. 8., Co 


Typewriter Desk Shelf Supports 
Seng Co. 


Typewriter Key Tops 
Peerless-Imperial Co., Inc 
Speed Key Corp. 


Typewriter Parts 
Ames Supply Co. 
Typewr. Equip. Co., Ine. 


Typewriters 
Allen, R. C., Bus. Mach 
American Auto. Typewr. Co. 
Inter-Continental Trading Corp 
Remington Rand Ine. 
Royal Typewr. Co. 
Smith-Corona Ine. 
Underwood Corp. 


Upholstery Padding Supports 
Flex-0-Lators, Inc 


Upholstery Materials 
U. §S. Rubber Co. 


Vault Steps 
Cotterman, I. D 


Visible Record Equip. 
Aigner, G. J., Co. 
Art Steel Co. Inc. 
Art Metal Constr. Co. 
Globe-Wernicke Co. 
Natl. Blank Book Co. 
Remington Rand Ine. 
Shaw Walker Co. 
Sheppard, C. E., Co. 
Wilson Jones Co 


Waste Baskets 
Art Steel Co. Inc 
Cole Steel Equip. Co., Ine. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Goodfrend Mfg. Corp. 
Haskell, Ine. 
Mayfair Co. 
Security Steel Equip. Corp 
Shaw Walker Co. 
Steelcase, Inc. 
Wells Chair Corp. 
Worden Co. 


Work Organizers 
Adyanco Prods., Ine 
Art Steel Co. Ine. 
Globe-Wernicke Co. 
Lyon Metal Prods., Inc 
Wilson Jones Co. 
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Wants & For Sale 





OFFICE MACHINE MANAGER-MECHANIC AVAILABLE 





SERVICE MANAGER CR MECHANIC — 20 years’ experience, all 





make typewriters and adding machines, Elliott Fisher and Sund- 
strand, must be alert company. Box C-125 care Office Appliances, 
Unicag 

REPAIRM WANTS POSITION with office machine firm in Wis- 


consin. Available soon. References. Write Leslie J. Paul, 824 W. 
Glendale Ave., Appleton, Wis. 


EXECUTIVES WANTED 





EXPERIEN‘ sles producer wanted to manage office furniture 
department of well known commercial stationer. Location Middle 
A A nt opportunity for man with successful record 


sbility to build for himself an attractive income. Include record 
th reply. Box P-136 care Office Appliances, 


Ind reterer Ww 





SALESMEN WANTED 





AALESMAN Thoroughly experienced in selling steel office and 
factory equipment for leading manufacturer. Must be ‘go-getter’. 
xcellent nmission, exclusive territory. Write full details giving 


enpes er ye, etc. Box P-137 care Office Appliances, 100 East 


42nd St., New York 17. 








PARTNERS WANTED: Experienced outside salesman wanted for 
estal office furniture and supply business in St. Louis, Mo. 
Option to purchase interest. Real opportunity. Box P-I38 care 
fice Appliances, Chicago 6. 

SALESMEN — One to cover New England, one to cover New 


nia, Maryland, D.C., Virginia, Delaware. Take over 
ts for national manufacturer of Wood Desks and 


hairs. Must be well known in trade. Give all Details and present 
nes ca J in fir etter. Commission basis. Box P-139 care Office 
Appliance 00 E. 42 St., New York 17. 





OFFICE MACHINE MECHANICS WANTED 





SERVICE MAN Very experienced Under- 
pewriter or Sundstrand adding machine service 
man. This man must be factory trained and should have had several 
th the Underwood Corporation on either one 

ese es. Steady employment, excellent earnings averag- 
ng over $5 per year. Please submit references. DODGE 


FFICE SUIPMENT COMPANY, 3110 Fort St., Lincoln Park, 
Michiaan ::phone WA 8 8300 





SHANIC on Typewriters and Adding Machines 





with sa sbility for permanent position. Leon W. White, 406!/2 E. 
Ant t., El Paso, Texas. 
TYPEWRITER and adding machine mechanic wanted by well estab 


ste New York. Good starting salary for man 
references. Box P-140 care Office Appliances, 





MAN complete Underwood line electrics, stand 
ndstrand line through class A — also A. B. Dick 

. Very good proposition for man who can qualify 
ated fast Growing community heart of Rockies. 
fishing, hunting. Give full information first letter; 
Foster Office Supply, Durango, Colorado. 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words it box 
address is used. 





SALES REPRESENTATIVES AVAILABLE 





WHOLESALER OF USED OFFICE MACHINES covering Southern 
Oregon, Northern California, and Nevada, desires additional jobber 
items. Sales truck used. Western Typewriter Service, 395 Valencia 
St., San Francisco 3, Calif. 





SALESMAN who has been calling on Canadian dealers from coast to 
coest with good results plans to establish himself as a manufactur- 
er's representative. Experienced in accounting systems, filing equip- 
ment and supplies, and practically all other merchandise sold in 
commercial stationery stores. Interested to hear from United States 
manufacturers. Box C-126 care Office Appliances, Chicago 6. 





OFFICE FURNITURE and accessory lines wanted by new west coast 
seles organization. Prepared to give full coverage. Will concentrate 
on three coast states or work east to Salt Lake City or Denver, de- 
pending upon potential and requirements of manufacturer, The 
principals have been traveling the West for years as full-time 
salesmen for leading manufacturer. Well and favorably known by 
the trade. Qualified to cooperate with dealers on important in- 
stallations. Box C-127 care Office Appliances, Chicago 6. 





SALES REPRESENTATIVES WANTED 





DIRECT REPRESENTATIVES WITH SYSTEMS background wanted by 
nationally advertised steel transfer file manufacturer. To the rep- 
resentatives selected, we will make available an additional, exclusive 
item without competition. Several territories still open. Full informa- 
tion in first letter, please. Confidence fully respected. Box P-I4l, 
care Office Appliances, 100 East 42nd St., New York 17, N. Y. 





ESTABLISHED MANUFACTURER of filing supplies, seeks commis- 
sion representatives for territory consisting of Ohio, Michigan, 
Illinois and Indiana. Box P-142 care Office Appliances, Chicago 6. 





NEW LOW PRICE AUTOMATIC COPYHOLDER sales representa- 
lives wanted for exclusive territories. Give full particulars. Box P-143 
care Office Appliances, 100 East 42nd St., New York 17. 





MANUFACTURERS’ REPRESENTATIVES wanted by one of the 
larger manufacturers of shelving, lockers, cabinets, and shop 
equipment for Mid-West, South and Western states. See us at 
N.O.F.A. show Booths 160, 161 Conrad Hilton or write. Box P-144 
care Office Appliances, Chicago 6. 





STORES — DEALERS — AGENTS 


SELL WHITNEY DESK SIGNS! Fast moving — Biggest profits. Write 
for samples. WHITNEY SIGN COMPANY, 94 Boulevard St., West 
Springfield, Massachusetts. 


RETAIL BUSINESS FOR SALE 





FOR SALE: ONE OF THE BEST office supply, furniture and print- 
ing businesses, in the fastest growing part of the South. Established 
almost fifty years, same management. Doing over one million an- 
nually, will require about eight hundred thousand dollars to pur- 
chase all. Will sell half interest to right party. Cash only. One 
owner wishes to retire. Box P-145 care Office Appliances, Chicago 6. 











WANTS AND FOR SALE, Continued on page 8 
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WANTS AND FOR SALE Continued from page 7 








RETAIL BUSINESS FOR SALE Continued 





FOR SALE—BEAUTIFUL OFFICE SUPPLY store and Gift Shop 
Very finest franchise lines. Choice ation in growing T 

of 8,000. Sell on account of health and 
Appliances, Chicago 6. 


P 4¢ re Off ce 





OFFICE SUPPLY AND EQUIPMENT BUSINESS: Michigan towa 
over 10,000 pop. Nice large store. Will make a good deal inventory 
plus fixtures. Present and potential business too much for me tc 
handle. Let's talk. Box P-152, care Office Appliance hicago 6. 





WANTED TO BUY RETAIL BUSINESS 





WANTED TO BUY STATIONERY STORE i: uthwest or southern 
Florida. State sales volume, rent, active lines carried, price desired 
in first letter. Box P-153 care Office Appliances, Chicago 6. 





OFFICE EQUIPMENT or Stationery Store in Midwest, West or 
Southwest. State your exclusive franchises and other lines. Volume 
tor last five years. Approximate cost of inventory, fixtures, their 
condition. Is present location available, terms of lease, number of 
employees, give complete details. Box P-147 care Office Appliances, 
Chicago 6. 





WANTED TO BUY MANUFACTURING BUSINESS 





WELL KNOWN manufacturer doing business with stationers through- 
out the United States and abroad will consider outright purchase of 
an established business using same general! type of retail outlets. In- 
terested in product or products which already have user and dealer 
acceptance and offer possibility of expansion in sales volume. Enter- 
prise thus acquired might be continued as separ sion. Cor- 
respondence will be handled in complete confidence. Box P-148 
care Office Appliances, Chicago 6. 





PARTNERS WANTED 





WORKING PARTNER WANTED with sales or store management 


ability, willing to invest in growing business selling and servicing 
machines, equipment, furniture, starting stationery department. 


Averaging over $250,000 yearly. Excellent statt, store. Box P-149 
care Office Appliances, Chicago 6. 





LISTS 





MAILING LISTS OF RATED OFFIC SUPPLY, STATIONERY re- 
tailers, wholesalers, off-trail outlets. FREE CATAI >, New Outlet 
Surveys, 60 E. 42nd St., NYC. 





PRES MAILING LISTS of 6,26 2 mn 11 stationers and office 
appliance dealers. Also 5,781 typewriter and adding machine 
Write for FREE catalogue of ‘is ts of retail 


facturers, institutions, banks and others. W harg nly f ad 
dressing. SPEED-ADDRESS 48-02 43rd Street, Woodside 77, Nev 
York. 





JOB LOTS 





WANT TO BUY job lots new office furniture k hairs, f ng 


cabinets, etc. Will consider and pay cash for partial or entire in 


ventories. Carload or equal 
Appliances, Chicago 6. 





CASH PAID FOR JOB LOTS or fact rd e furnit 
desks, chairs, filing cabinets t Truckload t ferred, 
P-151, care Office Appliances, Chica 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





WANTED — SUNDSTRAND and UNDERW Bookkeepers, high 
serials, also Remington, National, Burroughs bookkeeping machine 
Indicate details model, serials. Gibian Business Machines, 128 La 


fayette Street, New York 13. 





SALE: 200,000 B Framies, B Trays, 133, 70, 30 drawer cabinets. 


E Record Frames, cabinets and trays. Mode! 3700 Bill Printer. 
Elliot Record Addressing Machines — model 300 — 32 cabinet 
W 80 trays. 5 Stencil Typewriters ..... WANTED: Varitypers — 
NCR 2000 class 64 UP Bookkeeping machine. American Office 
ca ent Co., 801 4tt Ave., Seatt e 4, Wast 





1 NATIONAL CASH REGISTER PAYROLL MACHINE model 





2 5 (149), serial # 2-55989. Machine approximately five years 
1 and in A-| ndition at a-bargain. Business Equipment Co., 160 

WwW. | o St. t 26, Mich. 

VISIBLE EQUIPMENT bought, sold and exchanged. We have spe 
alized for over 35 years in visible systems equipment and can 
ipply excellent rebuilt es in all makes. We carry a large stock 

Kardex, Acme, Y&E, Globe-Wernicke and other makes, including 
ipplies tor them. All equipr oe is sh Pps ed on a guaranteed basis. 

Nrite and tell us what visible equipn you need r to 
ale. Special prices to dealers. Heineman Office Equipment Co. 


pt. OA, 4 N. 8th St : tack ttn, 





ASH PAID FOR HAND PRESSES, MULTIGRAPHS, Varitypers 
riter Mimeoagraph. We alsc el} and trade macnit Free 





VILL BUY Al S — ali makes calculators, adding . 
k ng machines and other office machinery. Give us fu 
eTions and sé 31 numbers—mod number if ¢ ble. Well 


| | ° 
hiar + por ntarnat 
nignes pri mrernazional 


326 Broadway, New York 7. 





ITT-FISHER rnact 2S calculating macnine saaing achine 
: tice equipment bought and sold. W rowley mpany, 
706-908 N. Wat >t., Milwaukee Z Wis 





WANTED: BURROU GHS OR N.C.R. Bookkeeping and B } Ma 
ct s, Calculator Comptometers, Adding Machine etc., any 
Quote mplete description and best price. AMERIC AN 


BUSINESS MACHINES, In - £73 Broadw uy, New York ys N.Y. 





OTT-FISHER AND SUNDSTRAND machines. Comptometers, 





Burroughs, Friden, Marchant, Monroe Calculat Elect tic Type- 
riter Adding machines and all office machines boug|! d 
rented, rebuilt. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, 
Wis 
ELLIOTT-FISHER, Burroughs, Moon Hopk Adding and Calculat 
Machines, Compitometers, Electromatic Typewriters, and fan- 
f machines, bought and sold. Chicago Office Appliance Co., 
1930 West 2Ist St., Chicago 8. 





KARDEX, ACME, POSTINDEX etc. 
PECIALISTS IN VISIBLE Filing Equipment for 30 years. Full co- 
n offered to dealers on sales or purchases. All equipment 
ughly rebuilt and guaranteed. Commercial Card System C 


Grand St., New York 13, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands 
r nditioned cabinets, panels, books, always on hand. Special 
> and prices to dealers for purchase or sale. Get our quota- 

* S N sTNaN, Inc.., 548 Broadwa New Y rk d N,. , - 








VISIBLE EQUIPMENT SPECIALISTS for over 25 years. We buy and 
all types of Cabinets such as Kardex, Acme, Postindex, Yawman 
Erbe, Cardineer, Wheeldex and Ledger B keepin JUIE nt 
sll sizes. Write or wire us for your need Gold Co., 79 
81 Leonard St., Ne ork 13, N. Y. 
ARGE AMOUNT 1 Visible Cak KARDEX, ACME and 
ND. Variety of sizes and styles. A-| ndition, very reasonable 
teel Equipment Comrany, 69 Spring Street, New York ! 





WANTED TO BUY: Late model E tt-Fisher b kkeer 1 8 
bili Must be over 300,000 serial number. J & T OF 
CE MACHINE CO., 605 W. Washinaton St 


ng machines. 





O43 Pres-STime Bulletin 


Late and Important News for Our Readers 





DIXON HEADS COLUMBIA RIBBON AND CARBON: The board of directors of Columbia Ribbon 
and Carbon Manufacturing Company, Inc., has elected Harold F. E. Dixon 
to the presidency, a post held by Frank Nichols. Mr. Nichols was named 
chairman of the board following his retirement from the executive post. 
Henry B. Holmes becomes executive vice-president. 





CINCINNATIANS BUY COLUMBUS FIRM CONTROL: Controlling interest in the Columbus 
Blank Book Manufacturing Company of Columbus, Ohio, has been acquired by 
the Hilberg family of Cincinnati, Ohio, engaged there in the meat pack- 
ing business. J. Brooks Heckert has been elected president and secre- 
tary. Henry Hilberg was elected treasurer and chairman of the board of 
directors. This action was taken following the Hilbergs' acquisition of 
the stock held by Niels M. Peterson, president of the Coe who is re- 
tiring after 43 years' service. 








ALLIED CARBON AND RIBBON APPOINTS BERGERE: Clifford W. Bergere has been appointed 
general sales manager of Allied Carbon and Ribbon Manufacturing Corpo- 
ration, according to an announcement by W. E. Bradley, president. Mr. 
Bergere was formerly general sales manager of Mittag and Volger, Inc. 








LOWE JOINS LUCKETT LOOSE LEAF BOARD: J. S. Luckett, Sr., chairman of the board 
of The Luckett Loose Leaf, Ltd., Canada, recently announced that Gor- 
don B. Lowe has been elected a director after 27 years with the firm. 





MCBEE GENERAL SALES HEADQUARTERS MOVED: The McBee Company, division of Royal Mc- 
Bee Corporation, has transferred its general sales headquarters from 
New York City to Athens, Ohio, where the firm's home office is also lo- 
cated. 





OLD TOWN CORPORATION ELECTS NEW OFFICERS: George A. Rentschler and Dante E. Broggie 
were elected directors of Old Town Corporation on February 4, it was 
announced by James H. McGraw, Jr., president and chairman of the board. 





STILL GOOD--AFTER 35 YEARS: The Boston branch of Mittag and Volger, Inc., recently 
had the pleasure of redeeming a typewriter ribbon coupon a little over 
35 years after it was sold. This coupon was purchased from M. and V.'s 
old Broad St., Boston office, in 1918 or 1919. It was received at and 
immediately redeemed by the present Boston branch now located at 75 High 
St. in Boston. Mittag and Volger, Inc., will celebrate its 75th anni- 
versary during 1956. 





ROCKWELL-BARNES COMPANY MAKES APPOINTMENTS: Rockwell-Barnes Company of Chicago, 
in view of a reassignment of territories has announced a number of 
changes. Don LaVigne, covering the Michigan area, will hereafter also 
travel in western New York State. Gene Chaddock, who is already cover- 
ing Ohio and western West Virginia, will also serve western Pennsylva- 
nia, with the exception of Erie, which is in Mr. LaVigne's territory. 
Robert L. (Bob) Auld has recently joined the Rockwell-Barnes sales or- 
ganization and will travel the entire southeastern territory, including 
Alabama, Georgia, Florida, Mississippi, Tennessee and North and South 
Carolina. 





NEW HEAD OF CASH REGISTER DIVISION: H. 0. Whistler has been named sales manager of 
the cash register division of R. C. Allen Business Machines, Inc., an- 
nounces the firm president, K. P. Phelps. 





SCHREIBER PROMOTED BY YAWMAN AND ERBE: Promotion of Charles W. Schreiber, vice- 
president in charge of sales of Yawman and Erbe Manufacturing Company, to 
the position of executive vice-president, has been announced. 
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State of the Vudustry 


@ A Washington Witness. Horace B. Van Dorn, 
vice-president, Joseph Dixon Crucible Company, 
might be called a Washington, D. C., commuter. On 
February 3, he appeared before the Ways and 
Means Committee in opposition to the new trade 
agreement currently an active congressional con- 
sideration. On December 23, he had spoken before 
the Tariff Commission. 

Mr. Van Dorn has the faculty of covering a subject 
well, doing it in concise manner with free use of 
appropriate iliustrations when necessary. A gem 
which he offered some years ago while a member 
of the NSOEA troupe was in answer to a question 
from the floor, “What is too much inventory?” 

His reply, a masterpiece which the late Charlie 
Garvin repeated on various occasions, was, ‘Too 
much of your competitor’s merchandise.” 


@ Consumer Demand Grows. A review of 1954 
trends in the six major components of business ac- 
tivity reveals wide differences in the direction and 
amount of change, according to a study of Govern- 
ment figures by the research department of the Na- 
tional Association of Manufacturers. 

Consumer exper litures and construction were 
moving sharply u..ward. Two other major com- 
ponents—the rate of inventory accumulations by 
business, and government expenditures for national 
security—showed a pronounced downward move- 
ment. The two remaining components—business ex- 
penditures for new productive equipment and gov- 
ernment expenditures other than for national secu- 
rity—declined slightly. 

Thus, 1954 was an adjustment period, in which 
government reduced its defense outlays and busi- 
ness decided to reduce its inventories. But, two of 
the most basic elements in the economy—consumer 
demand and construction—continued their long- 
term growth during the year. 

The widely-heralded “recession of 1954” has not 
prevented a substantial rise in the volume of goods 
and services flowing to the nation’s consumers, the 


NAM said. 


@ Pay and Taxes. !f the pulp and paper industry is 
typical, a startling change is takiny place in rela- 
tionship of the amount taken out of the corporate 
pocketbook. Following are some figures recently 
published for that industry showing that the Gov- 
ernment now gets more than the workers: 


Year Federal Taxes Wages % ratio 
1939 $ 18,000,000 $176,000,000 10% 
1942 223,000,000 284,000,000 79%. 
1944 219,000,000 339,000,000 65 % 
1948 343,000,000 612,000,000 56% 
1950 529,000,000 §94,000,000 76% 
1951 982,000,000 780,000,000 126% 


@ “Little Sins” in Selling . . . Salesmen who don’t 
succeed include “the week-end guest,” “the pacer,” 
and “the knocker,” Robert L. Krueger, president of 
the Purchasing Agents Association of Chicago, in 
an address at a luncheon meeting of the Sales Ex 


10 





ecutives Club of Chicago. Relating the “little sins of 
salesmen”, he made some interesting observations. 

The ‘week-end guest” is the fellow who takes 
over his prospective customer's office, said Mr. 
Krueger. He throws his galoshes and wet umbrella 
on the floor, drapes his catalog over the best chair, 
loosens his tie, and settles down for the afternoon. 

The “pacer” is the salesman so nervous or self- 
important that he paces up and down in front of the 
customer's office until admitted, explained Mr. Krue- 
ger. 

He identified “the knocker’’ as the salesman who 
continually knocks a competitor’s product—"the 
short road to selling suicide.” 


At 


This Month— 


Page 12. NOFA invites the office furniture industry to Chi- 
cago for the annual convention, March 20-23. Here's the 
tentative program for this outstanding industry event and 
the up-to-date list of exhibitors. 


Page 16. Discount selling has spread its tentacles into the 
stationery and office equipment field. It's a merchandising 
revolution, says expert E. B. Weiss, whose stimulating series 
for Advertising Age forms the basis of a condensed version 
in Office Appliances. For a better understanding of today’s 
great marketing issue turn to page 16. 


Page 20. In Des Moines, Iowa, window displays mirror a 
multi-sided promotional activity of Koch Brothers, one of 
the nation’s outstanding commercial stationery and office 
equipment firms. Read how this concern has succeeded 
through superior management, selling and service. 


, 


Page 25. Equipment must be designed to sell goods, says 
Henry Berry in the concluding article of his series on fixtures 
—the tools that make retail merchandising a success or fail- 
ure. Dealers of our industry have hailed Mr. Berry's ideas 
as expressed in one of the most outstanding series in Office 
Appliances’ 5]-year history. 


Page 28. “Give yourself the old ‘Once-Over’” advises V. H 
Vetromile. It's a quiz that will help any sensible stationer to 
find out just where his business stands 


Page 29. In the Ad-Viser column, Irving Sette] this month 
discusses headlines. He tells how these sign-posts of an ad- 
vertisement should be short, specific, timely and, above all, 
rouse curiosity 


e 
Coming— 
Henry Berry, author of the store fixtures’ series in Office Ap- 
pliances, has volunteered to conduct a question and an- 


swers’ page. This promises to continue the valuable service 
of the Milwaukee, Wis., expert in store planning. He'll be on 
the NSOEA regional swing 

Next month’s issue of Office Appliances will place emphasis 
on the NOFA national convention, providing last-minute de- 
tails of the office furniture sessions then beginning in Chi 
rago 
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O4 Editorial 





In Unity, There's Strength 

The National Office Machine Dealers Association is 
currently engaged in its biggest membership campaign. 
President Wilbur Walker and executive secretary Harold 
Mann are spearheading the effort with the truism that 
‘never has it been so important for dealers to rally ‘round 
the NOMDA membership banner as it is today." 

The advantages gained in NOMDA membership apply 
to every other national organization. The reasons all 
revolve cround the fact that in unity there's strength. 

NOMDA membership means becoming a part of a 
central agency that constantly represents office machine 
dealers in ironing out industry difficulties at the national 
level. This representation begins in the local associations 
affording an opportunity to work out problems of a local 
nature that can only be solved by the co-operation of 
the dealers in the various areas. Here, ideas can be 
exchanged for the benefit of all. 

NOMDA membership means access to the ‘‘Keeping 
You Posted"’ weekly sheet of information, the monthly 
‘Spokesman’, the ‘‘Who's Who in the Office Machine 
Industry’’ and the “Blue Book" of suggested trade-in 
allowances on office machines. Made available, too, are 
such dealer helps as the NOMDA Nation-Wide Guaran- 
tee Policy on new portable typewriters (regarded as the 
No. | tool against the discount house, the catalog house, 
and the jewelry store) rental contracts on office ma- 
chines, window and counter cards, ond window decals. 

All these day-by-day services are climaxed with the 
annual convention and trade exhibit where leading 
manufacturers, wholesalers, retailers and salesmen 
gather for an exchange of ideas that puts more dollars 
in the pocket of everyone attending. 

Today, it costs less to join forces in a united front for 
profit than to stand on the sidelines. 





‘““As Ye Sow, So Shall Ye Reap” 


ViSlrecord News, house organ of VISlrecord, Inc., 
recently used an editorial which we deem worthy of 
reprinting. Entitled “‘As Ye Sow, So Shall Ye Reap”, 
the advice contained is especially earmarked for the 
salesman who can only profit by his own planning and 
self discipline. We quote: 

“One of the interesting features of your VISIrecord dis- 
tributorship is the possibility, on the first of some future 
month, of receiving a really big commission check as the 
immediate result of a job well done. 

“One of the problems that seems to plague too many 
people in the sales field, is the fluctuation in monthly 
earnings between a ‘good’ and a ‘bad’ month. 

“There is a most simple and effective solution to this 
problem of fluctuating income — and the answer not 
only eliminates the ‘dry’ months, it assures a never end- 
ing succession of ‘good’ months. 

“Consider your territory a fertile farm — Each sale 
the harvest that results from planting a good seed, water- 
ing and cultivating the growing plants. The equivalent of 
fertilizer, to enrich your soil, will come from personal 
service and conscientious installation work. 

“Now, obviously, if you don't plant enough seeds 
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(demonstrations) you aren't going to get much of a 
harvest. Or, if you spend all your time planting seeds, 
and neglect the watering and cultivating and harvesting 
of your plants (prospects), weeds (loss of interest) will 
stunt your crop, or predators (competition) will reap the 
harvest. 

“It takes a definite amount of time for the average 
seed to germinate. It takes time and effort to cultivate 
your growing plants (prospects) and reap the harvest 
(close the sale). If you plant foo many seeds, in spurts of 
activity, you will have to concentrate on cultivating and 
harvesting, during which time no additional seeds will 
be planted; and when your current crop is ‘in’, you will 
have to start all over again — but in the interim — no 
harvest. This is how those ‘bad’ months are born. 

“The logical way to manage your farm (territory) is 
simple and obvious — each day, you plant some seeds, 
water some seeds, cultivate some prospects, harvest some 
sales. Each day, your territory is producing some ripe 
deals. You have a 12 month ‘growing season.’ 

“If you cycle your efforts as above, and if you fertilize 
and enrich your soil with efficient installation assistance 
— you will be a sales leader. 

“You are a Salesman. This is the only way you can be 
a successful salesman, and join the 4 figure plus commis- 
sion check recipients. 

*‘Remember always — 

‘The greatest problem of an Independent Distributor 

— alone in a territory — is self discipline — when 

to work and how hard to work and maintain en- 

thusiam."’ 





Government is the People 

Paul W. Cheney, sales manager of the Southworth 
Company, observes that there is no such thing as some- 
thing for nothing. . .“Our government is the people 
and when our government subsidizes 30% of the people, 
the remaining 70% pay the bill.” 

Cheney quotes Thomas Payne—words as good to- 
day as when written long ago: 

“Let the world see that this nation can bear prosperity; 
ond that her honest virtue in time of peace is equal to 
her bravest valor in time of war.”’ 

No, peace time is no absolute guarantee to a na- 
tion's financial or moral prosperity. A nation which ex- 
pects the government to make up for an individual's 
lack of private initiative or personal scruples is surely 
headed for decay. 





How Small is Small? 


What's the difference between big business and small 
business? Experts disagree, says the Chamber of Com- 
merce of the United States. 

The fact is, says the Chamber, that business, big and 
small, has many problems in common. That is why the 
Chamber is convinced it is illogical to maintain both the 
Department of Commerce and the Small Business Admin- 
istration. It is recommended that SBA become a part of 
the Department of Commerce. That sounds like a logical 
idea. 
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CHICAGO IN MARCH 


NOFA Awaits 


Convention 


@ !N LESS THAN one month the ninth annual convention-exhibit of the Na- 
tional Office Furniture Association will bring office furniture dealers, manu- 
facturers and manufacturers representatives to Chicago, March 20-23, from 
every part of the United States to participate in the only show of its kind 
devoted exclusively to office furniture and equipment.’ 

The more than 200 dramatic exhibits at the Conrad Hilton Hotel will 
emphasize the convention theme — "Improve Office Living With Better Of- 
fice Equipment," — and the entire accent of the show will be on selling. 

Outstanding men from within the industry will serve as convention ses- 
sion leaders, with only three speakers from outside the office furniture field 
on the’ program. 


To Hear Gene Flack 


On Monday, March 21, at 12 noon, dealers, manufacturers and repre- 
sentatives will have an opportunity to hear "Sunshine Gene" Flack, sales coun- 
el and director of advertising for Sunshine Biscuits, Inc., discuss Spreading 
Sunshine Through Selling." Flack has probably addressed more sales conven- 
tions and related groups than any other man in America, garnering a total 
of over 11,000 successful platform engagements throughout the country. 

On Tuesday, March 22, the sales tempo will be further emphasized when 
John W. Mock, known throughout the country for his ‘'tailor-made"’ talks, 
will moderate the ''What Would You Do?" Management Clinic. 

At Tuesday's noon luncheon, Henry Flarsheim, noted advertising and 
sales promotion expert, will speak. Mr. Flarsheim, vice-president of one of the 
country's largest advertising and public relations organizations, is an authority 
on mail order selling, and will tell how to apply the successful methods of top 
ranking salesmen to every selling activity, at the manufacturing, wholesaling, 
and consumer levels. 

This man, who has sold millions of dollars worth of merchandise as well 
as ideas, will have as his topic: ‘Selling More Office Furniture By Selling." 


Banquet on Program 


Tuesday evening, the ninth annual banquet will afford an opportunity to 
furniture dealers and manufacturers as well as their wives to enjoy fellowship 
with their friends and associates. Charles M. ‘Chuck’ Hanna, a private con- 
sultant in labor-management relations, author, lecturer and publicist, will pre- 
sent ‘The Conquest of Confusion'’ — an inspirational talk which will be long 
remembered. 
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small number of things he is against. His fame rests on his zeal for accentuat- 





GENE FLACK JOHN MOCK 


In these days of increasing pessimism, Mr. Hanna is unique in the very 





ng the positive and his facility for making crystal-clear exactly what every ELMER wenman 
true American is for. He has been called one of America's most formidable 
triple-threat'’ men in the current fight for the preservation of our American 


Five White Guards Booked 


White Guards, headlined musical singers on the Milton Berle 
snd Arthur Godfrey television shows, will present a concert of solo and en- 
emble singing that will round out a pleasant evening. 

As a fitting climax, on Wednesday March 23, Elmer Wheeler, famed for 
his tested selling sentences, will present his highly popular tested selling plan 
for American business — ''Selling the Sizzle." Wheeler, the man who ''sells 
the sizzle and not the steak’ has turned his ability for money-producing slo- 
gans into a million dollar business enterprise. 





CHARLES HANNA 


hese dynamic speakers, the exhibit and program for the ladies, deal- 
s, manufacturers and representatives are all keyed to a pattern for an ex- 
ellent convention of the office furniture and equipment industry,” John R. 
sray, NOFA's executive director said. 


An Open-Flow Convention 


flow arrangement of this convention is one of the greatest 
sssets,"' he stated. ‘Bottlenecks will be eliminated and it will be possible to 
nove from one section to the next with ease. 
y authorities in the field will present product knowledge informa- 
hases of office furniture and equipment," Mr. Gray continued, 
and considerable attention will be devoted to operational costs, sales train- 
ng, freight rates and many other matters to help the dealer and manufac- 
turer in their efforts to gain a reasonable profit." 
Thought has also been given to social activities with an excellent pro- 
yram planned for the ladies, including a mystery trip and a visit to the na- 
tionally renowned Kungsholm restaurant. 
The ladies program is different this year in that NOFA has a staff mem- 
ber who w hedule and supervise the activities for the women. It will in- 
ude style shows, shopping tours, television and radio shows, teas and many 
— which will make it an occasion for the ladies to remember. 


s will be open from one to six o'clock every afternoon. 





THE FIVE WHITE GUARDS 
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NOFA Convention Program... . . 


14 


9:00 


10:30 A 


9:00 
12:00 


12:00 


9:00 
9:30 


9:00 
12:00 
1:00 


4:00 
7:15 


11:30 
12:00 
1:00 


> PP 
<x << 
| 


Noon — 


Noon — 


A.M. — 
Noon — 


P.M. — 


6:00 P.M. 


11:00 A.M. 


6:00 P.M. 


6:00 P.M. 


6:00 P.M. 


6:00 P.M. 


6:00 P.M. 


SATURDAY, MARCH 19 
Registration — Mezzanine Writing Room 


SUNDAY, MARCH 20 


Registration — Mezzanine Writing Room 
Exhibits open — Lower Level 
LADIES — Reception Tea — South Ballroom 


MONDAY, MARCH 21 
Registration — Mezzanine Writing Room 
NOFA Business Session 
Election of Officers — Grand Ballroom East 
Reports of Committees — Grand Ballroom East 
— Finance — Edward Tyre 
— Freight — Norman Ginsburg 
— Sales Training — James Kalhert 
— Insurance — Daniel Waldner 
LADIES — Shopping Tours, TV and Radio Shows 
LADIES — Smorgasbord and Puppet Opera — 
Kungsholm Restaurant 
Opening Luncheon — Grand Ballroom West 
Speaker — Gene Flack, ''Spreading Sunshine Through 
Selling" 
Exhibits open 
Mystery Tour 


TUESDAY, MARCH 22 
Registration — Mezzanine Writing Room 
"What Would You Do?" Management Clinic 
Leader — John W. Mock — Grand Ballroom 
LADIES — Merchandise Mart Tour — or — Home 
Demonstration 
Convention Luncheon 
Speaker — Henry Flarsheim, ‘Selling More Office 
Furniture By Selling'* — Williford Room 
Exhibits Open 
LADIES — Study in Color 
9th Annual Banquet — Williford Room 
— Speaker — Chas. M. "'Chuck'’ Hanna, ''Con- 
quest of Confusion" 
— White Guards Musical Troupe 
— Awards: Geyer's, Office Appliances, The Of- 
fice 
— Presentation of New Officers 


WEDNESDAY, MARCH 23 


Registration — Mezzanine Writing Room 
Industry Workshops: 
Manufacturers — South Ballroom 
Dealers — Leader, Claude G. Wilcox, Jr.. — 
Astoria Room 
Representatives — Leader, Frank T. Sandstrom — 
Parlor No. 2 
Assembly — Workshops Reports — Grand Ballroom 
East 
Closing Luncheon — Grand Ballroom West 
Speaker — Elmer Wheeler, "Selling the Sizzle" 
Exhibits open 
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Floor Plan for NOFA Convention Exhibits at Conrad Hilton Hotel 


NOFA Exhibitors -++++++++++-> 
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diana Desk Co. 
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Krumwiede, Elmer, & Assoc. 
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LaSalle Products Co. 

Lees, James, & Sons Co. 
Lehigh Furn. Corp. 
Leepold, The, Co. 

Lift Truck Service Co. 
Lundstrom Laboratories, Inc. 


M 
B.L. Marble Chair Co. 


Maso Steel Products, Inc. 
McDonald Products Corp. 
Meilink Steel Safe Co. 
Metalstand Co. 

Midwest Folding Products 
Miller, Herman, Furn. Co. 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co. 
Modernize, Inc. 

Monarch Furn. Co., Inc. 
Mosler, The, Safe Co. 
Murphy-Miller, Inc. 
Myrtle Desk Co. 
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National Lock Co. 


Neiman Steel Equipment Co. 
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Office Appliances 
Orna Metal Products Co. 
Otis Steel Products Corp. 
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Parker Steel Products, Inc. 


Peerless Steel Equipment Co. 


Precision Mfg. Co. 


Probber, Harvey, Inc. 
Protectall Safe Corp. 


Rishel, J. K., Furn. Co. 
Royal Metal Mfg. Co. 
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Sainberg & Co., Inc. 
Security Steel Equip. Corp. 
Shelbyville Desk Co. 
Sight-Light Sales Division 
Smith Metal Arts Co., Inc. 
Spence Furn. Co. 

Stacor Equip. Co. 

Star Steel Equip. Co. 
Standard Furn. Co. 

Steel Parts Mfg. Corp. 
Steel Service Mfg. Corp. 
Sturgis Posture Chair Co. 
Supreme Steel Products, Inc. 
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Taylor Chair Co. 
Tiffany Stand Co. Inc. 
Toledo Metal Furn. Co. 
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Valco Co. 
Victor Safe & Equip. 
Vogel Peterson Co. 
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Wells Chair Corp. 
Westcort Co. 

Western Mfg. Co. 
Whirl-O-Matic, Inc. 

Wood Office Furn. Institute 
York Safe & Lock Co. 
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E. B. WEISS 





E. B. Weiss and the publishers of 
Advertising Age have granted us 
permission to reprint a condensed 
version of a very revealing series 
of four articles by Mr. Weiss on 
“The ‘Off-List’ Revolution.” As di- 
rector of merchandising for the 
Grey Advertising Agency, New 
York, N. Y., Mr. Weiss has come 
into close contact with the “dis- 
count house’ problem. Adding to 
his basic knowledge by special sur- 
vey and study, he prepared the ar- 
ticles, fearlessly setting forth the 
facts even though some of them 
implicated a number of those who 
berate the “discount houses.” 

The findings of Mr. Weiss merit 
the careful consideration of all who 
are concerned with merchandising. 
All fields have been touched, in- 
cluding office equipment and sup- 
plies. 
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NE Selling, ng Sprea ails. Its Tentacles 


No Industry Is Immune to Devastating Effects of 


*““Off-List”’ 
Says Expert E. B. Weiss 


@ TODAY’S GREAT marketing 
issue is not the emergence of a new 
form or forms of off-list retailing. 

The great issue is that the Amer- 
ican public is, on every hand, re- 
ceiving an intense education in off- 
list shopping through every con- 
ceivable type of outlet, “regular” 
and “irregular.” 

What this analysis has set out to 
do is to take the attention of the 
marketing world away from the dis- 
count house—and to get the mar- 
keting world to concentrate on off- 
list selling no matter who does it, 
and no matter how it is done. 


Many Outlets 
While the merchandising world 
is alarmed about some 2,500 dis- 
count houses, the bald fact is that 
there are at least 250,000 outlets 
selling at variable discounts from 
list. It is high time, that manufac- 
turers, wholesalers, and retailers— 
all who are genuinely concerned 
with the toppling list price—take 
their eyes off the discount house 
and study the discount operation. 
Discount selling in its various 
aspects accounts for from 20% to 
as high as 70% of total volume 
in one merchandise category after 
another. And this is true all over 


Prices ... It’s a Merchandising Revolution, 


the nation, not merely in our large 
cities. 

Neither the discount house nor 
the many-hued discount operation 
will be eliminated nor even braked 
by hysterical outbursts, name-call- 
ing, association resolution, legisla- 
tion, or appeals to the public’s ‘com- 
mon sense,’ when these appeals 
themselves have little common sense 
from the public’s viewpoint. 


Don't be Naive 
Neither will it help matters to 
view the development through a re- 
ducing glass. This is done when one 
assumes that off-list selling is con- 
fined to the discount house. . . as- 
sumes that there is a complete cleav- 
age between this “nefarious” prac- 
tice and “honest” retail selling . . 
assumes that the new off-list re- 
tailer gives no service, doesn’t ad- 
vertise, keeps no stock, is an out- 
and-out gyp—and that the legiti- 
mate retailer gives wonderful serv- 
ice, advertises heavily, keeps a full 
inventory, and is the epitome of all 
the virtues. Sorry—it just ain’t so! 
Too many of our independent 
merchants have forgotten how to 
merchandise, how to sell, how to 
service—and yet require a markup 
for survival to which they really 
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aren't entitled on the basis of public 
service rendered. And in this con- 
nection | think we must compre- 
hend that cost of doing business is 
not the starting point for pricing. 
Pricing starts with the public’s eval- 
uation of the worth of the service 
rendered. Yet many retailers, in- 
cluding some department stores, are 
currently fighting for larger mar- 
gins, bigger markups. 


Search for Values 

The public, generally speaking, 
looks for what it considers to be 
“values.” That is precisely why 
practically all advertising by de- 
partment stores, by drug chains, 
by food supers, by variety chains, 
by Sears and Wards, harps and 
harps and harps on prices, on 
mark-downs, on “bargains.” Cer- 
tainly if the public were not orig- 
inally inclined in this direction, 
then the billions spent in off-price 
promotions by our giant retailers 
have conditioned them to this atti- 
tude. Price is by no means the pub- 
lic’s sole measuring rod of value— 
but it is an important one. 

When the public wants to indulge 
in either plain or fancy off-list shop- 
ping, where does it go? To the Dis- 
count House! 


Going ''Respectable" 

I refer here to a street-floor store 
that sells everything it stocks—or 
shall we say claims to sell every- 
thing—at off-list. It usually makes 
at least a pretense of insisting on 
“courtesy cards.” This may be a 
Stripped down store, or it may not, 
but is a store. (It is sheer nonsense 
to say that the “discount house” is 
always operated in a “tent,” is a 
“schlag” operation, doesn’t adver- 
tise, doesn’t give service, doesn’t 
offer financing, and so forth. This is 
true in many cases; it is completely 
untrue in many other cases.) The 
discount house is going “respect- 
able.” 

I guesstimate there are no more 
than 2,500 of this store-type of 
discount house. And I maintain they 
scarcely amount to a row of pins 
in the total amount of merchandise 
moved off-list in this country. 

Buying Clubs. For some inex- 
plicable reason this off-list opera- 
tion is seldom mentioned, and sel- 
dom thought of when obscenities 
are hurled at the discount opera- 
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‘““OFF-LIST’ IN THE OFFICE EQUIPMENT INDUSTRY 


Although discount selling of office 
furniture, machines and supplies is 
not as blatant nor as obvious as in 
the home appliance and some other 
fields, it is nevertheless a serious 
problem. More and more the ‘‘dis- 
counter"’ is encroaching, to the ex- 
tent that hardly any association meet- 
ing, local or national, can be held 
without the ‘‘off-list'’ problem coming 
up for discussion. 

Most of the merchandise sold by 
discount houses is for personal or 
home use. Until recently portable 
typewriters and hand writing instru- 
ments have been about the only 
items of our field that have had a 
mass market appeal. With the devel- 
opment of the ‘‘office in the home" 
idea the list of office items that in- 
terest discount houses has been great- 
ly expanded. 


The search for ways and means 
to combat the competition § has 
brought into focus the fact that ‘‘off- 
list’’ selling is not new to our field. 
Selling a price instead of the prod- 
uct and what it will do is too com- 
mon for comfort. Perhaps the effort to 
survive in the face of low price 
selling by discount houses will have 
a salutary effect upon the evils of 
price cutting that have plagued our 
industry for so long. 


There is no simple, easy way to 
solve the problem of meeting dis- 
count selling. From the office machine 
division comes a_ suggestion by 


Harold Mann, executive secretary of 
the National Office Machine Dealers 
Association. Mr. Mann urges dealers 
to sell the ‘‘plus’’ values, the things 
that the office machine dealer has 
which are not available from dis- 
count houses — mechanical, service, 
know how, guarantees, and so forth. 

In a recent talk to the Metropoli- 
tan Travelers Club of New York City, 
Charles E. Reynell, general sales 
manager of Oxford Filing Supply 
Company, proposed that better sales- 
manship and finer service were an- 
swers to the discount house problem. 

Bernard Nemlich, president of the 
National Office Furniture Associa- 
tion, speaking before the Chicago 
NOFA Chapter recently, said, “We 
have the tools to combat this type 
of selling. They are service, prompt 
delivery and reliability. It isn't a new 
problem,"’ he continued, ‘‘just a new 
name. The old-time salesman who 
sold on a 5% margin (and is now 
out of business) was a ‘discount 
house.’ *’ 

The full answer is in the making. 
Dealers everywhere are trying out 
ideas. Some will prove effective; 
some will be failures. Out of the 
welter will come evidence of the 
methods that are sound, profitable 
and permanent. Dealers are invited 
to share information on successful ac- 
tivities with other readers. The edi- 
tors of OFFICE APPLIANCES will 


welcome correspondence. 





tion. It is true that a substantial 
percentage of purchases of buying 
clubs is done through various types 
of new-type discount outlets. But 
I suspect that an even larger per- 
centage of the volume of the buy- 
ing clubs is done through—ahem! 
—“legitimate” retailers. And 
through “legitimate” wholesalers, 
too, as well as direct with some 
manufacturers. 


Enjoy ''Privileges" 

Millions of dollars’ worth of off- 
list shopping is also done through 
“hidden” off-list outlets of “legiti- 
mate” wholesalers, operated under 
another name; factory retail stores 
for employees; factory showrooms; 
factory “outlet stores”; the whole- 
saler’s showroom. 

Store employee buying privilege, 
at discounts from 10% to 20%, 
is another thinly disguised off-list 
operation, for in many cases it is 


a loosely supervised and sadly 
abused privilege. Remember there 
are several million store employees. 
With their families and friends—and 
friends of friends—they constitute 
quite an off-list market! 

Getting down to the really shady 
operations, there are probably some 
thousands of individuals who simply 
have a desk, who carry on big “I 
can get it for you wholesale” opera- 
tions, doing all selling and ordering 
from factory catalogs, and with free 
access to showrooms. 

Where does the modern discount 
operator get his inventory, includ- 
ing that of many well-known, os- 
tensibly fair-traded brands? Manu- 
facturers, wholesalers and retailers 
are helping discount operators in 
a big way to sell more goods. 

As the total volume done by the 
discount operator continues to 
mount .. . a growing number of 
manufacturers who formerly tried 
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to block him off now see that he 
is supplied. It is necessary to bear 
in mind that . many discount 
operators buy in considerably larger 
quantities than a substantial per- 
centage of regular wholesale distrib- 
utors; and that they pay promptly 
and even pay cash. The manufac- 
turer finds it hard to resist such 
a market. 

As with manufacturers, so with 
wholesalers. The percentage of reg- 
ular distributors or wholesalers who 
turn down a substantial order from 
a known discounter is small—par- 
ticularly when that order may be 
larger than 75% of orders received 
from regular accounts, and when 
that order is on a cash basis. It 
almost seems as though the louder 
the wails of anguish from all but 
a minor percentage of manufac- 
turers and wholesalers, the more 
merchandise is shipped by those 
tear-shedders to the discount opera- 
tor. 





Here's Subterfuge 


These are the unpleasantly ob- 
vious sources for stock. The real 
back-fence techniques include the 
following: “dummy” wholesalers, 
distressed merchandise, trans-ship- 
ping, special purchases, selling from 
floor samples, pooled buying, and 
carload buying. 

It can hardly be said with ac- 
curacy that manufacturers and those 
engaged in distribution have re- 
sponded swiftly, energetically and 
purposefully to the problems posed 
by off-list merchandising. 

Only a limited number—really 
a pitifully small group—of manu- 
facturers have tackled the problem 
with courage, with sincerity, and 
with sagacious business stateman- 
ship. Precisely the same is true with 
respect to those involved in distri- 
bution—wholesalers, retailers, and 
so forth. 


Old Techniques 


Some of the things that have 
been tried with varying degrees of 
success are: private labels, stripped- 
down outlets, price wars, no show- 
room techniques, fair trade laws, 
no catalogs, boycott, price adver- 
tising, and so forth. 

In my opinion, the off-list revolu- 
tion has gone too far—in some, 
not all industries—and, in these 
fields it is supported by too large 


a segment of the public, to make 
turning back the clock feasible, eco- 
nomical, sensible. In some of its 
phases, for some categories of mer- 
chandise, the off-list revolution rep- 
resents the start of the emergence 
of permanent new forms of distribu- 
tion—precisely as did the variety 
chains, mail-order houses, drug 
chains, and so forth, in their early 
days. Distribution itself is a dynamic 
force; it cannot be kept static. 


Look at Future 


Let’s now look at the future of 
the independent retailer. In those 
merchandise categories in which 
full list is presumed to include a 
high degree of selling and a high 
degree of service, the full-list spe- 
cialty retailer will, more and more, 
be compelled to rebuild his organi- 
zation to deliver that kind of selling 
and that kind of service. Only a 
small percentage of retailers are 
set up to function on this level. 
This is a sad but incontrovertible 
fact. 

A considerable number of inde- 
pendents have done what too few 
department stores or chains have 
attempted. They’ve decided that the 
first step in fighting off the dis- 
counter involves a_ housecleaning 
rather than gun-toting. They’ve im- 
proved their services; they've begun 
to select better salespeople and train 
them better; they’ve improved their 
inventory techniques, merchandis- 
ing techniques, display techniques, 
their promotions, and so forth. This, 
of course, is the tough approach. 
That may be why so few retailers— 
especially our large retailers—have 
taken this route! 


A Way Out 


It’s the only sensible route, be- 
cause so far as I can see, it’s the 
sole route that is premised on de- 
parting from the status quo. In ad- 
dition to improving his servicing and 
his selling—his merchandising and 
his promotion, too—the service re- 
tailer might consider these addition- 
al procedures: 

1. Instead of passing resolutions 
condemning discount operators and 
manufacturers, retail groups might 
first clean up their own off-list 
structure. They could start by vow- 
ing not to buy “wholesale” for them- 
selves, their families, relatives, 





friends and friends of friends. And 
then retailers might cease operating 
a two-price system, as so many do. 

2. Eliminate off-list privileges to 
retail salespeople. Actually, this is 
a “fringe benefit” for retail employes 
that costs the merchants of the 
country vastly more than would be 
the case if they limited the practice 
and upped retail clerk compensa- 
tion. 

3. Devise new techniques for 
compensating floor people so that 
they have a real incentive to sell— 
and, even more important, so as 
to attract a better caliber of person- 
nel. By and large, retail salesperson 
compensation is back in the dark 
ages. 

4. Outside selling forces (well 
selected, well trained, well supplied 
with selling equipment and leads) 
in those merchandise lines suscep- 
tible to this form of selling (and 
that includes office equipment and 
supplies) simply must be added by 
many retailers. 


Must Study Hours 


5. Retailers may also be com- 
pelled to change store hours to suit 
customer convenience, rather than 
the convenience of the retailer and 
his salespeople. The discounter 
tends to be open six nights a week. 

6. In general, I think that inde- 
pendent retailers must look first into 
themselves when they contemplate 
the off-list problem. Off-list has 
grown to its present proportions 
not so much as a direct consequence 
of the astuteness of the discount 
operation, as because of the lack of 
astuteness, nimbleness, flexibility, 
drive, and so forth, of traditional 
outlets. 

Readjustment to new market 
conditions is seldom done in one 
fell swoop. On the contrary, such 
readjustments are usually made step 
by step and frequently by one very 
tiny step after another. Indeed, the 
readjustment is so gradual as a rule 
that those who have contributed 
to its development are quite aston- 
ished, when they look back—after 
several years—to note the magni- 
tude of the total change. 


I believe that that will be the 
general procedure in most busi- 
nesses with respect to the basic 
problem of conforming to the re- 
quirements of the off-list revolution. 
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HOUSE ORGAN 


with the Home-Town Touch 


Jack Bonner Company 
Produces Own Publication 


Aimed at Executive Level Coin CHATTER... 


4 new and spar- 
kling little publica- 
tion that is delight- 
ing the folks of 


by RUEL MCDANIEL 





@ YOU GET out of your house 
organ about what you put into it, 
according to the experience of Jack 


south Texas is 
named “Bonner’s 
Coffee-time Chat- 


ter.” The issue, the 
front page of which 
is reproduced here, 
is devoted to pro- 
moting the virtues 
and live wire pros- 
pects of cities in 
south Texas. It is 
published monthly 
in Corpus Christi by 
: the Jack Bonner 


Bonner Company, pioneer office 
equipment concern in Corpus 
Christi, Texas, after surveying re- 
sults of its lively little house publi- 
cation called “Bonner’s Coffee- 
Time Chatter”. 

The publication is a four-page, 
magazine size, two-color production 
with a touch of breeziness tempered 
with dignity. It aims at the execu- 
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tive level and it produces results the Saree ast tape Co., pioneer office 
owners can put their fingers on, ac- pies wen ntinesd tea equipment firm. 
; . Soa Se Se 
cording to R. H. Bonner. pge tale admin 
Community Flavor oi 


Basically, the appeal of the pub- 
lication, issued monthly, is to men 
and women who buy office equip- 
ment, supplies and printing in South 
Texas. Each issue features some 
community in the company’s trade 
area, with pictures, facts and sta- 
tistics revealing the outstanding in- 
dustries and aims of the community 
covered. This feature attracts nu- 
merous “fan” letters, Mr. Bonner 
Says. 

The remaining contents combine 
brief historic and nostalgic items, 
news on new businesses in the area, 
a few personal paragraphs about 
company customers, a humor sec- 
tion, letters to the company com- 
menting on the publication, and a 
modest promotion of some office 
equipment or supply item. 


No Domination 

“We are careful that advertising 
never dominates the publication,” 
says Mr. Bonner. “We feel that too 
much of our own advertising would 
defeat the main purpose of the 
house organ—to build goodwill 
and further impress the name of our 
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company on customers and pros- 
pects.” 

Mr. Bonner believes that the first 
step taken, after deciding definitely 
to publish a house organ, was to 
obtain the services of a professional 
to rewrite the material and lay out 
the publication. 


Professional Job 
This has assured a professional 
job and instinctively impresses the 
prospect with the professional-like 
operation of the company itself, ac- 
cording to Mr. Bonner. The editor 
is a local public relations man, 
Vernon Smylie, with years’ of news- 
paper and magazine experience. 
Print order for the first edition 
was 3,500. It went to a selected list 
of names of customers and pros- 
pects in company files. But the re- 
sponse was so impressive that the 
company immediately saw the need 
for a greater printing. 
Accordingly, it checked telephone 
directories of all communities in its 
trade area, compiled the names of 


all business and professional men 
and women in these areas and 
checked the new lists against the 
company files to eliminate duplica- 
tions, and came up with a list to 
take care of considerably more than 
the 8,500 printing now mailed. 
Every attempt is made to send 
the publication to the home address 
of the customer or prospect. 
Numerous people wrote in, asked 
the subscription rate and wanted to 
subscribe, and several inquired 
about advertising rates, Mr. Bonner 
says. The first edition brought over 
100 letters and 30 telephone calls, 
thanking the company for the pub- 
lication and asking that the recipi- 
ents be mailed future editions. 


Show New Desk 


Typical of the modest company 
advertising appearing in the pub- 
lication is an artist’s (the company 
artist) drawing of a new model 
executive’s desk featured by the 
company, with about four inches of 
type to describe it. 
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Koch 
Brothers 


non-stop 
effort 


@ SPLENDID WINDOW displays 
mirror a fraction of the multi-sided 
promotional activity of Koch Broth- 
ers, Des Moines, Iowa. 

B. J. Bristoll, vice-president and 
general manager, says he’s found 
in his 29 years with the company, 
that it’s good to work hard, use 
promotion and keep at it over and 
over. Koch Brothers never accepts 
merely flashy schemes of merchan- 
dising. Its program is solid, like 
the products it sells. 

Koch Brothers has grown very 
substantially in business volume. 
Better than $1'2 million last year; 
$180,000 in 1925. It never holds 
sales and will not sell by huge mark- 
downs. 

The firm had 17 employees in 
1925; now has 80. It has a total 
of 20 salesmen. The business is 


65 years old. William Koch, now 
about 80 years old, is still president 
of the company. He is also president 
of the National Life Insurance Com- 
pany and devotes most of his work- 





does a large business all over Iowa, 
not in Des Moines exclusively. 
Koch Brothers today utilizes the 


latest trend in window display. 
When it decides to go along with 
an idea it goes “all out” and does 
it neatly. Seven display windows 
are now fully utilized for the “wide 
range vision” type of display. 
Displays Varied 

Scanning windows in its recent 
very effective display—one by one 
—here is what we find: 

No. 1. In it are shown Cosco 
chairs set at comfortable distances 
from each other. Posters are used 
extensively to decorate walls, and 
explain advantages of chairs. Both 
large and small posters are attached 
to wallboard at back. Medium sized 
placards are placed between the 
chairs. 

No. 2. Features Smead’s expand- 
ing products. A large poster on 
each side wall. A large central mass 
of the materials, for unification. At 





Koch Brothers Store Is an Imposing Structure at Busy Corner in Des Moines 


In Management, 
Selling, and Service 
Iowa Firm Reveals 


Continuous Progress 


by DONALD C. TAYLOR 
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ing time to that. William Koch, Jr., 
has been with the office supply 
organization since the war and is 
its treasurer. 

Koch Brothers is listed in Dun 
& Bradstreet as AAI. Says manage- 
ment, the firm has never missed a 
dividend over the last 29 years 
and each payment has been made 
out of profits, not capital. It has 
eight general line men in Des 
Moines. 


Have 4 Sections 

There are four main divisions— 
office furniture, office machines, sta- 
tionery and office supplies, printing 
and bookbinding. The company 


either side, products in varying 
poses, some fully open. An attrac- 
tive color scheme of similar light 
tan shades is seen in wall back- 
ground, floor and other assisting 
features. 

No. 3. This is devoted to miscel- 
laneous accessories. Most items here 
are not essential, but are decorative, 
handy, or of luxury type. At the 
right-hand corner of this window 
stands a “Stop, Look” announce- 
ment billboard made by A. C. Dav- 
enport, Chicago. This allows com- 
binations of letters to be placed in 
to produce the announcement. 
Koch’s current announcement reads 
“Useful and Everyday Accessories 
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for the Desk”. The display includes 
special water jugs and a ship model 
clock. 

No. 4. At one side of the window 
Esterbrook pens are displayed in 
wide variety. To accompany the 
pens the display material which the 
pen company furnished is used. 
Koch’s makes a point of utilizing to 
the fullest extent the merchandising 
aids furnished by manufacturers. In 
another part of the window is fea- 
tured Swingline, with posters. 


Easel is Used 


The remaining part of this win- 
dow is used by a Handy Helpers 
easel — supported card, around 
which are grouped the various items 
which are enumerated on the card. 

No. 5. Shows Cramer aluminum 
ladders with safety non-skid tread 
on steps and suction cups which 
anchor ladders to floor as soon as a 
secretary or department head steps 
up on it. Also strategic in this dis- 
play are sets of Steelmaster filing 
equipment. They range all the way 
from several styles of small and 
medium files to a large 30—com- 
partment number. 

Nos. 6 and 7. These are extra 
wide windows which permit traffic 
to view a very deep display of of- 
fice furniture. Desks, tables, chairs 
are placed in that part of the main 
display room inside. This display 
extends all the way back to the back 
wall. Even all the auto traffic gets 
glimpses of all the furniture. This 
furniture occupies possibly half to 
two-thirds of the main display 
room. This deep display conveys 
pronounced impact. General Fire- 
proofing aluminum chairs, Imperial 
wood desks, and Gunlocke chairs 
are arranged in the display. 


Lighting Helps 

Let Mr. Bristoll talk about his 
store: 

“Perhaps attention should be 
called to the effect by night. It is 
lighted brilliantly. Many hurry to 
tell us of the view they receive, as 
far as the river (five blocks away). 

“Business here has been built by 
a lot of hard work. We try to get 
along with people. If there’s any 
one item that can make a success, 
that might be it. We try to keep 
posted on products. 

“We do a lot of promotional 
work—keep it going. Inside and out 
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KOCH BROTHERS 
VERYTHING FOR YOUR OF 


STeeL Featurep ... One of the Koch windows features G/W 
Techniplan and presents an invitation to visit the metal business 
furniture section where General Fireproofing lines are on display. 


we try to have our organization run 
smoothly. We don’t quibble. We 
like to have our customers think 
our dealings are straightforward, 
even generous, not like a hairpin. 
We're always attempting to train 
our salesmen effectively. You must 
estimate the individual. See what 
he’s fit for. Then, adjustment to 
routine’s no puzzle for a salesman. 
We use specialists. A crew of men 
takes dictating machines. Other 
men sell duplicating and adding 
machines well. A good general line 
man is usually not a good visible 
records man. A company, now, 
needs specialists. And, a man’s a 
happy guy when he’s a specialist.” 

How can office furniture be sold 
in volume to large companies? 


“Get the line accepted,” says Mr. 
Bristoll. “Stress standardization. It’s 
a potent sales lever. When a large 
company is satisfied with a line, it 
will go on from there, standardize, 
order year after year, or 10 years, 
20 years. 


Grows with Industry 


“That’s made clear, too, by the 
industrial manifesto. Over the last 
25 years industry has dispersed. 
That’s a big change. Possibly we in 
Iowa have seen it more than other 
states, because the state was once 
almost all agriculture. Our firm to- 
day does business with corporate 
businesses all over the state. Off- 
hand here’s a partial list of big 
plants in this state now—DMorrell, 





STREAMLINER WINDOW .. . Glove-Wernicke office accessories such 
as desk trays and waste baskets are put on parade. 








Maytag, Oliver, Fisher Governor, 
Case, Kiowa Corp., Lennox Fur- 
nace, John Deere (several plants in 
Iowa), Firestone Tire & Rubber. 
Some of these are farm products 
manufacturers, others not. 

“The industrial change makes a 
lot of business permissible to office 
equipment and supplies organiza- 
tions.” 

Mr. Bristoll also gives examples 
of large insurance companies and 
publishing companies in Des Moines 
that confirm the view of selling 
when possible by standardization. 


Order Can Grow 


That morning he’d shaken hands 
on an order for $2400 of new 
equipment. That may trigger an 
additional order of $24,000, it is 
believed. 

An aid which Koch Brothers has 
found to be most reliable is the 
stock record it furnishes. This is 
supplied to all the large accounts, 
as well as the salesmen. These thick 
books are well bound and revised 
approximately every quarter. The 
informational material on the stock 
they give is processed on an IBM 
executive typewriter and Gestetner 
duplicator, presenting the customer 
with a smooth even job which is 
a silent salesman. Useful for the 
customer—and Koch Brothers—it 
prevents numerous phone calls back 
to the office by salesmen. From 
these inert books hundreds of orders 
arrive like frozen peaches. 


Use Advertising 


Koch Brothers earmarks plenty 
for advertising, spends about $15,- 
000. No advertising medium is 
shouldered aside. 

Attention to detail carries into 
the lettered placards that are made 
to point up furniture and visible 
records. One brush artist has been 
doing all this. 


Found Market 


Today, Koch Brothers furnishes 
orders to big industrial firms all 
over Iowa but it wasn’t always thus. 
The spadework went on for years 
and it was discovered that state 
highway commission, state colleges, 
penal institutions, insane asylums, 
some agencies with offices widely 
distributed, provide remunerative 
results if well contacted. 

When an idea comes along, they 
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don’t, at Koch’s, just jump for the 
gilt bandwagon. They push it, and 
push it again. 

Of Koch’s enduring thoroughness, 
B. J. Bristoll is likely a most ap- 
propriate symbol. Not only has his 
service and salesmanship embossed 
itself with many hundreds of cus- 


tomers, but it has also been recog- 
nized by the national organization 
of stationers. He was elected presi- 
dent of the National Stationers’ As- 
sociation in 1935 and 1936 and was 
a key figure at the birth of its first 
industry-wide exhibit at Chicago’s 
Palmer House. 


Inaccuracies in “Complaint Sessions” Article 


Sid Kross, president of Office 
Outfitters, Inc., Kansas City, Kan., 
found a number of inaccuracies in 
the article titled, ‘‘No ‘Fiddling’ 
While Employees Burn,"’ in the Jan- 
vary issue on pages 15 and 16. 

In a letter dated January 10, 
1955, Mr. Kross refers to paragraph 
two in the first column on page 15, 
which reads in part, ‘Fiddler, who 
has a virtually exclusive hold on the 
stationery market in his community," 
and to paragraph six in the same 
column, which states. ‘‘Today, he 
has bought out all his major compe- 
tition," and to paragraph one in 
the second column on page 16, which 
carries the following wording. ‘‘In 
1951 he purchased the Harry E. 
Tibbs stationery business—his only 
remaining competitor."’ 

Since Office Outfitters, Inc., has 
been actively in the office furniture 
and stationery business in Kansas 
City, Kan., since 1947, antedating 


Fiddler's, Inc., by two years, Mr. 
Kross quite logically objects to the 
inferences in the article that Fiddler's, 
Inc., is the only office equipment and 
supply dealer in Kansas City, Kan. 

Also in paragraph one in the 
second column of page 16 it is said, 
‘In 1952 he (Fiddler) bought the 
stationery business of the Drexel Of- 
fice Equipment Company." Mr. 
Kross writes that other firms, includ- 
ing his own, purchased parts of the 
Drexel stationery department. 

At the bottom of column two on 
page 16 it is stated, ‘‘Fiddler's is 
the only bonded schoolbook dealer 
in town.'' Mr. Kross asserts that check- 
ing with the State Board of Educa- 
tion of the State of Kansas would 
reveal that not only is Office Out- 
fitters, Inc., a bonded book dealer, 
but was bonded even before Fid- 
dler's. 

The misstatements, inaccuracies 
and implications in the January arti- 
cle are sincerely regretted. 





STANLEY-SABGENT | 
COMPANY’ 





MEMORY HELPS... 


Stanley-Sargent Co., of Kansas City, Mo., fills a medium-size 


window with a display of 1955 Defiance*and Standard Memory Helps. Center piece 
is the large, full-color ‘‘Memory Like an Elephant” unit shipped free to all participat- 
ing dealers. Defiance calendar pads and Standard diaries are products of Wilson 


Jones Co. 
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Some columns of selling ideas based on the experience of smart 


salesmen both in and out of the office appliance field. 


By Zenn Kaufman 








@ HARRY HIGDON says the best 
way to cure your wife of nervous- 
ness is to tell her it’s a sign of old 
age. 

* * * 

It doesn’t pay to be too nice to 
your customers. A New York land- 
lord called one of his tenants on 
the telephone and said, “Hello, 
Sweetheart!” The shock was too 
much for the poor girl. She fell 
on a broken stair rod, tumbled 
down the stairs and landed in the 
hospital for six months. She sued 
the landlord for $15,000 and won. 





Elmer Wheeler, please note. This 
untested sentence cost the landlord 
$7,500 per word. 

* * * 

Reverse Sale 

Bill McDonald of the Sterling En- 
gine Company in Buffalo likes to 
tell this story about what he thinks 
was one of his “toughest sales”. 

It was way “back when” he was 
selling Locomobiles which in those 
days sold for $17,000 and were a 
real custom job — where you even 
measured the dimensions of your 
customer’s back so that you would 
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have the seat of the car constructed 
to fit him for “perfect riding ease”. 
Bill was sales manager at the time, 
and one of his men down in Toledo 
reported great trouble in trying to 
land a certain glass manufacturer. 
He sort of challenged Bill to come 
down and make the sale so, being 
on the spot, Bill really had to ac- 
cept. 

Mr. “Glass” received him rather 
sternly and listened while Bill told 
the story of the marvels of Locomo- 
bile. Then he asked, “How many 
miles do you get on a gallon of 
gas?” When he asked this question, 
Bill got a real inspiration and 
answered, “Why, Mr. Glass, I don’t 
know.” Glass said, “You certainly 
aren’t much of a salesman if you 
don’t know that much about your 
product.” 


Polite Retort 

Bill said, “Mr. Glass, nobody 
ever asked that question before.” 
And turning to his local salesman 
he said, “Joe, I think we’re wasting 
Mr. Glass’s time and I guess maybe 
he’s wasting ours. It’s very plain to 
me that Mr. Glass doesn’t under- 
stand that we are only interested in 
selling Locomobiles to people who 
have the means to maintain them 
in such a way as to be a credit to 
our company. It is obvious to me 
that Mr. Glass cannot afford a Lo- 
comobile.” 

Glass turned purple, green and 
red and finally managed to push a 
button which brought a secretary 
scurrying in. He said, “Miss Smith, 
write a check for $5,000 to the Lo- 
comobile Company. We'll show 


these fellows who can afford a Lo- 
comobile.” 

This kind of selling can be fright- 
fully dangerous and we certainly 
don’t recommend that salesmen go 
around insulting prospects, but here 
obviously was a lost cause and Mc- 
Donald sensed that only by putting 
a little backspin into his sales story 


could he win this tough order. 
* * * 


Quotable 

“Fame will not run after the men 
who are afraid of her. The public 
is won by imperious talents, by the 
enterprising and skillful. It does not 
believe in modesty which it regards 
as device of impotence. The golden 
book contains but a section of true 
genius — it names only those who 
have taken glory by storm.” 

—Henry Amiel, 1876 
* * *” 
Impatient to Advance? 

Alfred E. Lyon, now board chair- 
man of Philip Morris & Co., Ltd, 
likes to tell of the time when George 
Washington Hill offered him a job. 
Lyon was a rookie salesman in 
Pittsburgh, and Hill happened to be 
in a store where Lyon was making 
a sale. Impressed by the young 
man’s performance, Hill asked him 
how much he was making. 

“Fifty dollars a week,” said Lyon. 

“Tl double it!” said Hill. 

Lyon promptly and courteously 
declined the offer. Hill immediately 
asked why. Lyon answered, “Mr. 
Hill, if I’m worth $100 a week I’m 
sure my company will find it out 
and pay it to me.” 

The company did find out, of 

(Turn to page 56, please) 
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What the Courts Say 


CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 








Purchasers’ Right to Deductions 


@ A TYPEWRITER had been sold to 
an Oklahoma purchaser. Instalments 
were past due and unpaid. The type- 
writer company sued for the repos- 
session of its machine. In his defense 
the purchaser contended that the 
machine had failed to work prop- 
erly, had been continuously out of 
order and that he had spent on re- 
pairs a considerable amount. He 
failed, however, to set up as a coun- 
terclaim or offset against this unpaid 
balance the amount of these dam- 
ages which he had incurred. 


In awarding this seller possession 
of the typewriter the Oklahoma court 
in its decision said of the setoff of 
damages of this character by a pur- 
chaser against unpaid instalments ac- 
cruing under a conditional sale con- 
tract. 


“A breach of an implied warranty 
of fitness of the machine did not 
constitute a defense to the action by 
the seller to recover possession of the 
machine for a default in payment of 
installments unless such breach re- 
sulted in damage to the purchaser. 
The purchaser in this action could 
only defeat a recovery by proving a 
breach of the implied warranty of 
fitness of the machine for the pur- 
pose for which it was intended, re- 
sulting in damage to him in a sum 
equal or greater than the balance 
unpaid and deliquent upon the pur- 
chase price."’ 


Cases Compared 


Similar circumstances were in- 
volved in an action in New York 
state, except in that controversy 
suit had been brought for reposses- 
sion of a piano which had been pur- 
chased under an agreement that 
ownership of the instrument should 
remain in the seller until the price 
was paid. 


In this action however the pur- 
chaser in his defense that the piano 
was not as represented, contended 
that the damages amounted to the 
unpaid balance for which this ac- 
tion had been brought. In its de- 
cision permitting the purchaser to 
offset these damages against the 
balance remaining unpaid on the 
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contract price the court said: 

‘““Concededly proof that the seller 
had received payment of the full 
sum to which he was entitled under 
the contract would defeat the action 
and entitle the purchaser to retain 
possession. In justice the purchaser 
has a good claim to be adjudged to 
be the owner and entitled to the 
possession of the piano by reason 
of having suffered, because of the 
breach by the seller of the warranty 
contained in the contract of sale, in 
a sum equal to the balance remain- 
ing unpaid upon the contract, as 
though the purchaser had paid the 
seller a like amount applied upon the 
purchase price of the property.” 

In this decision the court referred 
to a statute known as the Uniform 
Sales Act. This law has now been 
enacted in 35 of the states besides in 
Hawaii and the District of Columbia 
and permits a conditional sale pur- 
chaser under circumstances of this 
character, to deduct his damages 
from the unpaid instalments. 


Recovery Possible 


‘Where there is a breach of war- 
ranty by the seller the buyer may at 
his election accept or keep the goods 
and set up against the seller the 
breach of warranty by ways of re- 
coupment in diminution or extinction 
of the price.”’ 

Prior to the adoption of this stat- 
ute it had been necessary for a pur- 
chaser under a conditional sale con- 
tract, who had been injured by the 
failure of the seller to deliver articles 
of the quality represented, to recover 
his damages in a separate action 
and, what was still more unjust, the 
purchaser could not bring such an 
action until he had title to the goods, 
that is, until he had paid for the 
goods in full. 


Action Needed 


“The abuses perpetrated and in- 
justices suffered by persons illy able 
to bear the losses,’’ said the court 
of the old law, ‘‘became so frequent 
and the increase in the number of 
conditional sales upon the instalment 
plan so great as to call for legislative 
action.”’ 


The seller appealed from this 
judgment which deducted the pur- 
chaser's damages from the unpaid 
contract instalments and in its affirm- 
ance of that judgment, the appellate 
court said of the right of a buyer 
to deduct his damages for a seller's 
breach of warranty from the con- 
tract price: 


“The right to possession in a case 
like this depends upon the payments 
of the purchase price and as the stat- 
ute provides that the purchase may 
be extinguished, which is equivalent 
to saying it may be paid, by re- 
couping such damages as the buyer 
may have sustained by the seller's 
breach of warranty, we can see no 
sufficient reason for holding that 
such a defense is not available in an 
action by the seller for possession 
of the goods."’ 


Interpret Clause 


The effect of an acceleration 
clause in a conditional sale contract, 
when the purchaser has withheld the 
payment of instalments for a breach 
of warranty by the seller, may, how- 
ever, deprive the purchaser of his 
right to retain possession if the dam- 
ages are less than the unpaid in- 
stalments. 


In an action brought under such- 
conditions in Ohio on a promissory 
note a few years ago the seller was 
awarded possession of the goods as 
the damages of the purchaser were 
less than the unpaid instalments. 
There, the court said: 


“Since the purchaser's damages 
which he sought to have applied to 
the note, were found to be less than 
the current instalments due, the sell- 
er as a matter of fact was not liable 
to the purchaser and therefore could 
enforce the note including the ac- 
celeration clause, according to its 
terms. It is claimed that this rule 
works a great hardship upon the pur- 
chaser who seeks to recoup damages 
for a breach of warranty in the sale 
of goods. However, he may protect 
himself at any time by instituting an 
independent action for a breach of 
warranty and credit his recovery on 
currently due _ instalments without 
breaching his contract of payment 
under the note." 
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Equipment Must be Designed to Sell Goods 





FIXTURES — Tools That Make Retail 


Merchandising a Success or Failure 


(Last of a Series of Four Articles) 


by HENRY BERRY 


Henry Berry Associates, 


Milwaukee, Wis. 





@ A BUILDING REMAINS 
merely that — four walls a floor 
and a roof — until the dream and 
drive of some individual or group 
becomes a reality. Merchandise is 
bought, fixtures are selected and 
moved in, and the building comes 
alive. Just how much alive depends 
upon how successfully we have 
planned to put our merchandise in 
motion and out of the door with our 
customer whose money pockets are 
correspondingly lighter. 

We have discussed what a store 
is and what it should be, what 
windows can and should do, and 
how to control traffic in order to 
get our prospect in front of our 
merchandise to that all-im- 
portant last two feet. 


More Than Price 


And now, once our sales space 
has been organized, sales equip- 
ment becomes of prime importance. 
We have reached the point that 
everything said before has been 
leading up to the place where mer- 
chandise is actually sold, and 
please, oh please, when considering 
fixtures don’t look on them from 
price alone. If this viewpoint had 
any merit from a cheapness angle, 
cracker boxes would be ideal fix- 
tures. And conversely, if high price 
guaranteed results, gold inlays 
would be the thing, but, “it just 
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ain't so.” Store equipment must 
sell merchandise, and its ability to 
do this is the only logical yard stick. 
It is vital that this selling equip- 
ment be carefully designed and se- 
lected so as to do a variety of jobs 
well, otherwise the work done on 
a logical traffic plan or well organ- 
ized merchandise layout will be 
largely wasted. Selling fixtures have 
three jobs to do: they must hold 
merchandise; they must display all 
or part of that merchandise; and 
where required they must protect 
some of that merchandise from 
unnecessary customer haadling. 


Three Functions 


Of course, not every unit has to 
perform all three basic functions. 
Beyond question, quick-service 
methods of open display have met 
the test, and a very large majority 
of all stationery merchandise should 
be displayed and sold from this self- 
service type of unit. Always re- 
member, however, that a few, small 
precious articles such as fountain 
pens and expensive drawing instru- 
ments, need display, storage and 
protection. 

Sales fixtures consist of several 
basic types — wall units, center of 
the floor or island units, and 
glassed-in floor cases. Added to 
this, but not a part of the actual 
sales group, is wall shelving for 
reserve stock, cash and wrap units, 
display tables and other incidental 
pieces. 


Fixtures Vital 


What we are primarily interested 
in is not these odd units but in 
the actual selling fixtures them- 
selves and the bed rock principle 
behind their basic design which is 

flexibility. The wall and is- 
land units are flexible as to use 
and as to change of location, and 
the show cases are usually flexible 
as to place change only. 


Intelligent fixture planning must 
first of all provide for material 
changes due to seasonal require- 
ments. Seasonal changes are always 
with us and a major problem to 
every stationery and office equip- 
ment dealer. As long as our cus: 
tomers buy more gifts, gift wraps, 
greeting cards, and other related 
merchandise at Christmas than they 
do in the summer, ideally, our store 
and our fixtures must be designed 
to be interchangeable. This allows 
us to enlarge or decrease depart- 
ménts as required. It means con- 
version of fixtures holding commer- 
cial miscellaneous to gift wrap or 
greeting card units during the holi- 
days, and then back to their more 
prosaic duties after the festivities. 

Second, a true selling fixture must 
be designed to adjust to changes 
caused by the increased business 
of the store and the variations which 
then follow in merchandising policy. 


Must be Unit 


Third, in my opinion, fixtures 
should be each an individual, self- 
contained unit. A construction mak- 
ing it easy to occasionally rearrange 
a department or the entire store 
layout is a most necessary relief 
from monotony. No matter how 
well a store has been planned, after 
a time both clerks and customers 
become accustomed to seeing things 
as they are. They are so accustomed 
to lack of change that they don’t 
really see anything at all, and the 
original, valuable, fresh viewpoint is 
lost. 


Look Ahead 


It would take a crystal ball for 
anyone to tell how many lineal 
feet of fixture should be used for 
any given product, or where that 
fixture should be placed two years 
in the future. Crystal balls that 


work, - - -” you can’t hardly get 
them no more!” - - - so make sure 
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your choice of fixtures allows for 
all forseeable eventualities. 

The showcase has just as im- 
portant a selling job to do as does 
that open stock fixture, but the ap- 
proach should be slightly different. 
Primary line fountain pens, for in- 
stance, should be displayed under 
glass. There’s no argument about 
that, but, they must not be just 
stored or held there. To sell mer- 
chandise from a showcase, eventual- 
ly, the goods must come out from 
the inside of the case and reach 
the customer. 

This, of course, requires sales 
help. The job of the designer there- 
fore, is to build a fixture that in 
every way possible makes it easier 
for the salesperson to get the pens 
out of the case and into the pros- 
pect’s hands. This requires highly 
specialized case interiors and flexi- 
bility is important only as to place- 
ment. 


Light Needed 


The intensity of light thrown on 
merchandise held by any selling 
fixture must be greater than normal 
store illumination. This means that 
all fixtures — wall, island, and 
showcase — should be equipped 
with their own lighting units, or 
a special spot might be installed 
in the ceiling to light the particular 
case and merchandise immediately 
below. 

When lighting a glassed-in show- 
case it is usually advisable, re- 
gardless of the light inside the 
case — to light the top with the 
help of a high intensity spot placed 
in the ceiling. If this isn’t done, 
the merchandise when placed on 
top of the counter is not lighted 
as well as when inside, and sales 
appeal drops. 

Most wall units have lighted 
signs identifying the merchandise 
carried by the fixture. Many cases 
built for island installations do not 
have this feature, nevertheless, I 
believe that all should. 

Summing up this line of reason- 
ing, it follows that with the addi- 
tion of cash and wrap units and few 
display tables for the necessary 
flat areas and as a place for point- 
of-purchase material, a stationery 
and office equipment store can be 
refixtured with just three basic 
units — a wall case, an island 
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fixture, and one or more specialized 
showcases. 

The selling fixtures illustrated 
and described will show better than 
words at least one solution of fix- 
ture design that satisfactorily an- 
swers all of the essential require- 
ments we have discussed. A variety 
of use is shown in which the basic 
fixture, what ever merchandise it 
displays, is always part of a har- 
monious and over-all design. 


For Island Use 


Starting with fixtures to be used 
largely for island installations, we 
have illustrated an Arc Segment* 
case, the same unit displaying three 
different types of merchandise. Pic- 
ture No. 1 shows a basic Arc Seg- 
ment loaded with an assortment of 
inks, adhesives, stamp pads, and 
other related products. No. 2 
shows the same island case with an 
insert installed designed to sell gift 
wraps. There are inserts for greet- 
ing cards, books, and other specif- 
ic merchandise. Illustration No. 3 
is once again the basic Arc with the 
addition of flat wooden shelves. 


Has Flexibility 


Study these pictures for a mo- 
ment and the Arc Segment’s infi- 
nite flexibility of use is apparent. 
While studying the illustrations lets 
take the Arc and check it against 
the requirements we have outlined 
as essential to a good selling fix- 
ture: 

1. There is adequate storage for 
floor stock. 

2. A high percentage of the mer- 
chandise held is well displayed. 

3. Seasonal changes have been 
provided for. 

4. Variations in merchandise 
policy and department size can be 
adequately handled. 

5. Each fixture is an individual, 
self-contained unit. It is usually 
used back to back in center island 
batteries, but equally practical for 
use against a wall or in other ar- 
rangements. 

6. Each case has its own fluores- 
cent light, illuminating the mer- 
chandise and its translucent identi- 
fication sign. 

The wall cases pictured are com- 
panion fixtures to the Arc and have 
the same flexibility of use and 
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placement. Note picture No. 4, a 
basic case with shelf inserts for 
merchandising typewriter papers. 
Picture No. 5 is the same unit with 
swinging frames to demonstrate 
filing supplies. No. 6 shows the 
basic fixture with an insert to fea- 
ture columnar pads, and illustra- 
tion No. 7 shows dramatically how 
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any of these wall cases can be con- 
verted to sell the living daylights 
out of holiday merchandise. 

The wall unit checks out on all 
required features as well as does 
the Arc Segment. Each unit is com- 
pletely self contained and can even 
be used free standing in the center 
of the floor, an arrangement some- 


Illustration No. 5 








Illustration No. 8 
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times extremely effective in sepa- 
rating departments. Each case, of 
course, has its own light and sign. 
The third basic selling fixture is 
a glass-enclosed showcase. As 
stated, some valuable merchandise 
must be protected ... but 
the case must do more than hold 
the items, it must help increase sales 








Illustration No. 9 


by not only displaying the articles 
to be sold but by making it easier 
for the sales personnel to operate. 
Illustration No. 8 shows you a unit 
that fills these essential require- 
ments, a case designed for one spe- 
cific purpose . . . to sell fountain 
pens. 

The front of a four-foot fixture 
is shown, picturing how, from the 
customer’s side, the case is all dis- 
play. No storage is visible. 


Working Back 


Illustration No. 9 shows the 
working back of the six-foot case 
and demonstrates the many features 
that increase the selling effective- 
ness of the sales people. Note how 
the top doors disappear when the 
case is in ‘use. The storage trays, 
invisible from the front, hold 400 
pens. The sets tip back in a bin 
arrangement showing the markings 
on all of the ends and, best of all 
as far as the gals are concerned, 
the entire base slides back allowing 
the desk sets to be reached without 
getting down on those expensive 
nylons. 


One Answer 


The three cases shown here — 
the wall unit, the island fixtures, 
and the showcase — are just one 
answer to the problems of meeting 
a stationer’s fixture requirements. 
Other designers and other manu- 
facturers have chosen different 
methods of reaching the same so- 
lutions. There is one thing however 
that I’m sure of, and let’s don’t 
mistake it. . . . A successful sta- 
tionery operation must refixture to 
a balanced degree of self-service 
and skilled sales help, to what I 
call quick-service. I believe that 
this is one of the most important 
single decisions a stationer will have 
to make during the coming months. 

In these articles I sincerely hope 
we have been able to help you see 
two lights . . . one, what to look 
for when considering refixturing 

. and the other, the realization 
that the cost of good refixturing is 
not all out-go but rather in-go, with 
increased business putting money 
in your pocket, not taking it out. 

Good fixturing, good layout, 
good selling and good merchandise 
are the ingredients that mean good 
profits to all of us. 
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v give 
yourself 
The Old °*‘Once-Over’”’ 


@ HERE’S A LITTLE quiz that 
will help any sensible stationer to 
find out just where his business 
stands. If there are any questions 
listed here that put a stationer “on 
the spot”, he should certainly set 
about learning the correct answers 
at once. 

1. Do you keep a purchase ac- 
count that shows the cost, the date 
of purchase, and the amount of all 
goods bought? Such information 
tells the turn-over time of each lot 
of wares placed in stock and also 
suggests the amount that should be 
ordered at any one time. 

2. Do you know what you are 
owing others and what others stand 
owing you as of today? 

3. How often do you take a 
complete inventory? Is it a helter- 
skelter undertaking, or do you 
analyze stocks with regard to peri- 
odicity of turn-over—that is, with 
regard to current demand and sell- 
ing time—as you go along? 


How Do You Figure? 

4. Do you figure inventory at 
cost or at selling prices? The cor- 
rect system is at cost prices, be- 
cause the merchandise represents 
only a speculative profit until sold. 

Remember, too, that any stock 
the invoice covering which has not 
yet been paid, is only a “suspended 
asset”, so far as inventory is con- 
cerned. Hence, its dollar value 
should not be set down in the in- 
ventory total. 

5. Do you know how much you 
save each year by discounting bills? 
Do you actually “save the saving” — 
that is, appropriate it to some ear- 
marked reserve fund, such as for 
local advertising, or to an accumu- 
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lating fund, such as the reserve 
capital account? 

6. Do you enter proper charge- 
offs against gross profits for spoil- 
age, breakage, depreciation, and 
obsolete items? Incidentally, have 
you a stock-room and shipping sys- 
tem that safeguards your business 
against duplication of items in ship- 
ping orders, or perchance, actual 
pilfering? 

These items are not major haz- 
ards in the well-supervised estab- 
lishment, but they are worth think- 
ing about, nevertheless. 


A Separate Account? 

7. Do you maintain a separate 
account for depreciation of store 
fixtures and delivery equipment (if 
any), and strive to build a reasona- 
ble reserve of cash for moderniza- 
tion and replacement so as to keep 
your store abreast of the times? 

8. Could you supply your banker 
with a detailed financial statement 
at once? 

9. Are your collections main- 
tained in proper and safe ratio 
to the weekly or monthly dollar- 
volume of your credit receivables? 

In other words, is your open- 
account volume held down to a safe 
percentage of your established 
weekly cash volume so that you 
never have to draw on capital funds 
for the routine operating finances 
of the business? 

10. How often does your book- 
keeper make up a profit and loss 
statement? At least once a month is 
the rule of sound business man- 
agement. Important, too—do you 
really understand it? 

11. Do you know what it costs 
you in the course of a year for ex- 





changes and allowances made to 
customers in adjusting claims or 
complaints? Do you enter claims 
against your own suppliers promptly 
and with all the detailed informa- 
tion required to expedite adjust- 
ments? 

12. Do you actually know what 
your yearly bad-debt percentage to 
sales has been throughout the last 
five years—that is, the actual mon- 
etary losses of your credit opera- 
tions? 

Many stationers manage to hold 
this item down to one-half of 1%, 
proving that it can be done. 


What is Cost? 


13. Have you ever figured what 
it costs you, on an average, to ob- 
tain one new customer by adver- 
tising—that is, by newspaper adver- 
tisements, circulars, and the like? 

Have you kept records of tracea- 
ble sales to assist you in determining 
which of the local advertising medi- 
ums available for your use are the 
most productive and most economi- 
cal for your business? 

14. Have you ever made a census 
of those buyers who trade with you 
with sufficient regularity to be 
classified as CUSTOMERS? 

Have you figured the approxi- 
mate average amount, by the year, 
that each customer spends with you, 
and how much net profit, estimated 
by the year, each customer or each 
account represents? 

15. If, in the course of a year, 
the store loses customers in “the 
shifting sands of trade”, have you 
been successful in attracting as 
many or more new buyers to re- 
place them? 

Do you have a follow-up system 
for trying to reinstate backsliders 
before they have stayed away too 
long? 

Lumped? 

16. Into how many accounts are 
your routine expenses divided? Do 
you make the error of “lumping” 
everything except wages, rent, in- 
surance, taxes, and advertising into 
“general expenses”, thereby making 
it difficult to know the amount 
which some reducible (or, perhaps, 
avoidable) expense item has at- 
tained in a year? 

17. If you own your business 
premises, are you making a proper 


(Turn to page 30, please) 


OA-3/55 





re v= 


the xtd-Viser 





by Irving Settel, authority on retail advertising 


HEADLINES That Catch the Reader's Eye 


@ MANY ADVERTISING authorities insist that 
headlines and iliustrations are the only elements most 
readers will see when glancing through a publication. 
If this is so, or if just a portion of our potential cus- 
tomers read the headlines only, it can readily be un- 
derstood why headlines hold so much importance in 
the construction of an advertisement. Accordingly, a 
message (preferably one related to sales) should be 
put into the headline. Then, even if the reader skips 
the remaining portions of copy, he will grasp the 
thought and know what the office appliance retailer 
is offering. 

An effective advertising headline for an office appli- 
ance ad catches the reader’s eye immediately. To 
accomplish this purpose, it is necessary to make ap- 
peals to the desires and interests of the reader. Most 
people have similar desires and ambitions. For example, 
we all want to be successful, to look and feel well, 
to acquire wealth, to attain security. Knowing these 
factors, we should make use of these primary wants 
in our writing. 


A Process of Selection 


One of the best procedures for writing a headline 
is to sit down with whatever knowledge you possess 
about your product and write as many’ thoughts as 
you can. From these, select the most favorable. Read 
it carefully and then ask yourself the following ques- 
tions: 

“Does it appeal to the reader you are trying to 

reach?” 

“Does it attract attention?” 

“Does it carry a complete thought?” 

“WOULD IT SELL OFFICE APPLIANCES IF IT 
WERE TO STAND ALONE?” 

With the answers to these questions, you can easily 
eliminate the undesirables. Then take the headlines 
you consider the best of the lot and determine whether 
they fulfill the following “effective headline” rules: 

HEADLINES SHOULD BE SHORT. “Boiling it 
down” is one of the most important rules in the con- 
struction of headlines. Short headlines must be easy 
to read, easy to remember. They do not waste a reader’s 
time and therefore receive favorable attention. Cut 
your headlines down to the shortest possible size and 
still make sense. If necessary, break it up into a sub- 
headline and vary the style of type or hand lettering. 

HEADLINES SHOULD BE SPECIFIC. If pos- 
sible, in writing a headline, begin to sell the reader at 
once by emphasizing what the product will do. This 
is especially adaptable to special sales, presentation of 
new styles in season, and openings of new departments. 
There are many exceptions to this rule but it is a good 
one to remember when the proper circumstances pre- 
sent themselves. 
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HEADLINES SHOULD BE IN THE FORM OF 
A COMMAND. Psychologists will tell you that readers 
will react most favorably to a direct command. Of 
course, don’t be offensive. Make your instructions or 
commands as “soft” and agreeable as possible. Always 
tie it in with the welfare of the reader. In the case of 
office appliances, you must appeal primarily to the 
utilitarian or possibly the price appeal which a poten- 
tial customer desires in the purchase of the item. 

HEADLINES SHOULD AROUSE CURIOSITY. 
Here, too, is an important rule of advertising headline 
writing. If you can arouse the curiosity of the reader 
in the headline, it is then possible to “compel” the 
reader to find the answer in the copy below. 

HEADLINES SHOULD BE LIVELY. Verbs sug- 
gest action. Consequently, wherever possible, try to 
work a verb into your headline. Most people enjoy 
reading about things which are happening at the pres- 
ent time. Such an approach will achieve interest and 
possibly create additional curiosity to read the re- 
maining sales message in the body copy. 

HEADLINES SHOULD BE TIMELY. Current 
events are most interesting to readers of all publi- 
cations. Most advertising is placed in newspapers and 
magazines containing up-to-the-minute news. This 
means that the reader is in a frame of mind for timely 
events. A timely headline should fit it well. In addition, 
they suggest that the advertiser is on his toes and that 
his sales message is not just cut and dried. 

Potential customers glance through a newspaper or 
magazine quickly in an effort to select an article which 
interests them. As a result, the headline carries the 
heaviest burden. . . that of attracting desirable readers 
to the advertisement. It is therefore essential that the 
headlines be given more careful consideration than 
any other part of the ad. Remember that a headline 
provides the cue for the rest of the advertisement. 
If it is poorly done, the readers’ interest will be lost 
regardless of the beauty of the layout or the cleverness 
of the body copy. 


Some Headline Suggestions 
AN INVESTMENT IN BETTER WORKING 
CONDITIONS (Curiosity ). 


MORE EFFICIENCY ON YOUR STAFF (Self- 
interest ). 


(STORE NAME) HAS THE NEWEST IN BUSI- 
NESS MACHINES (Timely). 


DESIGNS FOR EFFICIENCY (Curiosity). 


SIX WAYS TO BETTER THE PERFORMANCE 
OF YOUR STAFF (Specific, Curiosity). 


HERE’S HOW YOU SAVE (Curiosity, self-inter- 
est). 





charge-off for rent against the gross 
annual profits of the business? You 
should, but of course, it should be 
a conservative estimate of the cur- 
rent rental value of a similar build- 
ing in a comparable location. 

18. Do you charge off your own 
salary as a fixed expense? Your 
services are worth at least as much 
to your own business as they would 
be to the owner of another sta- 
tionery establishment representing a 
comparable capital investment and 
sales volume. 

19. Do you figure interest on 





Give Yourself the Old 'Once-Over” 





your invested capital? At least 4% 
annually should be earned on the 
fixed-capital structure, over and 
above merchandising profits, OR 
4% should be credited to the re- 
serve capital account. 

It should be one or the other, 
regardless of what the dealer 
chooses to call this “bedding-down” 
process, but it can not be both, 
because the old days of earning 
6 to 8% om imactive or reserve 
capital have not yet returned. 

20. Are you sure that you know 


Continued from page 28 


your percentage of operating ex- 
penses to sales—that is, part of the 
gross dollar-value of your total 
yearly sales it is costing you to 
make those sales? Have you ever 
made comparisons with other sta- 
tioners on this important point? 

The stationer who knows the cor- 
rect answers to these 20 questions, 
as of this day, has protected his 
business investment against the dan- 
gers of guesswork in retail manage- 
ment. He will know that the eco- 
nomics of his investment are in 
good order. 
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Window 
Promotes 
Transfer 
Equipment 


@ DEVELOPING a clever pun 
around the old proverb “Off with 
Old, on with the New” resulted in 
a highly appealing display window 
built around transfer files at Kist- 
lers, office supply firm of Denver, 
Colo. 

Earl Dossett, manager, used his 
sense of humor in making up the 
main display window immediately 
to the right of the store’s entrance 
way. The back was filled in with 
panels of “powdered stone” finish, 
against which were shown a half 
a dozen varieties of popular, low- 
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“Orr WitH THE OLD... on with the new” is the message para- 


phrased in this transfer file display at Kistler’s. 


cost transfer files and cases, string- 
secured file boxes, drawers, and 
filing accessories. 

On the rear wall, framed in by 
the stacked transfer files, was a 
sign, lettered “Transfer Time is 
Here . . . Put Away the Old (1954 
Records) Set Up the New (1955 
Files) with Efficient Transfer and 
Filing Equipment.” 

Some of the transfer cases were 
packed with neatly tied bundles of 
old records to illustrate the compact 
fit, while tag inserts on the fronts 
of drawers were given alphabetical 
letters to indicate the convenience 


of looking up any of the contents 
at a later date. 

The same theme was used in 
a newspaper advertising program 
which swung into action immedi- 
ately after the first of the year, sug- 
gesting “Transfer Time is Here”. 

In these days of higher cost per 
square foot for office operation, 
transfer files have bulked increas- 
ingly more important in the average 
office manager’s planning inasmuch 
as the files can be simply transferred 
to a warehouse away from the of- 
fice for pertinent retention —RAL 
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: and Sell 
SUPPLIES TO FILL FILING CABINET 








by CHARLES BODEEN 


secretary, sales promotion 
Commercial Staty. Co., Chicago 


@ GOOD SELLING is always the 
properly applied power of sugges- 
tion. 

When a filing cabinet is pur- 
chased, the supplies that go with 
it should be a natural follow-up, 
just like butter on bread and cream 
with strawberries. 

Selling the housing for filing 
folders without merchandising the 
system and supplies is akin to sell- 
ing the chassis of an automobile 
without the motor to turn the 
wheels. 


Money in Supplies 


At Commercial Stationery Com- 
pany we attempt to train our sales- 
men in the art of suggestion— 
stressing the fact that the sale of 
supplies over a period of months 
can exceed the cost of the cabinet 
itself. A salesman, therefore, who 
disposes only of the “shell” has 
sold but half a filing job. 

A salesman has in the sound of 
his voice the capacity for up-grad- 
ing an order when a filing system 
is involved. 


Want Information 


Customers are often hungry for 
knowledge concerning a filing sys- 
tem. They are waiting for a “tip” 
and that’s where the good salesman 
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gets his foot in the door. 

Sell the “whole ball of wax.” Sell 
the cabinet PLUS the guides and 
the folders. Sell the ENTIRE SYS- 
TEM. 

The first question comes natu- 
rally when that new filing cabinet 
is purchased. It is, “What about 
your supplies?” 


Cite Advantages 


If a system is wanted, we at 
Commercial Stationery Company 
often lean heavily toward the hang- 
ing folder type. The advantages are 
many. Let me enumerate some of 
them: 

1. The folders will not fall down. 
There’s no trouble with follower 
blocks. 

2. Visibility is assured. 

3. Accessibility is enhanced. 

4. Capacity of each folder is in- 
creased. For example, four or five 
catalogs of different manufacturers 
can be placed in one folder, per- 
haps arranged according to those 
who are in competition with each 
other for a particular item. That’s 
especially helpful to a purchasing 
department. 

When a customer wants to see 
a hanging folder system in use we 
invite him to inspect our own work- 
ing files. That’s the power of sug- 
gestion put to work. 


A "Prescription" 

We determine how many ac- 
counts the customer has and then 
prescribe the guides needed, per- 
haps setting up a cross-index sys- 
tem which permits the filing by 
number instead of by name. 

When demonstrating our own 
files we have a dual purpose—sell- 
ing the system as well as the file. 
We attempt meanwhile to merchan- 
dise a top grade cabinet. It is al- 
ways easy to go down to grades 
B and C but we show the A grade 
first—demonstrating how easily the 


drawers move on the proper sus- 
pension. 

We pull the drawer out, let the 
customer feel for himself the ease 
of operation. Then, we show how 
practical it is to put material in 
the hanging files. The third step 
is then to show a system of guides 
for easy signaling and quick identi- 
fication of a folder’s contents. 

Properly assembled material in a 
filing cabinet can be compared to 
pedestrian traffic. Without stop and 
go lights there’s a mess, but with 
proper signals order is achieved. 


Sell Signals 


I therefore say, “Sell the ‘traffic 
signals’ to your customer along with 
the file.” It’s all part of the game 
of disposing of the package instead 
of just the outside wrapping. 

In the long run, there’s more 
profit for the dealer in the supplies 
than in just the cabinets. We have 
customers who use from 500 to 
1,000 folders a month. Annually, 
that’s often in excess of the cost 
of the housing equipment. 


Pass Along Tips 


If the salesman has made a study 
of accepted methods of filing, the 
job is made easier. He must be in 
a position to tell the customer how 
to file, at least inform him that it 
is best to put the folder behind the 
guides and the latest correspondence 
in front. 

Get into a conversation with 
your prospect about filing. Talk 
about a “system” instead of about 
the weather or basketball. The 
order for file folders, hanging files, 
guides and all the “stuffings of the 
bird” will follow. 

But remember that first of all 
it takes a suggestion. If you don’t 
get the whole order you usually 
haven’t anyone but yourself to 
blame. 














@ FURNITURE SALESMEN for 
Keystone Stationery, Camden, N. J., 
are finding a good selling oppor- 
tunity by offering a free efficiency 
survey of office layouts. 

“We feel that many offices 
haven’t kept pace with the develop- 
ment of business conditions and 
therefore are ripe prospects for new 
office furniture,” says Edward Tap- 
per, firm partner. “Rather than ap- 
proach these prospects with out- 
right sales in mind we are offering 
them an efficiency survey in an 
effort to improve their office lay- 
outs. Prospects are under no obli- 
gation to purchase. Our expert will 
just work along with the prospect 
in planning and arranging offices for 
top efficiency. 


Make Follow-Up 


“While there is no obligation on 
the part of the customer to do any 
buying, a copy of this efficiency 
report is given one of our salesmen, 
who follows up with the idea of 
selling furniture needed to fulfill the 
findings in this report.” 


“So far, we had almost every 
prospect, where our specialist has 
made a survey, purchase furniture 
as recommended. In many cases 
purchases were made at a later date 
but we feel that these purchases 
would probably never have been 
made had not our efficiency expert 
made the helpful survey for the 
customer.” 


Keystone acquired the services of 
a specialist on efficiency. Although 
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Office 


paves way for Furniture Salesman 











Layout Specialist 


the firm’s salesmen are quite well 
acquainted with the line they sell, 
it was deemed advisable to have an 
expert who could be sent to the 
offices of prospects. Inasmuch as 
this specialist is only concerned 
with the survey of an efficiency re- 
port, rather than sales, prospects 
feel free to take advantage of the 
service. This permitted firm sales- 
men to have a free hand in con- 
tinuing their sales routine and upon 
receiving a copy of the specialist’s 
report, they then would contact the 
prospect. 

Prospects enjoy working with the 
specialist rather than with a sales- 


man because they feel that the spe- 
Cialist is primarily interested in im- 
proving their office efficiency and is 
not concerned with sales. 


Use Experience 
The office furniture lay-out spe- 
Ccialist acquired by the company has 
more than 30 years’ experience in 
bank and insurance companies lay- 
out work. He therefore, knows what 
to offer and suggest for office effi- 
ciency and his suggestions have 
been graciously accepted. 
Because of the expansion activi- 
ties of banks and insurance compa- 
nies in this fast-developing Dela- 





Tuts Is It .. . Partner Harry Lasky of Keystone Staty. Co. explains 
features of an office desk to a prospect. 


OA-3/55 


ware Valley region, many offices 
have not kept pace. Many officials 
felt the addition of a desk or an- 
other piece of office furniture 
seemed to be about all that was 
necessary to improve office effi- 
ciency. 

See the Light 

When the specialist gets to the 
office and shows exactly the type of 
lay-out that they should be employ- 
ing, they immediately begin to view 
it in a different light. In many cases 
this survey has been the means of 
bringing about complete changes in 
offices. 

The specialist is equipped to 
make a complete survey of all office 
needs from the floor covering to 
lighting facilities. He also draws up 
a work-flow chart, showing where 
desks and chairs should be located, 
as well as pieces of office equip- 
ment, so that the largest number of 
office personnel can make the most 
use of the equipment. This survey 
does not “gorge” the customer with 
office furniture. It is rather, an effi- 
ciency report to show the customers 
how they can improve their office 
functions in the most economical 
manner. 


Build Good Will! 


As an example, Mr. Tapper 
points out that many offices in 
which specialists made a survey, did 
not need additional equipment. All 
that was necessary was a rearrange- 
ment of present furniture to get the 
utmost use from it. This naturally 
built good will for the firm involving 
companies that would be customers 
for other supplies. 

Keystone salesmen have more 
than 2500 accounts on whom they 
can call in connection with the sale 
of furniture and office equipment. 
Each day, several of these custom- 
ers are called by salesmen and the 
free office efficiency survey pointed 
out to them. The salesman makes 
arrangements for the date of con- 
tact between the efficiency expert 
and the prospect. 


Uses Survey 


A copy of the survey made by 
this specialist is then turned over to 
the salesman. He then follows up 
this lead with an idea of selling 
furniture and equipment that has 


been suggested 
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FRAMED ... A Keystone Staty. Co. window which literally “frames” 
an office desk and accessories to attract attention. 


In an effort to promote sale of 
suggested furniture and appliances, 
the salesman directs his own mail- 
ing campaign. 

From the survey, needed items 
are known. He therefore, mails out 
manufacturers’ literature. At regular 
intervals, the salesman continues 
mailings to the prospect and makes 
personal calls. Contact is continu- 
ally made until the suggested furni- 
ture and equipment are sold. All 
salesmen report that they have en- 
joyed unusual sales success through 
this arrangement. 


Accept Trade-Ins 


In many instances, the survey 
suggests modern furniture to replace 
time-worn equipment. In this case. 
Keystone will accept the old furni- 
ture as a trade-in. This is stressed 
and has resulted in a sale when 
customers felt that otherwise they 
would not want to take a loss by 
just doing away with the obsolete 
furniture. 

Whenever possible, the salesman 
tries to get the customer to come to 
the store to see the furniture and 
equipment. Inasmuch as the cus- 
tomer already knows what the effi- 
ciency expert has suggested to him, 
it is only a matter of decision on 
the exact pieces of furniture. 

The store has set up two separate 
displays of office furniture. All 
metal furniture is on the first floor 


and wooden office furniture on the 
second. 

The office efficiency survey is not 
only made for large institutions and 
offices. It also concerns itself with 
small business men and even those 
operating one-man offices. As an 
aid to sell the smaller offices the 
exact furniture and equipment 
needed for efficiency, the store has 
set up special displays. 

“We have model arrangements in 
our store which concern themselves 
with the needs of small offices,” 
says Mr. Tapper. “These displays 
range from a three-piece office up 
to 10 pieces. Of course, customers 
may either add or extract to meet 
their requirements. But at any rate, 
the point is that we show co- 
ordinated office displays so that the 
customer knows that he is getting a 
completely matched outfit for his 
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use. 
One of Largest 


Keystone Stationery Company, 
which has been in business for over 
25 years, is one of the largest and 
oldest office supply institutions in 
south Jersey and is well-known to 
every purchasing agent and office 
manager in the area. 

The merchandising phase of the 
business is handled by Edward 
Tapper and other firm functions by 
Harry A. Lasky, the other firm part- 
ner.—PL 
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@ BACK IN 1926—nearly 30 
years ago—The Clegg Company, 
San Antonio, Tex., sold the A. B. 
Frank Company, big wholesale 
mercantile firm, the furniture for its 
offices—and it is indicative of the 
progress made in the office equip- 
ment field that this furniture then 
represented the last word in office 
splendor—golden oak! 

So when, a little more than a 
year ago, the company was looking 
around for furniture for its new 
building, it was natural that it 
should think of The Clegg Com- 
pany and ask it to make suggestions 


how CLEGG handled a Big Furniture Order 


and place a bid for furnishing the 
new offices. 

Not that it was to have the ex- 
clusive contract for furnishing the 
new building—far from it. As it 
turned out, manufacturers, brokers 
and office outfitters not only from 
San Antonio but all parts of the 
country descended upon the pur- 
chasing agent for the A. B. Frank 
Company. 


Made an Offer 

One broker offered to show the 
factory invoice—and add 10%. 
Another went even better—he of- 





Business OrFice ... The Clegg Co. provided efficiency and utility 
wanted at the A. B. Frank Co. 





me 


Fit For An EXECUTIVE . 
The Clegg Co. 
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. - Office at A. B. Frank Co., furnished by 












fered a 20% trade-in on the old 
furniture, item for item! 

Against this sort of competition, 
The Clegg Company determined to 
sell on a quality basis rather than 
for a price—and to do so made a 
study (1) of the needs of the A. B. 
Frank Company in its new offices 
and (2) of the office equipment it 
carried which best would meet those 
particular needs. 

The study of the Frank Company 
requirements included an analysis 
of the desk needs for each employee 
of the company; a tremendous un- 
dertaking, yet one which, in the end, 
paid dividends. It convinced the 
officials that The Clegg Company 
really had its interests at heart and 
was not merely trying to sell a bill 
of goods. 





Settle on GF 


A study of its merchandise, on 
the other hand, convinced The 
Clegg Company that Mode Maker 
desks, produced by the General 
Fireproofing Company, best met 
the requirements of the mercantile 
firm. 

When the bids were opened, The 
Clegg Company was high—$1,700 
higher than its next competitor. 

But it got the business. 

It had sold the biggest order of 
the year—$15,000 worth of office 
furniture—in the face of price com- 
petition and competition from all 
parts of the country. 


Sell On Quality 


The moral is that big sales can be 
made on the basis of quality—if a 
firm is willing to work a little more 
intelligently and maybe a lot harder 
than others in the same field. 

And it might be noted that, while 
it took in the old office furniture, it 
certainly did not do so as a 20% 
trade-in in order to get the business. 
It offered a price that would enable 
it to sell the old furniture at a fair 
margin of profit. 

As a result of the deal, the A. B. 
Frank Company has offices that are 
models of beauty, convenience and 
efficiency—with each desk selected 
to make that employee’s work as ef- 
fective and easy as possible-—JHR 
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COMFORT FOR RESTING .. . This 
drive-away lounge of one of the 
large auto companies features W. H. 
Gunlocke Co. lounge furniture in gen- 
vine top grain leather. The installa- 
tion was made by Gregory Mayer & 
Thom Co., Lansing, Mich. 


GUNLOCKE SEATING . . . Waiting for 
new cars to be delivered to them, 
customers are seated in comfort on 
W. H. Gunlocke Co. lounges. Another 
view of the large Gregory Mayer & 
Thom Co. installation. 











DIGNITY ENHANCED .. . The First Na- 
tional Bank of Lafayette, La., uses a 
battery of Leopold desks to gain in- 
stitutional dignity and adequate 
working surface for its executives 
confering with customers. The instal- 
lation was made by General Office 
Supply Co. of that city. 





MORE LEOPOLD DESKS ... Another 
view from the First National Bank of 
Lafayette, La., showing additional 
Leopold desks installed by General 
Office Supply Co. to carry out the fi- 
nancial institution's ideas of comfort 
and dignity when the banking quar- 
ters were remodeled. 
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STYLED IN METAL ... One of six 
private offices of Jewish Community 
Center, Milwaukee, Wis., where Mil- 
waukee Metal Furniture Co. chairs 
were installed by Northwestern Fur- 
niture Co., Milwaukee. 


MORE METAL EMPHASIS . . . The gen- 
eral office of Jewish Community Cen- 
ter, Milwaukee, is also equipped with 
Milwaukee Metal Furniture Co. chairs. 
Northwestern Furniture Co. of that 
city was the installing firm. 











G/W STREAMLINED ... When the 
Laclede Christy Co., St. Louis, recently 
consolidated its several offices, the 
company's officials wanted stream- 
lined and efficient office furniture in 
keeping with the modern streamlined 
building. Steel Techniplan modular 
equipment and Streamliner metal 
desks of The Globe-Wernicxe Co., 
were selected. Pictured is an office 
layout basically utilizing Streamliner 
metal desks. However, where work 
requirements demanded, Techniplan 
units with horizontal filing sections 
under the auxiliary desks tops were 
installed. J. W. Miller of the Comfort 
Ptg. & Staty. Co., St. Louis, handled 
the installation. 





IN COOL GREEN ... When the Chica- 
go Apparatus Co. of 1735 N. Ashland 
Ave., Chicago, recently refurnished 
its offices, this attractive work place 
was the result. The Invincible Metal 
Furniture steel office equipment, in 
cool green, provides not only effi- 
ciency, but also a bright, cheerful of - 
fice atmosphere. 
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INVINCIBLE-EQUIPPED . . . This aftrac- 
tive metal furniture office installation 
was recently made by the Daily 
United Supply Co. of Little Rock, Ark., 
for the Pittsburgh Plate Glass Co. of- 
fice in that city. The Invincible Metal 
Furniture equipment in Modernnaire 
gray steps up office efficiency. 


BANK INSTALLATION ... The 8. L. 
Marble Chair Co. seating was se- 
lected for an impressive furniture in- 
stallation in the officers’ quarters of 
First National Bank, Little Rock, Ark. 
Furniture was installed through Park- 
in Ptg. & Staty. Co. of Little Rock. 


FOR POLICY FILING . . . Four all-steel 
Neuvbaver Mfg. Co. open shelf files 
were installed for policy filing in the 
Minneapolis office of Hardware Mu- 
tuals of Stevens Point, Wis. Each file 
has two sides, seven rows high, pro- 
viding an approximate capacity for 
the four files of 50,000 folders. 
Shelves are divided into compart- 
ments for filing convenience. Nevu- 
baver states that this type of file has 
been designed for financial institu- 
tions, insurance companies and others 
with a large number of active files. 


ART METAL FEATURED .. . Employees 
of Thompson Wire Co., Baltimore, 
Md., have plenty of room for individ- 
val work stations but careful plan- 
ning and layout assures sufficient 
space to take care of future expan- 
sion. The 1800 and 1500 line Pace 
Setter desks, aluminum office chairs 
and four and five drawer files were 
built by Art Metal Construction Co. 
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J. K. Gill Sponsors 


Junior Achievement 
The J. K. Gill Company, Portland, 


Ore., was one of the first businesses 
in Oregon to sponsor a Junior 
Achievement program. Through the 
promotion of Dan-Dee Products, the 
Portland firm is helping to advance 
the dynamic pre-business training 





NEW PARTNER . . . Nelson Eddy, re- 
nowned baritone, receives stock cer- 
tificate in Dan-Dee Products Co. from 
the president, Joan Mason. Dan-Dee 
Products, Junior Achievement firm, is 
sponsored by The J. K. Gill Co. 


program for young people of high 
school age which was conceived in 
1919 by the late Horace A. Moses, 
past chairman of the Strathmore 
Paper Company of West Springfield, 
Mass. Today, the organization is na- 
tional in scope with operations in 
some 100 cities throughout the coun- 
try. The Portland program was or- 
ganized in 1950. 

George Halling, the general man- 
ager of J. K. Gill’s, has served on the 
board of directors of Portland’s 
Junior Achievement since its organi- 
zation five years ago, and was re- 
cently elected president of the board. 

Mr. Halling states, “There is no 
other organization that so definitely 
fills the need for the training of our 
youth in the American way of in- 
dividual initiative and enterprise as 
the Junior Achievement program. To 
be even more fully effective, this 
work should be endorsed by every 
businessman interested in the pres- 
ervation of free enterprise.” 








Red Cross Opens 
Annual Fund Drive 
Aided By Ike 

“So long as human misery exists, 
Red Cross work can never be fin- 
ished. Natural disasters and that most 
terrible of all disasters to befall man- 
kind—warfare—have for years tested 
its courage, unselfishness, and effi- 
ciency. We know that the Red Cross, 
a powerful force for mercy, is ever 
ready to serve.” 

Spearheaded by this message from 
President Eisenhower, its honorary 
chairman, the American National Red 
Cross is making its annual fund 
campaign appeal in March. 

Members of the stationery and 
office equipment industry are re- 
minded that in essence the services 
of the Red Cross are those simple acts 
of kindness which they, themselves, 
would perform for their neighbors. 
Through the Red Cross they are able 
to reach not only across the street, 
but across the nation or across the 
world in carrying out these acts of 
kindness. 

The neighbors may be victims of a 
tornado, flood, or a great fire. To 
them Red Cross help often spells the 
difference between despair and hope. 


answer the call | 


join and serve 





They may be the sick whose lives 
depend on the slender tube easing 
blood into their veins. They may be 
the injured in auto accidents whose 
lives are saved by Red Cross first 


CTT "I" 
J INA ll 





aid. They may be the troubled family 
of a serviceman overseas. 

Because the list is long and the 
task of bringing aid never ceases, the 
Red Cross appeal is sounded this year 
as in those before. 


Lakow Heads OE 
Charity Drive 

Harry Lakow, president of Samuel 
Lakow & Sons, Inc. of 20 Beaver St., 
New York City, will head the Office 
Equipment Division of the Legal Aid 
Society's 1955 fund raising campaign. 
The announcement came from Henry 
S. Wingate, president of The Inter- 
national Nickel Company of Canada, 
Ltd., who is general chairman of 
the drive. 

The Legal Aid Society, a_phil- 
anthropic organization founded in 
1876 to protect the rights of those 
who cannot pay for private counsel, 
maintains seven offices in Gotham. 
It is currently seeking $430,000. 


Elect Stofft Head of 


National Guard Unit 

J. Edward Stofft of Howard & 
Stofft, Tucson, Ariz., was elected 
head of the National Guard Associa- 
tion of Arizona, at the group's recent 
annual convention in Phoenix. 

Mr. Stofft, a partner in Peterson, 
Brooke, Steiner & Wist of Phoenix, is 
a lieutenant colonel of the Army Re- 
serve, as well as one of the most ac- 
tive office supply retailers in the 
Desert State —RAL 


Dads of DePauw 


Honor Dealer 


J. Glenn McFarland, owner and 
sales manager of Coe Bros., Spring- 
field, Ill., was honored with the vice- 
presidency of the Dads’ Association 
of DePauw University recently. The 
election took place at the Dads’ Day 
luncheon at which time fathers of 
DePauw students were feted. 

Funds contributed to the associa- 
tion are largely used to establish 
scholarships for deserving students. 


Most customers who patronize your store will accept a reasonable explanation of your credit 
policy, but there are times when you have to turn down a prospective customer's request on budget 
payments, installment buying, charge, etc. It's wise, at that time, to emphasize a standard, polite and 


friendly refusal. 
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‘*Afternoon Blur’’—otherwise known as 


Eye Fatigue— is familiar to everyone whose job ; 
involves long sessions of typing and paper handling. {ne ail \ | 











Few offices are without this “optic ogre’’ that reduces efficiency 


and accuracy... runs haywire with office costs. 


PANAMA-BEAVER solves this problem. . . 
keeps production in full swing from 9 to 5 
with a complete line of products engineered 


for better vision! 

Take the new EYE-SAVER Uni-Master for 
spirit duplicating. Fuller-bodied, uniformly 
coated, it now comes in a soft, glare-free 
tint that relaxes the eyes, relieves harsh 
contrast, permits faster work. 


Ro RE Ey TE — _/ 


And you'll find the same scientific ‘Vision 
Engineering” in all PANAMA-BEAVER 
products, from Hypoint colored carbon 
papers to Lustra Colorful Inked Ribbons 
that harmonize with all papers and letter- 
heads. 

MAIL COUPON BELOW TODAY and dis- 
cover what PANAMA-BEAVER “Vision 
Engineering” can do in your office! 


lll le ee ln | 


MANIFOLD SUPPLIES CO. 

19 Rector Street, New York 6, N. Y. 
Gentlemen: 

ea have the Panama-Beaver representative show me 


how ‘'Vision Engineering’’ con increase production and 
cut costs. 
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OFFICE FURNITURE 
Lehigh Furniture Corp. 





Engineered in beauty is this group of executive 
office furniture which charms the eve and offers 


efficiency as well. Desk tops are surfaced in 
genuine walnut, to which transparent plastic has 
been laminated. Thus to the richne f natural 
wood grains has been added the cigarette and 


stain-proof protection afforded by plastic. The 
product is available in a variety of shapes and 
sizes. The group of chairs and desk displayed here 
grace the office of the reaional manaaer f Libby 
Owens, Ford Glass Co. in New York City and 
among Lehigh's latest offerings. (Inquiry Card 
No. 30.) 














FOLDING CHAIR 

Bostrom Mfg. Co. 

The chair “that folds and stand 

the apt description given this produ 
is pictured here ready for duty and on the 
right as it looks folded into a snug shape f 
parking. Bostrom reports the molded wood 


and metal chair has a height of 1/8 inche 
from floor to seat which make +t adaptable 
for dining as well as conference use. When 
folded, it is less than six inches wide and 
will stand unsupported on its own four feet 
It will be offered for April d ry in either 


birch or walnut. (Inquiry Card No. 19.) 





THE ‘“‘KEY’ TO THE CARD 


All New Products displayed here carry an In- 
quiry Card Number. If you are interested in an 
item, simply circle the corresponding number car- 
ried on the Handy Inquiry Card which appears just 
inside the back cover of the magazine. From that 
point on, OFFICE APPLIANCES will take over. Sales 
Stimulators, which appear on the Inquiry Card 
Pages, operate in the same fashion. 














ELEVATOR SECRETARIAL DESK 
Dorset Steel Equipment Co. 


t now has rolling off the production 


The company clain 
ine th nly w priced elevator mechanism secretaria 
desk on the market. The desk is constructed heavy gauge 
steel with waterfall top and rounded drawer fronts. The 


al elevator attachment for the typewriter permits ease 
f operation and a special! leq fastened to the door make 
tipping impossible. The compartment will house a machine 
up to 16'/ inches deep with a carriage width of 17% 
available in aray, mist green, desert tan, cocoa 


sreen enamel. (Inquiry Card No. 26.) 


SPEED-KLECT COLLATOR 
Diddle-Glaser, Inc. 





The company annountes the perfection of its Speed-klect 
collator, a high speed gathering and gluing machine. 
One of its outstanding features is that it automatically 
gathers and glues in register at the same time, delivering 
snap-out sets on the delivery belt at the end of the ma 
chine. It also can be employed as a straight gathering 


unit. According to Diddle-Glaser, the collator flexible 
mple in design and proven low in maintenance costs. 


(Inquiry Card No. 27.) 
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— for the World’s first and fastest portable typewriter 

And — the portable voted best by those who know typewriters best! In a recent 
survey, typewriter dealers everywhere voted Smith-Corona the favorite — 2 to 1 over 
any other make. That means it is best for you, at home, on the road, in school or 
college. Wonderful for all the family and a mark-booster for any boy or girl. 

— the portable that gives you big machine performance 

Each model has a Full-Size Keyboard perfect for touch-typing . . . amazing Page 
Gage that saves time and temper .. . Quickset Margins ... Touch Selector . .. 
Synchronized Line Space Lever . .. Typebar Speed Booster . . . and many, many 
other features for smooth, fast action and years of trouble-free performance. 
See It! Try It! At Smith-Corona Dealers everywhere 

Among these 5 great portables is a model just right for you. And — if you or your 
boy or girl needs a Smith-Corona portable now — get it now! It’s so easy to buy, 
there’s no need to wait. Talk to your Smith-Corona Dealer. He will help you. 
Look him up in your Classified Telephone Directory. 


SMITH-CORONA INC SYRACUSE 1 N Y Factories also in Toronto, Brussels and Johannesburg 
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5 models to choose from! Illustrated above —the new 
Smith-Corona SILENT-SUPER with fastest Keyset Tabulator 
on any portable typewriter, in its smart and exclusive, slim- 


Sa line “Holiday Case” — $115.50* 








_ Smith-Corona > Smith-Corona 
=m Ss, SILENT Pe CLIPPER 
5 $106.50° SS” $92.50° 


— , 


ee S pope \ severe 
: u : \\ 
——— $99.50" Sy 8 $69.50" 


*Prices for all states permitting Fair Trade lows. Subject te change. Slightly 
higher on terms. Excise tox and any applicable sales taxes te be odded. 





= Smith-Corona 
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BILLING DESK 
Diebold, Inc. 


Announced recently is the firm's 
new cycle-billing desk which Die 
bold claims increases by more than 
25% the number of 
each unit operator's control. The 
desk is equipped with two tiers 
five trays each. Each of the long 
trays is used as single i 
are split to permit removal from 
the desk as individual or separate 
trays. Diebold reports the 
specifically designed to utilize the 
multiple short trays which exper 


accounts under 


ence has shown make division 
work on peak load days practical. 
Full descriptive literature is ava 
able, the company states. (Inquiry 


Card No. 5.) 


a 


DRAPERIES 


Displayed here is 


The fab 
asement material 


range of designs. 


an fice 


proof diffusion clo 
ymination 

jlare. Dit 
means, assumes a 
re-hung 


No. 18.) 


ADDRESSING LABELS 
The J. L. May Co., Inc. 
The Maco Addresso-Snap, Carbon-inter- 


leaved labels have recently been added 
to the company’s line. The addressing 
labels have 33 perforated white-qummed 
labels to a sheet and are put up with 
carbon interleaved snap-out sets of two 
three, four and five sheet sets. May 
reports samples are available. (Inquiry 


Card No. 3) 


FLUIDLEAD 
Scripto, Inc. 


Edwin Raphael Co. 


developed by Raphael to add charm to 


ploying other new 


be cleaned or washed by 


n a damp state. (Inquiry Card 


NEW PRODUCTS continued 





STAPLER : . 
Wilson Jones Co. 





The company reports 


dy stapler now is available 
three new colors — gree 
yellow and red — in addi 
tion to the familiar gun-meta 


and 24K gold plated models 
Each Buddy comes complete 
with 2,500 GoldenTone rust 


A . eigenen . wit 
resistant staples and an er — Tce Sat 


closure that illustrates more 
than 60 tasks it can handle PORTABLE TYPEWRITER 
Underwood Corp. 





around home or office. Wilson 


Jones states a new self-service 

rack has been developed es- The company states that for the 

pecially for the new staplers first time n ifs history, Underwood 

(Inquiry Card No. 13.) is offering a lower priced portable 
Typewriter with @ Tabulation tea- 
ture. The machine i styled in 
non-glare Brewster jreer Called 


the Universal, the tyr an tab- 
ulate to a posit where a stop 
has been set. Underwood states 
all stops may be cleared by plac- 
ing the carriage at tt extreme 
left, depressing and holding the 
tabulator top clear key down 
while returning the carriage to the 
yht. The Universal comes 
equipped with numerous other Un 
derwood (Inquiry Card 
No. 24.) 


extreme 





teatures. 


the Sun Spots design 


ric is &@ new rlon silk 
available in a wide 
The company is em 
fabrics such as fire 
th which permits day- 
but tends +t 
usion cloth, which can 
almost any 
natural drape when 


screen 





CUSTOM CHAIRS 


The B. L. Marble Chair Co. 
The company reports an execellent response to 
chairs, two of which are il- 


eft is model 4510AF and 


its new line of custon 
lustrated here. On the 


n the right 4510 '/2 AF. Designed with an eye 
to beauty and serviceability, the chairs are avail- 
able in walnut finishes and can be upholstered in 
Naugahyde and fabr r top grain leather and 


there are 
available to 
leathers. 


fabric combinations. Marble report 
three lines of Schumacher fabrics 
harmonize or contrast with the various 


{Inquiry Card No. 12.) 


The company reports its new Fluidiead pen writes dry 
with liquid pencilead from an unbreakable point and 
standard hexagonal! shaft the wood pencil and comes 
with an eraser tip and a od. The item is available ir 
yellow, red, blue and green and is priced to reta 
at 49c. The cartridge writing fluid is refillable, with 


refills tagged at 25c. (Inquiry Card No. 29.) 
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The B D C mimeograph uses a thin film of heavy paste ink that 
does not and cannot leak. Yet perfect ink distribution is assured 
over the entire printing area by the same kind of oscillating ink 
roller used on a printing press. Copies are so sharp, clean and 
evenly inked they are often described as printing press quality. 
Because the ink can’t leak the B D C is always clean—but better 
d yet, so is the user! You’ll want the whole story on the B D C 
mimeograph—how it operates without a drum, without a messy 
ink pad, gives you a 3 minute color change, raises or lowers copy 
with a knob. Write for complete dealer information. Bohn 
Duplicator Corporation, 444 Fourth Ave., New York 16, N.Y. 


REX-ROTARY 
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FOLDING CHAIR 
Van Pelt Metal 
Products Co. 


Illustrated here is the 
panys new No. 401 fold 
leg aluminum Lift-Lite 
with Firestone Velon back 


NEW PRODUCTS continued 





LIQUID PENCIL 
Parker Pen Co. 





seat webbing for tops 
comfort. The model, Van e ne aims its new 
states, may be had in uid writes 
ety of ¢ rs to harmonize wit erasat 3d ne sim- 
the decor of the room. M 4 ventional pencil 
40! is only one in a big but will never wear < ut or 
of almost all types eak ifs point. Parker states 
offered. Literature is a new product provides 
to dealers on re : aay re than six times as much 
Card No. 17 riting as the standard pencil 
nd s capabdie T drawing 4 


e ee miles in 
»nath. The use f liquid 
raphite eliminates the bother 

arpe } iated with 

Ww Jen type Line width 

T Ww Ting 3 © if T ay ince 

FILE CASE the tig »d by cor 
Oxford Filing Supply tant "[Inguiry Card 16.) 


A sturdy but lightweight ¢ 


c 





worincnan CALCULATOR 
t Marchant ranamogens: Inc. 





High speed figurework oduction 
a — at the rate ot |,000 dial counts 
J per minute Jelivered by the 
rd ‘ 
Reta »pecia tne < npany states 
on ; Its a new sil-electr automati 
J mode! introduced recently by Mar 
“ # . ant 3 rs. A Ss Tne 
an ne t ultan ush-but 
~ r + 
: Nuit w particular 
rian hate “ ValL taile The Special mu 
(Inquiry Card No. |.) tic . by pr nenilncin 
y t 
the dua ta the ac 
cu Total aur 3 acTuda! ent 
y+ +} T ry ehine als 
pretorn n, addition and sub 


tractior te Card No. 21.) 


ADDRESSING MACHINE 

sponse — ~ DISPLAY STAND Great Lakes Store Fixture 
ituting an inexpen paper j : 

pri slip for the nventional me N 2" a Recently intr duced is the firn 


ase archandicina . tancd 
plate or stenc 5s the new mercnanais } gispiay na 


available with wrought iron 


developed by T ; 

is typed once and struction member The rugged 

printing addresse center island gondola has only six 

period of month or The basic parts: three black oxidized 

master slips. re-inforced by | Jer ' wr ught ron neavy tructura 
right pieces ar da three shelves of %4 


feed through the ma 


cally. The cards sta k in the same orae nch plywood jraguated 








as used and can be replaced in f x 60 inches for the botton 

with ut re rtina. They fit 3x 5 22 x 60 inches ¢ the top one T 
trays and can be equit display surtace more than 32 
index quides. Master yuare teet +t 

holder card has appr e sar p shelf at 42 inche Standard 
rece rd keep: no area ; ~ 7 ri beige ta snd the 

file card. (Inquiry Card No. 6. ) be assemble n two minutes. (In- 


quiry Card ‘No. 22.) 








PAPER PUNCHES 
New England Paper Punch Co. 








- 
iF y new 
} TW 
ac neert 
New 
3/3 mpte u 30}UST 
+ U |? 
ad € 
sma T 6 2) p 
nd or 


han 10 (Inquiry Card No. 10.) 
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anew concept of 
cash register design 


If there is one cash register which fully meets the performance and 
budget needs of all small and medium size retailers—surely it is 
wl the magnificent new Regna DeLuxe! A cash register... an adding 
machine ... a bookkeeping machine—it is ideally suited for the 
multiple functions of cash protection, cash-credit control and general 
figurework. Sturdy, precision-built, soft-spoken . . . virtually 
maintenance-free! And note the Regna’s trim, rounded styling: 
so elegant, compact, unobtrusive. Yet for all this versatility and beauty, 
the Regna is low-priced, within easy reach of the smallest storekeeper ! 
New manual or electric models with through-colored Carbamide 
cases in green, ivory arid maroon. 


1c. 








Regna can print double cash receipts Visible item indication shows clerk New square-shaped “sculptured” keys 
(one for store, one for customer). and customer individual items, total. are far easier and faster to operate. 
Electrically and hand oper- 
A complete stock of Regna parts is located in ated models with or without 
service centers throughout the U. S. indication. 








Regna Cash Registers, Inc. 
| 175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please send details and prices on the Regna Deluxe Cash Register 
plus information about becoming a Regna dealer. 


IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre | PERT. ocvccocovcdensnencenecddocsacsseeentntbpoeiionctinditinesiadinhassoumnaiaiagiaeimdsnsliandneanaaaiiams 
y Dame re! a. treal, Que., and Business Equipment Ma- 

chines, 489-R ng St 
s, 4 . W., Toronto, Ont, Company 


OUTSIDE CONTINENTAL U. S.: Jorgen S. Lien, Box 507, | 


Bergen, Norway 
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BOOTH 107 


Hotel Conrad Hilton ¢ Chicago, Ill. : 


March 20-21-22-23 
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MODERN SPUN ALUMINUM 
ACCESSORIES FOR 


e OFFICES 


HOTELS 
No. 18-GR Sil | 4 
°GARMENTRACK — [|__ INDUSTRIALS 
¢ BARBER and BEAUTY SHOPS 


e RESTAURANTS 

e TAVERNS 

e PUBLIC BUILDINGS 
e FUNERAL HOMES 





No. 17-C e SCHOOLS 
Monarch No. 75-S Modurn No. 56-S Regal 








COSTUMER SAND URN SAND URN 


No. 25 be 
Duchess 
TORCHIER — 











WAL COR CORR oiy 
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See Our Exhibit 
N.O.F.A. SHOW 
Booths No. 182-186 





The "CUSTOM LINE” 


Top left: “Riviera” #4510AE. 
Top right: “Seville” #4580AF. 
At bottom: “Capri” #4540 AF. 


OF TOMORROW! 


@ These three new “Custom Line” styles by B. L. Marble are as 

new as tomorrow, distinctively good looking, and built for years of 
comfort. Available with matching swivel and side chairs, 

these styles are ideal for fine offices, conference rooms, clubs and hotels, 
dining rooms, cocktail lounges . . . almost any commercial purpose. 
Upholstered in a combination of fabrics and genuine Top-Grain 
Leather, or fabrics and “Naugahyde’”’, in a wide variety of attractive 
colors and color combinations. Seats are cushioned with thick, long 
lasting, foam rubber. Your choice of wood finishes on walnut. 


For illustrated brochure on the “Custom Line’, write to 


THE B. L. MARBLE CHAIR COMPANY °° BEDFORD, OHIO 


If STYLE is important, only WOOD will suffice! 
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FILE CABINETS 
Underwocd Corp. 
Two new sliding drawer 


NEW PRODUCTS continued 





cabinets designed expre 
handle Underwood Sama 
and 40 column punched card 
exclusively are rc lin Q 

firm's production lines. Fea 
tured by a new positive 
compressor, the cabinet 
regardles 

number of cards in the 

An improved design 

many states, facilitates har 
dling. The cabinets, of brac« 
welded steel cc 
finished in a 
Samas 
trim. 


protection 


nstruction, are 
new shade 
with br 


stee! aray 


(Inquiry Card No. 9.) 





FOUNTAIN PEN 
Waterman Pen Co., Inc. 


Waterman C/F 1250 
a olen | 
oh 
>| 14K j 
> fel: r $12 
Si l 


in tidaal at toe 
quiry Card No. 14.) 


ADDING CALCULATOR 
Alma Office Machine = 
The Jolson-Everest 10 ke 


{Model M53 


ing calculator 


adding calculator that orints ds 
points automatica 

selected positions, the 

It offers a direct subtraction and credit 
balance and simplied 
the use of one main bar which add 
tracts, non-adds 1b-tota and 


Alma reports a speed of 2 
figures per minute resu 
uo to 50° operatina 


Card No. 20.) 


SUSPENSION FILE 
Western Mfg. Co. 





J ted nere re TW 
mpanys 2800 é 
Ea , 2 
at x Tee ba 
a plat 
- 
if | red 
na | tt 
wor x 
t ’ 
cr ne Ww eq «CUT of: 
with We usive r 


(Inquiry Card No. 





NAME PLATE 
Wessco Products Co. 


the Executive for + mart at 
rar 2 s this agesk name r y te wr 
ni he with fod Jerr desk 3 


ries. It has a bright aluminum 
eda a base tf black Tenite 

astic. Letters are stamped ou 
tace ana tne glean NG DIacK Dasé 
as a background to focus ther 


harply. Wessco states the plate 


jJurable yet light in weight. Two other 
f the new product a are avai 


sble. (Inquiry Card No. 15.) 





POSTURE CHAIR 


Art Metal Construction 


sluminum 


posture chair, style 725 nas 


= | + ry 
pee dea ft pany 
ine. The chair features Art 
Met exclu tilt-action 
Y na is 
d with 3 nes © 
' 
} x rUDD nteaq on 
. T 
orina ir tem 
it. a W nae ot 
ana Tao! Ur tery 


iceeli Card No. 7. y 
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Every minute 
of the 
business day, 
SOMEONE 
BUYS A ROYAL 


PORTABLE 


Whammy! In the time it takes you to put on your shoes and 
socks, some Royal Portable dealer sells a rugged Royal. 


How come? 











1. Because a Royal Portable makes writing faster and 
neater for the user. 


z@.. Because it is really durable, the portable typewriter 
that passed the “OG-geer” testi a eee ae? a 


3. Because its famous features, like ‘“4Magic”’ Margin, 
“Touch Control,’ Speed-Flo Keyboard, Quick-and-Easy 
Tab Sets, full-sized standard keyboard and Rapid Rib- 
bon Changer, make Royal Portables easy as pie to operate. 





Royal Typewriter Company 


| 
| 
| 
STANDARD - ELECTRIC + PORTABLE | 
Division of Royal McBee Corporation | 

| 


-—------\ 


And only Royal Portable gives all three! 


Better oil up your cash register. Push Royal Portable. “Magic” and ‘“‘Touch Control” are registered 


trade-marks of Royal McBee Corporation. 
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Build Your Business 
With Security 


Security dealers know that Crestline Desk 

and File installations represent one of the best 
potentials for continued sales and profits. 

For this superb line of office furniture has the 
inherent quality which today’s market demands— 
assured customer satisfaction—and the backing of 
a manufacturer who understands the dealer’s 
problems—and is there, to help him—always! 


Detailed information 





at your request. 








SECURITY STEEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 
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CARBO 
AND 
RIBBO 
PLAN 








Cwitom-Made 








STORMS SERVICE BUREAU 


The Storms Service Bureauv is ready 
to help you with special applications 
of carbon paper, inked ribbons and 
carbon rolls. You are invited to con- 
sult with Storms any time you get 
such requests from your customers. 
No obligation, of course. 








H. M. 


Ready for you 
NOW — the new 
1955 Storms Cat- 
alog...32 pages 
of quick reference 
to hundreds of 
items. Write for 
your copy TODAY! 
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o Your Requirements 


T here's a STORMS Private Brand Plan to fit 
the needs of every dealer . . . large or small. 
Do as other satisfied dealers have done for 
over 50 years .. . call upon STORMS for the 
finest Carbon Paper, Carbon Rolls and Inked 
Ribbons. Use the coupon below for complete 
information and samples. 


STORMS COMPANY 


STORMS BUILDING, BROOKLYN 38, N. Y. 





H. M. STORMS COMPANY OA-3 
Storms Building, Brooklyn 38, N. Y. 


Gentlemen: We are interested in the Storms Private Brand 
Program. 


Please send us complete information and samples. 
We would like a copy of your new 1955 Catalog. 
Comp GRD ow ccc cce es ne cb chsens sé be eenaeaueee 
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OFFICE DESK 
Corry-Jamestown Mfg. Corp. 
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new teat } * +} 
nore than SO r 

sy int tior k 
ng possi 1 
work station Au ding 
to the company + + ’ . tee Aas 
nylon and na i 

latter up wv 
and comfort 
with unbreakat 
attractive taper 


foot space 

mpany na 
describing the C 
(Inquiry Card No. 28.) 


ARMCHAIR 
Jens Risom 


Among the company 
offerings is the C-140 
chair pictured here. It comé 
with cane back and uph 
stered seat and is available 
in birch or walnut. The chair 
measures 22 inches wide, 22 
deep with a height of 3 
inches. Risom states a yard 
of fabric is required to up 
holster properly every tw 
chairs. (Inquiry Card No. 2.) 
CABINET 
Goodfrend Mfg. Co. 
euidte te ine 





T ea 
elk 
aDIT 


bd (Inquiry Card 
No. 8.) 


LUBRICATOR 
Acheson Colloids Co. 


Aimed to protect and exter , — oe 
the company co da yar Jispe r jag C 
centrated, mixed wit! T : 
tenaciously to moving part j : 4 
operating conditions w n | ty, T 


colloida! graphite 
provides a C:inging, g 
fect ot heat. Ache rn 

life and that they run b 


(Inquiry Card No. | 1.) 


52 











NEW PRODUCTS continued 


PERSONAL FILE 
Marwol Products Co. 


The compar tates + nev 
€ anal tile h retails 
$1.39 mes turnished with 
+t of x f 1 innina fr 


4 c c 
ray f Marw 2GY5 


n Tt 


tant use. (Inquiry Card No. 4.) 


TYPE CLEANER 
Michael Frumkin 





Newly dev 3 ana 


February 28—March 3—Wholesale Stationers Association of U.S.A. 39th annual con 
vention, Hotel N Yorker, New York City 


February 28—March 3—13th annual Management Seminar and Business Show spon 
sored by the Office Management Association of Chicago in conjunction with 
Northwestern University, Conrad Hilton Hotel 

March 20-23—National Office Furniture Association convention and exhibit, Th 
Conrad Hilton Hotel, Chicago 

March 24-26—NSOEA Region 4 convention, Bon Air Hotel, Augusta, Ga 

April 3-5——NSOEA Region 5 convention, French | Springs Hotel, French Lick, Ind 

April 21-22—NSOEA Region 9 convention, Marion Hotel, Little Rock, Ark 

April 24-27—National Association of College Stor Inc., Dallas, Tex 

May 1-3—NSOEA Region 6 convention, Wisconsin Hotel, Milwauk Wi 

May 5-6—NSOEA Region 8 convention, Broadview Hotel, Wichita, Kar 

May 9-10—NSOEA Region 10 convention, The LaFonda, Santa Fe, N. M 

May 16-17—NSOEA Region 14 convention, Ambassador Hotel, Los Angeles, Calif 

May 19-21—NSOEA Region 12 convention, Claremont Hotel, Berk Calif 

May 22-26—36th International Conference & Exp on of National Office Manags 
ment Association. Mutual Arena and Royal York Hotel, Toront Ontario 

May 23-24—NSOEA Region 11 convention, Hotel Gearhart, Gearhart, Or 

May 27-28—NSOEA Region 7 convention, Hotel Duluth, Duluth, Minn 


May 29-June 1—Stationers Guild of Canada, It innual meeting, Admiral Beatty 
Hotel, St. Joh N. B 

June 3-4—NSOEA Region 2 convention, Whitefa Inn, Lake Placid, N. Y 

June 13-14—NSOEA Region convention, Pocono Manor Inn, Pocono Manor, Pa 


June 20-21—NSOEA Region 13 convention, Grossinger’s Country Club, Grossingers 


(Ferndale), N. Y 


June 26-29—Natio1 Of Machine Dealers Association annual convention, exhibit 
Cosmopolitan Hotel, Denver, Col 

October 1-5—Natior Stationery & Office Equipment Associatior convention 
xhibit, Conrad Hilton Hotel, Chicago 
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Get full figuring “AUTOMATION with 


New MONRO::MATIC 


Still Another 
New MONROE! 


Here’s another completely new Monroe—the very latest 





in fully automatic calculators. 

Take zeros for example, or decimals, just two of the 
many exclusive automatic features of the new Monroe 
Simplex 8N. Both flow automatically! Or, simply touch 
a single key to square a number automatically! Multi- 
plication, division, addition, and subtraction...all your 
figuring work is turned out easily and with lightning speed, 
because it’s done automatically. And, after each problem 
the carriage automatically positions itself for the next one! 





Yet, the Monroe Simplex 8N is simplicity itself. Its 
single keyboard means more figures can be set with less 


motion, Cuts hours of figuring time to minutes. And with 
Automation doing most of the work, the operator by- 
passes hundreds of extra steps and intermediate operations. 

Your Man from Monroe will explain how to get the most 
out of Automation. Let him show you how this new 8N 
Monro*Matic flies through your figure work. He’s listed 
in your local classified telephone directory. Monroe 
Calculating Machine Company, Inc., Orange, New Jersey. 


OPERATORS WHO KNOW... PREFER M O N RO E CALCULATING, ADDING, ACCOUNTING MACHINES 
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Victor 
Sectional Visible -A Victor 
‘“*exclusive’’ available in 
three card sizes. High repeat 
business value because it 
brings ’em back for more 
sections and effectively in- 
troduces them to the Victor 
Visible System. 


Step out to greater profits with Victor Visible Equipment now! 
Your first sale of Victor Visible can start you on a profitable 
repeat business. As your customer’s business and records 
grow—your sales of accessories and added equipment will 
also increase. Many Victor Dealers have successfully turned 
an initial sale of only a single piece of visible equipment 
into a complete Victor Visible System Installation. You 
can, too, with these profit-building products... 


Victor Book Visible — Efficient, ---—>— 
compact, low-cost portable 
means of record-keeping. Popu- 


lar for home use, too! 


FREE SALES AID—To help you 
do a more profitable sales pro- Paes 4 
motion job, Victor supplies you : 
with powerful display and ad- © 
vertising pieces free of all cost. 











Remington. Fan 


DEALER SALES DIVISION 
315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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... and you'll be competition! 
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Completely 
adjustable for 
correct 
posture and 
maximum 
comfort. 





JUNIOR EXECUTIVE POSTURE NO. 274 
Illustrated in elastic Naugahyde 


$7 500 list 


slightly higher in zones 2 and 3 


ct 
et 


president director vice president 





SEE THE NEW LINE OF 
‘‘ARISTOCRATS”’ 
BOOTHS 111 - 112 ‘ona 


AT THE N.O.F.A. SHOW, March 20 to 23 
CONRAD HILTON HOTEL, Chicago 
New Designs! New Features! New Comfort! 





a 
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America’s lowest-priced 
“quality” business chairs! 


Why sell your prospects “just any” chair? 
Today’s aggressive competitive selling em- 
phasizes the importance of handling the 
line that offers more for the money. Com- 
parison will show that the WELLS “ARISTO- 
CRAT” Line offers just that! Here is a 
complete line of the most luxurious chairs 
ever presented. 

Write TODAY for complete details. 


. . . and don’t forget, WELLS PAYS THE 
FREIGHT! on shipments of 100 Ibs. or more. 


thick, comfortable 


a es 


1 i > | = . 
4 ( “ 
" - 
_A »S FQ se 
* Y . & v 
. . v @ iv] 
junior executive comptroller debonair 








WELLS CHAIR CORPORATION, 

















Michigan City, Indiana 
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Over the Fence 





Continued from page 23 


course, and in time promoted Lyon 
to sales manager, then president, 
then board chairman. 

ok *K : 

When Paderewski died they found 
in his pockets a well-worn news- 
paper clipping telling of one of his 
performances. Was it a clipping of 
praise? No. It was a story that 
panned him. 

This was a revealing index of the 
character of this genius who was 
always interested in improving him- 
self. Even at the peak of his fame, 
he constantly studied and _ prac- 
ticed. He was quick to search for 
his faults — quick to admit them. 
He found no time for self praise, 
scorned alibis for his mistakes and 
failures. How unlike the two sales- 
men in the incident that follows: 

First Salesman: Gee, Bill, I had 
a marvelous day; made lots of 
friends for the company. 

Second Salesman: Me, too, 


George. I didn’t sell anything, eith- 
er. 

Let’s try the Paderewski policy 
— and face bluntly the reasons 
when we pull a “blank”. 


Jf) 


T ACCOUNTS 
4 


























When Clem Pizzutelli, a Mon- 
ongahela, Pa., grocer, looked over 
his books last year, he found that 
he had 700 delinquent accounts 
owing him over $20,000. Mr. Pizzu- 
telli decided that something had to 
be done about it so he built a 24- 
foot billboard on a vacant lot and 
started sending registered letters to 
his customers telling them that un- 
less they paid up within a month, 
he would put their names on the 
board. He reports phenomenal re- 


sults from this unique collection 
campaign. 
Legitimate Bribery 

Here’s a new slant on an old 
problem. 

We spoke recently at a meeting 
of the Solar Steel Corporation and 
heard Dan Friedman, vice-presi- 
dent in charge of sales, give his 
men a provocative bit of advice. 
“Use legitimate bribery”, he said. 
“Give the gifts of service, of physi- 
cal presence, of praise.” 


That's Baseball 
A cab driver in St. Louis gave us 
a good illustration of what a man 
can accomplish when folks are on 
his side. He was mourning the 
Cards’ sale of Enos Slaughter to the 
Yankees adding, “He was a very 
popular guy.” Asked what he meant 
by “popularity” he said, “He was 
the only guy on the team who 
could hit into a double play and get 
away with it. Anyone else do it, 
they'd get booed. He do it, and 
they just say, “That’s baseball!” 








Burbank Elevated by NSOEA; 
Homer B. Lay Joins Staff 


Paul E. Burbank, general manager of the National Sta- 
tionery & Office Equipment Association, has been promoted by 
the executive committee to the position of executive vice-presi- 
dent. To relieve Mr. Burbank in connection with the operation 
of the headquarters office and the administration of association 
services, Homer B. Lay of Wichita, Kan., has been added to 
the Washington, D. C., staff of NSOEA as manager, also a 
newly-created position. 

In his new capacity, Mr. Burbank will continue in complete 
charge of association activities, it is announced, and will assume 





PAUL BURBANK 


HOMER B. LAY 


increased responsibility in the development of new projects 

Making these staff changes, the executive committee recog- 
nized that under the leadership of Mr. Burbank the association 
membership has grown from 1200 to 3500 and many new serv- 
ices have been added—product manuals, testing materials for 
job applicants, group insurance and many research activities of 
which the latest is the uniform accounting system. At the same 
time participation by members in association activities has 
reached an all-time high. 
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Mr. Lay, a native of Wichita, has been associated with the 
retail stationery and office equipment industry since 1946. He 
was first employed by the Western Office Supply Company, 
which later was merged with Duke, Inc., in Wichita. Starting 
as an inside store salesman, he later went to outside selling and 
during the last few years he held the position of vice-president 
and sales manager. 

A graduate of the University of Wichita, majoring in busi- 
ness administration and economics, Mr. Lay entered the Army 
in 1942 as a private and held the rank of captain after a bril- 
liant military career. 

The new manager has been a popular member of the 8th 
District NSOEA, elected lieutenant governor in 1954 and chair- 
man of the regional meeting for 1955. 

The new NSOEA staff member with his wife Elizabeth, two 
daughters and son, was to arrive in Washington February 15 


to begin his duties. 


Display V-Soske Rugs in New Showrooms 

The formal opening of the new showrooms of Lord & 
Adams, exclusive East Coast representative of V’Soske was 
celebrated at 4 E. 53rd St., New York City, on Monday, 
January 17. On hand to greet guests were Stanislav Vsoske, 
Antonio Vsoske, Mrs. V. S. Vsoske and Mrs. Esther Adams. 

The firm specializes in exclusive rugs featuring custom 
weaves and designs woven to order for use in office and pub- 
lic buildings 

Numerous new textures and designs recently developed were 
shown for the first time. Among these are the Ballerina and 
Skidmore designs adaptable for the office and public buildings, 
selected for their long-wearing qualities of high pile, flat 
hard partial-sheared texture. 

Many other textures were displayed at the exhibit espe- 
cially developed for area rugs and hangings in contemporary 
interiors in residences as well as public buildings. They are 
the results of collaboration between two famous artists, Angelo 
Testa, designer, and Stanislav Vsoske, designer-craftsman. 
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“Correlation” by STEEL AGE— 
A Brilliant New Concept in Modern Office Planning! 


From the very moment it was introduced, Correlation 
by STEEL AGE has been acclaimed as a truly sig- 
nificant advancement in better office planning. And 
no wonder! For it is the only desk line in America 
today that combines a// of these exciting features: 

1. Revolutionary, whisper-quiet nylon and Buna-N 
rubber rollers on all box drawers. 

2. Smartly designed, unbreakable fiberglass pon- 
toons. 

3. Interchangeable components that allow each unit 
to grow with changing space and function re- 
quirements. 

i. A completely correlated design, making possible 
the creation of dozens of multi-unit work areas. 

5. Over 50 individual styles and many top materials 
and attractive finishes to choose from. (Eight 
typical styles shown above.) 

And yet these new Correlation units—made to 
traditional STEEL AGE standards of highest quality 


RRY-JAMESTOWN MFG. 
Atlanta + Boston * Chicago * Dallas + Detroit + New York + Oakland + Philadelphia * Seattle 


Office 
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—actually cost less than most conventional steel 
desk units! 

A complete promotional program helps Steel Age 
Dealers cash in on Correlation. See this fine line at 
the NOFA Convention. Booths 146 and 147. 


Send For Color Brochure 


The complete Correlation line is 
illustrated and described in new 


full color folder. Write today for 
your free copy. 


Slee Age 


The Quality Choice of Modern Offices 






CORP... £O8B 





PA. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bldg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, February 10 

The Office Appliance & Business Equipment Trades Asso- 
ciation 162nd regional Business Efficiency Exhibition at the 
Granby Hall, Leicester, registered 45 firms covering more 
than 13,600 square feet of exhibits. 

It was one of the biggest ever held outside the four main 
cities of the country and included microfilming equipment, 
adding, adding-listing and calculating machinery, photo-copy- 
ing appliances, office systems and filing cabinets, office furni- 
ture, cash registers, postal franking machines, continuous sta- 
tionery, typewriters, including the latest electrified types, ma- 
chines for counting banknotes at 50,000 an hour, inter-com- 
munication equipment, duplicators, printing machines and a 
wealth of other devices tor expediting and increasing office 
productivity. 

There is no doubt but that these exhibitions are serving an 
extremely useful purpose indeed in bringing to the notice of 
industry, the advances being made in office equipment. 

The emphasis on these smaller provincial exhibitions is, of 
course, home trade, and the export trade is featured more at 
the larger type of exhibition. Nevertheless, I understand there 
was a fair enquiry from the export trade, especially from 
Continental countries. 

The Typewriter Trade Federation, Lancashire and Cheshire 
Branch, held its 21st anniversary dinner dance at the Grand 
Hotel, Manchester, on January 20. The event was noteworthy 
because on this “coming-of-age” function the chairman was 
Donald England of the well known firm of Sydney England, 
Ltd., of Manchester. An appropriate point is that when the 
branch was founded, the chairman was Mr. England’s 
father. 


Since I wrote my last report I have heard from L. Pagliero, 
the secretary of the Stationers’ Association of Great Britain & 
freland, in regard to the Stationery Trade Fair, Harrogate, 
held February 7-11. 

Mr. Pagliero told me that practically all the leading firms 
had booked space, apart from many more who, while perhaps 
not so well known, nevertheless had products to show of con- 
siderable interest to retail buyers. 

Buyers, not only from Britain but from all parts of the 
world attended. Mr. Pagliero said that the many enquiries 
which were received from overseas were extremely encourag- 
ing. These enquiries included overseas’ manufacturers as well 
as buyers. 

ot 

We return now to the Business Efficiency Exhibition to 
which reference was made at the beginning of this article. 

The exhibition emphasized the machinery aids to store 
managers, and one of the most interesting developments was 
an electric itemizing cash registering machine which provided 
for each customer an itemized list of all purchases and for 
the store a locked-in-detail tape with grand total. 

The machine is exceptionally quiet in operation and has a 
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new simplified method for the rapid changing of tapes, and 
a short-cut keyboard that registers quickly entire amounts. 
An automatic count of customers indicates daily activity and 
allows the easy calculation of average sales per customer. 
his machine comes from Burroughs Adding Machine, Ltd., 
of London. W. |. 


In the booth of National Cash Register Company, Ltd., 
London. N. W. |. could be seen a simple plastic cash sorter 
made up of a number of inter-locking trays designed for coin 
separation. The firm claimed that up to £100 of silver could 
be sorted and handled in a few minutes. 

The firm also displayed its new cash register with an autit 
roll mechanism fitted with a special ratio-control governing 
the paper to be fed through at each operation—a valuable 
economy feature. 

The Totemeter was another machine which was of interest 
from the big store manager's point of view. It counts or en- 
dorses banknotes or cheques at the rate of 50,000 an hour. 
But apart from each cheque which may be counted, a wide 
range of paper and card material, such as labels, tickets, 
coupons, bills, control cards and so forth may be imprinted 
optionally at the same time. 

Together with this machine was shown a new letter-folding 
machine, a little larger than a typewriter and electrically 
driven. It folds in various shapes and sizes at a speed of 5,000 
pieces an hour. 

Both these machines came from Universal Postal Frankers, 
Ltd., of London. W. 1. 

The Kalamazoo Summarizer was found to be interesting, 
designed to facilitate the compilation and analysis of infor- 
mation from different departments. This equipment came from 
Kalamazoo, Ltd. of Birmingham. 


*« % oa Ba 


Stores interested in producing their own sales’ literature 
were also interested in a new printing machine with a central 
press button control panel. This machine will produce written 
matter and illustrations in seven colors at high speed, doing 
two colors at a time. This came from the Rotaprint Agency, 
Ltd., London. N. W. 9. 

In a different category, but also useful for the same purpose, 
was a new electric typewriter which is equipped with a type 
for which appropriate space is allotted to each letter. The 
result of this is that the finished document looks as if it had 
been printed, hair-line registration on both sides being possible. 

The manufacturers are the International Business Machine 
(U. K.), Ltd., of London. W. 1. 

The new mobile shelving specially designed for the shop 
was shown by J. Glover and Sons, Ltd., of London. S. W. 18. 
The great advantage of mobile shelving is its space-saving. 
The back rows of this sort of installation are fixed, but the 
other shelves are mounted on ball bearings and move along 
tracks. Corners are rounded and chromium plated and various 
pastel shades are used, including a most attractive gray. 
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HAS HATCHED 

A GREAT 6-WAY 
PROFIT DEAL FOR 
SELECTED DEALERS 


Here’s an event worth crowing about—your 
opportunity to obtain an OLD TOWN 
Dealership! This is the line that builds 
profits 6 ways: fully protected territory * 

a complete line * bigger mark-up * 
world-famous standard of quality * a sure 
formula for repeat business * personal 
sales support from headquarters. 


Get the complete facts today—by signing 
the coupon below. You’ll learn why so many 
leading dealers, chosen for their forcefulness 
and foresight, are gaining greater profits 
with the OLD TOWN line. 


OLD TOWN CORPORATION, DEPT. OA-3 

345 MADISON AVE., NEW YORK 17, N. Y. 
Gentlemen: 

Send me full particulars on the new OLD TOWN 
Dealership Plan. | am interested in 


(0 DUPLICATING MACHINES 1) CARBON PAPERS 
(D DUPLICATOR SUPPLIES C) INKED RIBBONS 

Company Nome___ = Ss 
Your Name___ Sere eee ae eR 
ee 


remost Maker Of Carbons, Ribbons, Duplicators and Supplies | City mn 
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AT THE 


NATIONAL OFFICE FURNITURE 


ASSOCIATION CONVENTION 
March 20 Chrough 23 


CONRAD HILTON HOTEL 
CHICAGO 
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NATIONAL LOCK 


supplied 


vlarly 
g e trade 


Pe = the office appliance 


NATIONAL LOCK PRODUCTS 


e e e 
Casters, Furniture Glides, Standard Yistinelive Hardware 


and Special Fasteners, Pulls, 
Locks, Hinges, Label Holders, 


Locker Hooks, Lift Handles. ...ALL FROM | SOURCE 


Everything for Office Appliances 


H 4 
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»-»-when yourt 


customer demands 


Price...yet 





your future depends 


on Quality 





HARTER 26 


POSTURE CHAIR 





ZONE 1, LIST 


Sure the customer wants “price.” But today, as always, your reputation and your future 
business depend on quality. And in the Model 26 there’s the solid quality that holds cus- 
tomers for you through the years. There’s the exclusive Harter base formed and welded into 
one piece from heavy steel tubing. No bolts or nuts to rattle or come loose! Three rubber- 
covered handwheels give sure, accurate adjustment. No flimsy ad ment . 
comfort of foam rubber. Upholsteries and finishes are the finest! At $2 .90 list, the Harter : 
26 is vour solution to eet SO ee 








¥“ 


HARTER CORPORATION + 325 Prairie Street + Sturgis, Michigan 
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FERIA 
MEXICANA 


Gaiety, Dancing Mark 
25th D.M. Nacional Year; 
Industrial City on Display 





: one ee oe 
MovaBLeE filing cabinet made 
in the D. M. Nacional plant. 


by MABEL F. KNIGHT 
correspondent 

@ THE FERIA MEXICANA, 
colorful Mexican fair, made the 
25th anniversary of D. M. Nacional, 
the industrial firm of Antonio Ruiz 
Galindo, a joyous affair recently in 
Mexico City. 

There was not a dull moment for 
if one group was not giving the 
dance of their people, another one 
was. 

Present for the occasion were Sr. 
D. M. and Senora Antonio Ruiz Galindo, 
Sr. and their three sons, Antonio, 
Jr., Don Armando and the young- 
est, Mauricio. Although it was the 
rainy season the sun was shining 
all day long even when the Viejitos 
portrayed the Dance of the Old 
Men which represents a prayer for 
rain. 

While all this merrymaking was 
taking place and a real Mexican re- 





KINDERGARTEN of 
Nacional is of most modern 
design. 





Super Market for D. M. 


Nacional workers operated 


with their saving fund. cional plant. 
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Dancers in colorful cos- 
tumes perform before main 
entrance to the D. M. Na- 


past was being prepared I had occa- 
sion to look at some of the new 
products brought out in the Indus- 
trial City. 

The Galindos are proud of the 
new safe which is what the Mexi- 
cans call a good Caja de Seguridad, 
or a good safe for security. 

New types of steel desks are be- 
ing produced, these having flat tops 
and three drawers on one side and 
two on the other. A filing cabinet 
was exhibited on wheels, making it 
possible for easy removal from one 
room to the other. 

At the head table during the 
feasting were the Antonio Ruiz 
Galindos and seated beside Senora 
was the Secretary of Education, 
Jose Angel Ceniceros. There were 
many other notables present from 
the capital. 

It was a good way to combine 
business with pleasure—dine, watch 
the costumed dancers and visit the 
factory. I had the pleasure too of 
seeing the littke Mexican village 
which is perfect in every way. Near- 
by are the swimming pool, the 
schools, the homes of the people 
and the co-operative store where 
food can be purchased for much 
less than in the cities. 
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FOR THE OFFICE OF DISTINCTION 


METAL-LUX 


There is a touch of magic in the way 
MILWAUKEE METAL-LUX Chairs transform an 





Mestrated: office from the ordinary into the realm of , 
M-8000, Executive distinction. METAL-LUX dealers capitalize on If you haven't yet 
. . a , shared in METAL-LUX 
Posture Chair. this quality of distinction. These are the 


sales and profits, write 
chairs that give them every selling advantage: for full literature today. 


the merit of clean, modern beauty never 
before attained in a metal chair, superlative 
comfort and construction—and such obvious 
good value. MILWAUKEE METAL-LUX sells 

on sheer superiority. 


M-5000, Matching 
Side Arm Chair. 


Visit ovr exhibit at 
the NOFA convention 
Booth 37, Conrad Hilton 
Hotel, March 20-23 





MILWAUKEE METAL FURNITURE COMPANY 
101 N. Campbell Ave., Chicago 12, Illinois 
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134° filing capacity 
with full 
10; inside clear height 


per drawer 
the 





5102 


five drawer 
letter file 


(or Model 5104 five drawer Cap file) 





A full filing height, top quality, 
unit at an amazingly low price” 


Especially recommended for office or vault where floor space is limited and a maximum of filing ca- 
pacity is necessary. Each drawer has full 10-3/16"' inside clear height, allowing complete filing and 


indexing freedom. 


Inside Clear Dimensions: 
5102-five drawer letter file: 1214" W; 26-13/16" D; 10-3716" H 


5104-five drawer Cap file: 1536" W; 26-13/16" D; = 10-3/16" H 
the Watson complete line offers: 


full line — 400 Line — 7134" High Line of document files —roller shelf cases. 





full line —— 800 Line — Horizontal Units — letter, cap, document, card, legal blank, check. 
@ full line — 3100 Line — Counter Height Units — letter, cap, check, card, roller shelf. 


full line — 4100 Line — Vertical Units — letter, cap, check, ledger, card, tab, bill, tariff, oversize. (Optional 
w 7 


Inserts available for 3100, 4100, and 5100 Lines) | <WATSONS 


*Write Dept. A-17 for full information pe Rp 





WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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.......@ line youll be proud to have! 
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and 
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“Glenbrook” 
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Yes, you'll be happy with JOHNSON CHAIRS 
because it’s a complete line. There's a type 
and style of Johnson Chair that will please 


every one of your customers. 


You'll be able to offer everything . . . from 
the big rich executive masterpiece to the regular 
“work-a-day’’ office chair . . . in a complete 
range of styles and patterns that will help 


you satisfy even the most discriminating buyer. 


Johnson Chairs make it easy for you to please 
your customers . . . and naturally, that 
makes it easy for you to get a bigger share 


of the business chair volume from your market. 


DEALERS: Let end you the complete Johnson story 
ur catalog, price list and the detai f our 
ceaier proaram. 


7109 MERCHANDISE MART 


JOHNSON CHAIR COMPANY 


CHICAGO 54, ILLINOIS 
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NSOEA Announces 
Regional Program 


Regional governors have been notified of the National 
Stationery & Office Equipment Association overall program 
for the conventions which begin March 24-26 with District 
4 at the Bon Air Hotel in Augusta, Ga. 

From Atlanta the regional troupe swings back to the Mid- 
West for the District 5 regional at French Lick April 3-5. 





L. B. WILCOX J. L. MANN ART PFISTER 


The series will be concluded June 23-25 at Griswold Hotel, 
Groton, Conn. It is expected that the 14 meetings will draw 
attendance of more than 5,000 and will provide opportunity 
for stationery and office equipment retailers and manufac- 
turers to meet for business and social purposes on a smallet 
scale than the annual Chicago convention October 1-5. 


Plan Three Clinics 


In place of the six speakers who formerly made the regional 
tour, NSOEA is making available for each governor three 
Workshop Clinics and two additional speakers. 

The first speaker of each business session will be NSOEA 
president, Leonard B. Wilcox, of Roberts Printing & Stationery 





JAMES KOBAK 


HENRY BERRY 


Company, Hutchinson, Kans. Instead of an inspirational type 
of talk, he will conduct a Workshop Clinic concerning itself 
entirely with the values presented by an association to its 
members. 

Associated with President Wilcox in the various Workshop 
Clinic presentations will be: 

James B. Kobak, J.K. Lasser & Company, New York City. 
Appearing at each regional meeting with the exception of 
No. 7 and No. 11 he will continue his program of uniform 
accounting introduced at the last national convention and 
carried on through NSOEA. In regions 7 and 11, General 
Manager Paul 
program. 

Henry Berry, Henry Berry Associates, Milwaukee, Wis. 
He will make the regional trip to conduct a Workshop Clinic 
dealing entirely with the modernization of NSOEA members’ 
stores. He will use visual aids and will give information not 
only dealing with fixtures, but also with lighting, floor cover- 
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Burbank will handle Mr. Kobak’s part of 





ing, glass, and so forth. At this clinic Mr. Berry, who has 
written a series of articles on store fixtures for OFFICE 
APPLIANCES, will hold a question and answer period. 

J. L. Mann, vice-president of the manufacturers’ «division 
NSOEA, The Sturgis Posture Chair Company. He is develop- 
ing a talk encompassing the entire field of equipment at a 
time when offices are being modernized to a degree never be- 
fore known. 

Another Workshop Clinic will be presented by the Smead 
Manufacturing Company. Speaker will be Art Pfister, vice- 
president of the field division, NSOEA, in regions 8,9 and 
10; George Lazier, in regions 11. 12 and 14, and Harold J, 
Hoffman or Mr. Moen in regions 1,2,3,4,5,6, 7 and 13. 
[his program will deal with the importance of reaching all 
students taking commercial courses with information about 
the stationery and office equipment industry and with em- 
phasis upon the value of the retailers of such products. 

Paul E. Burbank, now executive vice-president of NSOEA, 
will appear at the majority of the regional banquet programs 
for a 10-minute adress. Each regional governor may use 
luncheon or other program speakers from within or outside 
the industry as before. The emphasis will be on the Workshop 
Clinics, however. 


List Regional Dates 


Following is the chronological program of the regional 
meetings: 

March 24-26—District 4, Bon Air Hotel, Augusta, Ga. 

April 3-5—District 5, French Lick Springs Hotel, French 
Lick, Ind. 

April 21-22—District 9, Marion Hotel, Little Rock, Ark. 

May 1-3—District 6, Wisconsin Hotel, Milwaukee, Wis. 

May 5-6—District 8, Broadview Hotel, Wichita, Kans. 

May 9-10—District 10, The LaFonda, Santa Fe, N.M. 

May 16-17—District 14, Ambassador Hotel, Los Angeles, 
Calif. 

May 19-21—District 12, Claremont Hotel, Berkeley, Calif. 

May 23-24—District 11, Hotel Gearhart, Gearhart, Ore. 

May 27-28—District 7, Hotel Duluth, Duluth, Minn. 

June 3-4—District 2, Whiteface Inn, Lake Placid, N.Y. 

June 13-14—District 3, Pocono Manor Inn, Pocono Manor, 
Pa. 

June 2( 

June 2 


)-21—District 13, Grossinger’s, Ferndale, N.Y. 
3-25—District 1, Griswold Hotel, Groton, Conn. 





Fifth District Aims at 500 


for French Lick Convention 


“Back Again in Indiana.” The 1955 
regional convention of District 5 
NSOEA will be held at French Lick 
Springs Hotel, in the beautiful hills of 
southern Indiana, on Sunday, Monday 
and Tuesday, April 3-4-5. 

In choosing French Lick, Governor 
William R. Diehl, Jr., and his conven- 
tion committees found a popular reaction 
in the district which had more than 400 
present for the 1949 convention at this 
nationally famous spa. Attendance of 
500 is the goal for 1955. 

Governor Diehl is aided by M. J. Boone, Standard Office 
Supply Company, Louisville, Ky., general chairman, and the 
following committee heads: 

Hotel and reception—Larry Schubert and James A. Wallace, 


W. R. DIEHL, JR. 
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- the PEERLESS 


aa franchise 

a long-life structural strength 

vie flus full back panels £leed idiand ates ca 
is distortion-proof pedestals aE St eer: 

snes plus heavy islands £lad quiet, Features like these, combined 


with quality-control from the 


nn. easv ru nning drawers plus drawing board to the assembly 
ee . i line pay-off in profitable original- 
style and color leadership sales . .. in profitable repeat-sales. 


The Peerless representative is a 
specialist in office equipment mer- 


1955 chandising. He’s got all the facts. 
: 4 
‘. sok Why not write today. 
lls of 
onday 
enor NN PEERLESS 
ynven- J 
action STEEL EQUIPMENT CO. 
0 
. ol 6600 Hasbrook Ave., Philadelphia 11, Pa 
= of New York « Chicago « Dallas « Los Angeles 








Office a metal desk, file or table for every office need 


7 SRF rr Reeep 


allace, 








entertainment—Jack 
Burke; publicity-transportation—George Davis; finance—Sidney 


Jr.;  registration—Sidney Butterfield; 


Butterfield; travelers—R. E. Beekman; and sports—A. J. Gun- 
derson. 

The convention leaders are stressing the “one package” idea 
—all activity, both business and social, to be centered at French 
Lick Hotel. The hotel is operated on the American Plan. A 
large attendance of ladies is expected with many dealers, 
salesmen and manufacturers taking advantage of an oppor- 
tunity for a spring vacation at a resort which offers all types 
of recreation. 

A. J. Gunderson, who promoted an outstanding golf tourna 
ment in °49, is arranging another contest for Sunday, April 3, 
on the beautiful Upper Hill championship golf course. Many 
prizes will be awarded that evening at the dinner for partici- 
pants, their wives and friends. 

Business sessions will begin Monday and will continue on 
Tuesday with a noon luncheon to be addressed by Dr. Nicholas 
Nyaradi, former minister of finance of Hungary and now 
teaching at Bradley University. The balance of the day Tues- 
day will be allotted for recreation. The banquet and entertain- 
ment will complete the convention on Tuesday night. 

Convention registrations are to be made with Sidney Butter- 
field of Smith & Butterfield, Evansville, Ind. Hotel reservations 
are to be sent direct to French Lick Hotel 


District 6 Busy with 
May 1-3 Convention Plans 


Governor Art Finger, S. J. Olsen Com- 
pany, Milwaukee, Wis., has called a Dis- 
trict 6 pre-convention planning session 
Sunday, February 27, at 2 p. m. at the 
Morrison Hotel in Chicago. At this time 
many important decisions in regard to 
the regional NSOEA convention will be 
made and the program for the May 1-3 
affair at the Wisconsin Hotel in Milwau 
kee will unfold. 

ART FINGER “Hotel registrations are coming in 
very Well for the region,” declares Gov- 
ernor Finger, “and everyone is giving us a helping hand.” 

Besides the regular NSOEA Troupe speakers, Judge William 
L. O’Neill will address a luncheon meeting and Roy Leonard 
Nicholson will be the banquet orator. 

Governor Finger has appointed the following committees: 

GENERAL ARRANGEMENTS—Erwin W. Doepke, chair 
man, S. J. Olsen Co., Milwaukee; James Dedman, co-chair- 
man, Wallender-Dedman Co., Decatur, Ill.; Sid Allen, Chi- 
cago Stationers, Inc., Chicago; Hugh Reeves, Jacquin & Co., 
Peoria; George Schumacher, Siekert & Baum Stationery Co.., 
Milwaukee; Jim Gibson, Commercial Staty. & Office Supply 
Co., Milwaukee; Ken Reister, Minnesota Mining & Mfg. Co.; 
Robert Reynell, president Great Lakes Travelers Club, Oxford 
Filing Supply Company. 

HOTEL AND REGISTRATION—Ray J. Eichenlaub, chair 
man, Service Steel Products Corporation; Tom Gillice, co- 
chairman, Rockwell Barnes Co. 

NOMINATIONS—Clarence Reynolds, chairman, Reynolds 
Office Supply & Equipment Company, Lansing, IIl.; Ed Napp, 
Napp School & Office Supply Co., Manitowoc, Wis.; Walter 
Rossow, The H. H. West Co., Milwaukee; Russ Ragan, Amer- 
ican Pad & Paper Co.; Herb Walsh, Ace Fastener Corp. 

HOUSE OF FRIENDSHIP—Tom Gillice, chairman; Ray J. 
Eichenlaub, co-chairman. 

CHICAGO COMMITTEE—Gordon Kickels, chairman, 
Smead Mfg. Co.; Roscoe Benge, co-chairman, Codo Mfg. 





Corp.; Don Sharpe, Reyburn Mfg. Co.; Ken Henderson, The 
Carter’s Ink Co. 

LADIES HOSPITALITY—Mrs. A. C. Finger, chairman; 
Mrs. E. W. Doepke, co-chairman; Mrs. Hugh Reeves, co-chair- 
man, Mrs. J. Dedman, co-chairman, wives of all Great Lakes 
Travelers Club members. 

RECEPTION—Fred Siekert, chairman, Siekert & Baum Sta- 
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tionery Company, Milwaukee; Ed Forrer, co-chairman, Forrer 
Equipment Co., Milwaukee; William Senner, S. J. Olsen Co., 
Milwaukee; Gil Winkelman, H. C. Miller Co., Milwaukee, and 
Art Bolingbroke, A. W. Bolingbroke Co., Milwaukee. 

PUBLICITY—C. O. Schlaver, chairman, OFFICE APPLI- 
ANCES; John Smythe, co-chairman, Geyer-McAllister Publi- 
cations. 

THE DATES—May 1, 2, 3. 

THE PLACE—Wisconsin Hotel, Milwaukee, Wis. 


Ninth District Adopts 
“9090 in 55” Slogan 


A pre-planning meeting in Little Rock, Ark., with Governor 
Jack Perdue, lieutenant governors and committee chairmen in 
attendance, is in the offing. This will be augmented by a quar- 
terly meeting in Dallas by the Texas Travelers Club to set the 
stage for District 9 regional convention of NSOEA to be held 
in the Marion Hotel in Little Rock on April 20, 21 and 22. 

The Travelers have been exhorted to push the meeting, in 
viting attendance of dealers in order that Governor Perdue’s 
“555 in *55” slogan can become a reality. 

Some committees have been appointed by the governor and 
W. A. (Wolt) Stempel, president of the Texas Travelers Club. 
They include: 

General Chairman—Earl Lengnick, Arkansas Stationery & 
Furniture Co., Little Rock; entertainment—Bob Book, same 
firm as general chairman; prizes and hospitality—Leo Byrnes 
Paragon Printing Company, Little Rock; publicity—Dudley 
McCullough, Parkin Printing & Stationery Company, Little 
Rock; registration—Willis Lowe, E. White Company, Fort 
Worth, Tex.; golf—Sam Plant, Parkin Printing & Stationery 
Company, Little Rock. 

For the Travelers Lee Zachary, Southern Folder Company, 
El Dorado, Ark., is general chairman. Other chairmen are: 
golf—Al Turner, Wilson Jones Company, chairman, L. R. 
Dick Lowe, manufacturers’ representative, and L. H. McDaniel, 
Jr., Stationers Manufacturing Company; friendship room— 
Mike Holberg, chairman, George Deutsch and Emil Dalmas, 
all manufacturers’ representatives; entertainment—Eddie Jung- 
bluth, White & Wyckoff, chairman, assisted by Pat Whitesides, 
manufacturers’ representative; publicity—-Wolt C. Stempel, 
chairman, assisted by Lorraine Saxon, National Blank Book 
Company and Dick Lanham, Jr., Binney & Smith Company; 








Leaders in 9th District Convention Plans . 


1. E. L. (Gene) Lewis, Democrat Ptg. & Litho. Co., Liitle Rock, liew 
tenant governor, Arkansas. 

2. 9th District Officers: SEATED—Jack Perdue, The Perdue Co., Pint 
Bluff, Ark., district governor; Billy Kimbrell, Office Supply Co. 
Greenville, Miss., liewtenant governor for Mississippi; W. Nel 
Stewart, Stewart Office Supply Co., Dallas, lieutenant governor fo 
Texas; STANDING—Willis Lowe, E. Ll. White Co., Fort Worth 
treasurer, and Marvin Hartung, Pav! Anderson Co., San Antonio 
Tex., secretary. 

3. Edgar Jordon, Jr., Jordon Stationers, inc., Alexandria, lieutenom 
governor for Louisiana. 

4. Officers of Texas Travelers Club: Charles C. McDaniel, Railey Pape 
Co., secretary-treasurer; Ray Howard, Esterbrook Pen Co., firs 
v.p.; Wolt A. Stempel, The Stempe! Co., president; George A. Tor 
rant, The Carter's Ink Co., chairman executive committee and C. t 
(Bill) Scheffler, mfrs, rep., second v.p. 
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“WE'RE SAVING | 


$2600 A YEAR 


we 


BY PRACTICING 9 


5.10), 


office manager 


HERE ARE THE FACTS AND FIGURES: 


“We found that each of our stenogra- 
phers checked the correct spelling or 
use of at least four words per day, 
losing about five minutes each time 
consulting an ‘available’ dictionary 
some place in our office. With 25 
stenographers (at $1.25 per hour), 
our total annual loss was over $2,600! 


“When our office supply dealer 
showed us how we could eliminate 
this loss immediately by equipping 
each girl with her own copy of Web- 
ster's New Collegiate Dictionary, we 
bought 25 on the spot, What’s more, 
the dictionaries are repaying their cost 
every 3 weeks! And we're getting 
better correspondence, too.” 


















Sh 


K ONE FOR EVERY DESK! 


ie 





ONE FOR EVERY OFFICE! 






says this 


MORE AND MORE office managers are saving money and improving office 
efficiency by practicing * Strategic Dictionary Placement. Large and small 
companies alike are looking at dictionaries as they would any other essential 
business tool, achieving economies that are saving them their original expend- 


iture 18 times over each year! 


Your customers will standardize on Merriam-Webster dictionaries, too — if 
you tell them this dollars-and-cents story. They know Merriam-Webster 
authority is unquestioned. They’re reading about it regularly in Life, The 
Saturday Evening Post, Time, Newsweek, and office management publications. 
Let us help you develop this profitable volume business in Merriam-Webster 
dictionaries; mail in the coupon below. 


SEND NOW FOR SPECIAL SELLING AIDS! 


fe ee er a ew an a at en a2 ene een eres enesereses 


Webster’s New Collegiate Dic- 
tionary — a Merriam-Webster — 
should be on the desk of every 
stenographer and executive. $6 
retail, indexed. 


G. & C. Merriam Company 
Dept. OA-3, Springfield, Massachusetts 


Please send newly-designed salesman’s aid and 


j ‘ statement enclosure piece to help us develop volume 
Webster's New International Dic- P P P 


tionary, Second Edition, should 


dictionary sales to our commercial accounts. 
be in every business office or 











department — wherever there is 
soe Se eens general in- ame 
Firm Name...................... 
Address 
City Na Eee 
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an improved felt-tip marking pen 





























CARTER’S 1 
MARKING 
INK CARTER’S | 
j MARKING INK 


CLEANER J 


RKER 


Felt Lis 
Marking Pen 


NR acne 


haze = 
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© Tremendous Ink Capacity 





; glass, plastic, metal, rubber... 
® Correct Pocket Size 


® Leak-Proof 
® Controlled Ink Flow 


® Easy to Fill 
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It’s Packaged 
to Sell — 


Handsome, dual-use 
Crystal Clear Plastic 
Boxes, ideal for stor- 
ing small items in 
office, factory, home 
or hobby shop. 


No. 588 


Contains Marking Pen, 
Marking Ink, Cleaner, Extra 
Felt Tips. 


Suggested retail 


$365 


Marks, writes, draws on wood, cardboard, paper, 


almost everything. 


Writes or draws in any of five colors: black, red, 
green, blue and yellow, on porous materials, and in 


these colors, plus white, on non-porous materials. 


Uses both Chisel and 
Bullet Points 


THE CARTER’S INK COMPANY'c 
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Felt Tip Marking Pe: 
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Carter's Marking 
Ink for Felt Tip 
per, Pens has handy 
pouring spout. 
Porous and non- 
porous styles 


available. 


red, 


id in 


Suggested 
retail 


No. 685 


65¢ 


(Porous) 


No. 695 


75¢ 


(Non-Porous) 


IY CAMBRIDGE 42, 
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The Carter Marker Performs 
better because Carter Felt-Tip 
Inks are better! 


@ Six Brilliant Colors 

@ Two Styles (Porous 
& Non-Porous) 

@ Quick Starting 

@ Quick Drying 


@ Non-Settling 
@ High Opacity 
@ Smudge Resistant 
@ Waterproof 


Remember . . . your real profit comes from the 
continued sales of ink. Carter has developed an 
outstanding new ink that makes all other felt-tip 
inks old-fashioned. 


IT’S THE INK SALES THAT 
KEEP PAYING OFF! 









Nos. 560 & 561 


Handy packs of Bullet or 
Chisel Tips and Extra 
Washers. 10 Tips and 2 
Washers. 

Suggested retail 


$4 50 





BOSTON, MASSACHUSETTS 
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BERMUDA 


Available in fluorescent or incandescent style for home. 
office and reception room. Two 60-watt bulbs or 22- 
watt Circline tube. Choice of Brown or Grey finishes. 


(Write for brochure below, for complete specifications.) 


Model 8000—Incandescent. = $1 9.95 


Retail each, less bulbs............. 
Model 8001 —Fivorescent, including 
... $29.95 


Circline tube. Retail each........... 


STANDARD 





Best quality, yet low-priced, desk lamp with one or two 
fluorescent tubes. Choice of Caribbean Blue, Terra 
Cotta, Ebony, Brown or Grey finishes. (Write for 
brochure below, for complete specifications.) 


Model 4900—One tube. Retail each, 
PUES e45)0 450 ’ $8.95 


Model 4902—Two tubes. Retail each, 


ee ee ae $14.95 


-.--and many others, too! 


Write for this new illustrated brochure that gives complete specifications for entire line. 


ORDER DIRECT FROM FACTORY—TOP DISCOUNTS 


INDUSTRIAL LAMP CORPORATION 
DEPT. 901, ELKHART, INDIANA 





DESK LAMP 
STYLINGS FOR ’55 






DIRECTOR 


Fluorescent desk lamp for home or office. Shade swings 
in 180° arc. Genuine Sessions electric clock. Choice of 
Brown or Grey; gold finish trim. (Write for brochure 
below, for complete specifications.) 


Model 201—One tube. Retail each, 
Ds di bitehadstmabh deere reer ewes ses $1 8.95 


Model 202-—Two tubes. Retail each, 


Ree a an ee $22.95 


Similar model available in choice of Caribbean Blue, Terra 
Cotta or Ebony. 






LODESTAR 


Fluorescent desk lamp with supple stem that permits 
a wide range of adjustments for desired lighting. 
Choice of Brown or Grey finishes. (Write for brochure 
below for complete specifications.) 


Model 9001— One tube. Retail each, 


less tube ea seccee. IOC 


Model 9002—Two tubes. Retail each, 


ee ee ee . ; $14.95 
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Here’s A Terrific Value... 
and It’s Outstanding 


In Quality! 





New, Improved 


METALSTAND'S 


HARPER 
4-Drawer Suspension File 


Here's the file that has everything! 








Low price . . . quality features . . 

and it's good looking! Truly an out- 
standing achievement in engineering 
skill and design . . . and above all 
— top value! A heavy duty model 
with ball-bearing suspension and side 
lock compressors. Thumb Latch op- 
tional. Due to its structural strength 
and its smoothly operating drawers, 
this file will last a lifetime. Yes, Met- 
alstand gives you the most saleable 


file on the market today. Available 





in grey or green baked enamel finish. 











\ See Metalstand 
NEW \ Booth No. 126 
. ADVERTISING ae eee oe 
24 AIDS TO HELP YOU SN sO=wRITE © WIRE © PHONE For The 
5 INCREASE SALES Most Saleable File On The Market Today! 


5 To help you get more sales, 
Metalstand gives you Ys | E A iF oC AN N D 
an effective newspaper mat 


service and offers a powerful * @) M Pp A N s¢ 


series of direct mail with 
your imprint. 7522 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


"Some Files Cost More... But There Ave. None Better!" 
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prizes—R. C. (Bon) Strafford III, manufacturers’ representative, 
chairman, assisted by Al Koelle, Esterbrook Pen Company 
and Bill Strong, Bates Manufacturing Company; reception— 
Cecil Moses, Federal Stationery Company, chairman, assisted 
by Al Baugher, Sanford Ink Company, and Jack A. Grant, 
The Carter’s Ink Company. 


WOFI Spurs Promotion 


An expanded 1955 promotional campaign designed to reach 
a “huge, untapped” reservoir of potential business was de- 
veloped recently by the executive committee and the dealer 
advisory council of the Wood Office Furniture Institute at the 
Mayflower Hotel in Washington, D.C. 

Their joint meeting was the first to be held by the 
groups. The WOFI dealer advisory council was elected by 
Certified Office Planning Service dealers at their national meet- 
ing in Chicago last September. Elected to the first council were: 

Seymour Nathan of Charles S. Nathan, Inc., 546 Broadway, 
New York City; Sampson Stern of the Stern Office Furniture 
Co., 919 Twelfth St., N.W., Washington, D. C.; Robert Otto 
of the Office Furniture Clearing House, 236 W. Lake St., Chi- 
cago; Don L. Branham of Branham’s, Inc., Third St. and 
Broadway, Oklahoma City, Okla.; and Charles R. Kendrick of 
the Kendrick-Bellamy Co., 1641 California St., Denver, Colo. 

During the session, the conferees outlined a program which 
includes a series of sales clinics for dealers’ salesmen, to be 
held in 45 major American cities during the year. The clinics 
will be conducted both for dealers subscribing to WOFI’s Cer- 
tified Office Planning Service and for WOFI dealers who have 
not yet availed themselves of COPS services. A schedule of 
these clinics will be released soon. 

The conferees also approved plans for expanded editorial 
promotion, creation of new sales aids and literature, and de- 
velopment of additional prints of Institute films for showings 
on television and to live audiences. 

Institute secretary Howard Gatewood, Jr., said the 1955 
program was built on the premise that there exists a “huge, 
untapped source of new business for wood office furniture 
manufacturers and dealers.” 

“The American business 


two 


executive became increasingly 


\ 


Wood Office Furniture Leaders Confer on Promotion Campaign in Washington, D.C. 


An expanded promotional campaign for 1955 was approved by the 
executive committee and the newly-elected dealers’ advisory council of 
the Wood Office Furniture institute at their first joint meeting at the 
Mayflower Hotel, Washingon, D. C., on January 7. Gathered around 
the conference table (left to right, seated) are Sampson Stern, Stern 
Office Furniture Co., Washington, D. C.; Seymour Nathan, Charles S. 
Nathan, Inc., New York; Sterling Lord, The Leopold Co., Burlington, 
lowa; Raphael Bilessinger, Jasper Desk Co., Jasper, Ind.; Gilbert H. 
Bosse, Imperial Desk Co., Evansville, Ind., and Charles R. Kendrick, The 
Kendrick-Bellamy Co., Denver, Colo. Standing (left to right) are Henry 
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aware during 1954 that office modernization, with wood office 
furniture, not only adds valuable prestige and comfort to his 
office but increases office efficiency, contributes to the better- 
ment of employee morale, and effects savings which can be 
translated directly into dollars and cents,” Mr. Gatewood de- 
clared. 

“The Wood Office Furniture Institute anticipates that this 
business will be felt more and more by its members during 
1955. It is our task, employing our fund of knowledge and 
sales tools based on scientific research, to stimulate that aware- 
ness of the need for office modernization and of the advantages 
of wood office furniture.” 


Philadelphia Stationers Convene, 
Elect Robert Whitesel President 

The regular meeting of the Philadelphia Stationers Associa- 
tion was held on Thursday evening, January 20, in the Essex 
Hotel, Philadelphia, Pa. President Charles A. Newcomet, The 
C. F. Heller Bindery, Reading, Pa., presided. 

President Newcomet, in speaking of the success of the Asso- 
ciation’s annual banquet, took occasion to thank the Penn- 
Mar-Va Travelers Ciub for their generosity in providing cock- 
tails at the banquet and also thanked the entertainment com- 
mittee for doing a good job. 

Charles W. Lukens, Yeo & Lukens Company, placed in 
nomination the following slate of officers: 

President, L. Robert Whitesel, Brooks Company; first vice- 
president, Paul F. Steever, Office Equipment Company, Harris- 
burg, Pa.; second vice-president, Ernst Abe, Jr.,. Wm. F. Mur- 
phy’s Sons Company; third vice-president, James W. Curran, 
Eagle Pencil Company; secretary, Joseph O’Brien, Todd Com- 
pany, and treasurer, Edward Eisenstein, Shanahan & Com- 
pany. There being no other nominations, they were unanimous- 
ly elected. 

The balance of the meeting was devoted to open discussion 
of topics of interest and importance to the group and beneficial | 
to the industry. Among the subjects were dealers problems, | 
sales force both inside and out, fair trade, inventory control, } 
freight rates, shipping costs and simplified lines. Participants 
included John M. Palmer, Palmer, Trout & Company, Tren- 



















J. Kaufman, of H. J. Kaufman & Associates, Washington; E. H. Gale 
wood, executive secretary, WOFI; Robert Otto, Office Furniture Clearing 


House, Chicago; Don L. Branham, Branham's, Inc., Oklahoma City, Oklo,=—" 


Robert A. Spelman, assistant secretary, WOFI; V. L. Gutzweiler, Hossi¢ 
Desk Co., Jasper, Ind.; J, K. Boling, High Point Bending & Chair Co 
Siler City, N.C., and A. H. Edelson, H. J. Kaufman & Associates. M 
Lord is president of WOFI and Mr. Blessinger is vice president. Aé 
visory council members are Messrs. Stern, Nathan, Kendrick, Otto, am 
Branham. Mr, Kaufman is managing director and Mr. Edelson is clie# 
service director of the Kaufman advertising-public relations agency. 
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Visit us at the 


National Office Furnituré Show 


CONRAD HILTON HQ#T, CHICAGO 
MAR 20 to 23 
S 11, 12, 31 and 32 
















































9. wT. 145 IDS. 


7 


pg. wt. 157 Ibs 


additional. 


Desk High, 14%” wide, 4% 95 
24” deep : No. 202 
Shpg. wt. 65 Ibs. 


LEGAL SIZE Desk high, 1734” wide, 

24” deep No. 502 $37.95 

heg t. 75 Ibs. 

With lock that automatically locks 
both drawers, additional. 


Fn 
MATCHING STORAGE CABINET 

Cole’s new No. 350 Storage Cabinet 
is designed to match the above 4 drawer 


No other file at this low price has this really full suspension. 2°” 
more filing capacity. The last folders in these files are as acces, _ 
as the first. Smooth gliding drawers, spring compressors and ge ho. 
rods. Olive green or Cole gray baked enamel finish. iminu 


of above, additional 
No. 205 
FIVE DRAWER Letter size 9h 995> 
14%” - 


wide, 60” high, 265¢” deep 
wt. 143 Ibs 


LEGAL SIZE FIVE DRAWER 
17%" wide, 60” high, 265%” deep... No. 505 $62.95 


Plunger type lock that automatically locks all drawers, 


TWO DRAWER Le TTER size > 








ices, 
h 


No oddi 


< FOUR DRAWER LETTER SIZE $9t O 
ame! 


1434” wide, 52%" high, 265%” deep 
Shpg. wt. 125 Ik 


LEGAL SIZE 1734” wide No. 504 $4 


Shpg. wt. 13 


THREE DRAWER [etTeR sSiZE $ 


14%” wide, 40” high, 265s’ deep 
Shpg. wt. 100 It 
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LEGAL SIZE 17%,” wide No. 503 


Shpg. wt. 1¢ 


Plunger type lock that automatically locks all 

















files (has 3 adjustable shelves) 
Green, 
Prices slightly higher in Texas, 4 W es he Rockies and outside of U.S.A. SEND FOR OUR LATEST CATAL —- 


COLE steer equipMENT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA 


STEEL INTERNATIONAL, LTD N 
FFERIN STREET, TORONTO, ONTAR 










(bles 33 DRAWER STEEL CABINET 





360 Compartment Capac 


ity r, 
Will pay for itself m QRetor AOLak be suiin important 
matter. rogig GigrelM “coYalogs, printed matter, cancelled checks, artwork, 
cuts, ejce dé drawer dimensions: 858" wide, 2%4"’ high, 12" deep. Cabinet 
size: 30%” wide, 37% high, 13'2"’ deep. Heavy duty steel, olive green or Cole 
gray baked enamel finish No. 3312 $35.95 





| 
aii: 









a 





DIVIDER PARTITIONS... with 
label holders on them, adjustable 






on 1” centers. One set divides a 






drawer into three compartments. 
No. 133 49¢ per set 


two dividers to a set) 










The above cabinet, each drawer equipped with two 
adjustable dividers, as illustrated, making 99 compart- 


ments No. 3312D $44.95 
BASES FOR ABOVE 14%4” high No. 12D $12.50 


ADADIAs 






ALLALA) 















FOR SAFETY...SANITATION...EMPLOYEE COMFORT! 
































OVERALL SIZE 
a Saree coe onship. Used in No. Wide High Deep _—Prrice 
. Tes factories t ls. Each locker 7801 Single Locker Za” wlhlUh $19.95 
ACCES, hat shelf, coat rod, one rear and two 7802 Doublelocker 24” 78” 18” 39.60 
ind QB hooks and a three way locking device. 7803 Triple Locker 36” 78 18 59.25 
gminum handle with padlock attachment NUMBER PLATES...A polished aluminum number 
additional security. Heavy steel construc- plate furnished at no additional charge. Your 
No hoi f b INDIVIDUAL 
$90 Olive green or le gray baked choice of numbers. LOCKERS 
mel f sh . . 
— LOCKS: Available with Yale flat key lock, each $1995... 
lock keyed differently . . . $2.10 ea. additional. 












coxe’s AlR FLOW“ emes 


Par 
| | A heavy duty Grade “A” cabinet with a progressive 
il 





ball-bearing suspension cradle within a suspension cradle 
An outstanding achievement in engineering by COLE, 
world famous for fine office equipment. Equipped with 
safety latches and positive side lock compressors. 

Ruggedly constructed of extra heavy gauge steel, 
electrically welded throughout. Because of the structural 





strength of the case work and the effortless ease of 





its drawer operation, ““AIR-FLO” files will last 
a lifetime. Beautifully finished in Olive green 


or Cole gray baked enamel. 























PLUNGER 
| GREEN | GRAINED« LOCK FOR 
SIZE No. | OR GRAY | FINISHES | ALL DRAWERS 
2 DRAWERS LETTER — 1434” w, desk high, 28%” d. 1002 | $54.50 | $63.50 | $10.75 add'l. 
LEGAL — 1734” w, desk high, 285% d. 8002 59.75 68.75 10.75 add'I, 
3 DRAWERS LETTER — 1434” w, 40” h, 285” d. 1003 74.50 88.75 11.00 add’. 
LEGAL — 1734” w, 40” h, 2856” d. 8003 82.50 96.75 11.00 add'l. 
FILING STOOL 4 DRAWERS LETTER — 14%” w, 5214” h, 28%” d. 1004 | 81.90 96.90 | 11.25 add'l. 
LEGAL — 1734” w, 524%” h, 2856” d. 8004 93.75 108.75 11.25 add'l. 
es filing easy, ena 
¥e, smooth rolling caster No. 750 5 DRAWERS LETTER — 1434” w, 60” h, 28%” d. 1005; 95.00 | 112.00 13.00 add'l. 
sng top. 11 $975 LEGAL — 173%” w, 60” h, 28%” d. 8005 | 108.00 | 125.00 13.00 add'l. 
reen ray Red Blue 
ALOF. *Grained finishes are: Walnut . .. Mahogany . . . Knotty Pine 


COLE street equipmeNT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA 








OTHER SIZES AND PRICES 











PRONTO STORAGE FILES 


for less active records.. 




















Inside Dimensions FIBRE BOARD STEEL 
DRAWER FRONT DRAWER FRONT 
SUGGESTED USES File PRICE File PRICE 

a a Se No Single Carton No Single Carton 

a 12% .. 10%, 24 E210 . . $3.55 . . $3.45 1210L.. . $4.45 . . $4.35 
Letter Size... 12% .. 10%, S$ | E210S . 3.45.. 3.35 1210S... 4.35... 4.25 
Legal or Cap... 15% .. 10%, 24 | E510... 4.35.. 4.25 I510L.. 5.60.. 5.50 
Invoices ae 10% . 8% 24 Ei0? .. 3.20.. 3.10 109L.. 3.95... 3.85 
*2 Rows 8x5 Forms 10%, . 8% 24 Elos .. 3.50.. 3.40 108L.. 4.25.. 4.15 
*Invoices or 2 Rows 8x5 10% . 8% 18 EI08M . 3.45.. 3.35 108M . 4.15... 4.05 
Freight Bills —... 6 /" 7 24 a «s Saas Be i971L.. 3.85.. 3.4 
Checks . niin 10/7, .. 4% 24 | £104... 3.05.. 2.95 04L.. 3.95... 3.85 
Drafts or Checks... 9'/ 4\/, 24 | £94 .. 2.40.. 2.30 1941L.. 3.00.. 2.90 
Drafts or Checks. 9/5 . 4% 18 E94M . 2.35... 2.25 1941M . 2.95... 2.85 
ae FOO... 8% .. 5% 24 | £85 .. 2.70.. 2.60 1851L.. 3.30.. 3.20 
*Deposit Slips (2 Rows) 8% .. 5%..15 | E85S .. 2.60.. 2.50 1g51S.. 3.20... 3.10 
Deposit Slips _...__. 8% .. 4%, ..24 Eee ce Sess Ce e41L.. 3.00.. 2.90 
Tabulating Cards Te +s Dwwa E73 .. 240.. 2.30 We... 26... 2 
*3x5 Cards (3 Rows) _. 16%. .. 4/2.. 24 £64 .. 4.35... 42 1645L.. 5.60.. 5.50 
*4x6 Cards (2 Rows). ae: os. 2a 2 ne oe eee Be 1245L.. 3.95.. 3.85 
*3x5 Cards (2 Rows). ae 3 eo Meee E103 .. 3.05.. 2.95 103... 305.. 3.75 
Vouchers (Upright) — Si, .. 10%. . 24 E592 .. 3.35... 3.2 is92L.. 4.25... 4.15 
Ledger Sheets _____ MW. ..12 ..24 1 E89 .. 405.. 3.9 912L.. 4.90.. 4.80 
Ledger Sheets _...__ 12% ..12%..18 | £12 .. 5.15.. 5.05 1212M . 6.70. . 6.60 








*These numbers have removable divider partitions. {Packed 6 to a carton—<all others 12 to a carton. 








CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 
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Letter Size $355 
Legal Size $435 
Check Size $24 


STURDY CONSTRUCTION — Prontos are bi 
275-lb. test corrugated fibre board and 
forced with steel on the shell and the four ¢ 
of the drawers. 

SAVE FLOOR SPACE — Constructed so tha 
interlock into solid units and stack as hi 
the ceiling, saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No mort 
of fussing and fuming. With Pronto files yé 
get at all records just as easily as in your! 
active files. 

BEAUTIFUL APPEARANCE — Pronte files are 
tiful in appearance, finished in an attractiv 
green. The steel drawer front matches you 
lar active office files. 


PRONTO rite corroration 


NEW YORK 285 MADISON AVENUE « CANADA 


COLE STEEL INTERNATIONAL, LTD 
329 DUFFERIN STREET, TORONTO, ONTAR 











PEERLESS-IMPERIAL 


FINAL-LINE 


opens the door 


asin 






to more carbon sales! 


























You can teach a parrot to say, “My 
— carbon is better!’”—but you can demonstrate 


the superiority of FINAL-LINE in 10 seconds. 


yi 


All you do is to point to the uncoated 
extension edge with the three punch holes at 
the top and bottom—which tell the 
Typist where to START her letter, warn 
her where to STOP. 


Girls who want to get out at 5 
o o'clock go for FINAL-LINE. So do 
bosses who like executive-looking 
correspondence. So do Dealers 
24 who want fast sales and nice 


profits. How about you? 
are bi 
| and 
four ¢ 


Write—today! 


o tho! 
as h 


ce —V///// RLESS-IMPERIAL C0.- INC, | 
a ~ PERLE “IMPERIAL CO., INC. 


your! General Office and Factory: 32 Peerless Place, Newark 5, New Jersey 


A)DC[{>°RHe« 


= 


New York Office: 13, 108 Franklin St. 
Y Detroit 18 oF tndun Gide, Rieke Seana = 


66 99 
sd Cfreat Ame tu SEES Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Dealer Salesmen Attend Art Metal Conference in Jamestown, N.Y. 


Thirteen dealers from 12 states and Ontario were represented 
by their 16 salesmen who attended a five-day sales conference 
at Art Metal Construction Co.’s home office in Jamestown, N.Y. 
recently. The salesmen came from as far away as Denver, 
Colo., and Des Moines, lowa, for conferences under the guid- 
ance of L. R. Addington, vice-president of stock sales, and D. 
N. Larson, manager of dealer sales, with the assistance of Art 
Metal executive staff members. 

Pictured left to right are: FRONT ROW—W. E. Wells, vice-president, 
Postindex div.; H. C. Leonard, Everett Waddey Co., Richmond, Va.; 


Russell Nixon, Stainton Bros., Ltd., Toronto, Ont.; R. H. Goldman, Central 
Office Equipment Co., Springfield, Ill.; Robert Riehl, Columbus Blank 


Book Mfg. Co., Columbus, Ohio; A. E. Barnard and H. W. Yurman, 
Fierson’s, Binghamton, N.Y.; R. L. Morgan, Art Metal district manager; 
SECOND ROW—E. J. Young, district manager; H. M. Keesler, Jr., Stand- 
ard Office Supply Co., Louisville, Ky.; William C. Bathurst, district man- 
ager; R. S. Kelly, Business Furniture Co., Denver, Colo.; R. J, Coyle 
and W. H, Ambruster, Forrer Equipment Co., Milwaukee, Wis.; and 
Neil Smith, Art Metal home office; THIRD ROW—F. A. Reed, ‘Latsch Bros., 
inc., Lincoln, Nebr.; R. E. Chalkley, Everett Waddey Co., Richmond, Va.; 
James Kenworthy, Storey-Kenworthy Co., Des Moines, lowa; William 
Boise, Howard W. Boise, Inc., Plainfield, N.J.; D. N. Larson, manager of 
dealer sales; Albin Johnson, vice-president of manufacture; J. A. John- 
son, of ti | accounts and export; L. R. Addington, vice- 
president of stock sales; C. H. Brown, vice-president of products and 
markets, and G. E. Dell, Burt & Deli, Hartford, Conn. Ron E. Weger, 
Weger Business Systems, Inc., Lansing, Mich., also attended. 








ton, N. J.; Richard M. Graff, Esterbrook Pen Company; Irving 
A. Roth, Roth Brothers; Charles W. Lukens, Yeo & Lukens 
Company; Ben Wachtel, Parker Pen Company; George E. 
Harscheid, National Blank Book Company, Edward Eisenstein, 
Shanahan & Company, and others. 


50 Greet President Nemlich 
at Chicago NOFA Session 


The first meeting of the Chicago NOFA Chapter to be held 
at Fritzels, famed eating place at 201 N. State St., drew an at- 
tendance pleasing to president Hy Natovich. 

Presence of national president Bernard Nemlich and the 
serving of superlative food went together in making this one 
of the most outstanding sessions in the history of the Chicago 
organization. The attendance was 50. 

President Nemlich, who stopped at Chicago while on a tour 
which was to take him to the West Coast, brought a message 
of “sell service to combat discount houses”. He told the Chi- 
cago office furniture dealers that they had the tools in good 
service and reputation to stay in business while cut-the-price 
competition is less stable. 

Extension of NOFA services was also outlined by the 
NOFA official. He told of the growth in the insurance plan 
and new allowance of $10,000 for certain classifications of 
participants. He stated that a group health insurance plan was 
being readied and told of the extension of the freight econ- 
omy plan. 


Other improved NOFA services in the offing which he dis- 
cussed included the publication of sales manuals to augment 
sales training classes, the enlargement of the NOFA Bulletin 
and issuance of an advertising guide. 

Space reservations for the NOFA annual convention were 
ahead of the 1954 time schedule, the president stated. 

Jim Emerich, the NOFA freight expert, was another 
speaker at the enjoyable discussion which comprised the eve- 
ning’s program 

In a brief business meeting Charles Goodman, chairman 
of the constitution and by-laws committee, submitted some 
proposed changes including the change in name from the “Of- 
fice Furniture Association of Chicago” to “National Office 
Furniture Association—Chicago Chapter.” 

A new object of the association was proposed to read: 

“To maintain our businesses as a sound source of income 
for which they have been established, without chicanery or 
deviation from the principles of fair competition among our- 
selves, and with a view to keeping the industry as a whole 
strong and durable.” 





Eaton Heads Stationers Club of Buffalo 

James Eaton, Eaton Office Supply Company, Inc., Buffalo, 
N.Y., has been elected president of the Stationers Club of 
Buffalo. Serving with him are: 

Vice-president—James Sutherland, Sutherland Stationery 
& Printing Company, Inc., Kenmore, N.Y. 

Secretary-treasurer—Martin J. Murrett, Ryan & Williams, 
Inc., Buffalo, N.Y. 

The annual party of the organization was held on Tuesday, 





Composite View of Crowd Attending January 10 Chicago NOFA Chapter Meeting 
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other Keep your stock in perfect shape with the complete line of Borroughs products. Here’s a 
oe good, healthy profit line for better business. Every item is chuck full of sales appeal. 
a: Borroughs products are winning customers for over 2000 Borroughs dealers from coast to 
some coast. If you are not a Borroughs dealer, write Joe Davis, sales manager, today. Tell him 
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Bookcases and Storage Units Sliding Door Storage Cabinets Library Shelving _ Wee a 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK all KALAMAZOO, MICHIGAN 
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30TH MEETING . . . Members of Office 
Appliances Managers Assn., and guests 
dine at Waldorf-Astoria. 


February 8, in the Crystal Room of Hotel Lafayette, Buffalo. 
Robert Sanders, Burroughs Corporation, was the speaker. Sta- 
tioners from Rochester, Erie, Syracuse and Utica joined with 
members of the Buffalo association for this party. 


Metropolitan Travelers Dine 


For the first time since its inception, the Metropolitan 
Travelers Club recently held a dinner meeting. The Gramercy 
Park Hotel was the site of the occasion. 

President Martin M. Moldow, Martin M. Moldow Associ- 
ates, was pleased with the turnout and hopes to have the 
dinner meeting become a permanent feature. 

Milton Goldhair of Harmill Stationery Company, speaking 
as a dealer, told of some of the problems confronting the re- 
tailers with regard to the salesmen calling on them. He sug- 
gested that representatives should visit dealers more often and 
that closer co-operation was needed along with a stronger 
educational program by manufacturers for dealers and their 
sales people. These topics were discussed by the members with 
questions and answers from both sides. 

William Lowenthal, A. W. Faber-Castell Pencil Company, 
Inc., chairman of the placement committee, reported on the 
progress of his group. He read a letter from Garrett Roberts, 
Weldon Roberts Rubber Company, offering thanks to the 
committee for having helped him fill a recent vacancy in the 
firm’s sales organization. 

Mr. Lowenthal reported on a recent trip to Puerto Rico 
where he spoke to several manufacturers who might be in 
need of sales representation in this area, and told how the 
Travelers Club could be of help. 

Speaking for the nominating committee, Chairman Fred 
Steinhilber, Geyers Publications, reported that his committee 
had voted to offer for re-election the same men who had been 
holding office in 1954 and who had done such a fine job. 

The slate was voted on and re-elected unanimously by the 
members. They were: president, Martin M. Moldow, Martin 
M. Moldow Associates; first vice-president, George Nicklaus, 
National Blank Book Company; second vice-president, Milton 
Stone, Milton Stone Associates; chairmen, Harry Fensterheim, 
S. E. & M. Vernon, Inc.; Sigmund Engelberg, Eagle Pencil 
Company, Inc., and Louis Wachtel, American Pencil Com- 
pany. 

Guest speaker for the evening was Charles E. Reynell, 
general sales manager of Oxford Filing Supply Company, 
who spoke about the problem of price cutting and discount 
houses which concerns the entire industry. He proposed that 
better salesmanship and finer service was the answer to this 
problem. 

He told also, of the fact that all of the Oxford represent- 
atives throughout the United States were active members of 
Travelers Clubs, many of them holding office of one kind 
or another. He was proud of the fact that his son, Bob, who 
is an Oxford salesman, was president of the Great Lakes 
Travelers Club. 

The final order of business was the discussion of the meet- 
ing to be held March 7 at the Hotel New Yorker. In view 
of the fact that the guest speaker would be Paul Burbank, 
executive secretary of NSOEA, it was decided that members 
of the Stationers 12:30 Club of New York and the 13th 
Regional NSOEA be invited to attend. It was felt that a meet- 
ing with these groups present would be one way to bring 
the dealers and representatives closer together. 
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A. N. Seares Named New President of 
N. Y. Office Appliances Managers 

The Office Appliances Managers Association of New York 
City in its 30th annual meeting on January 7 in the Carpenter 
Suite of the Waldorf-Astoria Hotel unanimously elected the 
following officers for 1955: 

President, A. N. Seares, Remington Rand Inc.; vice-presi- 
dent, C. J. Hartle, IBM Corporation; secretary-treasurer, J. E. 
Moore, Monroe Calculating Machine Company. 

At this annual meeting the association honored the star 
salesmen of the members’ sales staffs. To each of them John 
A. Noonan, Kee Lox Manufacturing Company, in his own 
inimitable way, presented a beautiful token of their achieve- 
ments. The winners were: 

W. M. Cameron, Addressograph-Multigraph Corp.; J. J. 
Kostick, H. C. Anderson Mimeograph Corp.; A. L. Bacay, 
Ralph C. Coxhead Corp.; K. Hargrove, Dictaphone Corp.; W. 
J. Dillon, The Haloid Co.; E. C. Jablonski, IBM Corp.; F. X. 
Nagle, Kee Lox Mfg. Co.; A. G. McMaster, Monroe Calcu- 
lating Machine Co.; H. Dublin, Moore Business Forms, Inc.; 
C. J. Breny, National Cash Register Co.; J. H. Donaldson, 
Pitney-Bowes Postage Meter Co.; P. F. Cowen, Remington 
Rand Inc.; and C. R. Forney, Yawman and Erbe Mfg. Co. 

The guest speaker of the evening was dynamic salesman 
Fen Doscher, vice-president in charge of sales for the Lily- 
Tulip Corporation. Mr. Doscher’s ability to dramatize his 
words kept his audience entranced. He translated principles of 
salesmanship into meaningful phrases. He contended that the 
American salesman is the basic key of the American way of 
life. Recalling the dire predictions of early 1954, he said it 
was the salesmen of America who refused to accept defeat and 
by selling against adversity kept the economy on an even keel. 

For the efficient use of the 2% to 3 hours which he has 
available to him in a day, said Mr. Doscher, the salesman 
must study continually to continue to improve his ability to 
persuade the buyer to purchase what the salesman knows 1s 
needed. 

“Sell the idea first”, he charged his listeners, pleading with 
them to make no attempt to sell until they knew what the 
prospect needs. Mr. Doscher stated that he considers it the 
duty of every successful salesman to help instill the enthusiasm 
which has made him a success into every young salesman in 
his organization. 

H. C. Anderson, H. C. Anderson Mimeograph, retiring 
president, bid adieu on this memorable 30th anniversary an- 
nual meeting by taking the time to read the original aims of 
the association. He congratulated the membership upon adher- 
ence to these worthy aims. He expressed assurance that the 
newly-elected officers would carry on the traditions of the 
organization. 

President-elect Seares expressed his appreciation for the con- 
fidence of the members and pledged his earnest efforts to fur- 
ther the aims and progress of the association. 





Healy Presides over Stationers 12:30 Club 

Stationers 12:30 Club of New York met January 24 at Ros- 
off’s Restaurant with Edward J. Healy, Wilson Jones Company, 
newly elected president of the Club, welcoming several guests 
and new members. 

Secretary Edward Leventhal, Biddle Purchasing Company, 
reported on the progress being made regarding the group hos- 
pitalization plan. 

Louis Wachtel of American Pencil Company, chairman of 
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Key executives of companies throughout the country 
have voted 5 to 1 for Lyon! They have given Lyon 
‘ork more first choice mentions than the next thirteen 
anal manufacturers combined! 

™ A nationally known research company compiled those fig- 
ures when they asked key men in 5,000 companies this 


resi- 


= question: 

“If your company were in the market for steel 
star equipment such as steel shelving, lockers, work 
ohn benches, shop boxes, etc., what manufacturers would 
iti you consider?’’ 


ns Your nearest Lyon Dealer offers the world’s most diversified 


7 and most preferred line of quality steel equipment. (A few 


aed are shown below.) Equally important, he can show you 
W. how to get the most out of steel equipment in terms of 
> X. time, space and money. 
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the outing committee, advised the members that it would be 
held on June 7 at the New York Athletic Club grounds on 
Travers Island, N. Y., site of last year’s event. 

The formation of a new committee, to be called the house 
committee, was announced by President Healy. The duties of 
this group would be to act as hosts to new members and 
guests. Appointed to the committee were David Wexler, Speed 
Products Company, Inc., Harry Lefkowitz, Guide System & 
Supply Company and Richard Karasik, Jaclin Stationery Cor- 
poration. After the usual order of business had been taken care 
of, President Healy ended the meeting with a salute to Fred 
Griffith, Noesting Pin Ticket Company for the fine job which 
he has done in his capacity of secretary. Fred received a 
round of applause from the members. 





50 Attend New York NOFA Meeting 

More than 50 members and guests attended the initial 1955 
meeting of the New York Chapter of NOFA on January 24 
in the Baroque Room of the Brass Rail Restaurant, New 
York City. President James H. Kahlert, Clark & Gibby, Inc., 
New York City, presided. 

Among the guests introduced were Bob Mack, Johnson 
Chair Company; Herbert Neuman, Brandt Kingsley and Peter 
F. Bonaiuto, all of Lehigh Furniture Company; Richard Dra- 
per, Regan Furniture Corporation, New York City; Charles 
Metro and Bob Gruen, both of All Steel Equipment, Inc.; Ted 
Amery and Frank Driscoll, both of Clark & Gibby, Inc., New 
York City. 

Dan Waldner, D..Waldner Company, Mineola, Long Island, 
N. Y., chairman of the NOFA area conference committee, told 
briefly of the program planned for the NOFA area conference 
of February 19. 

The highlight of the evening was a double feature movie 
presentation. The first film entitled, “The Purple Cow” was a 
new release in color by the Upholstery Leather Group portray- 
ing color, finish and use of leather suitable to modern adapta- 
tions. It told of research by The Tanners Council of America 
and showed the processing of leather from the raw hides to 
the finished product and concluded by showing its many ad- 
vantages for upholstery purposes. 

The second feature film entitled “How to Sell Quality” dealt 
with important principles in promoting quality merchandise. 





Hold Five Remington Rand Meetings 

A detailed review of the products of the dealer sales divi- 
sion of Remington Rand Inc., and effective sales and mer- 
chandising methods, were the basis of a series of five meetings 
recently held at the Hotel New Washington, Seattle, Wash., 
and the Hotel Multnomah, Portland, Ore., for dealers and 
their salesmen. 

The five-day sales school was conducted by H. W. Barnes, 
director of sales education for the dealer sales division. He was 
assisted in Portland by C. F. Corgan, representative of the 
dealer sales division machine lines, and W. W. Gagnon, repre- 
senting Victor Safe & Equipment lines for Charles R. Barry 
Company of San Francisco. In Seattle he was assisted by R. F. 
Noonan, manager of dealer sales division machine lines and 
by Mr. Gagnon. 

These two sales schools are a part of the continuing sales 
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education program for dealers and their salesmen scheduled 
by Remington Rand’s dealer sales division which are being 
held in major cities throughout the United States. 


Harrod Heads Baltimore OEMA 
, Paul M. Harrod is the new president 

of the Baltimore Office Equipment Man- 
agers Association, succeeding Emmitt 
Voelkel for the 1955 term. The new 
guiding executive is president of The 
Paul M. Harrod Company, Baltimore 
agent for the A. B. Dick Company. 

Mr. Harrod is also chairman of the 
educational committee and a member 
of the board of directors of the Sales 
Executives Council of the Association 
of Commerce in Baltimore. 

Serving with Mr. Harrod in the Baltimore OEMA is Horace 
Berean of Diebold, Inc., elected vice-president. 


PAUL M. HARROD 





Sheaffer Pen to Hold Merchandising Clinic 

The W. A. Sheaffer Pen Company will hold a merchandis- 
ing clinic for its dealers and their sales personnel at the 
company’s main office in Fort Madison, Iowa, on March 21- 
23, R. H. Whidden, sales vice president announced. 

The clinic, one of several to be held this year, is designed 
to acquaint sales personnel with the latest techniques in mer- 
chandising writing instruments and to assist and work with 
them on individual merchandising problems. 

“During the clinic, every phase of successful merchandising, 
including over-the-counter selling, advertising, sales promotion, 
window and store displays, consumer relations and industrial 
orders will be discussed,” Mr. Whidden said. 

Approximately 100 dealers and dealer representatives from 
all parts of the country are expected to attend. Top executives 
of the company will discuss various phases of the writing in- 
strument business including the company’s campaign against 
discount houses and illegal price cutters. 





Lee Heads Pressure Sensitive Tape Council 


Clarence I Lee was elected president of the Pressure Sensitive 
Tape Council at the second annual meeting held recently 
at The Greenbrier, White Sulphur Springs, W. Va. Mr. Lee 
is president of the Hampton Manufacturing Company, New 
Rochelle, N.Y., and is a charter member of the Council. 

John M. Cook, vice-president of Behr-Manning, was elected 
vice-president of the Council and Richard G. Breeden, Jr., 
will continue as the secretary-manager and treasurer. The 
Council’s headquarters are in Glenview, IIl. 

William Boylan of The Seamless Rubber Company and 
Bernard W. Lueck of Minnesota Mining & Manufacturing 
Company were elected to the board of directors. 

The membership approved for distribution a brochure 
describing the aims and objectives of the Pressure Sensitive 
Tape Council, a copy of which is available by addressing 
a request to the Council at 530 Echo Lane, Glenview, III. 


IN SEATTLE Remington Rand Inc. 
dealer sales division school meets in 
Seattle, Wash. 
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Generalaire No. 1960F, 
in Pine Frost Green. 


in your choice of decorator colors 


16 smartly-styled models, efficiently designed and sturdily built for a business lifetime of wear 


Picture in your own office this smart 
new Generalaire, finished in Pine Frost 
Green! Or if you prefer—you can have 
it in Suede Brown, Autumn Haze, Glen 
Green or Manila Tan—with harmoniz- 
ing Velvoleum or Textolite writing top. 


These are the decorator colors in which 
GF now 


They bring freshness and new life into 


offers modern metal desks. 


any office. They convert drab monotone 
clerical areas into interesting, inspiring 


places to work 


As for the GF Generalaire desk itself, 
it incorporates too many new exclusive 


features to name here. But of this you 
may be sure: It has everything you'd 
expect in a much costlier desk . . . plus 
some efficient features you won't find 
even in far more expensive desks. This 
metal desk can’t split or warp, its draw- 
ers will never stick, its solidly-welded 
joints can't come loose. Year after year, 
from the day you buy a GF Generalaire, 
it will be as handsome as it is today. 
That’s real economy! 


There's a GF Generalaire for every 
office job . . . 46 models . . . and the best 
way to choose is to see them for your- 


GF metal business furniture is @ 900d investment 
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self at your nearest GF Dealer or 
factory branch showroom. For an illus- 
trated folder, write The General Fire- 
proofing Company, Department X - 42, 


Youngstown 1, Ohio, 
© GF Co. 1955 











GENERAL 
FIREPROOFING 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT + 
GF ADJUSTABLE STEEL SHELVING 











Sa ees eis % 
LE he ee a es 








© FIVE PIECE WALLETS 


The famous Leatheroid 
expanding wallets with 
red rope or tan cloth lined 
gussets .. . 10 sizes in 
134” expansion—9 sizes in 
314” and 4 sizes in 5%”. 























VERTICAL FILE => 
POCKETS 


The ideal container for 
bulky correspondence . . . 
five piece construction in 
long-wearing leatheroid, 
letter or legal size in 154, 
3’2, or 5% inch expan- 
sion . . . Red Rope or 
cloth lined gussets. 


ENVELOPES 


10 x 1434 inch size keeps 
legal papers flat. Durable 
90 Ib. Cameo stock has 
smooth writing surface 
. generous flap pro- 
tects contents. Standard 
printed form on face. 


ATTORNEY’S FILING 4 





« EXECUTIVE DESK FILE 


for organizing and classi- 
fying work. Black cloth 
cover, celluloid tabbed 
indexes. 


LEGAL FILE ENVELOPES > 


One piece construction, 
Quality Tag stock. Flat 
and four degrees of ex- 
pansion in three sizes. 











FORWARO MARC 





Keep customers satisfied with Quality Products 
that are Quality Packaged. That’s a good 
formula to follow for March or any month. 
Here are.a few of the more than 400 styles, 
sizes, stocks, and weights of Quality Park 
Envelopes for every purpose. Depend on 
Quality Park for Quality Service. 


% SOLD THROUGH DEALERS ONLY 





General Office and Factory, Quality Perk, St. Paul 4, Minnesota 
Chicage Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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QUALITY PARK ENVELOPE CO. 
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A Good 
Month to 
Stock Up 
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SEE US AT THE N.O.F.A. SHOW, BOOTH NO. 42 
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ie STEEL CABINETS, LOCKERS AND SHELVING FOR OFFICE, FACTORY, STORE OR HOME. 


for steel equipment that’s 
a STAR for sales!” 





. Smt ta 


NEW! PACKAGED =" 


SHELVING gi 








~~ 


Redesigned to save our 
dealers both time and 
money! No more time- 
consuming estimates— 
here are your shelving 
needs simplified! Com- 
plete Storage Bin Units 
(either open or enclosed 





type) with component 

part n now be ordered by STYLE 

NUMBER, FOR QUICK DELIVERY, at PRICES 
SET FOR SPONT ANEOL S RESPONSE! Heavy 
Gauge Steel. Four popular sizes: 36” in width x 


12 15”, 18 nd 24” in depth. Two popular 


heights 7 a and 8 Shipped knocked down, 
easily bled. Dark Green or Gull Gray baked- 
on | bon ea Fy enamel finish. Complete line of stand- 
ard steel she! ng also available. 


NEW STARLETS OF 


ees 3 y HALF GLASS 
CABINETS 


Half-steel, half-glass front 


- om | 


is excellent for combining 


torage and display. Up- 
« per section with two 


- adjustable shelves, lower 


ection with one, and 
= three-point locking device 
1 h Yale & Towne Para- 


j centric Lock—Dimensions: 


\ 18” x 36” x 72”. 


STAR STEEL has all the 
most modern facilities 

to assure products 

of the highest standards. 
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NEW! 
COUNTER-HI 
BOOKCASE 


All welded con- 
struction, heavy 
gauge steel, no 
nuts or bolts 
needed. Finger- 
tip control of 
otding "4" plate 
glass oors. 
Doors easily in- 
stalled and removed to per- 
mit adjustment of shelves. ° 
Dimensions: 12” d. x 36” w. x 42” h. With two 
adjustable shelves (extra shelves available). 
Siding shelf dividers also available. . . . Lock for 
glass door can be furnished. Bookcase also made 
without glass door. . . . Shipped Set Up. . 
Sea Green, Star Blue, Tawny Tan, Gull Gray, 
Olive Green, School Brown baked-on enamel. 


FULL GLASS 
CABINETS 


Full length 44” plate glass 
doors open at a_ touch, 
sliding on roller track. A 
beautiful display and stor- 
age fixture. Four adjust- 
able shelves (additional 
shelves available). Locks 
for glass doors can be 
supplied. Dimensions: 18” 
x 86” x 72” and 12” x 
36” x 72”. 





WRITE FOR 


Rugged heavy gauge 
steel, full length rein- 
forced doors with three- 
point locking device and 
Yale & Towne Paracen- 
tric Locks. Four full 
depth shelves, adjustable 
at 2” centers. Baked-on 
enamel finish in Dark 
Green and Gull Gray. 
Also Wardrobes equipped 
with hat shelf and coat 
rod. Sizes: 18” x 36” 
x 72” and 24” x 36” x 
72”. Also available in 
78” height. 
















1955 


SINGLE TIER 
LOCKERS 


Most widely used and 
most practical. Furnished 
with hat shelf, coat rod, 
one rear and two side 
hooks, a three-point lock- 
ing device and padlock 
attachment on handle. 
Sizes to ft every need. 
Also available—double 
tier and box lockers. 





ILLUSTRATED CATALOG 


Sram STreeEwL 


EQUIPMENT COMPANY, INC. 


117-24 Fourteenth Road, College Point, L. |., N. Y. 
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Indiana NOFA Chapter Hears John R. Gray 

A meeting of the Indiana NOFA Chapter was held January 
12 at the Columbia Club, Indianapolis, with John R. Gray, 
NOFA executive director, as its speaker. 

Mr. Gray reviewed NOFA projects, pointing out the new 
services that are now available to members, including transpor- 
tation insurance, which consists of broad insurance coverage 
on all types of merchandise transported by either railroad, 
truck, or other means. He also described the new “Adminis- 
trator’s Guide,” a book to be used in NOFA Sales Training 
Schools with the NOFA Sales Manual as the textbook. The 
“Guide” can be used also by dealers as an aid in conducting 
store sales meetings. 

The NOFA Sales Schools, and the Freight Rate Savings 
Plan were also outlined by Mr. Gray, as well as, a proposed 
Credit Service to be offered to NOFA membership. Attention 
was called to a mail stuffer, soon to be available to members, 
which urges the consumer to patronize recognized, legitimate 
office furniture dealers. 

John Ober, president of the Indiana Chapter, appointed a 
nominating committee of W. B. Brass, W. C. Brass & Asso- 
ciates; Floyd H. Sidman, Sidman Office Equipment Company; 
and Frank C. Burst, Sentinel Printing Company, to prepare a 
slate of officers for the coming year, which will be acted upon 
at the February chapter meeting. 

Howard R. Reyder, Security Steel Equipment Corporation 
representative, and a member of the Detroit Chapter of NOFA, 
was introduced as a visitor. 


Louisiana Printers, Stationers to Meet 

L. W. Tabb, Lake Charles Office Supply, Lake Charles, La., 
president of Louisiana Printers & Stationers Association ad- 
vises that the annual meeting will be held in Lafayette, La., 
on March 18 and 19. 

Gus Trahan of General Office Supply Company in Lafayette 
will be general chairman of convention and the suppliers will 
take care of the entertainment as at previous conventions. 


Research will Pay Off in 1955——Clary 

Anticipate an improvement in national and international 
business conditions that will help manufacturing, enterprises, 
particularly those that have a scientific background, during 
1955. 

This was the advice given by Hugh L. Clary, president of 
Clary Multiplier Corporation, before the Seventh Annual 
Business Outlook Conference at the Biltmore Hotel, Los 
Angeles. 

Speaking to the 800 business and professional leaders in at- 
tendance, Mr. Clary observed that added benefits will accrue 
to industries whose development has been based on research 
and experimentation. 

He noted that this classification includes manufacturers of 
aircraft, guided missiles, electronic products, automatic con- 
trols and other industries based on the various aspects of auto- 
mation and called them “the growth industries of the nation.” 

He said that he regarded the manufacturing outlook in 
general as bright because of low inventories and a nation-wide 
and world-wide expansion in the demand for goods and 
services. 


Cole to Introduce New Lines at NOFA Show 

Cole Steel Equipment Company, Inc. announces it will in- 
troduce several newly-designed lines at the National Office 
Furniture Show to be held March 20-23 at the Conrad Hilton 
Hotel in Chicago. One of the features will be a new series of 
aluminum office chairs upholstered in a choice of 10 decorator 
shades to fill the growing demand for color in office and in- 
dustrial interiors. Also featured will be a heavyweight type- 
writer stand with 25% more work space, and a low-cost type- 
writer table that can be used for home or office, or as a tele- 
vision table. 

Cole will display its lines at Booths 11, 12, 31 and 32. 


Gregg Publishing Division Acquires 
Rem-Rand Filing Instruction Program 

The transfer of Remington Rand Inc. instructional filing 
program to the Gregg Publishing Division, McGraw-Hill Book 
Company, Inc., is being announced in the March Business 
Teacher. 

Remington Rand initiated jts educational program more 
than 30 years ago to stimulate more adequate training in 
filing. Through a considereable portion of that period, the 
guiding hand of Miss N. Mae Sawyer was evident in the ac- 
tivities of the American Institute of Records Administration. 

Today’s rapidly rising need for office workers trained in 
filing led to the selection of Gregg as having the resources 
and facilities for expanding the program and planning for a 
continuing schedule of modernization. 

While all publishing rights are being acquired by Gregg, it 
is expected that Remington Rand will co-operate in the re- 
vision of the materials and will be available for collaboration 
and research. 

Gregg will immediately undertake the preparation of a new 
basic textbook, a student’s workbook, a 20-lesson practice, a 
comprehensive 40-lesson practice set, and a teacher’s guide. 

Authorship of the new program will join East and West in 
the persons of Gilbert Kahn, East Side High School, Newark, 
N.J. and Dr. Theodore Yerain, Oregon State College, Corvallis, 
Ore. 

[he new materials will represent a simplification—the 33 
basic rules will be reduced to 20—and a somewhat more 
profusely illustrated instruction manual. 

Publication of the new set in time for fall distribution will 
fill the one remaining niche in Gregg’s broad program of 
office-training materials. 





NEW IN TEXAS... Pictured are two sections of the Office Sup- 
ply Co. at 122 N. Houston St., Wharton, Tex., recently opened 
by O. F. Walzel, owner of Walzel Office Equipment Co. of El 
Campo, Tex. Ray Boring is manager of the store occupying 30 
x 50-foot space in new building. A complete line of office sup- 
plies, stationery and equipment is carried by the firm, which 
has the Remington Rand agency. (Reported by Art Carrow) 
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NOMDA News 





Denver Convention Plans 


Rapidly Round Into Shape 


The framework, like most of the details of NOMDA’s 
30th annual convention and trade exhibit in Denver June 26- 
29, has been signed, sealed and delivered. The keynote speaker 
has been secured. The advertising panel, so successful in St. 
Louis, has been scheduled and the members to lead it selected. 

The evening entertainment has been decided upon and 
most of the details have been worked out to give the mem- 
bers a truly western flavor to their gathering. A post-conven- 
tion tour is being arranged for those who will be vacation bent 
after the serious business is concluded for the four-day event. 

Plans are being made to accommodate those who will want 
to try their luck at luring the beautiful trout from the lakes 
and streams in the Rockies. Several special events have been 
planned and the entertainment for the ladies promises to be 
truly different. 

The sessions of the members will take up the more impor- 
tant aspects of industry affairs, such as a thorough discussion 
of discount and catalog discount houses, Fair Trade continu- 
ance, the vicious violations of Fair Trade prices and on down 
the line. It is expected that the discussions at Denver will 
run the gamut of every industry ill for the sole purpose of 
finding a solution to as many as possible. 

Several railroads and air lines have been active in contact- 
ing members through copies of NOMDA’s Who’s Who. For 
those who drive to the mile high city there will be an oppor- 
tunity to select a motel for living quarters. Denver is filled 
with excellent motels and many will want to avail themselves 
of such accommodations. 


Washington Dealers Elect Officers 

The Washington Office Machine Dealers of Washington, 
D. C., elected the following slate of officers for 1955: presi- 
dent-James Lanier, Typewriter Sales & Service Co. Washing- 
ton; vice-president—E. H. Bowen, Hume, Va., and secretary- 
treasurer—Harry T. Danilson, General Typewriter Co. Wash- 
ington. Offices of the association are located at 806 F. St., 
N.W. 








INSTALL OFFICERS .. . Pictured are new officers of Greater 
St. Lovis OMDA installed at recent annual holiday party in the 
Kingsway Hotel. They are (left to right) Jim Burke, president; 
Charles Taylor, vice-president; Joseph Zollmann, treasurer, and 
Mike Klemsch, secretary. A fine orchestra and unusual enter- 
tainment contributed to the success of the party. 


National Office Machine Dealers Association 
Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 





New York OMDA Hears Mann; 
National Association Services Told 


The regular meeting of the Office Machine Dealers Associa- 
tion of New York, Inc., was held on January 11 in the Hotel 
Governor Clinton, New York, N. Y. President Harold Peck, 
Ideal Business Machines, presided. 

Chairman of the entertainment committee, Harry Ritchie, 
Addressing Machine & Equipment Company, reported prog- 
ress in arranging for the association’s annual dinner-dance 
to be held in the Plaza Hotel next November. 

President Peck introduced Wilhelm Brok, managing directot1 
of the Olympia Typewriter organization in Germany. Mr. 
Brok presented G. Hirsh, sales manager of the Inter-Continen- 
tal Trading Corporation, United States distributors of the 
Olympia typewriter, who told briefly of the development of 
the Olympia machines and the progress of the company to a 
point where it now employs some 7,500 people. He was fol- 
lowed by Edward Moore, Eric Steiner, Inc., New York, N. Y., 
who told further of the quality of the Olympia machines and 
stressed their saleability on a quality basis. Later on he demon- 
strated these machines including the “Robust” typewriter 
which is said to be just what the name implies. 

Charles F. Krause, Jr., general counsel, gave a brief outline 
of the plans of the National Office Machine Dealers Associa- 
tion before introducing Harold Mann, executive secretary of 
the association. Mr. Mann told his listeners of his trips around 
the country attending local office machine dealer meetings and 
the high degree of erthusiasm he found everywhere. 

Declaring the new membership campaign is on the march, 
he urged the New York local association to strive for the 
trophy this year. He went on to tell of the NOMDA services 
to members which include a weekly and monthly bulletin and 
“Who’s Who” which reflects their growth of membership. 

Among other activities of the association, he pointed out 
that surveys are made, information and ideas gathered and the 
results passed on to members. Other subjects discussed were 
the legal labeling of imported machines, discount houses, price 
cutting and other trade evils which the association is striving 
to correct. 


NOMDA Likes New Convention Slogan 

“See Alice in Dallas”... 

“By the Sea in ’53”... 

“More in ’54”... 

And now it’s “Cast Your Shadow in Colorado”, the slogan 
for NOMDA’s 1955 convention and trade exhibit to be held 
in Denver June 26-29. 

“Get High in Denver” (one mile), but of course that wouldn’t 
do at all for NOMDA members. “Bring Your Shadow (wife) 
to Colorado” didn’t sound right. Nothing didn’t seem to 
rhyme with Denver. “Jockey to the Rockies” didn’t seem quite 
appropNate as not all the members can ride that far. “Vaca- 
tion where Vacationing is Best” was too long. 

Then up popped “Cast Your Shadow in Colorado” and 
that was it. There is a flow to the words, they rhyme, they 
are catchy and easy to remember. In fact, they promise to 
fit well into later announcements and plans. 


An analysis of competitive advertising and sales promotion can be 
an unexpected key to the future plans and efforts of your business rivals. 
But don't watch your competitors so closely that you let them dominate 
your own creative thinking. Don't be a prisoner of their moves, and 
don't meet them merely with countermoves. 


90 
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id Here is an improved version of the Angular Celluloid Tabs can be inserted 
Tab Folder. Compare it with any other AC style or changed to any one 
ut folder and note these advantages: of five tab TATA 
he 
re 1. Attach tabs in any position, just as with Pendaflex {{|/ Ale (Wy (Wy Nbices 
ce hanging folders. 
1g a 7 ; : Ne ae: 
2. Tabs use same size inserts and colored windows n% ‘ 
as Oxford steel tabs and Pendaflex tabs. 
3. Space for three line headings in tabs. 
4. A complete variety of system needs as to tab posi- By using colored celluloid 
tion, tab colors, and printed inserts can be made up strips, you can have tabs 
an from the one stock folder item. in clear, yellow, amber, 
; red, pink, green or blue. 
‘Id 5. Prices are same as conventional style AC folders. 
n’t Whether you want a 40 division set of A to Z folders 
fe) with blue tabs in the first position, or an 80 division 
to set with green tabs in center position, they will both 
“ come out of the same boxes of No. 482-1/5 or 483-1/5 
ss folders, plus the standard printed inserts and colored 
nd celluloid windows that every dealer keeps on hand. 
pp Folders are guide height (10” to top of tab). They 


are packed in boxes of 50, together with an equal 
quantity of tabs and blank inserts. 
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Here is the newest Thomas chair covered with Kalistron. The Thomas/Kalistron combination 
is racking up handsome profits for forward-looking dealers all over. Look into Thomas Furniture 
covered with Kalistron...it’s designed to give your customers years of exceptional wear with 


beauty ...and it’s designed for profit. 






No. 125% Thomas Executive Posture 
Chair. Medium-sized, yet large enough 
for a tall person. Width, 25”. Depth, 
28”. Covered with Kalistron. 











Kalistron keeps its beauty indefinitely ... its color is fused to the wnderside of trans- 





parent, upholstery-weight Krene—the sturdy, chemically engineered sheet. Even on arms, 


seats, backs, it is armored against scratches, scrapes, marring. Cleans with damp cloth 





—won’t chip, peel or crack. Thomas Furniture covered with Kalistron is quality. 











Member 





FURNITURE COMPANY Flexible Sheeting Division 
HIGH POINT, NORTH CAROLINA United States Plywood Corporation fi. 
55 West 44th Street, New York 36, N. Y. Ca - 
oy 
xs 
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functional design 
makes — 
selling easier 
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THE DOCUMENT LINE BY LEOPOLD 





Leopold’s new Document line is distinguished by 
its smartness and functional utility. Sells to for- 
ward minded business people because it is... 


distinctive « efficient + versatile 


Write to us for complete information 





T H E KEqpola 0 M P A N Y Member: Wood Office Furniture Institute 


BURLINGTON, IOWA 


/55 OA-3/55 


93 





US UNITED 


94 


Desk by Myrtle Desk Co., High Point, N. C. 


U.S. Koylon Foam Cushioning 
Sives Tailored Neatness 
with Full Depth of Comfort 


to Office Chairs 


Boling Chairs by 
High Point Bending 
and Chair Company, 

Siler City, N. C. 


The clean, fresh look of this fine furnitur 
gains deep, relaxing comfort from 


U.S. Koylon Foam Cushioning. This fines 
of foams allows rich luxury, with 
ever-smooth beauty of appearance, even 
after years of use. And in all-day hours o 
business, Koylon gives buoyant seating 
support that cradles the body to alleviate 
desk fatigue. When you next order office 
seating, specify U.S. Koylon Foam 
Cushioning—for style—for efficiency. 


US. oylon 


FOAM 


STATES RUBBER COMPANY. RockereLter CENTER - NEW YO! 
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in-and-out boards 


Stationery Racks 






~ Horizontal Files 






Stationery holders 





Job Ticket Racks 









Vertical Files 


priced to sell! 
Every Lit-Ning product is 
priced to move fast... yet 
there’s always a long profit 
for the Lit-Ning dealer. 











lf-a-hundred fast-selling 
steel office accessories available 

fre ne source... Lit-Ning, 
the longest quality line. 


‘ = oe . WRITE FOR LIT-NING PROFIT STORY 
LiT-N 4 ae -  LIT-NING PRODUCTS COMPANY 
f 3907 DUQUESNE AVE. © CULVER CITY, CALIF. 
. Please send me your new catalog and discount sheet. 


products co. 
FIRM NAME paint ———————eor ree 


ADDRESS one 
city — STATE 
MY NAME 


LIT-NING PRODUCTS COMPANY + FACTORY FRESNO, CALIF. © SALES OFFICE 3907 DUQUESNE AVE., CULVER CITY, CALIF. 
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L. SIEMERING 


J. D. FARR 


W. W. PENNELS 





M. D. BROWN 


E. A. JARAND 


K. L. JOHNSON 


Royal Typewriter Makes 
Executive Appointments 


F. P. Ryan, president of Royal Typewriter Company, has 
announced several executive changes within the sales organiza- 
tion. 

W. W. Pennels, recently appointed sales administration man- 
ager, has been named sales manager, office typewriter supplies 
department. Mr. Pennels’ first association with Royal began 
more than 26 years ago as a salesman at Detroit. 

J. D. Farr, formerly sales manager, office typewriter supplies 
department, has been named southern regional sales manager. 
His history with Royal dates back to 1934 when he joined the 
company as a distributor under the Knoxville, Tenn., branch. 

L. W. Siemering, formerly Philadelphia district manager, 
takes over the position of eastern regional sales manager. Mr. 
Siemering’s career with Royal began as a salesman for the New 
York branch in 1927. President Ryan has also announced the 
appointment of Kenneth L. Johnson as vice-president and man- 
aging director of the Canadian operations. Mr. Johnson takes 
over a roll with which he is completely familiar. Prior to join- 
ing the organization, he was associated with a large paper mill 
in a directive capacity and previously with a printing organiza- 
tion. 

Due to the extensive development and expansion of the Ca- 
nadian organization, the company has selected E. A. Jarand for 
the post of vice-president and treasurer. Mr. Jarand has been 
a member of the organization since 1932 

M. D. Brown has been named to head operations of the 
Royal Philadelphia branch office. 

Mr. Brown has been associated with the company since 
1938. He began his career as a salesman at Little Rock. Prior 
to taking over the direction of the Philadelphia branch, Mr. 
Brown had temporarily been serving as sales manager of the 
southern regional sales division 


Cel-U-Dex Promotes Albert J. Sabal 

The Cel-U-Dex Corporation announces the promotion of 
Albert J. Sabal to general sales managership. For the past 
year Mr. Sabal has been the Cel-U-Dex export manager, 
traveling the Central and South American countries. The 
export vacancy will be filled in June 
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Y and E Control Passes 
to Sterling Engine Co. 


Controlling interest in the Yawman 
and Erbe Manufacturing Company, 
Rochester, N. Y., has been purchased 
by the Sterling Engine Company. An- 
nouncement of the sale of the company’s 
common stock was made by Douglas 
W. Gambrill, newly elected president of 
“Y and E.” 

Yawman and Erbe, now in its 75th 
year, will continue to manufacture qual- 
ity steel desks and files, filing systems 
and filing supplies. Mr. Gambrill, former 
secretary-treasurer, emphasized that “Y and E” will maintain 
its present manufacturing operations and aims to capitalize 
further on every opportunity to expand. 

The sale of the common stock by former “Y and E” Presi- 
dent Ralph Robinson of Chicago returns control of the com- 
pany to local men. Chairman of the Board is Robert Russell, 
president and chairman of the board of Sterling. 

Other members of the board are: Douglas W. Gambrill, 
president, Yawman and Erbe Mfg. Company; Charles W. 
Schreiber, vice-president in charge of sales, Y and E; Arthur 
J. Trainor, vice-president and comptroller, Commercial Con- 
trols Corp., Rochester; Earl Brinkman, vice-president and treas- 
urer, Davenport Machine Tool Company, Rochester; J. Wallace 
Ely, executive vice-president, Security Trust Company, Roches- 
ter; Thomas Dolan, president, American Floor Surfacing Com- 
pany, Toledo; W. A. MacDonald, executive vice-president, 
Sterling Engine Company, Buffalo. 

The following officers were elected by the new board of di- 
rectors: Douglas W. Gambrill, president; Charles W. Schreiber, 
vice-president in charge of sales; David C. Borlen, vice-presi- 
dent in charge of manufacturing; Harvey P. Rockwell, vice- 
president in charge of wholesale sales; John L. Cotter, treas- 
urer; G. G. Crysler, secretary; M. G. Hamm, assistant secre- 
tary. 


D. W. GAMBRILL 


Burroughs Announces Three Appointments 

Three appointments for Burroughs Corporation international 
and domestic activity have been announced recently. 

Richard H. Maurer, who has been supervisor of the retail 
section, sales promotion department, at Burroughs’ home office 
since 1952, has been appointed product promotion manager 
for the international activity. He will co-operate with product 
planning in determining the requirements of international mar- 
kets and will give functional guidance to Burroughs interna- 
tional sales training schools operating in South Africa, Aus- 
tralia, London and Paris. 

Oscar N. Nelson, an administrative assistant in the home 
office of Burroughs Corporation international activity since 
1953, has been appointed manager of Burroughs’ new branch 
in Dusseldorf, Germany. He is to establish the branch that is 
to offer complete sales and service facilities to the industrially 
and financially important area. He has been connected with 
Burroughs since 1930 when he was appointed office manager 
in Hungary. 

Lawrence T. LaPatka is the new division manager of the 
Burroughs electronic instruments division in Philadelphia, as- 
suming this new post after having served as division sales 
manager since he joined the firm in 1953. He succeeds Perry 
O. Smith, who resigned effective January 1. 
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THE HASKELL 


BUDGET LINE BETTER! 








42” x 30” 
PR 230 

























CLERICAL 
. / with or em a VISIT US 
“ Wr center drawer. AT THE 
os NOFA 
es CONVENTION 
= BOOTHS 43-44 
” Reinforced Top HASKELL CONRAD HILTON 
d MARCH 20-23 

: PUTS THE 





MAGNIFYING GLASS 
ON ANOTHER 
HASKELL BEST SELLER 


NE 


nal Haskell proudly invites comparison! The qual- 


PR-230 Clerical Desk 
(Single Pedestal) 


ity is unbelievably high for its low, budget 
-- price range. Only Haskell gives you heavy PR-230 
ICC ‘ 
te office steel, strong electric welded construc- ° 
a tion and other features at moderate cost. | Clerical Desk 
al | Plus factors include modern design — (from Haskell’s PR Budget Line) 


na rounded corners and legs, Glidden baked 
us enamel finish, Armstrong linoleum tops with 
aluminum banding, smooth noiseless opera- 














me es tion, DuPont nylon bearings, rubber bump- 

- ers and fine hardware. 

ncn 

om WRITE TODAY i 

vith for Haskell’s New Catalog featuring complete Bt J PITTSBURGH 
gel line of quality-budget steel desks and tables. fic’ 

the 

wr 303 EAST CARSON STREET PROVEN PIONEER BUDGET LINE 





ales PITTSBURGH 19, PA. 












NEW QUARTERS ... Shaw-Walker Co. 
new Chicago facilities for display. TOP— 
View of display room from lobby of 
building. CENTER—General view of dis- 
play room from the reception desk. BOT- 
TOM—Insulated filing cabinet display. 
Emblems on the wall represent the early 
fire insurance companies, the first of 
which were organized about 1752. The 
person who joined or subscribed to the 
services of one of the companies dis- 
played the emblem and called on that 
organization for help in case of fire. 


Shaw-Walker Gets 
New Quarters for 
Chicago Display 


The Chicago branch of the Shaw- 
Walker Company has moved from 
Michigan Ave., where it was located 
for the past 25 years, to a ground-floor 
site at 27 S. LaSalle St., in the center of 
the financial section. This space was 
formerly used over a 37-year span by 
the Bank of Montreal, which discon- 
tinued its Chicago operation in Decem- 
ber, 1952. 


Shaw-Walker’s enhanced new display 
quarters are therefore now located in a 
building known as the Equitable and 
housing the agents of the Equitable Life 
Insurance Company, the Chicago Bar 
Association (which has nearly 7,000 
members) and investment houses. Practically all of the leading 
banks are situated close by. 





The total amount of space occupied by Shaw-Walker on the 
ground floor is 4,500 square feet. The display room has win- 
dows on three sides—the generous expanse of lobby for the 
building, LaSalle St. and the court between the Equitable and 
the building to the south. 


Ground floor space ultimately will be expanded. Additional 
space is used on an upper floor. The net result is that Shaw- 
Walker for Chicago display has appointments and offices 
modern throughout in design, color, lighting, window and floor 
display. Air conditioning is an additional feature. 


The manager of the Chicago branch is R. W. Magill. The 
president of the company, L. C. Walker, has the distinction of 
directing the company’s affairs without interruption from the 
time he and A. W. Shaw established it in 1899. 
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Assign More Area to Underwood Representatives 


The News Chronicle Printing Company, Scott City, Kan., 
which has had the agency for Underwood business machines 
in northwest Kansas the past 10 years, has been awarded 
the southwest Kansas area. The firm will continue to keep 
its headquarters in Scott City, which is centrally located in 
the area. 

There are 11 counties in the new territory, and 13 counties 
in the territory which the News Chronicle Printing Company 
has had for 10 years. 

Marvin I. Lawrence, who resigned six months ago as post- 
master, is in charge of the typewriter division of the News 
Chronicle firm and will handle nearly all the sales work. He 
will also supervise the service work. 

The southwest Kansas territory has been in charge of F. 
S. Hadley of Garden City, Kans., who resigned as agent effec: 
tive January 1—GMH 
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ASE STEEL 
OFFICE FURNITURE 











Better Built for Better Business 


The superior quality of ASE steel office furniture is inherent in its design, construc- 
) tion and finish. The extra advantages ASE offers you are real. You can see them... 
af test them...demonstrate them on your floor. « Here are some ASE advantages to 
look for. All are ASE developments...many are exclusive. ¢ Desk tops have rounded 
corners and mar-proof Styledge Molding set in anodized aluminum trim. Pedestals 
: are tapered...styled for pleasing appearance. Pedestal bases are smoothly rounded 
—no sharp edges to catch or scuff shoes. Island bases afford more comfortable foot 
room. Desk drawers are extra deep. They glide smoothly, easily, quietly on six pat- 
ented Nylon bearings. Desks are Bonderite treated to resist corrosion and provide 
the finest, permanent, lustrous finish. Every ASE product has similar exclusive 
advantages. ASE office furniture is easy to sell—means greater profit for you. 
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yunties : Put the smart, new ASE furniture to work on your floor 
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Bose : ALL-STEEL EQUIPMENT INC., Aurora, Illinois 
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Copy nile’ 


A NAME RECOGNIZED THE WORLD OVER 





No Other Liquid Duplicator Gives You 
All These Copy-rite Features 


@ Instant starting 

@ Roller moistening - No priming 

@ Margi-Set position control with fractional to 
7 line adjustment 

@ Visible indicator to show “‘setting”’ at all times 

@ Position changeable even while machine is 
operating 

@ No stencils, gelatin, inks, type or ribbons 


@ Longer runs and sharper copies in single or 
multi-color 


A complete line of liquid process duplicators in- 
cluding electric models—from $157.50 to $349.50 
—all plus tax. F.O.B. Chicago. by 


WOLBER DUPLICATOR AND SUPPLY co 
1203 CORTLAND STREET ) 
CHICAGO 14, ILLINOIS jerearor 
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to help you sell 
Clary’s long, 
profit-making line... 


, 








ads like this reach 
povsrenecoewensons over 975,000 


HER JOB’S A JOY...HER business people, in 
ADDING MACHINE’S A CLARY! 








; To see how beautiful new office equipment pleases that girl 

; of yours, just give her a new Clary—sheer joy! Watch her 

morale and work output go 'way up...as Clary’s powerized 
ntrols always keep ahead of her flying fingers. 

Easy multiplication—fast division without reciprocals—sub- 

traction and credit balances printed in red. Yours alone with 





our new 10-Key or Full Key. We've solved the adding ma- 
chine problems of over 150,000 firms. We can solve yours. 


a BUSINESS 
For a revealing demonstration, just phone the Clary desler or Factory Branch Office listed i your yellow pages. WEEK, 

U.S. NEWS & 
WORLD REPORT, 
OFFICE, 
and other national 
publications! 











a——. one of 


a monthly 


<—— series 


AN 








Clary Multiplier Corporation, San Gabriel, California 
CREATOR OF MODERN COMPUTING MACHINES AND CASH REGISTERS FOR AMERICA AND THE WORLD 
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“ 
: The Model 308 in series. This unit is 
30H by 3414%2W by 113%4D. Seven 


other models. Catalog on request. 
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Expose Your Customers 
to the “Bookcase Habit’! 


THE H-O-N LINE LEADS TO MULTIPLE SALES 


Most of your customers have books, catalogs and other 
literature that need bookcase facilities. For example: busi- 
ness and professional offices; schools and institutions. In 
many instances these good prospects need a multiple in- 
stallation of 2 or more units. 


You can add to your profit by satisfying these require- 
ments with H-O-N Seslioneen. We say this with assurance 
because a good many dealers have developed the "book- 
case habit" among their customers. 


H-O-N Bookcases have good acceptance because they're 
sturdily made, handsomely finished, nicely designed and 
modestly priced. Yes, and guaranteed all along the line. 
Now in Beige, Mist Green, Grey or Green. Order out 
your floor sample and sell the “bookcase habit". 


THE H-O-N CO., MUSCATINE, IOWA 
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MODEL 38F STORAGE 

CABINET 
A convenient unit of match- 
ing proportions to the Uni- 
file line for storing office 
supplies. Double doors with 
poracentric lock. Also avail- 
able without doors (MODEL 
38E). " 


MODEL 532 DESK 


Styled in the contemporary 


mode, Here is a distinctively 
tailored desk especially 
adaptable for use by in- 
terviewers, receptionists, and 
salesmen. Top, of mar- 
resistant Panelyte, is 24” x 
42” in size. Pedestal is in- 


ee ee 
hand. 


UNIFILES 

















Now—for the first time— 
these three basic Unifile 
models are available with 
H-O-N‘s distinctive UNI- 
LOCK feature and also an 
TM 
with dial combination lock. 
ee ue a 


eo ae ee ee 


your needs, | 


Model 38D also available in 
legal dimension. 


CARD FILE TICKLER BOXES 


Beautifully styled, of light- 
weight lifetime aluminum. 
ee ee 
sightly welds and seams 
Two sizes for 3 x 5 and 
4 x 6 cards. 


H-O-N 


OFFICE EQUIPMENT 





Cody’s Has Faith 
in Lawrence, Mass. 


@ ALEXANDER J. CODY, president-treasurer of The Cody 
Company, Inc., is a man with abiding faith that Lawrence, 
Mass., will make an economic comeback. 

In fact, Mr. Cody’s belief has been given tangible expres- 
sion in the erection of new and enlarged quarters at 478-484 
Common St. for his firm of industrial stationers. 

His personal faith is well expressed by Mr. Cody in this 
manner: 

“I believe that this city, founded strictly as a textile produc- 
ing community, will need quite a bit of time to bring itself 
back as a worthy industrial area. However, I believe, most 
strongly that this will be done and that Lawrence, Mass., will, 
some day, become famous for its numerous plants turning out 
products made by skilled workmen. Lastly, I feel that the 
Cody Company will be right there serving the diversified 
industries.” 

(Editor’s Note—This same optimism appears to be reflected 
by other stationers on Common St. in Lawrence. R. H. Campo 
Company has constructed its own building on Common St., 
moving into a large store. A. K. Thomas Company has re- 
furnished additional space into a display of fine office furni- 
ture.) 

Fight for Survival 


Expansion of facilities has come for stationers in an area 
where a winning battle is being fought, apparently, to over- 
come the business distress caused when the textile market 
was displaced. Mr. Cody explains the situation in this manner: 

“Lawrence was founded, a little over 100 years ago, by a 
group of Boston financiers for the sole purpose of being the 
home of this country’s largest textile producers. The textile 
market never recovered from the depression and, but for the 
second World War, Lawrence would have been hard hit about 
15 years ago. 

“As it was, business was good for these plants throughout the 
second World War, and for a couple of years after. However, 
in 1945 we, here, were given sufficient warning that the textile 
mills would leave the area which, by now, is come to pass. In 
the Greater Lawrence area, we have a population of approxi- 
mately 125,000. As the mills left our area, we lost jobs for 
more than 20,000 of our working population.” 

A dark picture? But one not to deter The Cody Company, 
Inc. Continues its president-treasurer: 

“In the midst of the economic upheaval our company began 
operations in 1941. In spite of the conditions, we have been 
showing a gradual growth, and, even as of this year (1954), 
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FITTED FOR DISPLAY . . . Cody’s presents these well-arranged 
stationery (above) and furniture displays. 


we can report that business is better than it was in 1953. S@ 
the growth continues in spite of the economic troubles in ouf 
area.” 

Hard Work Needed 

How has this been accomplished? Again we quote ME 
Cody: 

“We believe our constant growth is due to a very bas 
principle; which, unfortunately, is overlooked far too oftée® 
these days. 

“That principle is plainly honest, hard work. Since the b€ 
ginning of time, this basic principle has worked.” 
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Bates List 
Finders 

Press . . presto! 
There's the 
address, 
phone number, 
recipe, etc. . . 
quick as 


Bates a wink! 


Numbering 
Machines 

The world’s 

standard for excellence. 


Bates Refill 
5000 rustless Brass 
staples each loading. 
Bates 
Automatic 
Eyeleter 
Feeds, inserts 
and crimps 
eyelets in one 
automatic action. 
BATES Makes its own staples 
aA MODEL C from a roll of rust-proof 
a... brass wire. One loading 
Easiest action, large waste STAPLER fn 5000 staples. Can't 
container Compact, jam or clog. 
economical. 


Bates Staple 
Remover and Punch 
Instantly removes any staple. 
Punches a hole up to 
a thickness of eight 
pieces of paper. 


Bates 

Mercury Staplers 

Wide range of models for 
every requirement. 


Bates 

Munkee 

Silent Stamp Pads 

Reversible, renewable filler 

for long life, clear 
impressions 


keep all these 
BATES quality 
products 


on display 


. a 
Bates a 
Samson 


Hand Punch 

Powerful, easy to use— 
perforates up to 

Ye" of paper. 








Buy with confidence 
SM Me best... 





242 ST DESK 
Pat. No. 2133807 


A WORDEN SECRA-TYPE DESK IS AN 
ECONOMICAL SPACE SAVING DESK 








“THE PRODUCTS OF CRAFTSMEN” 











QUALITY DESKS — PRICED RIGHT 








260-OH (Top 66 x 42) 


For particulars or literature, write... 


“He WORDEN company 


HOLLAND MICHIGAN 
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25 Stationery Firms Named 


Brand Name Event Finalists 


Twenty-five office equipment and stationery stores have 
been named as finalists in the 1954 Brand Name Retailer-of- 
the-Year competition, it was announced by Henry E. Abt, 
president, Brand Names Foundation, Inc. 

Included among the group are two previous runner-up 
Certificate of Distinction winners. They are: Business Equip- 
ment Corporation, Boston, Mass.; and H. W. Clopp, Trenton, 
N. J., both of whom won certificates in 1953. 

Other finalists include: Zac Smith’s Stationery, Birmingham, 
Ala.; Record Service Office Supplies, Huntsville, Ala.; A. 
Carlisle & Co., San Francisco, Calif.; Sanford-Hall Company, 
Jacksonville, Fla.; Carithers-Wallace-Courtenay, Inc., Atlanta, 
Ga.; Horder’s Inc., Chicago, Ill.; Business Furniture Corp., 
Indianapolis, Ind.; M. L. Bath Co., Ltd., Shreveport, La.; 
Ward’s Stationers, Boston, Mass.; Franklin DeKleine Co., 
Lansing, Mich.; Sperry Office Furniture Co., St. Paul, Minn. 
and S. G. Adams Co., St. Louis, Mo. 

Also: Keystone Stationery, Camden, N. J.; D. Waldner Co., 
Inc., Mineola, N.Y.; S. J. Bina Co., Grand Forks, N.D.,; 
Wirtshafter’s, Cleveland, Ohio; Baker’s Office Equipment Co., 
Elyria, Ohio; The Charles Ritter Co., Mansfield, Ohio; Blade 
Printing & Paper Co., Toledo, Ohio; The Abel Stationers, 
Austin, Tex.; The Jack Bonner Co., Corpus Christi, Tex.; Pem- 
broke Co., Salt Lake City, Utah; and Lowman & Hanford Co., 
Seattle, Wash. 


Gala Welcome Ahead 


New York City’s welcome mat will be rolled out for the 125 
Brand Name Retailer-of-the-Year award winners. Five awards 
will be made in the office equipment and stationery store 
category and in each of twenty-four other retail classifications, 

The awards will be made on Brand Names Day, Wednes- 
day, April 13, at a dinner in the Grand Ballroom of the Wal- 
dorf-Astoria Hotel, New York City, before an audience of 
2,000 of the nation’s leaders in manufacturing, media and 
retailing. One of the nation’s leading public figures will address 
the group and entertainment will be provided by stars from 
the radio-television world. 

The award dinner will be preceded by a three-day program 
honoring the winning merchants for their achievements in 
leading the way to efficient merchandising of responsible man- 
ufacturers’ brands and selling the brand system to the public. 
The program of entertainment wil! include a visit to New 
York’s City Hall for a reception by civic officials; tours of ad- 
vertising agencies and newspapers; a cocktail party and buffet 
supper sponsored by The Saturday Evening Post; luncheons 
sponsored by Life Magazine, manufacturers and trade publica- 
tions; and guest appearances on network shows. 


Invited to Compete 


Each finalist in the Brand Name Retailer-of-the-Year com- 
petition has been invited to submit a detailed and illustrated 
presentation of his 1954 advertising and other sales promo- 
tional activities. The 515 presentations will be reviewed on 
March 3 and 4 in New York, at which time the judging com- 
mittee will select the 125 winners to be honored on Brand 
Names Day. The judging committee, under the chairmanship 
of L. B. Smith, Sr., president, Thorofare Markets, Pittsburgh, 
Pa., is composed of the 25 executives whose stores won top 
honors in last year’s competition. 

Roger C. Hill, executive vice-president, Maverick-Clark, 
San Antonio, Tex., will represent the office equipment and 
stationery store category on the judging committee. 

The office equipment and stationery store category was 
included for the first time in the Foundation’s Brand Name 
Retailer-of-the-Year competition in 1950. The top award wil 
ner that first year was Latsch Bros., Inc., Lincoln, Nebraska; 
in 1951 the top award winner was Stewart Office Supply, Dak 
las, Texas; in 1952 it was The Howard Company, Midland, 
Texas; and in 1953 retailing’s most coveted “Oscar” was pre 
sented to Mr. Hill. 
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There is No Substitute ae the “Preferred Line!" 


DUO-TANG 


| COVERS 
by a 
Clingwortt, 


Duo- Tang, the “preferred line” of loose leaf covers, presents the 

















gayest and most sales-compelling collection ever offered in its 
successful history. New star items, new materials, and new 
colors have been added to this line of “best sellers” to make it 
more complete than ever. 

It all adds up to even greater sales and profits when you 
stock Duo-Tangs galaxy of loose-leaf covers and supplies. 

Write today for the new, just-off-the-press colorful catalog 
of this famous line. 


yooss-ctar coven® The more you tell ‘em, the more 
you sell ‘em. Make good use of 
Duo-Tang’s “unsalaried sales- 
man” counter display. Display it 
prominently and watch your 
profits mount. 
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& S\cc| ELLINGSWORTH 





MANUFACTURING CO. 


200 South Peoria St., Chicago 7, Illinois 
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NOW you have an extra sales clincher on Esterbrook Desk Sets. . . 
an unqualified 30-day money back guarantee! 


ESTERBROOK BACKS THIS GUARANTEE TO THE LIMIT 


Of course, Esterbrook stands squarely behind this guarantee. Any 
Esterbrook Desk Set returned to you under this guarantee, may be 
returned to Esterbrook for replacement. There are no “‘ifs’’, no “‘ands”’, 
no “‘buts’’. 


GUARANTEE WILL BE NATIONALLY ADVERTISED 


Esterbrook advertising of this guarantee has already begun! Millions 
of people (including your customers) will see it in Time, Newsweek, 
Business Week, Best’s Insurance News, Burrough’s Clearing House, 
Office Management, Office Executive. 


YOU CAN TELL CUSTOMERS ABOUT GUARANTEE NOW. 


Beginning TODAY ... you can say to any customer, every customer, 
“Here, try it on your own desk. Use it for 30 days. If you aren’t 
completely satisfied, bring it back for a full refund.’’ You can’t have 
a better sales closer than that. 


Cash in on this sure-fire sales maker. Tell your clerks about it. Feature 
it in your windows, on your counters, in your newspaper advertising. 
Let every customer know you are headquarters for the amazing 

Esterbrook Desk Sets that have the Pen that Fills Itself. 








HOW'S YOUR 


® 
é: 7 fj , STOCK? 
Order sufficient stock to take 
DESK PEN SETS care of the demand this big 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY new campaign is sure to create. 
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Top Spot Promotions 
Announced by Clary 





W. S. WATKINS W. PETIT, JR. 





RICHARD BARRETT RICHARD DODGE 


The Clary Multiplier Corporation of San Gabriel, Calif., re- 
cently announced a number of promotions affecting personnel 
in the upper brackets. 

The appointment of William S. Watkins, San Francisco 
branch manager, to direct dealer sales was made known by 
Joseph Stallings, general manager of distribution. 

Named as assistant to Mr. Watkins was William Petit, Jr., 
who has been supervisor of dealer sales since 1952. 

At the same time the promotion of Richard D. Dodge to 
the post of assistant general sales manager with broadened 
duties in all departments of distribution was revealed. For 
more than a year he had served as assistant to Mr. Stallings 
but his chores had been confined entirely to branch duties. 

Greater emphasis on cash register sales and cash register 
sales training was revealed with the naming of Richard 
Barrett to head up a new cash register sales department within 
the distribution division. He will devote most of his time to 
field instruction and to promotional work both with company 
branches and Clary dealers. 

The promotion of Mr. Watkins restores to the dealer depart- 
ment an employee who has a personal acquaintance with nu- 
merous Clary dealers throughout the U.S. 





New Chief at Dependable Mfg. Company 

Ernest Frissell, general manager of the Dependable Manu- 
facturing Company of Bellevue, Nebr., has announced his re- 
tirement from an active role with the company. He will remain 
on the board of directors with residence in Phoenix, Ariz. 

Mr. Frissell has been succeeded by Robert J. Estabrook who 
for the past few months has busied himself formulating manu- 
facturing and sales policies. 

Norman J. Harvey, Dependable’s chief designer for many 
years, has taken an active part in management and with the 
co-operation of Mr. Estabrook promises company dealers pow- 
erful advertising and promotion support this year. 





Bennett Named Head of Borroughs 

The appointment of George Bennett as general manager 
of Borroughs Manufacturing Company of Kalamazoo, Mich, 
was announced recently by Douglas F. Roby, president of 
American Metal Products Company. Before his appointment 
at Borroughs, a subsidiary of American Metal Products, Mr. 
Bennett was assistant to the vice-president of production. He 
is a graduate of General Motors Institute and holds a degree 
in business administration at Wayne University. 

Tracy Call, who has been acting general manager at 
Borroughs, will continue as comptroller and Joseph E. Davis 
as sales manager. 








Royal Appoints Regal General Manager 

F. P. Ryan, president of Royal Type- 
writer Company, has announced that 
H. J. Feaster, recently appointed as 
sistant sales manager of the Regal Type- 
writer Company, has been named gen- 
eral manager to succeed Marcus Harwitz, 
who died on January 13 after 42 years 
of devoted service to the company. 

Mr. Feaster, as general manager of 
the Regal Typewriter Company, will 
develop and administer special policies 
and procedures pertaining to the sales 
operations which are concerned with used typewriters and 
typewriter supplies to second hand typewriter dealers. 

Mr. Feaster became associated with Royal in 1947 as a 
typewriter salesman in New York and was advanced to the 
position of national accounts salesman in 1948, New York 
group manager in 1949, assistant treasurer in 1952, sales 
policy administrator in 1953, and assistant sales manager of 
the Regal Typewriter Company in 1954, the post from which 
he steps up to take over his current assignment. 





H. J. FEASTER 





Appoint Several in Cosco Chair Sales 

The Hamilton Manufacturing Corpo- 
ration, manufacturer of Cosco office 
chairs, has announced several sales ap- 
pointments which took effect on Janu- 
ary 1. 

Frank H. White has been appointed 
sales manager of the office furniture di- 
vision; while the former sales manager, 
Kirk W. Bassett, has assumed position 
of sales manager of the newly-formed 
home furniture division. Before assum- 
ing his new duties Mr. White was dis- 
trict representative for the household division in southern 
New Jersey and upper New York. 

William P. Corbett and his son, Bill, Jr., have been named 
Cosco office chair representatives for the territory including 
Pennsylvania, Maryland, Delaware, southern New Jersey and 
the District of Columbia. 

William W. Burt is now Cosco office chair representative 
in the states of Kansas, Missouri, Iowa and Nebraska. 

Fred O. Storlie, Jr., has been appointed a Cosco office 
chair representative for the states of North Dakota, South 
Dakota, Minnesota, northern Wisconsin and upper peninsula 
of Michigan. 

Since January 1, the Cosco dealers and consumers in the 
states of Colorado, Utah and Wyoming have been serviced 
by Orrin A. Gregory, a resident of Denver, Colo. 





FRANK H. WHITE 





inaugurate ‘‘Fisher Dozen’’ Pen Policy 

Paul C. Fisher, owner of the Fisher 
Pen Company, who manufactures the 
“1-for-All” ball point refill, has an- 
nounced a new sales policy which is de- 
signed to increase the profit margin of 
the smaller independent merchant. 

Mr. Fisher has inaugurated what he 
calls “The Fisher Dozen” — two refills 
free to the merchant with each dozen 

—— = — a total of 14 refills, for the price 
PAUL FISHER of 12. 

In announcing the “Fisher Dozen” 
from his company’s new Burbank, Calif., plant, Mr. Fisher 
stated: “We believe that the welfare of our country is directly 
dependent upon the economic stability of the small inde- 
pendent merchant. We believe that he deserves a better margin 
of profit, and we (at the Fisher Pen Company) are deter- 
mined to do what we can to help him get it. 

“For that reason, we are giving the retail merchant the 
‘Fisher Dozen’ of 14 for the price of 12 on the ‘1-for-All’ 
ball point refill which, incidentally, is the backbone of our 
business”. 
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read QUICK SERVICE 


MERCHANDISING UNITS 


ARE READY TO GO 
TO WORK FOR YOU! 



























The Smead Manufacturing Company, to- 
gether with four other manufacturers* and 
Henry Berry Associates, has developed a 
merchandising plan which will . . . 

GIVE YOU MORE SALES PER SALES PERSON 
Many customers will help themselves, thus 
freeing your sales people to those customers 
who need help. 

GIVE YOU FAR BETTER DISPLAY 


You change your store from a warehouse to 
a “saleshouse” and you carry fewer slow 


7 ae Oe 








d . . 
- moving items. 
- GIVE YOU A TAILOR-MADE STORE IN DESIGN 
d The 5-part “Master Plan” includes a personal 
l- . . 
a analysis, blue prints and keyed recommenda- 
n tions for self-servicing your store. 
d ' 
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Modular Wall Type Fixture 
er | .... Provides Self-Service and Self-Selection features as well 
he as substantial storage space along the wall. 80” high x 60” long 
n- x 25” deep. Top recessed lighting, designed for use singly or in 
i. multiple. 
of 
he | lntinaeean-cemamcemnnentiitiiiiaddniinedsimmnaa 
lis | | 7 
en | | THE SMEAD MANUFACTURING CO., INC. 
+4 “e ’ 
~~ = HASTINGS, MINNESOTA | 
o” | | ; 
ner | We are interested in learning more about your 
tly 7 Quick-Service plan. Send us further particulars. | 
de- | 
gin | Name oe | 
ler- 7 | 
“ | Address i 
All’ | City . il Arc-Segment Island Type Fixture 
. ° —— a | 
our -— — | Designed, by Henry Berry, this unit provides shelves which are *¢ ‘ating 
ee ee eee | all equally distant from beth the eye and the hand. Merchandise eee Slack Book Co. 
} NO. 1-555 gets “Top Billing” regardless of position in this unit. Every cubic Dennison Mfg. Co. 
) UTED in inch of selling area rates 100% in effectiveness. fetes Pear Bee en 
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WHETHER YOU FILE... Alphabetically, Numerically, Geographically, 
Chronologically, or by Subject Indexing, THERE IS A SMEAD SYSTEM 
ALREADY TAILORED TO FIT YOUR NEED! 


SMEAD manufactures 
over 3100 filing and 
stationery products. 


















7 SMEARS * 
PRESSeoARd 
OuT GUIDE 
No. I 160-52 






SMEAD ’ 
TELL-1-VISION SYST 
For Alphabetical Filing 


OUT GUIDE | Available from 25 diy 


For Charge-out Records to 10,000. 
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| THE INDIVIDUAL FOLDER | | 
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PAD STYLE FOLDER LABELS 
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og SEE YOUR LOCAL STATIONER | 
“AND SPECIFY SMEAD PRODUCTS | 


SMEAD can supply your every 
filing need. “IF YOU NEED IT 
WE CAN FURNISH IT”. 


THE Smead’ MANuFAcTURING CO.,INC.- HASTINGS, MINNESOTA 
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and we’ll do all we can to 
increase YOUR profits now! 
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Here’s REX-O-graph’s new policy, 
new program, new line: 


Our 1955 objective is to give you every 
possible help to step up your 
REX-O-graph sales! REX-O-graph is 
known and wanted .. . backed by over 
20 years of experience. You'll have 
national advertising . . . a complete, 
packaged line EXCLUSIVE in your 
territory ...asales training school 

for systems, machines, fluids, carbons. 
And REX-O-graph offers the most 
diversified line of fluid duplicators ... 
all simple in construction, simple to 
operate, simple to maintain... including 
5 hand models, 5 electric models, 2 
systems units. Write today fer full 
details on our exclusive franchise plan! 


REX-O- graph, ine. 


7842 W. Hicks Street * Milwaukee 14, Wisconsin 
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HARVEY LUDWIG 
President 
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12 PRECISION-BUILT MODELS from $95.00 to 
$910.00 plus tax .. . PLUS A COMPLETE LINE 
OF QUALITY SUPPLIES! 






REX-O-graph, Inc. 


| 7842 W. Hicks Street, Milwaukee 14, Wisconsin | 
Piease send complete information on the REX-O- 

| graph line of fluid duplicators and supplies. | 

| i ii cteeticsiith aeebdatecandhisswonpeoconsidineiiiinndig aan | 
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Excavations in the floor? | Appointments .. . 


Borroughs Picks Gen’l Manager 


George Bennett is the new general man- 
ager of Borroughs Mfg. Company. Before 
his appointment at Borroughs, a subsid- 
jary of American Metal Products, Mr. 
Bennett's position was that of assistant 
to the vice-president of production. Prior 
to his joining the staff of American Metal 
Products, he was executive vice-presi- 
dent and general manager at Harold F, 
Howard, Management Consuitants. Tracy 
Call, who has been acting general man- 
ager at Borroughs, will continue as 
comptroller and Joseph E. Davis as sales 
manager. 








Frank Gray Joins Columbian. . . 


Columbian Art Works, Inc., has an- 
nounced that Frank Gray (pictured) will 
represent the company in the western 
territory in selling their line of calen- 
dars. He will be associated with Harry 
B. Gorline, manufacturers’ representative 
who headquarters in San Francisco. Mr. 
Gray has spent years in the industry and 
formerly was connected with two well 
known San Francisco office equipment 
firms. He will work out of Menlo Park, 





Calif. 


Fiberstok Names Salesman 
National Fiberstok Envelope Company of 
Philadelphia has announced the appoint- 
ment to Ralph W. Graham (pictured) to 
cover Alabama, Florida, Georgia, North 
and South Carolina. He takes over terri- 
tory previously handled by J. H. Simp- 
son who retired last year in keeping 
with Fiberstok's employee pension plan 
after 30 years in the territory. 











Graham C. Young has been appointed 
assistant secretary and assistant treas- 
urer of Underwood Corp. Formerly asso- 
ciated with West Kentucky Coal Co., Mr. 


Underwood Appoints Official... g- 






; Unguarded furniture legs raise Cain with expen- Young Is @ native of Jersey Clty, N.J., 
sive office floors. and now resides in Tenafly, N.J. He at- 
If you've re-finished a floor lately, you know it | tended Columbia University School of 


Architecture and the Art Students League 


produces a large pain in the pocketbook. And if the ta Sone Fork City. 


job is postponed, the worse the floor looks. 

You'll do your customers a favor by selling them 
smooth-sliding Bassick Rubber-Cushioned Glides to 
prevent floor erosion. Broad, flat base of polished, 
hardened steel won’t gouge floors. Live rubber cush- 
ion absorbs shocks. A size for every need— adapters 
for metal-tubing legs. Most sizes in 
stock for fast delivery. The Bassick 
Company, Bridgeport 2, Conn. /n 
Canada: Belleville, Ont. 

Don’t forget casters! “Dia- 
mond-Arrow” Casters make 
office chairs and furniture 
roll at a touch. Double ball- 





> 


Ehlers Promoted by Dixon... 
H. E. Ehlers, Jr., has been promoted to 
the post of general sales manager of the 
Joseph Dixon Crucible Co. A graduate of 
Lehigh University, he joined the Dixon 
organization in 1935. He was made 
manager of the crucible and refractories 
division in 1948 and became industrial 
sales manager in 1952. 





Ellis Represents Associated .. . 


bearing action for easier Joe B. Ellis (pictured) has been ap- 
wivelline. Soft rubber or pointed to represent Associated Station- 
nbateeo B. ers Supply Co. in the Southeastern states, 
tough plastic treads. Types chiefly those covered by the late Harri- 
for metal or wood legs. son M. Cooper. Mr. Ellis formerly trav- 
eled this territory for one of the ribbon 
and carbon companies and is known to 


be many of the dealers. After completing 
a) ‘ an indoctrination course at the home 
office in Chicago he will start his terri- 


“T3 
, oo ra Th alii) me) 3 torlal representation, working out of his 
S Ms home at 1820 Starke Ave., Columbus, 
i , 4 
x. 


MAKING MORE KINDS OF CASTERS. .. MAKING CASTERS DO MORE Ga. 
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INVINCIBLE °&s*s 


ser the pace for More Sales. Eroger Frofits 














Wore Sales with Business-Engineered features 


You can count on Invincible’s advanced design and construction features 
to help you clinch more desk sales. Features like adjustable, non-rust 
glides that level the desk on uneven floors and permit height adjustments 
. .. progressive ball-bearing, cradle-type suspension for the letter drawers 
that open and close at a finger’s touch, nylon glides on all storage and lap 
drawers . . . super-rigid reinforcing for exceptionally strong, long-lived 
construction . . . new attractive hardware .. . and many, many more. Yes, 
every Invincible desk is packed with plenty of “buy appeal!” 





ze ° 2D , ae v CALCULATING MACHINE DESK. Machine 
GGEX nogeta from “only-through-dealer’ sales cut out may be placed either right 

or left side of top. May u as 
Under this sales policy, we sell only to you — there are no a typewriter desk. 


company-owned branches or retail outlets to take custom- 
ers away from you. What’s more, Invincible desks are pre- 
sold in a dramatic nation-wide advertising program .. . 
with all inquiries directed to you. 

So — display, stock and sell Invincible metal desks. See 
how this “‘business-engineered” line means more sales, 
more profits for you. Write today for details. 


NVINCIBLE 


Office equipment for better business living 
INVINCIBLE METAL FURNITURE COMPANY ® Manitowoc, Wisconsin 


In Coneda: A. 8. DAVEY COMPANY LIMITED, Factory Representative 
175 Bedford Road, Toronte 5, Canada 






NEWEST OF THE NEW! Invincible’s ex- 
clusive concealed safe unit is now 
available in Modernaire Desks. 
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In The Anniston National Bank... 





Installation by Sawyer Office Furniture & Supplies 


THE RIGHT BOLING CHAIR 
ADDS JUST THE RIGHT TOUCH 


In the streamlined modern lobby of the new Anniston, Alabama, 
National Bank, the classic simplicity of Boling’s American Empire 
Chairs (8700 Series) is perfectly at home. 


The American Empire styling is a particularly happy choice for 
reception and board rooms as well as executive offices. Hence, 
it will pay you to highlight this Boling 8700 Series (armchairs 
only). Rich leather upholstery in various colors complements 
woodwork in Walnut, Mahogany, Light Oak or Softone finish. 


Your customers can rest assured: if it’s a Boling Chair 
or Sofa, it’s supremely well made. Write for new 
catalog. 





8711 


BENDING & 
SILER CITY, N. C 
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Appointments... 


Patton Serves G/W.... 


H. L. (Pat) Patton (pictured) is now as- 
sistant district representative for The 
Globe-Wernicke Co., assisting Ben Gar- 
linghouse in covering the states of Texas 
and Oklahoma. Prior to joining the G/W 
staff, Mr. Patton was for 10 years a 
member of the sales organization of one 
of the Southwest's leading office equip- 
ment firms. He resides at 2703 Burling- 
ton, Dallas, Tex. 





Name Duk-it Sales Manager... 


James V. Vevirit has been appointed by 
McDonald Products Corp., manufacturers 
of the Duk-!t line of smoking equipment, 
as national sales manager. Mr. Vevirit 
has served the company as design man- 
ager and will continue in this capacity, 
along with heading the sales division. 
Duk-it regional offices and show rooms 
are located in New York City of 225 
Fifth Ave. and in Chicago at the Mer- 
chandise Mart. 


Name Assistant to Mosler Chief 


William A. Marquard, Jr., has been ap- 
pointed assistant to the president of 
Mosler Safe Co. He joined Mosler in 
1952 and later was appointed director 
of research and engineering after serv- 
ing in an executive capacity with West- 
inghouse Electric Corp. At Mosier, Mr. 
Marquard co-ordinated the development 
of the giant safe now housing the Dec- 
laration of Independence in the Archives 
Bidg., Washington, D.C. 





New Dictaphone Vice-President 


Harry F. Jopp (pictured), secretary and 
treasurer of Dictaphone Corp., has been 
elected a vice-president according to C. 
K. Woodbridge, chairman of the board. 
Mr. Jopp will continue fo serve as sec- 
retary and treasurer, titles which he has 
held since 1938. 





Clary Names Branch Manager . . 


Ray Kiedrowski, former assistant man- 
ager for Clary Multiplier Corp. in Los 
Angeles, has been appointed manager 
of the firm's San Francisco office. 


Rose Named to Public Relations Post 





William A. Durbin, public relations director of Burroughs 
Corporation, has announced the appointment of John L. Rose 
as assistant director of the public relations division. 

Mr. Rose will remain in charge of the communications and 
publicity department, a post he has held since joining Bur- 
roughs a year and a half ago. Edward Littlejohn, associate 
director, continues as manager of the public affairs depart 
ment, Mr. Durbin said. 


Sills Advanced by Saxon Paper 


Saxon Paper Corporation has announced the promotion of 
Samuel H. Sills as vice-president, this appointment climaxing 
Mr. Sills’ steady progress in the organization. He joined Saxon 
Paper as an errand boy in December, 1936, and became a 
sales representative in 1939. Since then, Mr. Sills has been 


actively serving his accounts in the Metropolitan New York 


City area 
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Now! An elegant cos- 
tumer within every- 
one’s reach. 


CHECK THESE SPECI. 
FICATIONS: 

Beautiful 1” brushed 
aluminum pole on 
sturdy hammertone 
gray base. 4 polished 
aluminum double hang- 
ers, assembled easily 
with two bolts and hex 
nuts. Tubecrafters’ own 
“Squeeze-lok” in base 
guarantees rigid pole. 


Height, 70”; base dia., 
13” ; weig 14 lbs. 


: PRICE: 


LIST 
PRIC 








SALES DIVISION 








911 WALNUT STREET, PHILADELPHIA 7, PA. 





Send for 
catalog 
of these 
other 
Tubecrafter 
items: 
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Desks that have 
acceptance and 
are backed with 
effective advertising and 


powerful selling helps. : ad 


Fevalimersen chink, 





Sell Pr We at a Profit 


You make the sale, and a profit, when you appeal to your 
prospect's pride! Show him INDIANA DESKS' own PriDemark 
of quality craftsmanship stamped in the middle drawer of 
every INDIANA DESK. 


Then, sell him on his priDe of possession . . . of owning 
this highest quality, attractive, durable Indiana wood desk — 
consistent with his top business executive status. 


We've told him this INDIANA DESK story through strong 
selling messages in the nation's leading business and execu- 
tive magazines. YOU tell him again at the point of purchase 
. . « on YOUR floor . . . and watch how easily the sale 


closes! 


Your pride in I- 
Dentifying your- 
self as an_ iIN- 
DIANA DESK deal- 
er earns volume 
profits for you. 
Write for details 
today. 





Ls 
fy [ Furniture 
ws. e institute 
JASPER, INDIANA 




















MANUFACTURERS 


Charles C. Workman, Jr., Houston, Tex., branch manager for 
the International Business Machines Corporation, has been pro- 
moted and transferred to Atlanta, Ga., as regional manager. 
le will be succeeded in Houston by Thomas B. Scoggins, for- 
ly I.B.M. nch manager in Louisville, Ky. . . . The Buffalo 
YHice Supp Company has been aaa with a capital stock 

$16,500 in Houston. Incorporators are Brian Jones, A. W. 
Beseler and W. A. Nelson. ... E. J. Braswell, San Antonio rep- 
resentative of the Monroe Calculating Machine Company, has 
iled a protest with the city commissioners’ court over the practice 
f renting business machines and then applying the rental to 
their purchase. His contention is that this does away with com- 





DI 








petitive bidding for machines on the part of the city. . .. Frank 
Neumann has been appointed special representative in Dallas 
for the Clary Multiplier Corporation . Franz L. Tinsley, with 


the Houston branch office of the Friden Calculating Machine Com 
pany, recently received a 10-year service award from the com- 






pany. . . . Jack Sosebee has joined the Dallas branch office of 
the Underwood Corporation as city typewriter sales representa- 


tive—JHR. ri 
*¥ £ & & & 
A new Permacel Tape Corporation warehouse, designed to 
expand and improve service to the Ohio, Michigan and Ken- 
was opened recently in suburban Detroit. The 
announcement came from William Bullock, district manager. 
He stated the new warehouse was designed expressly to se- 
cure maximum prevention against roll distortion by atmos- 
pheric changes and other conditions that affect pressure sen- 
sitive tapes and other products. 
The modern one story warehouse at 615 Livernois Ave., 
erndale, Mich., is located only six miles from the heart of 
Detroit The buil ding, engineered for top efficiency, contains 
11,000 square feet. Other Permacel warehouses are situated 
in New Brunswick, Chicago, Dallas, Atlanta, Los Angeles, 
San Francisco and Seattle 
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Reynolds & Reynolds Company of Dayton, Ohio, has 

formed the Post-Write Company, a subsidiary to manufac- 
ture and sell business systems. The new systems, now in 
production, are designed to simplify the proce 
counts, stated Frank F. Pfeiffer, execut 
also announced plans to enlarge the « 
of business fo One of the most in 
olves the addition of continuous form: 


AK 





re walt line 
changes in- 
stationery. 
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The Lansdale Products Corp. has removed its offices to a 

new two story, brick building at 127 E. Main St., Lansdale 

Pa. The firm state: Recon 0 of all automatic equipment 
has speeded up delivery of products 
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DEALERS 


The Hill and Burke Office Machine Company, now located at 
436 West Market St., San Antonio, Tex., has taken over new and 
nuch larger quarters at 157 North Navarro St. It will have three 
ies the floor space it previously occupied... Roger C. Hill, 





vice-president and general manager of Maverick-Clarke, in San 
Antonio has been named a director of the San Antonio Research 
nd aidan Youncil. . . . The Little House of Books has been 


nn 


hartered in San Antonio with a capital stock of $4,500. Incor- 
rators are Ida iT. Sandige, Dorothy J. Meyer and Nany Ben- 
ham, all of San Antonio.—JHR. * ra 
Edward Durbin po Carl ~ grea hay Du 
West Toledo Stationers at 1126 Sylvania Ave., To 
Ernest and Kenneth Schock, who ha 
zallie, Fla. The business was started in M 
bin joined the firm in 1947 and will serve 
surer. Mr. Galloway has been named vi 
Margaret Dustin secretary. Mr. Gallow 
ontinue to act as buyer.—AK 
soe Hargrove of Cookeville and N 
1 the office supply busine 
mack Prir ting Company of 11 














No. 2225 


Office guest chair, 





As we said when we introduced it a few short months 

ago, the VIP is a chair for all men in big jobs and big men 
in all jobs. And now we say: whew! Not in many a year 
have we presented a new chair that has stirred up so much 
conversation and earned so much acceptance—so quickly. 


Apparently this is the chair the men in the front 
offices have been waiting for. The bigger they come, 
the harder they fall. The combination of prestige and 

luxurious comfort appeals strongly to Very Important 

Persons. In your community there are many 
V.I.P.’s who will buy a Sturgis VIP if 

you will show it and demonstrate it. 


IT WILL PAY YOU TO ATTEND THE 


NOFA Convention Exhibit 


Much to see, much to learn! 
Top speakers! Forum discussions! 
Over 200 exhibits! 


THE STURGIS EXHIBIT IN BOOTHS 143-144-145 





No. 2200-G 
Swiveling on the famous 
Sturgis fiber glass base. 


No. 2200 
Swiveling on the famous Sturgis 
streamlined metal base. 


SPECIFICATIONS for No. 2200-G and No. 2200: Seat 
widths—22%” at front, 20%” at back; seat thick- 
ness—5% ” at front, 4” at back with full depth foam 
rubber pad over springs. Backrest widths—23% ” at 
top, 20%” at bottom; height—22 ”; thickness—5\ ” 
including a 24 ” cored foam rubber pad over springs. 
Armrests—4” wide—1% ” cored foam rubber pads— 
21” spread. Seat height from floor: 18% ” front, 15% ” 
rear with 34%” of upward adjustment. The No. 2225 
is comparable in appearance and specifications. 





POSTURE CHAIRS 


Manvfactured in Sturgis, Michigan and Charleston, South Carolina 
THE STURGIS POSTURE CHAIR COMPANY, STURGIS, MICHIGAN 
General Sales Offices, 154 East Erie Street, Chicago 11, Minois 





























| For over 36 years the GUSSCO Complete Line of Filing Sup- 
plies has been a good and steady source of profit for an ever- 

growing number of dealers. No matter what the competitive 

situation, these dealers find that the uniform, good quality of 

\ all products bearing the proud name of GUSSCO, enables them 
= - to get a good share of the business—at a profit. The quality is 
right. The price is right. The line is so comprehensive that 

most of your customers’ requirements can be filled from stock. 

And when specials are required, GUSSCO dealer service is 


usec without equal. 
Join the GUSSCO dealer family today. Our catalog and price 


ALSO MANUFACTURERS OF THE FAMOUS list will convince you. Write for it today. 











Trademark Pat. Penc Pat. Pend 


TRANSFILE FILES © ‘GUIDE-O-FOLDER’ HANGING FOLDERS ©  ‘GUIDE-O-FILES’ 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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Office Chairs by Harter Corp., Sturgis, Michigan. Upholstered in Modern 
Burnished and Burnished Antique patterns of Elastic U.S. Navgahyde. 






years ater Lilee neur ! 
ELASTIC | “N augahyde 


the finest in vinyl! upholstery 


When you choose Elastic U.S. Naugahyde, you know 
the handsome appearance of this upholstery will last for 
years. This beautiful vinyl is easy to keep bright and 
new —just wipe clean with a damp cloth. In six 
handsome finishes and a wide range of colors, Elastic 
L.S. Naugahyde brings you all these advantages: 
















Burnished Antique, one of 
shes in Elastic U.S. 
thyde; in a wide 


f beautiful colors. 


@ backed with a strong, stretchable fabric 
resists splits and tears 

won't scratch or mark 

comfortable, high-slip finish 





impervious to most stains 


wipes clean with soap and water 
@ permanent bright colors. finishes 
New Breathable U. S. Naugahyde 


ok far 01. Mesum 2» on all new furniture 
codaiiiads Wii ahiiiiesh dined Ask for U.S. Naugahyde on all new furniture or 


durability of vinyl with the see vour local upholsterer. 


luxurious comfort of efutent applied for 









woven fabric. 


Quedrille 


~~ :f 25 we 


UNITED STATES RUBBER COMPANY 


Coated Fabrics Department, Mishawaka, Indiana 
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Satisfied Customers — 


REPEAT BUSINESS 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 
satisfied customers and future sales. 


Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 


For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings at vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


For Typewriter Desks 


Seng Fixtures bring the typewriter to typing posi- 
tion with effortless smoothness. They provide a stable 


platform for typing. 


Te SENG Comaany 


1450 NORTH DAYTON ST CHICAGO + 22- ILL. 


LARGEST SPECIALISTS 
HARDWARE 


4 WORLD'S 
IN FURNITURE 
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of Har- 


Tenn. He will operate the business’ under the nam« 
grove Office Supplies. 
+ &£¢+ + & & 

Kenneth M. Ford, owner of Ford Office Supply in Boulder, 
Colo., has announced that he will concentrate exclusively on 
the sale of office machines. He has selected the name of Ford 
Office Machines and is doing business from his new building 
at 1313 Spruce St 

Mr. Ford stated he had sold his supply and office furniture 
interests to John L. Graves and Charles Lough who will op- 
erate the business at 122] Spruce St. as the Standard Office 
Supply. The quarters formerly were occupied by the Ford 
concern. With the exception of Mr. Graves, the entire Ford 
personne! is retained to devote all their energies to selling 
office machines 





New York Civilian Defense Speeds Up 
Communications with Old Town System 





DUPLICATOR SAVES TIME . . . Af one of the Civilian Defense 
offices, messages are being received by telephone operators 
who fill in the information on Dupliforms. They are immediately 
reproduced on an Old Town spirit duplicator and are ready 
for distribution. 


the fastest, most efficient and most dependable method for 
producing multiple written communications in time of emer- 
gency is through the use of Old Town Dupliforms and spirit 
duplicating machines. 

Twenty-five Old Town Model 9H duplicators have been 
placed at strategic communication centers throughout the city. 
In the event of an emergency the Dupliforms, pre-printed 
forms with distribution and other important information al- 
ready included, can be quickly prepared by filling in the mes- 
sage. The necessary copies can be duplicated immediately and 
be ready for distribution to all emergency sections. 

In several test runs, it was found that this system was 
the answer to improved communications. Through the use of 
copies made from the Dupliforms, each department — fire, 
police, and so forth — was quickly advised of the situation. 
[his system resulted in bringing aid to disaster victims as 
rapidly as possible. 





Honor Best-Managed Companies in Industry 
Seven companies manufacturing office and store machines 
and devices have been awarded Certificates of Management Ex- 
cellence for 1954 in the sixth annual management survey by 
the American Institute of Management. These firms are: 
Addressograph-Multigraph Corporation, Cleveland, Ohio. 
Burroughs Corporation, Detroit, Mich. 
International Business Machines Corporation, 
City. 
National Cash Register Company, Dayton, Ohio. 
Pitney-Bowes, Inc., Stamford, Conn 
Remington Rand Inc., Stamford, Conn. 
Standard Register Company, Dayton, Ohio. 


New York 
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How retailers 
are using the 


























/ like this 
furniture, but it’s 
so hard to decide 
what to buy. 





This furniture is 
built with Perm-A-lator 
Wire /nsulators...a stronger 
type of insulator that 
gives you more value 
for your money. 









You can pin-point 
their interest! 


You can often turn a “shopping” cus- 
tomer into an interested prospect simply 
by showing the sample Perm-A-Lator 
pad ... by demonstrating how cotton 
padding can never cup into spring 
openings as with fiber type insulators. 


,..and 
close 
it, too! 


Guarantee of No “Coil-Feel”’ 
Helps Make Decision to Buy 


Your customers can be sure padding will 
never cup into spring openings when it 
has the extra support of wire insulators. 
This is particularly important with plastic 
covered furniture. You can safely guar- 
antee never any “coil-feel” plus longer 
lasting comfort when you specify Perm- 
A-Lator Wire Insulators 
in the furniture you buy! 


NEW! Retail 
Sales Manual! 


Tells how the wire in- arte to use the 
sulator feature is used |, °°“ 


in selling upholstered a 
furniture .. . gives 
onstration ideas. Get cop- 


ies for salesmen. 
Write today! —> 


















The Perm-A-lator tag on this 
furniture is your guarantee of never 
any “coil-feel.” You can be sure of 
longer-lasting comfort. 












Yes. That sounds 
like extra value to me. 
Can you deliver it soon? 





















Good Housekeeping 
us ~ 





Ask Your Supplier 
For Nationally Advertised Tags! 


” 4 
2? 45 apvearisto WE 










Ask your supplier for the well known 
Perm-A-Lator tag with the Good House- 
keeping Guaranty Seal on the cover. 
Continuous national advertising makes 
Perm-A-Lator Wire Insulators a quality 
feature known to millions. 


PERM-A-LATOR WIRE INSULATORS 
Manufactured by FLEX-O-LATORS, INC. Carthage, Mo. 


Plants in Carthage, Missouri, New Castle, Pennsylvania and High Point, N. C. 
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Parker Steel Moves to Own Building 
Parker Steel Products, Inc., has moved into more spacious 
quarters in its own building located at 54 N. 11th St., Brook- 


7 
Electrically welded | lyn, 11, N.Y. Constructed of brick, the building is a modern- 


ized one-story structure having some 45,000 square feet of 
floor space. 


heavy gauge steel Large air-conditioned executive offices are to be found on 
the upper level in the front part of the building. The plant 

is equipped with high ceilings and good ventilation, plus 

fluorescent lighting, which with planned assembly line opera- 


construction helps tion contributes to streamlined production. 


In its experimental department, there are initial samples 
in production of lockers, shelving and partitions scheduled 


: you sell the for the near future, as part of the extensive line of steel 


office equipment. 


PARKER SLIDING Esterbrook Names Display Winners 
The Esterbrook Pen Company 1954 national window display 
| contest winners in the stationery store division are headed by 
DOOR CABINET | 


3 CONVENIENT SIZES 


6 SLIDING DOOR 
MODELS 


Features of Construction 


right point 


for the way 


1—No swinging Doors to block 
aisle space 

2—Adjustable shelves for Stor- 
age use or easily converted 
for Wardrobe use 

3—Shelves easily adjustable 
within cabinet 

4—lectrically welded construc- 
tion throughout 

5—Shipped SET-UP ready for 
immediate use (no nuts, 
bolts to fuss with) 

6—Heavy gauge furniture steel 
throughout 

7—Baked on Enamel finish in 
Grey, Green or Brown 

8—Doors operate on large roll- 
er bearings which have con- 
tinuous smooth operation 








STYLE DESCRIPTION | SIZE 





72SL Steel Sliding Door, Storage | 72x36x18 
or Wardrobe 
72SL-24 | Steel Sliding Door, Storage | 72x36x24 
or Wardrobe 


42SL Steel Sliding Door, Storage 42x36x18 
42SLG Glass Sliding Door, Bookcase | 42x36x18 | 
30SL Steel Sliding Door, Storage | 30x36x18 








30SLG Glass Sliding Door, Bookcase | 30x36x18 | 





(Available with lock on request) 


A NEW STEEL SLIDING DOOR CABINET—It’s a must for 
business concerns. Saves valuable space — only one of 
its kind. Sell its many fine points—you'll profit! Sliding 
doors glide on ball bearings. Electrically welded. Four 
shelves adjustable every two inches. Available with lock 
optional to assure privacy. Available in baked enamel 
finish: Green, Gray, Grained Walnut and Mahogany. 


WRITE FOR OUR LATEST CATALOG 





SEE OUR EXHIBIT © NOFA CONVENTION © BOOTH 76 














PARKER STEEL PRODUCTS, INC. SECOND PRIZE . . . Commercial Office Supply, Inc. 


Lane Office Supply Company, Atlanta, Ga. The window instal- 
54 NORTH 11th ST. BROOKLYN 11, N. Y. lation was made by Jane Webber. 
Second prize went to Commercial Office Supply, Inc., Cleve- 
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No. 500 No. 550 No. 501 


- 2. el 








Credenza 


Senior Executive Desk Senior Executive Desk Senior Executive Table (companion model no. 510 


fail 


THE SUPERLATIVE 


SENIOR EXECUTIVE SERIES 


No. 503 





Senior Executive Bookcase 


No. 505 





























Senior Executive 
Conference Desk 
(companion model no. 515) 
No. 514 
Saal No. 525 
| Senior Executive Desk 
Ye caclustve Of 
ofpice fwutwee ees. 
Zz @ beautiful @ functional 3 
ee ae 4 
pa ples @® modern @ complete ° . 
| Dp eo ovepenyin P a 
FURNITURE —— = C pe fa 
peter 1. XECUTIVE mc 
ar” ye FURNITURE CO. Conference Tamie 2 
si No. 576 
ooh Open Bookcase 
| Closed Bookcase 
aa 





Custom Built Directors Table 
(built to your specifications) 





No. 575 
Corner Unit 


e- Write for the new Executive Furniture Catalog 
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~ePHNTI VALET 





No. 3-U Basic 4-ft. office 
wardrobe — provides 12 
wooden coat yo (spaced 


4” apart) 12 ividualized 


hat spaces on embossed (ven- 
tilated) shelves, umbrella 
on each column and 
off-the-floor overshoe shelf. 
Comes in any length (inter- 
locking units) - the foot to 
fit any availabl 
Doubles lockerroo 


e space— 
lockerroom capacity. 
















Offices, factories, churches, 
schools, clubs, hotels, res- 
taurants, institutions, 
lodges—even private homes 
—wherever people gather 
today you see VALET and 
Checkerette Wardrobe 
Racks. There seems to be 
no limit to the demand or 
market for these efficient 
units. 


For profitable volume 
sales-talk, display, demon- 
strate and catalog VALET 
and Checkerette Racks. 
(Tie-in your local advertis- 
ing with VOGEL-PETER- 
SON’S extensive program.) 
Write for our file of adver- 
tising helps, mats, cuts, 
sales literature, decals, etc. 








THIRD PRIZE . . . Otto Ulbrich Co., inc 


land, Tenn., 


la ‘We 


installation made by Mrs. L. L. 


r POINT | 


WRITE 


ey numa 





Hill. 


Third-prize window was installed by Harrison F. Nablo at 


Otto Ulbrich Company, Inc., 


Buffalo, N. Y. 


‘Export Statistics 





of U.S. office machines, 
equipment and supplies 





Net — . 
Quantity (Dollars 
No. S6 Answers the wraps problem Machines Accounting Nondescriptive except se pai: 
in the small or private office. Punched card New tesa e eee ee eee ners eeeseneseeess 
Machines Accounting Descriptive except 
Provides 6 coat hangers, 6 hat spaces and i Ce ric. a wel ce tieke beeen deer eccetceres 367 723970 
umbrella stand. Keeps wraps in = Machines Listing—Adding except Punched card New ........ 4181 704768 
orderly manner—aired, dry and ‘ Machines Non-Listing Calculating except 
press.’’ Will not tip over. SE EE Dc oe-catadccebewseseues sss 1967 575591 
Machines Accounting Etc., except Punched 
re CW 6 6en.egnneaeaeneess< icape aia ghia ee a 136 44338 
Machines Card Punching and auxiliary New ................ 75 200770 
Machines Accounting Etc., Used and Rebuilt .............. 498 171137 
Parts for Accounting Etc., Machines ...............00555 1229733 
ED nas sn 00b6cenn ness seared 153 111135 
Accessories & Parts for Addressing Machines .............. 32199 
Machines Duplicating Ex Lithographic Offset .......... 739 104637 
Machines Duplicating Lithographic Offset ....... Ren ers 56 72160 
ee ee I, nn ccc rwccvccvcevecors 34942 
=  \ yaaa eer 1295 356052 
ck dcec ceases ceccecceves 163 16414 
Parts for Cash Registers ..........se00-- Tage ate pan ea 302129 
Typerwriters Standard New except Electric ..... 4511 559329 
Typewriters Standard Electric except Automatic giants 488 135133 
I, I ire cc kwn en cdsensccvccscesee 2939 173796 
Typewriters Used Rebuilt except Automatic . . 1391 70032 
- “Pe rea ae 42 36732 
Combines the Parts & Accessories for Typewriters ......... ‘ws 459606 
best features of both ward- Staplers for Office .....cccccccececcceces : ag aa 
robes and lockers. Provides em- Dictating Machines ...............000005- ' . s—_ 
l : Mail Handling Machines & Parts ............ 155931 
oyees with coat hangers held apart on pre- Check Handling Machines & Parts 
determined centers, ventilated hat spaces, overshoe Office Machines & Parts Nes. ..............0.000scceee, 125206 
shelf and dry 12” x 12”x 15” lock boxes for personal effects. Mechanical Pencils All Materials (Doz.) rit . 10745 83944 
End crump pling of damp wraps in dark lockers, soggy Mechanical Pencil Parts ................. + oa 24125 
lunches soaked by wet hats and mittens, etc. 6 ft. unit Pencils Ex Mechanical Black Lead (Gr.) ..... . 42583 123195 
accommodates 12, 9 ft. unit accommodates 18. Pencils Ex Mechanical Nes. (Gr.) ......... : 3681 19703 
i § Sar eee 25742 
I hs a coe ae ia oe ope 45838 
Fountain Pens Ball Type (Doz.) ......... . 113573 278587 
Fountain Pens Ex Ball Type (Doz.) icc on payee 37983 571275 
Ball Pen Refill Ink Cartridges (Doz.) ...... . 69367 93842 
Fountain Pen & Ball Pen Points Nes. ..... a 176874 
¥. ma. MES Fountain Pen Points (Gr.) .............. . 11965 102933 
A ine of smaller large Carbon Steel Pen Points @) Rates wenn 8400 9489 
capacity floor ll wardrobe racks Desk Pen Sets eer ree ere es eee 4781 18379 
with a hundred uses. Checkerette.racks = — rt eeeeeeeeeeeeeeees seus 
a — of weg ap Soage Carbon Paper (Lb.) ................... "1118681 121208 
ike folding chairs when not in use. Go Ribbons Cloth inked Office Machines ........ 67669 
anywhere—can be set up without tools SOU NS TUE, nvecctcaeaitbaersch<ccvces 264955 
or fasteners in less than a minute. (tere dante specified) 
Manvfectured only by Write for Bulletin 13. Figures for September, 1954, Released in December, 1954, 
by the U. S. Department of Commerce 
VOoG F L = r E T E 4 4% tae of C oS. (A breakdown by countries is available from the Foreign 
F Trade Division of the Bureau of the Census, United States 
1121 West 37th St. 4 Chicago 9, U.S. A. Department of Commerce, Washington 25, D. C.) 
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What this picture shows...and yet doesn't show 


Dee 


6 | YOU'RE LOOKING at the frst nationwide, LIFE- And it isn’t the six months of highly specialized 
51 : advertised contest promotion ever launched by a safe creative time ... or the considerable investment in 
B4 manufacturer. hard cash that went into this promotion, either. 


; lta What shows, here, (as it has in Mosler promotions 
Mosler “Dream Vacation’’ Contest, ; ' as 
; r ' ' many times before) is the way a leader gets behind its 
which breaks February 21 with a spectacular 4-color : 
; ortoak dealers ... and stays behind them. 
sf spread in LIFE Magazine . . . and continues until 
13 April backed by newspaper advertising, radio, We have always believed that the best way to get 
4 | dir | and every conceivable means of promotion. behind our dealers . . . was to stay ahead in our field. 
9 We think that is what shows here, and will continue to 


Sut that isn’t what we mean. show in everything we do. 


IF IT’S MOSLER ... IT’S SAFE 


bf Compung 

Mosler Safe Since 1848 

; World’s largest builders of safes and bank vaults . . . Mosler built the U.S. Gold Storage 
; Vaults at Fort Knox and the famous bank vaults that uithstood the Atomic Bomb at Hiroshima 
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JUSTRITE 


envel opes 


the | PIU N + line 











TIME ON THEIR HANDS ... Three employees of the General 
Binding Corp., Chicago, and its subsidiary, Frederick Products, 
Inc., receive gold wrist watches for completing 10 or more 
years of service. William N. Lane (left), GBC president, makes 
the awards to Harry Funk, Mrs. Mabelle Perry and Mrs. Martha 
Lind. (left to right). 





J. William Mason and John Wakeland 
Move Up in Esterbrook Sales Department 

Robert N. Wood, vice-president of the Esterbrook Pen 
Company, announces two important moves within the sales 
; ke. : ; department of the Esterbrook Pen Company. Both appoint- 
constituting a trinity in unity. ments are effective as of January 1. 

ree J. William (Bill) Mason, formerly Detroit district manager, 

is now assistant general sales manager of the company and 





*TRI' UN—Three-in-one, 














If inferior quality has you in hot water... if 
you are stewing about slow service...and are 
generally in the soup because you cannot locate 
the envelope you need — contact Justrite! 

The Justrite people will jump right in and get 
everyone out of the pot! Justrite, the THREE-IN- 
ONE envelope line offers you quality, variety... 
and fast service in one big package. Their two 
plants assure fast service on over 85 standard 
varieties. And quality is a Justrite tradition... built 
on thirty years of serving dealers everywhere. 
Unusual envelopes a specialty! 





J. W. MASON J. WAKELAND 


is located in the home office in Camden, N.J. He joined 
Esterbrook in November of 1945 and for some years was the 
company’s Pittsburgh representative. In 1953, he became dis- 
trict manager in Detroit, a position which he held until his 
recent appointment. 

At the same time, Mr. Wood announced the appointment 
of John Wakeland as Detroit district sales manager. He has 





JUSTRITE 
SPOTLITE 






Collections, fund 
solicitations and 
getting new busi- 
ness can be great- 





ly facilitated by using Justrite Tu-Way, Reply-O and Order 
Blank envelopes. All are available in numerous sizes, 
styles and colors. 








Reply-O Envelopes been with Esterbrook since May, 1950. Since that time he has 
Order Blank Envelopes represented Esterbrook in parts of Michigan, Illinois, and 
s ; nN Indiana. 
—w ee | \ malian —— 
- |r 
= > + ° . . 
a > Tu-Way Envelopes Richmond Firm Moves Manufacturing Section 
$Y ._ |% a a ee - ‘ é ‘ ‘ 
oe N The Virginia Stationery Company, Inc., of Richmond, Va., 
Vy}; — Ts with retail office furniture and stationery departments located 





at 913 E. Main St., has moved its manufacturing operations 
from a site behind the retail store to a new three-story build- 
ing on 15th St. between Decatur and Hull Sts. 

The office furniture and retail stationery departments of 
the firm will remain at 913 E. Main St., according to Mrs. 
Florence Adams, president of the corporation —EEG 








SOLD THRU 
DEALERS 
ONLY! 








WRITE FOR 
PRICE LIST F-3 





NORTHERN STATES ENVELOPE CO. 


300 E. 4th STREET, ST. PAUL, MINNESOTA Rogers Company Promotes Morris 

Paul Morris has been promoted to vice-president and sales 
JUSTRITE ENVELOPE MFG. CO. manager of the William T. Rogers Company. In his selling 
523 STEWART AVENUE S.W., ATLANTA, GEORGIA capacity, he will cover Wisconsin and the adjoining territory 
for the Madison, Wis., manufacturers of office accessories. 


128 OA-3/55 0 








al 
is, 
re 
es 
Te) 


en 
les 
1t- 


or, 
nd 


ied 
he 
lis- 
his 


ent 
1aS 
1as 
ind 


ted 


ules 


ing 











REINFORCE 


for Longer Wear / 


Duo-Top...reinforced where the wear is greatest...at the top! 


ROUNDED CORNERS ~< ei 


Weis Duo-Top File Folders are “Reinforced for 
Longer Wear” but equally important, they are 
reinforced with features that promise you 
increased sales. 


The one feature predominantly responsible for 
the ever-increasing popularity of Duo-Top 
Folders is, of course, the double thick top; 
however, other features play an important 
part—the rounded corners eliminate “Dog 
Ears” and the 3-scored expansion fold creates 
added folder capacity. 


Another very good reason why Duo-Top Folders 
are preferred is the extensive selection of 
weights of Manila stock. The choice of 8, 9% 





all 





and 11 point enables you to advise your 
customers of the proper weight folder. In 
addition to the three weights of Manila stock, 
you also have the choice of any tab position, 
printed or blank. 


You will always know Weis Duo-Top Folders 
for their clean, finished look... the look of 


quality. 
Ae 
FON SOE HICN SA dl 


~ 


MONROE, MICHIGAN 
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SELLS LIKE HOTCAKES! 

























CANODE ~ 
TORI-RITE... 





“ANODE 





a — 

& OUPEGe, (2 
‘because Im ah TOR 
Pegs DRI-R 
“its the / 
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EASIEST 
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DUPLICATING INK 


ue ON THE MARKET! 


A duplicator ink that actually @ No oil creep in pad 
dries as it stacks on mimeo @ No offset, smudge, 

; bond (and some rag stock). Per- slip-sheeting 

| formance guaranteed, too! Little © Will net harden the 

wonder, Canode Dri-Rite is a pad in any climate 

favorite in offices everywhere! © Will not clog pads, 


a 7 lf. harden in cylinders 
4 In new 1-lb. cans, 1-lb. cans or co dati Genel 


44-lb. plastic squeeze-it package. 










@ For both open and 
closed drums 





Black and 3 colors. 






Write Today tor Details on Private Brand Labeling 





INK SPECIALTIES CO., INC. 


519 North Halsted Street ®@ 








Chicago 22, Illinois 
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Kansas Book Dealers Discuss Problems 
Reported by Ann Galt 

The Kansas Book Dealers Association in two-day conven- 
tion at the Town House, Kansas City, Kan., January 23-24, 
discussed matters of concern to every Kansas book retailer. 
The topics included multiple school book adoptions and the 
“headache” they constitute for the school administrators and 
the trade, merchandising text books, elective books, and school 
supplies. 

With the -Kansas legislature in session currently, it is ex- 
pected that the biennial bill for free textbooks in grade schools 
will reach the “hopper” and the committees. Book dealers 
have been alerted year by year, because they find even at the 
15% and 16% allowed on school books, they can profitably 
handle them because of the traffic induced in school supplies 
carrying a more livable mark-up. 

The Fitts Dry Goods Company of Kansas City, which cur- 
rently supplies the trademark KBDA stationery line for mem- 
bers only, was asked to redesign this whole line, glamorizing 
it. The franchise on this line and the bonding arrangement for 
dealer members are two of the outstanding services provided 
by the association. 

Next year’s annual meeting is set for Topeka, Kans., the 
dates to be set by the executive committee. 

Zone meetings held in six Kansas key cities during the past 
organization year were instrumental in added interest in the 
association according to Marc A. Godding of El Dorado, out- 
going president. 





Epstein New Partner in Advance Industries 


In January of this year Max Epstein purchased an interest in 
Advance Industries, Chicago manufacturer of filing equipment. 
He has taken over responsibility for sales and sales promotion 
and is starting on a new, aggressive sales program. He is as- 
sociated with Adam Natali. Armand Natali, formerly a partner 
in the business, is retiring. 

Mr. Epstein comes from another field in which he conducted 
successful advertising and merchandising campaigns. He has 
new numbers in mind to enlarge the possibilities of the line 
more for dealers. 





Stover Named Topeka Firm Manager 

Dean W. Stover, formerly of Salina, Kan., has been named 
manager of Hall Stationery Company, Topeka, Kan., accord- 
ing to C. A. Severin, president. 

Mr. Stover succeeds J. A. Crow, retiring manager and sec- 
retary. He was associated with a printing company in Salina 
for 12 years. 

Mr. Crow has retired at 65 after 52 years of continuous 
service with the Hall company. He began at the age of 13, 
becoming manager 16 years later in 1918. He was elected 
secretary of the board of directors in 1936—GMH. 





Brown & Saenger Remodel 


Brown & Saenger of 120 W. Eighth St., Sioux Falls, S. D., 
are in the midst of another remodeling program that will add 
about 6,600 square feet to their overall space. The firm re- 
ports the store will be completely air conditioned and new in 
every respect. Open house will be held May 16-17 with a 
dinner and inspection tour offered guests. Brown & Saenger 
state that the addition will give them close to 30,000 square 
feet of space. 





Expand Territory for Jim Wallace 

C. L. Pettibone, president of The B. L. Marble Chair 
Company, has announced that the territory of representative 
Jim Wallace has been expanded to include Ohio. This is 
in addition to Michigan, West Virginia and Kentucky, where 
Mr. Wallace is serving the trade. 


Business Opportunities 





Specialties Wanted for Canadian Representation—(Canadian Staple Ltd., 2705 
Upper Lachine Road, Montreal 28, Que., is seeking new items in the nature of 
pecialties which can be sold to the stationery trade. This company now represents 
veral well known American firms in Canada. 





OA-3/55 























Coming in MAY 


OA’s 46th annual 


OFFICE FURNITURE 
ISSUE... 


T imed to follow the annual NOFA convention, 
the big MAY OFFICE FURNITURE ISSUE is jampacked 


MaMEEOO pages with news, pictures and information about what's new 


of information on in office furniture merchandising. It serves as 

what's new in office é cr : 

turntinee: a year-long source of buying and selling information 
for use whenever sales opportunities arise. 


Pictures of office instal- 


lations, Be designs. With over 100 pages of interesting, informative 


facts about office furniture, the MAY OFFICE 
Sales suggestions, FURNITURE ISSUE is the industry's top 
— merchandising feature of the year. It provides the 
ideal climate for the presentation of vital selling 
information. That is why it has become a valuable 


sales aid for manufacturers and dealers alike. 


Plan Now To Use The Annual Office 








<< Furniture Issue Coming In May 


OFFICE APPLIANCES 


Coming in the big MAY issue of Office Appliances 
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MAKE MONEY 


selling low-priced comfort 





for the executive 


MODEL NO. 83 


+ gee bes heim 
os eeees 
este 


for his guest 


MODEL NO. 51 


You'll keep your customers happy for years— 
and make more money too—when you sell 
Gregson office chairs. Gregson chairs are built 
for comfort to sell at a price anyone can afford. 


Display Gregson chairs and your customers can 
see the difference in materials, construction 
and styling. They can easily see there’s no 
better office chair value at any price. 


Shown above are the Gregson Arm 
Swivel Chair (No. 53) and Companion 
Arm Chair (No. 51). Available in 
solid oak in light, softone or lime fin- 
ishes; and walnut or mahogany finish 
on pecan. Upholstered in Tolex Plastic 
Leathercloth, top grain leather or 
buff leather. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 





Steven William Kennedy (7 pounds, 14 ounces) was born 
January 28. The newcomer is a grandson of Alex Kennedy, Sr., 
outside salesman for Consolidated Office Supply Company, 
Chicago, and the son of Mr. & Mrs. Alex Kennedy, Jr. His 
father is salesman for White & Wyckoff Manufacturing Com- 
pany, covering Wisconsin and Upper Michigan. 


Jeflrey Gunn Gilbert, 6 pounds and 1!1 ounces, was born 
January 17 at Hinsdale (Ill.) Hospital. Jeff's father is Charles 
W. Gilbert, business manager of OFFICE APPLIANCES. 





Facit Optimistic on Future 

The office equipment industry should continue to expand 
and prosper for the foreseeable future, Erik A. Ohlsson, 
president of Facit, Inc., stated in his annual report to the 
company’s board of directors. Facit, Inc., is the U. S. dis- 
tributor for Swedish made Facit calculators, Odhner adding 
machines and Halda typewriters. During the past year, Mr. 
Ohlsson noted an increasing interest in time saving equipment 
for the office. 


Ard Enlists Aid of Dealers 

The Ard Manufacturing Company, Inc., of Evansville, Ind., 
has enlisted the aid of dealers in an all out effort to improve 
its catalog service and products. The firm is offering merchants 
a five per cent discount on their first February order if ac- 
companied by one or more suggestions. Ard reports all ideas 
offered will be weighed carefully. 


Western Bank Gets New Chief 

Grant Davis has been named president of Western Bank 
& Office Supply Company in Oklahoma City, Okla. He suc- 
ceeds Jess Beck, who is retiring —WLF 








Otto F. Johnson (right), manager of 
Marchant Calculators, Inc. Pittsburgh district office, makes @ 
tour of his company’s Oakland, Calif. home office. He is seen 
here with Wesley E. Jenkins, national sales manager with 
whom he went into a long conference on problems and sales 
promotion ideas affecting the Pittsburgh area. 


STRICTLY BUSINESS ... 
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@ 177 different styles and 

colors. @ Single or double tops. 

@ All top corners rounded. ©® Manila in 8, 

94%, 11,14 and 17 pt. @ Letter, Legal and Invoice sizes. 
seen ® Kraft in 8 and 11 pt. @Red Fibre in 11 pt. © Pressboard in 
aa 2 grades. @ Colored folders. @ Packed 100 to a box, 500 to a carton. 


Write for catalog and prices today. 


AMBERG FILE & INDEX CO. « Filing Specialists Since 1868 « Kankakee, Ill. 














I iden brings you this 


first-time feature on an 
American 10-key 
Adding Machine 






Here you see actual items 
entered on keyboard be- 
fore they are printed or 
added. Corrections are 
easy, work goes faster, 
more accurately! 









Friden 


brings you natural way 
adding with this patented, 
hand-cradling keyboard... 


..-to feel how each finger 
—of either hand — falls into 
natural working position! 


You're right to expect a fresh experience when 
you try this new Friden Natural Way Adding 
Machine. It possesses entirely new convenience 
features—requires far fewer time-wasting oper- 
ator decisions. Clear Signal prints automatically 
on tape with first item following a total + Totals 
and Sub-totals obtained instantly by depressing 
bars — no space strokes - True credit 
balance printed without extra motor operations 
or pre-setting - Oversize control keys, each plainly 
labeled, Ask your 
nearby Friden Man to show you this adding 
machine. Friden sales, instruction, service through- 
out U.S. and world. FRIDEN CALCULATING MACHINE 
co., INC., San Leandro, California. 


“"Iriden 
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requi red 


give direct “live” response. 


THE NATURAL WAY ADDING MACHINE 
THE AUTOMATIC CALCULATOR 
THE COMPUTYPER 
THE ADD-PUNCH MACHINE 








visited with OF- 
FICE APPLIANCES by telephone January 6. A manufac- 


M. G. (Pat) Patterson, Cleveland, Ohio, 


turer’s representative traveling the Fifth District, he was in 
Chicago to visit at the plant of the National Brief Case Manu- 
facturing Company. Other companies whose wares he sells in- 
clude Executive Furniture Company and Erie Art Metal Com- 
pany. Pat is well known by dealers and Travelers throughout 
the five states which constitute the district. 


Dan Schurz of Argus Camera Company was a visitor on 
January 11. He spent several days in Chicago conferring with 
specialty dealers and sales agents. He indicated he might have 
an interesting announcement to make in the future. 


A. (Bob) and David De Cou, manufacturers’ representa- 
tives, favored OFFICE APPLIANCES with a visit on Janu- 
ary 12. The two De Cous, father and son, travel the West 
Coast area out of San Francisco. Chicago was but a temporary 
stopping place on their trip which was to take them to the 
factory of The Leopold Company in Burlington, Iowa. Part 
of their time was given over to the study of new and practical 
office furniture merchandisers’ ideas. 


L. W. Evans of Evans Specialty Company, Inc., Richmond, 
Va., visited OFFICE APPLIANCES on January 14. Having 
a fertile mind that always is active, he has developed some 
household utilities and was in Chicago to attend the home 
specialty market. While interested in the market for most of 
the week, he still found time to promote sales activities on 
the company’s gathering racks, desk file, and other products. 
On the day of his visit, with the ground clear in and around 
Chicago, he telephoned Richmond and learned that he had 
missed a five-inch snowfall. 





Bates’ Product Prevents Forgery 

A small, but highly versatile, hand-operated numbering 
machine is right now doing a yeoman’s job in preventing the 
forgery of automobile drivers’ licenses. 

This numbering machine, developed and made by the Bates 
Manufacturing Company, is used by the New York State 
Motor Vehicle Bureau to validate all licenses issued by the 
motor vehicle department. 

The Bates Company, was called in by New York state 
officials several years ago to develop an entirely new type of 
validating system for licenses. At that time, state officials 
had uncovered forged driver and auto registration licenses 
on apprehended bank robber Willie Sutton. To clamp down 
on further fraudulent practices motor vehicle officials had to 
revise its system thoroughly. The Orange firm helped them 
accomplish this. 

In a short time, the Bates Company came up with a ma- 
chine that not only stamped the number on the license, but 
also embossed a code number of the issuing office that would 
stand out in relief against a macerated area. This embossing 
method, an innovation in the hand-operated numbering ma- 
chine, made it possible for all law enforcement officials to 
tell at a glance whether a license was a forgery or the real 
thing. 

In addition, the special New Yory numbering machine was 
able to imprint the state seal on the license which made for- 
gery of the license a criminal offense. 

This new system not only prevented the forgery of driver 
and auto licenses, but also assured the state of a uniform num- 
bering system. Just recently, California revised its licensing 
system, incorporating many of New York state’s new feature. 
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Artz N\ atal sxncuvien eae SAVERS 


New credenza units in personalized groupings 


Companion pieces to the executive desk should express the qualities of good taste 
and modern styling, while serving their owner's individual working needs. 





With its handsome new credenza line, Art Metal now provides the ideal answer -— 
cupboards, letter files, and open front or glassed shelf units matching the famous 
Art Metal New Century or Pace-Setter desks in construction, styling, and finish. 


Single credenza units selected for individual needs are grouped under one-piece 
flush tops, giving any desired combination the integral look of custom made equipment. 
Many styles are available. Flush tops are in widths up to 92”. 


ArT METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEW YORK 


For 66 years 
the hallmark 
of the finest 
in office 
equipment 





GENERAL OFFICE AND EXECUTIVE DESKS © CORRECT-SEATING ALUMINUM OFFICE CHAIRS © FILING EQUIPMENT © WABASH FILING SUPPLIES © POSTINDEX VISIBLE INDEX CABINETS AND SYSTEMS 
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IT TAKES TO DO 
ALL THESE JOBS SO WELL 





AIDS THE EXECUTIVE 


N-C is the smart-looking, executive-type 
Stapler — never awkward, never un- 
wh sightly. Its smooth, plier-type action is 
> pe oa always q-u-i-e-t. Portable, it stows away 
~ | A flat in any desk drawer. Executives and 
secretaries prefer it that way. 


SPEEDS THE FILING 


N-C requires no table-top or file-top 
pounding — it works right in the hand. 

a Besides, it’s so much easier to staple-while- 
filing. Faster, too. 


HELPS THE SALESMAN 


N-C provides easiest way to keep field 
reports, orders, memos, expense accounts, 
bulletins, price sheets in proper order. 
Convenient too, because it tucks away, 
flat and compact, into the briefcase or 
hip-pocket. 4 


SERVES THE STENO 


A] She keeps her N-C in the well of her desk, 

(de 5 leaving the desk-top free and clear. 

277 Quiet, easy-acting N-C invites constant 
use, guards against lost papers. 


BENEFITS THE HOUSEWIFE 
N-C provides the simplest fastening 





a 


\ 








7 method for countless uses. Replaces pins 
T= and glue. Reseals containers. Aids in 





\\ <sa sewing. Affixes name tags, labels, etc. 
a ro . 
Makes party decorations and favors. 


Remember — N-C Pliers and N-C Pinch- 
point Staples are engineered to go together 








...for better, easier, flawless stapling in 


offices...shipping rooms...stores... 





schools... factories ... and in the home. 








N-C Plier Type 
STAPLER 
“it just CL/CKS 







14 
4 
\t 


ie 


NEVA-CLOG PRODUCTS, INC. 


Bridgeport 1, Connecticut 


0. H. Davison & Co. * Pacific Coast Rep., 
609 Mission St., San Francisco 5 
Canadian Staples Ltd.—Montreal, Toronto, Winnipeg, Vancouver 
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DIEBOLD HELPS .. . Maintaining intercontinental Convair bomb- 
ers at peak for retalitory striking power requires up-to-the- 
minute inventory control. Here, Mrs. Lois Spencer, material de- 
partment employee at Convair, Fort Worth, Tex., checks in- 
ventory control! cards in Diebold, Inc., V-Line files for informa- 
tion on vital materials. Daily facsimile posting keeps such data 
current on more than 40,000 items. 





Eaton Paper Makes Sales Staff Changes 

L. G. Morris, Eaton Paper Corporation sales manager, has 
announced recent changes in the sales staff. 

On the retirement of Harry Allen last October | the terri- 
tory including parts of Illinois, lowa and Wisconsin was taken 
over by William H. Hinckley, a new man on the Eaton sales 
force. 

Similarly, the Massachusetts cities formerly by J. 
M. Halloran, who retired on January 1, were assigned to T. 
(Tim) J. Mahoney, who joined Eaton after being stationery 
department manager for Jordan Marsh, Boston, for several 


served 


years. 

Another sales representative, Edward J. O’Brien, has been 
added to the Eaton selling team. He shares the Northwest ter- 
ritory with Eaton veteran Norman Lincoln and will travel in 
Idaho, Montana, Utah and parts of Oregon and Washington. 





Arnot-Jamestown Publishes ‘‘Report’’ 

The first issue of “The Arnot Report,” a monthly house 
organ for office furniture dealers and their sales personnel, 
has been published by the Arnot-Jamestown Division of the 
Aetna Steel Products Corporation. 

The Report includes company news, factory information on 
additions and refinements to the Partion-ette line, details of 
unusual installations, and sales gimmicks developed by dealers. 

Also in the first issue is a feature on “Arnot and the ‘Big 
George’,” explaining the firm’s joiner work on the George M. 
Humphrey, largest ore carrier on the Great Lakes, and men- 
tioning its current major job: the U.S.S. Forrestal. 


Columbia Steel Appoints Puckett 

The appointment of Frank B. Puckett as assistant sales man- 
ager in its organization has been announced by the Columbia 
Steel Equipment Company. 

J. F. Emhardt, vice-president and manager of the 
company, states that Mr. Puckett has had extensive training 
and experience in all phases of the office equipment industry 
for the past two years. Prior to that time he spent several 
years as a regular army officer promoting and publicizing re- 
search and development items. 


sales 


Bay City, Mich., Firm Changes Name 

The Schemm Printing Company of 925 N. Water St., Bay 
City, Mich. has announced a change in name to Rush Sta 
tioners-Printers. 

This change, which came in conjunction with the firm’s 25th 
anniversary involves no change in management. The foundef 
is Richard G. Schemm and associated with the business are 
Robert R. Rush and Frank Hess. Featured are quality print 
ing, office supplies and office furniture. 
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A sound measure 

re) a 

industry’s 
importance . 


THE LEADING PUBLICATION 
IN A LEADING INDUSTRY 










































: An accurate gauge of an industry's importance 
iken 


sales J 


is the degree to which advertisers recognize 


OFFICE APPLIANCES 
that industry's leading publication. 


y J OFFICE APPLIANCES is proud that, ran ks 


o 7 once again, advertisers of office stationery, 
nery 


















all furniture and machines have placed it among the among oll 
leaders of all the country's merchandising publications. merchandising 
been In 1954, advertisers placed a near-record publications 
ter- number of pages in OFFICE APPLIANCES in total 
whe. —more pages than in all other publications advertising pages 
a 1 the field combined. 
Office Appliances’ rank among all 
nerchandising publications is a direct reflection of 
al the important part dealers play in making the industry e4 
the one of the country's largest and most important. 
lt reflects, too, the thoroughness with which 
n on OFFICE APPLIANCES serves the industry's 
ls ol key dealers, many thousands of them. 
‘a OFFICE APPLIANCES is proud that its consistent growth OFFICE APPLIANCES 
e M4 in advertising and circulation parallels 
men- the dramatic climb to a position 
of ee by one of the country's ran k S 
most progressive industries. 
man- among all 
mbia MONTHLY 
merchandising 
the a a publications 
ining 1955 in total 
ustry Maria xe advertising pages 
veral ; 
g re- J OFFICE. * 
APPLIANCES 
based on advertising tabulations 
published in Industrial Market 
Bay ing, January 1955 
Sta: 
25th | 
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THE BUSINESS 














MORE SALES 
AND ADDED PROFITS 
WITH THIS LINE... 











Kil-Klatter’s aggressive 





advertising reaches 
office managers, secre- 
taries, stenographers 

and typists through 


national office and 


Your typewriter*speaks 


ina WHISPER with 


IL-KIATTER 


You can make your office quieter and 
more efficient by placing Kil-Klatter pads 
under all your typewriters. Your typists 
will make fewer mistakes, and office 
efficiency will go up as Kil-Klatter pads 
absorb the shock and deaden the noise 
of typing. Fits all typewriters. 


business magazines... 
clears the way for 


sales for you. 


Plue 


these 
extra 
sales aids 


Absorbs the shock and deadens 
the sound of typing. 
Made from genuine OZITE felt, 
with dent-proof top and 
skid-proof bottom. 

Fits all typewriters 


and other office machines too e CATALOG CcuTS 


sq2s a 
AT YOUR STATIONER OR 
OFFICE SUPPLY DEALER 


IL-KLATTER 


NEWSPAPER 
MATS 


@ TWO-COLOR 
ENVELOPE 
STUFFERS 


~~. 
THE SCIENTIFIC TYPEWRITER PAD 


@ COUNTER CARDS 





“The Answer to a quieter office 
may be under your typewriters” 




















advertising campaign . . . To add sales, to add 
profits .. . add the Kil-Klatter line. 










Order your supply of KIL-KLATTER 
typewriter pads and free sales aids today. 








HAIR and FELT CO. - 


MERCHANDISE MART, CHICAGO 54 
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MISS FLAGSHIP . . . Promoting 
the Allied Ribbon & Carbon Co, 
Flagship line via _ television 
proved profitable for Walker. 
Johnson, Inc., Charleston, $. C, 
The firm introduced an attrac. 
tive masked girl to the tele. 
vision audience as ‘Miss Flag. 
ship—the Mystery Girl." The 
announcer stated that 
customers called Walker-John. 
son that they were asked the 
kind of typewriter used, the 
number of copies desired and 
the impression results hoped 
for so that Miss Flagship could 
design the carbon paper fo suit 
their needs. Calls for the young 
lady's telephone number were 
generously mingled with those 
for carbon paper. 








Art Metal Again to Reward Seniors 

High school seniors from the Jamestown, N. Y., area will 
compete again this year for Art Metal scholarships totaling 
$1,000, Algot J. E. Larson, Art Metal Construction Company 
president and general manager, announced recently. 

Winners of the $500, $300 and $200 awards will be selected 
through a half-hour weekly quiz program carried over WJTN. 


a local Jamestown radio station. The program will run from | 


February 15 to June 21 when winners will be announced. 
Ten high school seniors earn the opportunity to compete on 
the weekly quiz through preliminary competitive examinations 
given to all eligible Jamestown area high school seniors. 
This is the ninth year that Art Metal has offered the scholar- 
ships. As in past years, winners can use the money for any 
college or university of their choice. 





Clary Contest Stirs Keen Interest 

The Clary Multiplier Corporation’s second national sales 
contest to name the Star-of-the-Year among its franchised 
dealers has resulted in greater enthusiasm than last year’s 
successful competition, according to K. A. Adams, general 
manager of the dealer division. 

The contest, in which more than 400 dealers are participat- 
ing during a six-month period ending March 31, 1955, is 
based on the volume of retail sales measured against regular 


quotas. 
The winning dealer and his wife will be flown to Los 
Angeles to receive prizes, attend banquets and visit film and 


television studios in Hollywood. This year’s Clary Hollywood 
star is Terry Moore, 20th Century-Fox actress, who will host 
the couple at a studio luncheon. Four runners-up in the con- 


test will receive prize awards for themselves and wives. 





Eversharp Purchases Kimberly Corp. 

Eversharp, Inc., New York City, recently became a sub 
stantial majority stock holder of Kimberly Corporation, balk 
pen and ink manufacturing concern of Culver City, Calif. Com 
trol came by purchase of more than two-thirds of the outstané 
ing shares, it was announced by Fred J. Young, Eversharp 
president. 

The stock transaction culminated nearly a decade of inter 
company business association during which Eversharp and 
Kimberly pioneered in the ball-point pen field. 

Last year Kimberly completed construction of extensivé 
manufacturing facilities which expanded potential output @ 
meet the increasing demand for Eversharp products. 
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3 i ._ 
CONUS a 
NoGamble @ ee ow 


“10 come II’ |. 
Promotion! 





You can't lose / 
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Put your Cosco chairs 
right in the prospect's 
office on 10-day trial. 











Comes the lith day... ae DE geared 
pas aye” 
you make a sale! Pier Yee q 

























Get set for the hardest-selling office 
chair promotion ever! Here’s how it 
works. Your customer sees for himself — 
proves to himself—how Cosco chairs 
reduce fatigue, increase efficiency, boost 
work output. He is self-persuaded. He 
is convinced! 

Cosco unleashes the selling power of 
this campaign beginning in January in 
Newsweek, Fortune, Business Week, U. S. 
News & World Report. Plan now to get 
as much of this business as you can. The 
tie-in floor display is colorful, sturdy, 6 
feet high... yet. costs only $7.95. Order 
yours today. Put it up 
soon as it comes. Then 
start throwing “‘elevens” 
every time! 








See Nationally Advertised 


COSCO Sie 

‘@itaice 

at the N.O.F.A. Show, March 20, 21, 22 and 
23. Spaces 148, 149, 150 









ie 8) 
NO OBLIGATION! 





HAMILTON MANUFACTURING CORPORATION: Columbus, Ind. 
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Model Offices on Parade 


Offer a Complete Line 
to Close A// Sales! 








This popular Craftsman No. 2000 Chair 
is but ove of a well-rounded, complete line 
of finest quality Jasper wood crafted chairs. 

Eight new upholstered chairs and four 
new wood chairs meet the demands of every 
decorative motif . . . every budget. You 
create satisfied customers by giving them 
Jasper top quality genuine American solid 
black walnut, Indiana quartered oak and 
birch . . . in the chair styling and price 


range they desire. 





See the JASPER complete line display 
at N.O.F.A. Booths 48, 49, 50 (in 
connection with Jasper Desk and | ATTENTION-GETTERS . . . Pictured are several of the 14 model 
Thomas Furniture) at the CONRAD | offices set up for Farnham Staty. & School Supply Co. office 
HILTON HOTEL, CHICAGO — furniture and equipment show. 
MARCH 20, 21, 22, 23, 1955. An outstanding event in the history of Farnham Stationery 
& School Supply Company occurred on January 20 and 21, 
when it staged an Office Furniture and Equipment Show im 
MEMBER WOOD OFFICE FURNITURE INSTITUTE | Minneapolis. It marked the 60th anniversary of the firm and 
is the first of several “birthday” events planned by the com- 
pany, of which Robert E. Morrisey is President. 

Some 14 complete model offices were set up, furnished down 
to the smallest detail. Each used striking co-ordination of de 
sign, color and taste concepts, thus attracting every prospect 
to something. Each model office was provided with a mastef 
price list making all information readily available to the sales 
men. Another innovation was the use of picture strips to illus 
trate pieces of furniture not shown on the floor. Elmer Te 
Newstrum is manager of the office furniture department. 

[hese model offices ranged from simple reception-secretarial 
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the new 


QUILLETTE is the perfect writing inciemmment | 
and legal use... a disposable bat 

like a pencil and lasts ten tim 
Every boss likes the apoaradle because 
many ways, cuts office on fie 


operations. Nothing to fumble w 
Every employee loves the QUILLETTE—be 
writes dry—easily, instantly, legibly 


Cant leak, Blot, smear, transfer or fade. Fee 
_ light as a pencil because it rtridge 
actually locked in wood 

Get the facts about the QUILLETTE 

and its proved profit potentia!. Tie in with 
powerful promotions. Write for free sample 
QUILLETTE. .. and remember—for fine 
pencils, it’s Templar Duro Lead! 


RELIANCE 


ae a, Lod | Maelo i fel 7 wale. 


Mount Vernon, N. Y. 


looks like a pencil-writes like a pen 
sells like hotcakes! 
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PRODUCTS Wy 
for WC 
* RESTAURANTS ~—| 
e BEAUTY PARLORS | 


e SHOWROOMS 


e INSTITUTIONS, ETC. 
Complete line of 





e OFFICES 
¢ HOTELS 
e MOTELS 
e THEATRES 










COAT TREES 


WARDROBE RACKS | 


WALL RACKS | 


UMBRELLA STANDS 
. 


COAT HANGERS 


SAND URNS | 











SMOKERS | 
NEW! , 
FREE CATALOG 


WRITE TODAY 


for new free catalog of 
complete tine. Has large 
illustrations to show al! 
details, specifications, and 
rices, 


=~ > 











#14 Sand Urn 
List Price 10.00 











Wardrobe Rack 


GLARO MACHINE PRODUCTS CO., 


LINDENHURST; L. I., N. Y. 
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#300 Coat Tree 
List Price 10.50 ea. 
6 or more 


NC. 


rooms to impressive executive suites, each designed for effi- 
ciency, warmth, beauty and modernity in mind. Offices were 
laid out to scale, demonstrating economy in space as well as 
serving to set off the furniture to good advantage. Nearly 600 
viewed the show. 

Many manufacturers and designers were present to help the 
Farnham personnel in meeting the hundreds who came to view 
the show. The new office design department was announced at 
this time. A full time designer will give the business people an 
opportunity to have complete assistance in planning or in con- 
verting their offices. The addition of this department extends 
the facilities of Farnham’s to the sale of carpeting, draperies 
and the accessories to complete every office. 

The promotion of this event was an important part of the 
success. Announcements among business friends were issued 
some six weeks beforehand. Later, interesting invitations were 
sent out to all business people, which carried pictures of all the 
officers and sales personnel. As the day approached, the sales- 
men phoned or called on their prospects and invited them to 
come to the show. Cars were made available on the eventful 
days. A guest book was signed and each person was personally 
greeted and shown through the displays. Coffee and doughnuts 
were served all. 
















q ING PLEASE 
DR IVE - IN WINDOW. 


edicts BE cement 


. The as: of Shedien feuded 


MUSHING IN TO DRIVE-UP. . 
taking their turn with motorists beside a drive-in banking 
counter has become a familiar one in Anchorage, Alaska. Earl 
Norris, one of the founders of the Alaskan Dog Mushers’ Assn., 
here halts his team of Alaskan Malamutes while he cashes a 
check. The facilities used at the First National Bank of Anchor- 


age include the streamlined Diebold, Inc., Drive-Up counter, 
equipped to provide service in a rugged climate. 





Ist District Notes 


TAKEN FROM NET CLUB NEWS | 


EDITED BY JOHN J. DUNNE 


Travelers have learned with sadness the death of Wallace Taylor, 
alesman of Blake & Rebhan Company, Boston, and Mrs. Elizabeth 
Kehlenback. The latter, who was the ‘Bet'' of Charlbets, Hyannis, 
Mass., under the original owner, died in Hollywood, Calif. The 
Kehlenbacks moved to the Far West in 1950 after selling the busi- 
ness to current owner, W. John Braden. 


* &£ & & 


Miss Lois L. Hines, buyer for College Supplies, Inc., Hanover, 
N.H., has become Mrs. Moore and with her husband has moved to 


* &£ & & # 


been enjoying 


Harry (National Blank Book Company) > has 
, residing until 


the quail sh 7 down in Summerville 
April | at the Squirrel Inn Cottage. 

: * * * & # 
service were 


Ruth Burke 


Recent cipients of watches for 25 years of 


Charles F. Crowley, Adams Cushing & Foster, Boston; 


f Wards, Boston, and Tony Nicotera of Moore Pen Company. 
* *£ & & 
Dick Spiller has returned from Canada and is now a manufactur- 
rs’ representative in New Encland. A gd handling the products 
f Dorset Stee! Desk Company, Key » Steel Equipment Company 
snd Star T e Accessories he has beer eeking additional lines. 

His home ) Warwick Road, Brookline, Mass. 

OA—3 /55 
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Earl HE exclusive Shaw-Walker dealer leads the Perhaps you qualify for this desirable fran- 
= field with products available from no other chise. Right now there are a few cities in which 
hor- source, exclusive items that buyers want. we are willing to establish new dealers or make 
nter +, 

; , , . , : a change. Yours may be one of the cities. 

You can’t sell a Shaw-Walker Fire-File, Cor- 8 y — 

— rect Seating Chair, desk, filing cabinet or filing ieithmen 


system—aunless you first become an exclusive 
ES Shaw-Walker dealer. 


(EWS Shaw-Walker’s 4,000 items are easier for 
dealer salesmen to sell because they are 
matched in appearance and “time-engineered” 











sylor, = 

beth to help any user get more done, more easily, N ls 

The | more quickly. 

Today, the 300-page Golden Anniversary HAW- ALKE 

* * | Shaw-Walker Orrick GumeE simplifies selling 

‘dto | and is the biggest single source of dealer orders 

a in this business. Factories and Home Office—Muskegon, Michigan 
_ Prorir Etements oF Excrusive S-W FRancuise 
om © Best Known Trade-Mark ® A Single Source of Supply 
a © 4000 Time-Engineered Items ® Orrick GuiDE Selling 
ducts 


© Flow of Sales Helps © Extra Profits from Exclusive Items 
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Eat’ 


Write for full information con- 
cerning the new Victor desk stapler 
—today’s best value in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


1! : oe Se Fi 
MANUFACTURING 


COMPANY 


‘ast 95th Street Chicago 19, Illino: 








47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








Augusta, Ga., Beckons to District 4... 
Pictured is a fashion show beside the pool of Bon Air Hotel of Augusta, 


Ga., where the 1955 regional convention of District 4 will be held 
Fridey and Saturday, March 25-26. This spring session will feature a 
top-notch entertainment program along with the ‘‘Workshop Clinics” 
and an exceptionally fine program for the ladies, states Convention 
Chairman Raiford E. Rosson (inset) of Murphy Stationery Co., Augusta. 
A dealer's cocktail party and dance for early arrivals will be held on 
Thursday evening. Always a highlight is the Southern Travelers Club 
party which this year is titled “Top Hat Jamboree"’. It will feature a 
cocktail party, games, floor show and dancing. Graham Jackson, the 
NSOEA national convention hit musician of two years ago, will furnish 
music. The S$. T. C. party is being arranged by Archibald Ryan, presi- 
dent, together with committee chairmen, James C. (Jake) Hearn and 
Jim W. Cooper, Jr., entertainment; Mrs. Charles C. Hucke, decorations; 
Jess Haralson, cocktail party; George Slater, games, and Philip A. 
Rhodes, door prizes. The ladies’ program includes a ‘‘get-together" 
breakfast, a tour of Augusta’s lovely old homes and a millinery style 
show. A banquet and dance Saturday evening will close the convention. 


*¥ £ &€ €& F 

Bumped into Wyatt Seybt up Norfolk way and told me 
brother Jim is now back at the store for most of the day. Jim hada 
tough round with a heart attack back in November. That is cer- 
tainly good news but along with it Wyatt told me his dad had 
been in the spital with some kind of virus but » coming along 
Tine, 

All of thi nea Wyatt doing gouble JutTy @ 3 roaq man and 
tore keeper. Jim is now training a new man for the inside job so 
W. A. Seybt & Company sh uld have easier ailing now that all 
hands are back on deck and a new e to boot. 

* + & & F 

Didn't ‘bums nto this one just ran over him. John Schofield, 
A. W. Faber's new man in the area, was making his first ‘round. 
You'll like it down here, Jonn. 

* *+ + & F 

Marlboro-Herald Advocate, Bennett S.C., had a very nar- 
row escape January 8. The piant (newspaper) was just getting 
going on Saturday morning when the building decided to ‘get 
joing” t the fire department hadn't been just a few doors 
away the whole building would have gone up in flames. 

As it was there was considerable damage but \v ttle to the 
ffice supply section. Mrs. Kinney had carpenters and painter 
busy in a matter f hour after the firamen lett 

* *+ * * # 

The ) e Supply Ste re, Ahosk N.C., now ha new owners 
Two "Ed sve taken over* Ed Best and Ed Blanchard, forme 
buddies at Wake Forrest, are the boys to watch w. They w 
ave two men on the road and expect make thinas hum in that 


area. 

Maybe some of the other states in the dear ole Fourth are st 
coming up with new stores but THIS month North Carolina has the 
honors alone. It is literally “busting out al! over 

Aller O# ce 5 ipply Myrt e Beact movina p the treet af 

: i 
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CLINCHES SALE 


When Chas. S. Nathan, Inc., received word that the 
architects for the Beekman-Downtown Hospital were plan- 
ning to purchase a sizeable quantity of iiling cabinets, they 
went right to work selling the many advantages of Globe- 
Guard Files. A Nathan representative pointed out how the 
distinctive styling and design was in perfect keeping with 
the dignity of the hospital . . . how special construction 
features would mean longer service life. By demonstrating 
such operational advantages as Globe-Wernicke’s exclusive 
concealed trigger latch, ball-bearing roller slide suspension 
and easy-set follower, he convinced the people in charge of 
purchasing that hospital personnel could expect faster, more 


efficient filing. 





QUALITY 
ONSTRUCTION 





NEW YORK DEALER 


Seymour L. Nathan 
Chas. S. Nathan, Inc. 
New York, N.Y. 





Chas. S. Nathan, Inc., received the order in spite of 
being appreciably higher than the lowest bid. The sale 
totaled 142 “7000 Line” files. Here is a case in fact of the 
Globe-Wernicke reputation and name in action . . . a name 
which dealers find is their mainstay for steady sales and 
profits. It can be yours, too. For complete information on 
the Globe-Wernicke Franchise write today. Dept, A-35. 


<— =~, r . 
a _ ca. —_— q hie 
Sa Myre Pr ‘ L ‘Aan 
iad ’ a 4 a oT | 
~ “es = 
GLOBE-WERNICKE = {oI | 
Manufacturers of the x | | 


World’s Finest Office Equipment, 


Systems, Filing Supplies and Visible Records, 
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Cincinnati 12, Ohio 
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c c TW The space ry 
if Sean as | ed 
“ t t € naitioned, Farking 
i j 3 at the rear, and 
. « n the South. N 
t T r called Howa 


; 
N. 2nd St., w about Februar 
5 ‘ ws ah ter calle Nortt 
= , 
ea US. 17 a x blocks north of tt 
rne ne, measuring 30 x | 4 feet. 
. , 
the new tore wi naturally be 


and convenience for their customer 


A e department will be much in evidence a 
tw Jim Bloodworth and Bill Sparks, are Rem-Rand 

M npletely new neighborhood is quite a ver 
jue they w Jo well. Formal opening 


March |I5 at which time the developer 


y ‘put on the dog” with street dancing 

rking t nment, T.V. prize and lots of publicit 
* &£ & & & 

had a complete revolution" f ff; ~, 
y it of if with two brand new stores and 
brand Art Innes pulled out of the old Innes Book 
r firm, The Innes Book’ Store, Inc., at 515 
w Brida tion is all new, just a short distance toward 
Marine B town, and Art i one of the new jobs. 


et and besides office supply items Art wi 
and perhaps a few gift items. 


»d ana with plenty of convenient park 


k Store is keepin pace with Jacks nv 


The 1 7 Shop bought out what was formerly the 
nnes Book The Print Shor nsolidated it with the 
vpewrite ed the name to Carolina Office Supply, and 
oved ft new store at 628 New Bridge St. Now | ask 
n? They moved into the new deal 
there shortly after they were right 


npletely new building, too, and measure 
tled and straightened out the effect should 

A greatly expanded service department 
n will be a decided asset. Formal opening 
j for bot es will be announced later. J. D. Downs and 
6. L. Garrick t wheels’ behind Carolina Office Supply and 
t w. Best of everything, fellows. 


* &£ H& & & 


= te 


} Cookie" Meleck was amonast us again showing hi 
ew man, Bill Childress, how to sell Eagle pencils. You got a tough 


Bill, f n like "Cookie". B 


making his home in 


‘ ki it looks like the Atlanta Click wound 
You got Bill in the S.T's yet, Charlie? 

+ &£ & & & 

lete for the “shindia" in Auausta. The 

F iw » March 25 with the first of the regionals 


plugged nickel that SOMEBODY will read 
np on the ph and make his belated 
an never though, so they say. 

&¢ &£ & & & 
f "Inky" Sanford Lydiard I've had ¢ 
If this month. Come on back fellows—a 


ee u no more miss you—need 


Bainbridge Appoints Sales Representative 
Bainbridge-Southern, Inc., Charleston, S. C., wholesale sta 
tioner and distributor, has announced the appointment of Wil- 
liam A. (Bill) Keenan as sales representative. 
Under a 1 territory arrangement, designed to advance 
dealer interest 1 insure more frequent and complete sales 
stationers in North and South Carolina, Ten- 


Coverage ce) 


hessee, Florida, Georgia, Alabama and Mississippi, the addi 
tion of Mr. K in is expected to advance the company’s 
program 


Mr. Keenan has represented Bainbridge, Kimpton & Haupt, 
Inc., of New York City in the northwestern section of the 
United States, with his headquarters in Billings, Mont. He is 
now travelin new territory. 
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TAG & 
SALESBOOK CO. 


Factories at Ennis, Texas @ Chatham, Va. 
Manufacturers for Dealers Only 


Branch Offices and Warehouses at Hovs- 
ton, Dallas, Birmingham, New Orleans, 
les Angeles, Denver, St. Lovis. 
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If you Sell any of 
these Typewriters 


Royal : Underwood 





COOSSS SESE SEES HEHEHE HEHEHE HHH HHHEHHEHSHH HEHEHE HHEHSHSHHSSeEe 


IBM 





eoeeeeeeeeeseeeeeseeeseeeeeeeeeeeeeeeeeeeeeeeeeee 


Remington 


Mu TO-TY PAs ——— 


into an Automatic Typing Machine 


The Auto-typist will turn any office typewriter 
into an automatic letterwriting machine. It will 
enable a typist to turn out 100-125 average- 
sized letters a day per unit. 

Automatic typing will slash office correspon- 
dence costs. With well over half of business 
letter volume falling into the routine category, 
the saving offered by the Auto-typist method of 
precomposed letters or paragraphs should be 
brought to the attention of every cost-conscious 
organization. There are six models available to 


fit any size office. 


World's Largest Manufacturer 
Wow of Pneumatic Typing Machines 


American Automatic Typewriter Company 
Dept. 73, 2323 N. Pulaski Road 
Chicago 39, Illinois 


Write today 


for information Name 
about 
Automatic 
Typing, 
and How 
It’s Used Today City 


Company & Title 
Address 


Zone State 



















StH District Nores 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, 








OLLIE’S BIRTHDAY . . . Upper—A happy group in the new ‘‘con- 
ference room” of Stevens, Maloney & Co., Chicago, where 
George ‘‘Ollie’’ Stevens was feted January 31 on the occasion 
of his 55th birthday. Lower (left to right) — Bill Durschlag, 
vice-president; the host, with some of his gifts; Charley Ziesk, 
secretary-treasurer. Many of his friends dropped in to con- 
gratulate the veteran Chicago dealer, son of the first secretary 
of the National Stationers Assn. They found “Ollie” a good 
provider who welcomed this opportunity to christen the beau- 
tifully-appointed new room in the basement of the store. On 
the walls are many framed pictures which bring back mem- 
ories of NSA conventions in years gone by. An original draw- 
ing by Gaar Williams, famed Chicago Tribune cartoonist, is 
also on display. 


Great Lakes Travelers Club has launched another: year under 
the leadershir President Robert Reynell, Oxford Filing Supply 


Company whose business office is now at 750 Circle Ave., Forest 
Park, Ill. 
Club directors along with president Reynell are former presi- 


jents—Walter S. Lennartson, Office Appliances; Ken L. Reister, 
Minnesota Mining & Mfg. Co.; Donald W. Sharpe, Reyburn Mfg. 


Co. and Ken Henderson, The Carter's Ink Co. 
* &£ &£ & & 
Appointments made to some of the GLTC standing and special 
committees made by president Reynell are: 
Membership—Gordon Kickels, Smead Mfg. Co., chairman; Herb 
Fastener Corp.; A. C. Van Horne, Eberhard Faber 


chairman; Bill 
Murray, Geyer-McAllister Publications, co-chairman. 

Finance—Ray J. Eichenlaub, Service Stee! Products Corp., chair- 
man; Doug Allen, American Pad & Paper Co., Joe Falbo, Codo 
Mfg. Corp. 

Fraternal—Rus Ragan, American Pad & Paper Co., chairman; 
George Wilson, Mittag & Volger, co-chairman; Barney Way, The 


Carter's Ink Co.: Earl Hanson, mfrs. rep.; C. O. Schlaver, Office 
Appliances 
Constitution and by-laws—Walter Lennartson, Office Appliances 
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oe > IT’S EASY TO SELL 
?| Relaxation smsmecssssnsxue 


| — It’s just what the doctor ordered: a davenport on which to relax a few minutes after lunch. 

































+ 





aoe Ask your customer to stretch out on this luxurious extra long Gunlocke davenport. Watch that 
, ' -. ° ° ° 

| look of complete satisfaction as he rests his head on the pillow-arms that are foam rubber filled. 
' 










a That’s real relaxation! 

ister, | a 3 ; ; 

Mig. | And it’s comfortable to sit on, too. Here is a really fine 
x piece of furniture designed for all-around ease. 


a y ed , . Vi ; 2 J 
7 Yessir, it’s easy to sell the comfort of this modern ‘sit our Exhibit at the 


terb Gunlocke davenport because you're selling what everyone 
wants, what everyone needs in these days of tension and 


pressure: relaxation! 


man 


. .H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 


® 





National Bloke Book and You. Gabite| 
y \ —_ = ea | 
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{ new sales-making promotion to help 
National Stationery Salesmen tell 





the facts on Eye-Ease* ... sell more 


Eye-Ease* 


forms, pads, fillers. 


‘Easy on the Eyes” — that’s the big selling 
feature of “Eye-Ease”’. Its non-glare green paper 
and restful brown rulings reduce eye strain and 

fatigue . . . promote office efficiency. 

What else is easy on the eyes? Lovely ladies, of 
and the annual “Miss Eye- Ease” Selection 
both salutes your good customers — the ladies to 


cour;rse, 





Announcement Folder and Entry Form Include 
Complete Eye-Ease Sales Story 


Get a large supply of the Announcement Folders and 
Entry Blanks and: leave them for all the ladies in the 
offices where you call. You will also want to use the full 
Eye-Ease sales story on the Announcement folder to 
promote your Eye-Ease sales. 

Start out talking the “Miss Eye-Ease”’ Selection. You'll 
end up selling more Eye-Ease forms, pads and fillers 
than ever before. You'll win more sales and you may 
win a big cash award, too! 

See your National Blank Book representative or send 
coupon below for ample supply of Announcement 


whom you are selling all your lines — and dramatizes Folders and Entry Forms. 

Eye-Ease itself. 
Your part in the “Miss Eye-Ease” Selection will step-up = a ynual Addition to National Blank Book’s Sales 
your over-all sales program . . . give you a new sales P 4 Pp for its D 
approas h ._.. help get you better known in the offices romotion Program for its Dealers. 
where you call, And its theme “Easy on the Eyes” is an National Blank Book’s continuing sales promotion pro- 
easy, natural introduction to your Eye-Ease sales story. gram in behalf of its dealers includes quality products 


How Miss Eye-Ease Will Be Selected 


1. Ten Preliminary Winners will be selected from sub- 
mitted photographs by a Panel of Judges and each will 
be awarded $200. 

2. ‘“Miss Eve-Ease of 1955” will be selected from the ten 
Preliminary Winners by votes of National Blank Book 
stationers. “Miss Eye-Ease” will be awarded an addi- 
tional $1,500. 


Witt apm TV nil <latoeee 


with sales-making features schools for dealer's 
salesmen . . . regional warehouses for prompt dealer 
service ... dealer sales helps — bulletins, folders, mats, 
displays . . . and national advertising to its dealers’ 
prospects and customers. The “Miss Eye-Ease” Selee- 
tion is a new addition to this program and will grow 
each year as an important sales-maker for National’s 
Dealers and their Salesmen. Be sure you have a window 
display card, Announcement Folders and Entry Blanks 
for your salesmen. 






! 33 Water Street, Holyoke, Mass. i 
The stationers’ salesmen whose names | Phease send the following “Miss Eye-Ease of 1955” sales-making material: ! 
ippear on the Entry Blank of the 10 Pre- ] ‘ Quantity | 
liy inary W nners will each be awarded - 

$100. I Announcement Folders and Entry SS t”t~“( été C= | 
Fie esleemen whese wee oe Oe I Additional copies of this advertisement for your caleomen 0—“ *t‘(‘ i wns | 
Entry Blank of the selected ‘Miss Eye- | Announcement Window Display : OD ONE | 
Ease of 19 vill win an additional I ] 
$500. i FUOBUIAG ooo oo 050 0 0 0 0 bind ho a mie ike wi eenecine iets ep lp Wee el ann ge na \ 
1955 MISS EYE-EASE SELECTION | Company Name. ..... sccvvsesceses 0a0 ones tes 050040 oCbbe + che ensue hae en I 
CLOSES MAY 16th I MGIC... on. 0 0 5s chive 000 Ue Rinwge Ones ba die kelyy > s OA seen bre nese | 

All entries n be postmarked not later 
odin: 6 1955. ceived before ! + Tee Se TOME. 0:2! ee es! | 

i M ) ) and recelv ec vefore 


55 OA-3/55 
















@ What's everybody buzzing about ? 


@ Taylor Chairs for’55, of course! 


See tiem at the 


NOFA CONVENTION | 


Goott H0.98 
Conrad Ailton Hotel 


CHICAGO 
March 20, 21, 22 and 23 


‘we Taylor 


CHAIR COMPANY 


Bedford, Ohio 
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hairman; Don Sharpe, Reyburn Mfg. Co.; Ken Reister, Minnesota 
Mining & Mtg. Co. 

Auditing—Ray J. Eichenlaub, chairn Tom Gillice, Rockwel 
Barnes Co.: John A. Gilbert, Office Apx © 

%*¥ + & €& & 

 . 


Jerry Henningson, Joseph Dixon e Co. been ap- 
nted chairman and Rus Ragan, American Pad & Paper Co., 
hairman the June golf tournament. The date Thursday, 
e 9. The place is that popular golfing spot, Rolling Green 


Country Cluk 
+ £ &€ & & 
Homer Smith. tto, Inc., is the chairman of the annual GLTC 
ales rally. He has received clearance for the Thursday, May 19, 
date in the Waldorf room of the Conrad Hilton Hotel. More about 
that later. 
*¥ + & & & 
GLTC has two “legs on the NSOEA membership trophy. 
Heading up the effort to win this d mug tor the third time 
and thus gain permanent possession are Don Sharpe, Reyburn Mfg 
Co., chairman, and Ken Henderson, The Carter's Ink Co., co- 
chairman. 
*¥ + &€ & & 
Governor Art Finger, S. J. Olsen Co., Milwaukee, Wis., hasn't 
been hibernating this winter in the land of the Braves. He's been 
working hard on plans for the District 6 regional convention May 
|, 2, 3 in his home city and announcement is made elsewhere in 
this issue of a convention pre-planning meeting. Get your reserva- 
tions in now et the Wisconsin Hotel. 
* ££ &£ & & 
Added to the membership rolls of GLTC are Glenn Potts, 
Waterman Pen Co.;: Alfred A. Schumacher, Waterman Pen Co.; 
W. N. Small, Johnson Chair Co.; Jerry McLennon, McLennon Pen 
Co.: Mitchell K. Markovich, Tops Business Forms, and Merwin Me- 
Kibbon, Elmer Krumwiede & Associates 
* ££ &€ & & 
to Mr. & Mrs. John Smythe, Geyer-McAllister 


Congratulations 
February 7 observed their 25th wedding anni- 


Publications, wh 
versary. 
+ &£ & & & 
Byron Johnson, dealer of Kankakee is reported to be im 
proving in heath and is now spending some time daily at the 
re 
m %* %& & & & 
Russell Ragan's telephone number DEarborn 2-1631. It was 
incorrectly listed in the recent GLTC bulletin. With Russell chair- 
d number to know. 
* £ &€ & & 
A new arrival is reported in the household of Mr. & Mrs. Donald 


! 
rn 


man of the fraterna! committee it's a g 


E. Bruggemeyer, Moore Business Forms 
%& &£ & & & 


Now beginning her second quarter century in the stationery 
business Mrs. Jattie Wilkinson Baumgartner, operating Wilkin- 
son's in Kewanee, Ill. Her 25th anniversary in the industry came last 


Yctober to be exact. 
*¥ + & & & 


LET'S FOAM AHEAD !N MILWAUKEE 





SAFE DERBY WINNERS . . . Two winners in the solid gold min- 
iature safe derby conducted by Meilink Steel Safe Co. are Len 
Rempala (left) of Office Furniture Clearing House and L. P. 
Fraser of Indexing & Equipment Co., both of Chicago. They re- 
ceive their awards from H. G. (Hal) Johnsen (center) of Gun- 
vir Industries, Chicago area distributors for Meilink products. 
Mr. Johnsen is wearing one of the gold safes on his tie chain. 
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| CELL LIBERTY'S 
EASY SET-UP... 


Take a Liberty Storage Box out of your stock... 





give a fast-action demonstration of how it 
can be set-up in a matter of seconds and 















* | you'll make a quick sale. Point out that 
ot Liberty Boxes are shipped flat for convenient 
— storage until needed . . . are of one-piece 
construction with no loose 

* parts. These convenience 

~ selling points 
Ac. practically sell 

“ Liberty Boxes out 

ter of your hands. 

. SET-UP 
3 and 

a BIGGER SALES! 
| . 
7 with this and other 





Sell Liberty. 
RECORD STORAGE BOXES 


. AND PROFIT —by selling a quality product that promotes 
) the good will of satisfied users and builds repeat orders. 


. AND PROFIT —because Liberty Storage Boxes, once sold 
ore immediately deliverable, require no servicing, are com- 





DELIVERED FLAT, convenient for 


SYSTEMATIC LABELS cre factory 
applied. Gummed title strips fur- 
nished at no extra cost for uni- 
form heading on each label. 


storage until needed. No loose 
parts, one piece construction. Set 
up in seconds. 























pletely trouble-free. 
. AND PROFIT —because your customer is sold eneicty what re! WK RAS > 

he wants from the 25 stock sizes available. Boxes ore packed 2 4 i fol Ges °o 
flat in carton for low shipping costs. . rf \\ ; 

. AND PROFIT — because Liberty Storage Boxes are a quick- 5 PI. il f MN My SS : 
jutting, volume-producing line. ‘aS l Wy >\\ - —= 
DISPLAY LIBERTY BOXES PROMINENTLY . . _. THEY'RE SALES- A A. AE = 
LEADERS, TRAFFIC-BUILDERS, REPEAT ORDER-GETTERS. ES Hl 











nin- 
Len 


re- 
jun- 
scts. 
ain. 








Send for our New Catalog, prices and discounts. 





— SERVING STATIONERS SINCE 1918 — 
720 South Dearborn St. 
Chicago 5, Illinois 
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SPILL-PROOF PROTECTION. 
Cord fastening compensates for 
strain ... prevents contents from 
spilling and disorganizing if 
dropped. 








QUALITY CONSTRUCTION of 
highest grade, moisture-resistant, 
corrugated fibre-boord. Rein- 
forced at all points of strain . . 

with quality fittings throughout 
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e wherever office desks are used... 





ti 


» there’s the Right JACKSON DESK to do the Job! 


The Baltic Series No. CF8078 


ae 
if, 


in an Executive Office In the modern tempo, the Office Master Group of JACKSON DESKS 


Write for YOUR copy of 
this interesting booklet 
—without obligation or 
cost. It can mean in- 
creased furniture sales 
and increased profits 
fo you. 


i QFFILE FURNITURE’ CoO.— 


154 








harmonizes with the sleek efficiency of modern office decoration and 
design. There is an Office Master Desk for practically every need 
in business . . . each unit whether for executive or secretarial use 
offers the utmost in comfort and utility. Just a few of the many 
features are: File drawers on Nylon Roller Suspension; completely 
matched Walnut Exteriors; Tapered Posts; Convenience Drawer be- 
neath typewriter compartment; Tops curved three sides :: Ample 
knee space, etc. Write for the new JACKSON DESK CATALOG 
NO. 50 showing the complete line. 


JASPER, INDIANA REPRESENTATIVES 

James H. Davison—l4725 Aloha Avenue, Saratoga, Calif. 
Marion V. Follin—220 Fairbank Road, Riverside, Ill. 
George B. Wray—130 W. 42nd St., Rm. 819, New York City 
J. A. Wallace, Jr.—5732 Speedway Dr., Indianapolis, Ind. 








L. H. McDaniel—i414 W. Tucker St., Fort Worth, Tex. 
Fred P. Brouwer—741 Laure! Street, Longmeadow, Mass. am 
K. R. Baker—4529 S. Fairview, Downers Grove, Ill. 

D. T. Ryce—P. O. Box 135, Orange Park, Fia. 

O. A. Gregory—2402 Curtis St., Rm. 201, Denver, Colo. 

R. C. Maynard—7649 Tomahawk Rd., Overland Park, Kans 
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7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN. 








‘Every man owes some thought and effort to the upbuilding of 
the profession to which he belongs”. 

—Theodore Roosevelt 

&# & &@ & & 

: upcoming at Duluth May 27 and 

. There will be something doing May 26 


7 ¢ ° 
+ ; + meeatinea c 
; ‘ ey 2 no is 


M\ i 30 it you would like a nice vacation. 
%& &@ & & & 
The Farr nery & School Supply 60th anniversary office 


st outstanding success. Held in the 
it did much in the advancement of our 


7 equipr Tt V¥ was & mo 


+ £+ £€£ & & 
ub had good meeting at the 
sapolis January 29. The next ones are set 
for Februa March 26 and April 30. Try attending some time. 
t May meet ise of the Duluth convention. We will hold 


a usUa 


anothe 


nal 

* *&+ & & £ 
Edward R. McCardia 
Peninsula of Michigan. Henry 
ong with other states but he's 


¥ ' 
he Aut mpany announces that 


und Upper 


| 


Ww nandie 
Huette for: territory a 


’ xe & & 


THE LATCH STRING IS STILL OUT. HELP THE OTHER GUY. 


Horder’s Announces Promotions 
of Store Managers, Assistants 


i Horder’s Inc., Chicago office supply 
and equipment firm, has made a series 
of promotions among its store managers 
and assistants, according to Harold W. 
Jacobsen, president. 

Heading the list of promotions was 
that of Homer Schulenburg, long-time 
employee, who was named to the newly- 
created position of sales manager of the 
furniture-systems division, reporting di- 
rectly to the president. 

“We feel that Homer’s 33 years with 
the company, his experience in practically all of the sales 
positions, as well as in some of the buying divisions, in the 
company equip him excellently to head up this division in an 
aggressive and dynamic fashion. We are looking forward with 
great optimism to a truly banner year in our furniture-systems 
division under Homer’s leadership,” says Mr. Jacobsen. 

The promotion of Mr. Schulenburg started a chain reaction 
among managers and assistants, and the present location of 
the managers is as follows: 

Otto Schaefer—149 E. Ohio St. 

Roger Stearman—101 W. Washington St. 
Casimir Grzesik—Merchandise Mart 
Ruland Mergler—184 N. Wabash Ave. 
Sylvio Moscardini—568 W. Jackson Blvd. 
James Mitchell—60 E. Adams St. 
George Harig—111 W. Adams St. 

Mr. Jacobsen also announced the promotion to manager of 
the store at 324 South Dearborn St. of Robert Block, formerly 
assistant manager at the Ohio St. store. In addition, Ted 
Mezydlo, formerly outside salesman at the Merchandise Mart 
store, became assistant manager of the Ohio St. store, and 
was replaced by George Colburn of the Mart store staff. 


PLS 





H. SCHULENBURG 








ideal Appoints Ontario Distributor 

Sterling Stamp & Stencil Company is now the exclusive dis- 
tributor for Ideal Stencil Machine Company products in the 
province of Ontario, Canada, it is announced by Donald T. 
Auld, Ideal sales manager. 

Warren R. Schram is president of the Sterling Company 
located at 74 Carling St., London, Ontario. Frank R. Crossman 
and Jack W. Smyth, both of Sterling, will be in charge of 
contacting dealers and consumers, respectively. 
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mm) Over 12,000 Folders 
re) =| at your fingertips! 
| in a MEOBAUER 


ea 






Designed for insurance 
companies and other firms 
with a large number of active 
accounts, the Neubauer Open 
Shelf Filing System provides a 
tremendously increased capacity 
over standard filing systems. . . 
and at a lower cost too! An in- 
stallation of four double files as 
illustrated handles more than 
50,000 folders. 

Both single and double files 
have seven shelves with variable 
compartments and provisions for 
an index system. 


“TWIN POST” 
Adjustable Steel Shelving 


The one shelving with the strength 
and fine appearance for most 
office, storeroom and warehouse 
shelving needs. “Twin Post” 
corners are shaped for rigidity— 
hold shelves in line. 








“TWIN POST” 
all steel Utility Table 


Two standard sizes, 30” high 
| with two shelves. Many other 
| sizes available. Baked on Bd 
| or green enamel. Shipped KD. 





18” x 36”—List $15.95 
24" x 48” —List $19.50 







2017 CENTRAL AVENUE 
MINNEAPOLIS 18, MINN. 











StH District Notes 


IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO, 








MEMO FROM THE GOVERNOR'S Df 
Join the band and lend a hand—May 
and 6—Wichita, Kans. See in acti 
ISOEA president Leonard Wilcox 
Points. nanager Homer Lay. And don't forget t 
pre-planning meeting in Wichita on Mar 


and 19. Alive in "55 for Wichita’ 


RAY BALDWIN 

+ £ &€ £& & 
Congratulations are in order for Homer Lay in his appointment 
he Paul Burbank family NSOEA. Homer's appointment as man- 
ated post in NSOEA, will bring to Washington a 
ung man with a great deal of administrative ability and know 
f the problems of Mr. Stationer. 

en vice-president and manager of Duke, In 
since 1946. He was elected lieutenant governor ir 
ion general chairman f 1955. We wish Homer, 


Libby", and two dauaght and son a great deal 


their new venture. 


rr, @ newly 





omer hé 











+ & #& & & 
mpathy to the family David Koeller, Jr., who 
Mr. Koeller was pre f the Blackwell-We 
Louis, Mo. He started with Blackwell many 
» boy, rising to the | ffice of his company 


tf hard work and longa ! 
* + &£ & 


A iation on January 





: ice Furniture Dealers 
slected the f wina officers for 1955 
Dale Warning, president 

Clark Peeper, vice-president 

Joe Yawitz, treasurer 





H. A. Steger, se retary 
The above as: ation “holds its meeting the second Monday 


n luncheon, York Hotel, St. Loui 


U 


*¥ &£ & & F 

happy to see Phil Webster of the Comfort 

& Sta y Company, St. L Mo. back on the job 

ACE LOCK Phil has beer away several months due to illness. Good luck, Phil. 

PRIVATE STRONG BOX * £ & 

e-president, Midwest Travelers, 8th Region, and 

sntative of Minnesota Mining & Manufacturing 

misfortune of fallina the ice and breaking 
hope you are off ir crutches soon. 

* &¢£ & HF & 


JT eeting at 





f NSOEA wi 
Wichita, Kan., M 
c itv, M to Wi : 
road, Friday 
et under the Big 


Transporta- 


. The sched sie: 


Kansas City 





Wichita 3:00 


$25.00. Send reservat Ray Kline, Security 


1017 McGee, Kansa y, M 
* &£ & & F 


VIEW THE NEW 


berts Printing & Stationer 


DRAWER LOCKS tchinson, Kan. 

smco Business Suppli 
fferson City M 

security Stationery C 

Write for our Engineering co operation is 2Nsas City Mo. 

House of Wren, 

lahoma City, Ok 

ng Office Supply 


as City, Mo 


2024 N. RACINE AVENUE © CHICAGO 14, ILLINOIS 
t a board f d meeting 


directors 


complete catalog. ovailable without obligation. 
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THIS DESK HAS SEEN ASSEMBLED FROM COMPONENT PIECES OF THE MODULAR GROUP DE 

DNS MANUFACTURED BY LEHIGH FURNITURE CORPORATION, 16 EAST 53RD STREET + NEW YORK | 

— ' ‘ 


. ~ - _—— 
J . 

s 

4 


SEE LEH/GH’S COMPLETE COLLECTION OF SEATING PIECES AND TABLES, SPECIALLY DESIGN 
FINE COMMERCIAL INSTALLATIONS, AT THE NOFA SHow. STARTING MA 4 20, 1958, 


: 
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‘STATIONERS — DEALERS 
— ATTENTION — 


INCREASE YOUR SALES 
AND PROFITS 
WITH 
ONE TIME CARBON 
INTERLEAVED FORMS 


NATIONAL LITHO 
] CUSTOM 


rani & 


3 STANDARD 
Giniibves & SINGLE ‘SET 
FORMS 


MANY STYLES OF FAST MOVING 
STOCK ITEMS 











THE MODERN WAY TO MAKE CARBON COPIES 
OF LETTERS AND OTHER DATA 





INTEROFFICE MEMOS 
THAT SPEED INQUIRIES AND REPLIES IN THE 
MODERN OFFICE 


ALSO 
BILLS OF LADING — W-2 FORMS — 
BLANKS — AUTOMOTIVE REPAIR 
ORDERS — ETC. 

WRITE TODAY FOR PROFIT MAKING 
— DATA & SAMPLES —_ 








NATIONAL LITHO FORMS CO. 


18423 EUCLID AVE., CLEVELAND 12, OHIO 














Company held January 20, Clyde K. Murphy was elected president 
f the company, wholesalers of gift goods and school supplies, as 
printers and lithographers, to succeed David 
Koeller, Jr., who died suddenly on pnaee y 12, 1955. Other officers 
f the company are Ferd Meyer, vice-president; E. C. Klick, treas- 


urer, and Senedd Hadden, secretary 


well as commer a 


*& &£ &£ & Be 


Jim Lang, formerly with Junction my fice Supply Company, 
Junction City, Kan. is now sales manager of Thatcher, Inc., Topeka, 
Kan, 


*¥ + € & & 
f directors meeting of the Schooley Printing 
Kansas City, M Willard Harrison was 


At a recent board 
& Stationery Company, 
ected vice-president. 


Seen in St. Louis, Mo. recently 
Keith Gorden — Box & Pease Company. 
Bob Heck — Eaton ~seed Company. 
Loyal Carlon — Bates Manufacturing Company. 
John Teach — Eugene Bae 
Geo. Witte — White & Wyck 
Herman Davenport — Goodrich Rubber Company. 
Carl Shutz — Eagle Pencil Company. 
Burtis Bloom — Western Tablet Company. 
* &£ &€ & & 
Dur de t sympathy te the fami f Frank Cooper, who. was 
resident sf “Cc do, and Harrison Cooper, with« Associated Sta- 
tioner B th br Tners recently passea away within a tew weeks of 
each other 





OrH District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 








Many thanks to Ray (Esterbrook) Howard and Bob Strafford, Ill 
for taking time to send several notes. Are there any others who 
also would like to contribute? 

+ & & & & 

MOVES AND NEW ACCOUNTS—! hear that R. Orr Beamus, 
formerly of Oklahoma City, is associated with Travis Office Supply 
Co. at 316 N. Presa St., in San Antonio, Tex. Orr recently has been 
representing Stationers Distributing Company in Oklahoma. 


Groves Bookstore and Office Supply is a new account at Groves, 
Tex. with a complete line of supplies. Clarke & Courts store at 
Beaumont, Tex., has been closed. Ray Womack wi ntinue to 


rking from an office. 

%& & & & F 
Lamb Printing & Stationery Company, 985 Orleans, Beaumont, 
Tex., is being mpletely renovated, with air conditioning and new 


represent Clarke & Courts at Beaumont, we 


ghting. 
G & S Office Supply Company at 1216 Lincoln, Laredo, Tex. 
has been sold by Max Mandel to Bob Levy from New Orleans, La. 


All hands at E. Szafir & Son, at 38 y Liberty St., Beaumont, are 
n of their new building on Main St 

* &£ & & & 
Stationers Inc. 1426 Main Street be usTtTon have taken over 
Main St., where they are installing a complete print- 


awaitin 3 complet 


pace at 1420 
ing plant. 
C. E. O'Kelly has ! 


eft Pender Company at Abilene, Tex. and 


tarted his own business under the name of O'Kelly's Office Supply, 
st 330 Chestnut St., Abilene. Catalogs are requested from manu- 
facturers. 

Clarke & Courts, will move their Houston operations from 1210 
West Gray + ew building on the Gulf Freeway. All plans are 
nade 


* *£ & & & 
f Amarillo 
m Mayo's 


alesman for Kerr Paper Company 
f Lubbock, Tex., has just returned fr 


ant two operations 


Babe Eee, 
and working 


inic. He ur Jerwe 


_ Dewey poy is oe on the buyer's desk at American Printing 
Company at Galvest ‘Bill Chancellor, Jee f West Texas Office 
Supply fet any at “Midland has ju hed a new home. An 
addition to the family is expected in the Spri ng to keep his two 

B. Cox, from Suags Office Supply Company at Dallas is the new 

yer at The Cargill Company at Houston Dusty Rhoades has 
become a iated with Wilson Stati ry & Printing Company, af 
Houston. 

* * * * F 

Willis Lowe is back at his desk at E. L. White Company, in Fort 
Worth after a heart attack. He feeling fine but taking things 
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R.C.Allen dealers will tell you... 





YO) :S Se SS oe 8 oO 
MEAN GREATER SALES AND PROFITS 


And every R. C. Allen office machine offers 
your customer all the most-wanted, advanced 
features at lower cost than ordinary machines! 
These features sell themselves to your 
customers .. . build bigger profits for you with 
faster turnover and increased sales. 








R. C. Allen machines are the leaders that 
give you more to sell at lower cost ... and 
live up to the R. C. Allen tradition of unrivalled 
quality, value and versatility. The independent 
office machine dealer’s greatest profit opportu- 
nities wear the R. C. Allen name. 





ADDING 
MACHINES 


Hand and electric models for every 
use. Built for exceptional speed, 
ease of operation, unfailing accu- 
racy; triple visibility leaves no 
room for errors. Credit balance on 
some electric models. 








rable construction, easy operation 
a wide range of service features for 
try type of business, usually found 
ly in more expensive machines. Both 
etric and hand models handle multi- 
P transactions. 











BOOKKEEPING 
MACHINES 













=MACHINES = 






TYPEWRITERS 


The ultimate in typing perfection. 
The VisOmatic Carbon-Ribbon Type- 
writer, for executive correspond- 
ence. Sharper impressions than with 
silk ribbon . . . at lower cost. Ideal 
for critical work and reproduction. 


‘ 


Commercial, payroll and bank models 
designed to save time, effort and elimi- 
nate errors. Easier to operate, fully 
carriage controlled with automatic print- 
ing features, fast, easy alignment and 
complete posting records. 






R. C. Allen is the only manufacturer of business 
machines selling such a complete line of models 
through independent dealers everywhere. 





DETAILS! Write today to the factory sales division for 
information and literature on the complete R. C. Allen 
and facts about a “‘profit partnership” for you. 


A FEW EXCLUSIVE TYPEWRITER AND CASH REGISTER TERRITORIES ARE STILL AVAILABLE 


R.C.Allen Business Machines, Inc. 


663 Front Ave., N. W., Grand Rapids, Michigan 














t | have had plenty of experience in this department. 
@ way 0 0 part Taylor i ccupying the buyer's desk at E. Szafir & Son 
wn "ny st Beaumont. Sam Patterson has left the Fort Worth branch of 
Carpenter Paper Company to become store manager and buyer 
| for Texas Office Furniture Company, at Dallas 


The Bonner Company at Corpus Christi, reports the following 
hanges: C. B. Rowe, from buyer to sales and promotion manager; 
| §. L. Johnson, formerly with Steck Company, Austin, as store man- 
| ager and Jack Bonner, Jr., as buyer. 
f * * & & # 
times aster Sam Jones is buying and Russell Echkoff is the manager of the 


Maverick-Clarke Company at Brownsville and Phil Adenia ha 


taken over the rnanaqemer of me Bair C ~ Austin. 
than by hand =e Fort Wort Blue hae Company, at 309. Main St., Fort 






Worth, plans to put in a complete line of office supplies and would 
k have salesmen call. 
‘Clarence Thornbrough has taken Sam Patterson's place in calling 
ne Dallas dealers for Carpenter Paper Company 
"Charles Lotchem Il was born to Mr. and Mrs. C. F. Latcham I! 
f the Beeville Publishing Company, at Beeville, Tex 
is with reqret that we report the death of Harrison Cooper, 
iend and fellow Traveler. He had represented Associated 
Supply tor many years and we will miss hin 





14th DISTRICT NOTES 


Jack Ellis, Correspondent 


e LETTER Box 722, Manhattan Beach, Calif. 
What did | tell you a couple of months ago? All the wheels 
sre here, including one of my wheels, Cy “Flash” Lungren, and 








There are a dozen prospects Sok ice aoe, aaultieds athens seas ie eeatihee aan 
for a Scottie Letter Opener for nighty te ee ee eee 
every single one who can use one %* & & & 
of the larger, more expensive Only $105 We Travelers are getting ready for our big sales rally at the 
machines. Thousands of smaller 5.0.8. FACTORY ee ree, neee _ i —— v0 Hest pt ng ~— 
businesses, as well as lots of Sapa hee le cra ey tage el ten spo nr eS oe 
large offices, offer an untapped — Pe Roy Baughman is on ha gram + ; and if he takes down 
market for this speedy, low cost (Prices subject to change with laryngitis, | happily will take over. Jim Cahill sys | have a 
time-saver. wihewt astes.) terrific ba snd he should know after the wonderful dinner he 

Retail stores . . . insurance and © Opens 200 to 300 Ss 5 eee oe ma — “s . Da Sy 
real estate offices . . . banks and ee Gar epee. qualified” on the strenath of my voice. Gerry Whitcomb from 
factories . . . all will be inter- @ Opens all sizes of the Northwest also was there and judging from his waistline, his 
ested on sight. Wherever time is envelopes. ——— Eee aeneane 
money—that’s the place for a + Gh one Peter "that's my boy" Masterson took off for Mexico last week- 
Scottie. oe a end to celebrate his birthday. Peter did not want people stateside 

The Scottie will open 200 to | © Designed and priced | {0 Know oof this milestone but | belive it was No. 40. We should 
300 letters a minute—30 times for offices receiving have more like him in our industry. 
faster than by hand. Gets the as gaa otters George Lazier and his charming wite were over tor dinner 
mail open and the office off to ee ee Oe See © er rer their trip through 
a fast start. Clips a clean slice a =u pe am gone a ve co said the only thing really interest- 
from all sizes of envelopes with- and medium sized eer eT eee %* % & & # 
out cutting corners or damaging —— Travelers seen about town hustling orders: Jack Turner, Al 
mail. Weighing only 9 pounds, eee "Eagle" plants Ed Cooper, Joe Davis, Vic "Ase" Hall, Henry 


Palmer, Joe McDonnell, Bill Moreau, Chuck "Latex" Saggau and 





—you can carry it anywhere. @ If you are experi- tac Pt 

There’s nothing like the Scottie enced in specialty Tat af the tens dal they were just making good will calls. 

Letter Opener for steady, per- —— All were worried about the approaching income tax deadline. 

manent profits. territories are open. J e Davis was w rdering if speeding tickets were deductible 
Chuck Sagaau was wondering if his new baby girl was. 


Sorry to have to run, but my wife said it was time to take my 


ARNOLD MAC KENZIE, INC. sun bath. : 


* *+ & & & 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. "Down Here Where The Hand Grip is a Bonecrusher" 


Milton Reiss Joins Arnot-Jamestown 
Milton Reiss has joined the Arnot-Jamestown Division of 
3133 Overiook Drive, Minneapolis 20, Minn. in > ‘ ation as N vo w rk 
@ 10m experienced in cales of specialty office equipment. Send Aetna Steel Products Corporation as ! fetropolitan Ne Yo 
full information on Scottie Letter Opener. My territory is: e sales manager, it is announced by Nathaniel D. Arnot, ex- 
ecutive vice-president of Aetna. 





ARNOLD MacKENZIE, INC. 





0 OE ee eee e . ; i ; 
Mr. Reiss will be in charge of sales for Arnot Partion-ettes 
en, HERES ba ees ere oe - as ene eae ihe ary * and Office-ettes, modular furniture and office partioning equip- 
Es hs conidia Kadina teen eeneeee year eee ment. For the past seven years he has been associated with 
e = : - . . 
NE as ae eee. eee Pru. Ikin Brothers, New York office furniture and equipment 
eeeeeeeeeweeee¢e ee e firm, as head of the Arnot products department. 
160 OA—3 /55 
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Warlds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Introducing 
SPEED-O-PRINT’S 


LIBERATOR MODEL SOO ELECTRIC 


td 


SPEED-O-PRINT CORPORATION |! 
1801 W. LARCHMONT AVENUE «+ CHICAGO 13, ILLINOIS Y 
a), 


e 
‘. 
i 
, 







> 







f, 
- 




















MEILINK’S NEW NO. 4 and 5 
*¢” LABEL SAFES 


ubic capacity these new, con 
the lowest priced safes you can 


‘Write us for price list and com- 


mpare—then prepare to cash 


Capacity 3825 cu. inches. 
Inside height 17 , width 15 , depth 15 


Approximate shipping weight 390 Ibs. 


\ Capacity 4500 cu. inches. 
MODEL 


: Inside height 20 , width 15 , depth 15 
No. 5 } 


Approximate shipping weight 430 Ibs. 


NSTRUCTION of double steel walls, elt 


ilated with exclusive Meilink! 


ME COLORS gray. preer 


LABELS: Underwriters’ Class "C"’ one-hour label, T-20 bur- 
glary label, relocking device label; as well as S. M. N. A. label. 


STEEL SAFE COMPANY 


EILIN 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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Kansas Book Dealers Convene; 
Salesmen Hold Spring Market 




















KBDA, Spring Market Photos by Dave Neuhaus... . 


1. 


Officers of Kansas Book Dealers Assn.—Calvin E. Markwell, Mark- 
well’s Book Store, Hays, Kan., president-elect; Mark Godding, retiring 
president; Mrs. Bess Tensing, Tensing’s, Atchison, Kan., treasurer; O. 
B. States, Palace Drug Co., Dodge City, Kan., president. J. W. Flaming 
(not shown), Brown Book Company, Wellington, Kan., was elected 
vice-president, 


. J. L. Hardisty, School Specialty Supply, inc., Salina, Kan.; Mrs. & Mr. 


Barnes, Advance Office Equip. Co., Kansas City, Mo.; Virginia Tons- 
ing, Tonsing's, Atchison, Kan.; Mrs. Carl Hay, Held’s Drug Store, 
Clay Center, Kan.; Frank Browne, Binney & Smith Co.; Mrs, Bess 
Tonsing, Tonsing’s, tchison, Kan.; Bill Kresge, Binney & Smith Co.; 
Mrs. Cook, Cook's Drug Store, Clay Center, Kan. 


. Russell E. Ragan, American Pad & Paper Co.; Larry Goodhand, Ox- 


ford Filing Supply Co., Inc.; Clint J. Cooper, Esterbrook Pen Co.; J. 
lL. Hardisty, School Specialty Supply, inc., Salina, Kan., Mrs. Larry 
Goodhand. 


- Bob Ruple, Didde Office Supply & Ptg. Co., Emporia, Kan.; Maybelle 


Bishop, Fiddler's, Inc., Kansas City, Kan.; A. E. ‘‘Pete’’ Peterson, 
Moore Business Forms, Inc.; F. E. Booth, Associated Siationers Supply 
Co.; H. M. Van Voorhis, Sanford Ink Co.; lona Schmidt, Fiddler's 
Inc., Kansas City, Kan.; Warren H. Howe, Crane & Co., Inc., Topeka, 
Kan. 


. Mrs. Mare Kitch, Harry O. Boling Office Supply Co., Kansas City, Mo. 
. Exhibiters: Clint J. Cooper, Esterbrook Pen Co.; Larry Goodhand, 


Oxford Filing Supply Co., Inc.; W. F. Cromwell, Eaton Paper Corp. 


. Mare Kitch, Harry O.. Boling Office Supply Co., Kansas City, Mo. 
. Frank W. Boyce, Jr., American Pencil Co.; ‘Shuck’? Graham, Hoover 


Bros., Kansas City, Mo.; Ed Booves, Hoover Bros., Kansas City, Mo.; 
Howard Blanchard, Fiddler's Inc., Kansas City, Kan. 


Reported by Dave Neuhaus 


The Kansas Book Dealers Association held its annual meet- 


ing in conjunction with the Salesmen’s Spring Market on Janu- 
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How important is dealer 
and consumer recognition? 








We have been manufacturing fine woos 


office furniture for over seventy -five years. 








Our success is a reflection of dealer and 
consumer recognition of consistent quality 


values. 


See our display at the NOFA convention 
in Chicago. 


For information on traditional 
or contemporary furniture. 





INDIANA 
































ary 23-24 at the Town House Hotel in Kansas City, Kan. 

The spacious ball room at the Town House was devoted to 
many manufacturers’ and jobbers’ exhibits of school and 
office supplies, duplicating equipment, fountain pens, sta- 
tionery, pencils, brief cases, filing supplies and gifts. These 


afforded a large selection of merchandise for buyers from 
several states to choose from. 
The Kansas Book Dealers held their annual business meet- 


morning, January 24. O. B. States of Palace 
Drug Company, Dodge City, Kan., succeeded to the presi- 
dency; Calvin E. Markwell of Markwell’s Book Store, Hays, 
Kan., succeeded to president-elect and J. W. Flaming of Brown 
Book Company, Wellington, Kan., was elected vice-president. 
Mrs. Bess Tonsing of Tonsing’s, Atchison, Kan., was elected 
treasurer. Time and place for 1956 meeting will be announced 
later 

The meeting was climaxed by an excellent and enjoyable 
banquet followed by a very entertaining floor show with Larry 
Goodhand of Oxford Filing Supply Company acting as “M.C.” 


ing on Monday 








AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A. 





turing, Ltd., manutacturers and distributors 
typewriter ribbons, reports a n Jated 
r the financial year ended September 30, 
“ previous .year's £12,633. Taxat 
us year, % and depreciation %2,696 
hat the full benefit of reorganization was 
the 3 year. Sales of the c 
suDstant s reported 
+ ££ & & & 
Lamson Paragon, Ltd., and subsidiarie 
nery and dealers in office appliance 
08,167 in the financial year ended October 


f £66,103 (£56,500 


75 d £45,162) and £13,366 
Or jividend remains steady 
*¥ ££ € F&F 
Ltd., Melk r onjunction with the 
A pany (Austra Pty., Ltd., recently n 
tion campaign for selling more 
Teenager’ ntestant was elected ‘Mis 
na wh } he ntinued 4 write durina 
the store windows in what was termed 
A te t ady was handed a ba 
ed prior to the ntest by a local bank 
n prizes tor those quessing the nears 
written, aroused a great deal of interest 
%*¥ &£+ & & 
Req tly: Commercial Machines, Pty. Ltd., capita 
ypewriters and adding, calculating and 
sd office, Melbourne, Victoria; New South 
132 Phi S Sydney. 
* &£ & HF 
A Australian of appliance exhibition 
wn Hall from June 6-8. 


* £ € €& 
A t t an Australian trade journal points out that 
i "and states that it is remarkable 


nt executives are satisfied with an in 
n their businesses. "It is remarkable,” 
icient office appliance firms neglect t 
° ing of file t suaagests that more attention 
tion t ers’ business 





Printing Calculator Reported Missing 

The Olivetti Corporation of America reports that an Olivetti 
Printing Calculator No. 901345 is missing from Vendall Serv- 
ice Corporation, 2323 Wolfram St., Chicago. The Chicago firm 
has asked that it be notified regarding information on the 
Whereabouts of this machine. 
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Solid Utility or Elegant Luxury... 


MASO'S 3 COMPLETE LINES 
GIVE YOU SOMETHING TC 
SELL WHATEVER THE NEED! 






Solid Steel for Life-Long Durability! 
Original Beauty to Spark ‘‘Buy-Appeal’’! 


Because Maso puts more into a chair in quality and fea- 
tures, you get more out of a chair in sales. 

1. SUPERIOR CONSTRUCTION utilizes only highest 
quality steel . .. precision welded for strength . . . buffed 
and polished for lasting beauty. 

2. PERMANENT FINISH made possible by a costly phos- 
phatizing process before painting. Electrostatic method of 
painting assures even distribution of enamel. High temper- 
ature baking gives lasting, chip-proof chair beauty. 

3. PRESSURE MOLDED BASE of “strength without 
weight” aluminum with extra reinforcing ribs. Advance 
design assures complete swivel movement without danger 
of tipping. 

4. UALITY ACCESSORIES used throughout. . . sup- 
plied by such famous American houses as U.S. Rubber Co. 
... Timme, Claremont & Gros Point . . . Bassick (ball 
bearing casters) . . . Seng (chair controls) . . . and The 
Lackawanna Leather Co. Top quality pays off in top sales 
for you. 
P.S. Maso also makes a complete quality line of business ma- 
chine and typewriter stands; plus related office equipment. 


a 


BE SURE TO VISIT US at National 
m+ Office Furniture Association Conven- 
® tion March 20 through 23, Conrad 
Hilton Hotel — Chicago, Booths 102 
& 103 





















STEEL PRODUCTS, INC. 


53 W. Jackson Bivd., Chicago 4, Illinois 








Just off the press! Ejight-page ac- 
cordian booklet illustrating all de- 
tails of Hano's Complete Line of 
Business Systems—yours for the asking. 


you can profit with 
Hano 

the complete line of 
business systems 


You be the judge .. . Check Hano's 
complete line of Snap-a-Part Forms, 
Continuous Forms, Continuous Car- 
bon Interleaved Forms, Autographic 
Registers and Forms. Recognize the 
profits from first orders and repeats 
on Hano items, such as N.C.R. (no 
carbon required) Forms and the sen- 
sational new HUR Model Registers. 
Remember that Hano products are 
your merchandise, made to your 
customers specifications, shipped 
under your own labels, but billed to 
you. Hano dealers make profits with 
the complete | 


ine 


n 





Some dealerships open for 
established Stationers in the 
South, Southwest and Midwest. 







General and Sales Offices: HOLYOKE, MASSACHUSETTS 
Branch Plant: MT. OLIVE, ILLINOIS 
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“Just Among Friends” 


By E. J. Mitchell, 
329 Belt Ave., St. Louis 12, Mo. 


Sad news has been so predominant in this column these past 
months that a change of pace is quite welcome. 

News is in the making in the industry circles of several mid- 
western cities—news of interest to all of us. First, is the big office 
furniture show held by Farnham’ f Minneapolis in mid-January. 
There is also an announcement from the Washington headquarters 


fice of NSOEA telling of an appointment to its staff of Homer 
B. Lay and the promotion of Paul E. Burbank to the position of 


executive vice-president. 
* *+ € & & 


Phil Thatcher, president, Thatchers, Inc. of Topeka, may make a 
formal announcement before long of the recent appointment of 
James Lang, manager, Junction City Office Supply Company, 
Junction~City, Kan., to the position in the Thatcher organization 
vacated by Arnold May when he moved to Orchard-Wilhelm 
Company, Omaha. 

About the same time, John Wachtler, president, Omaha Print- 
ing Company, may announce appointment of a successor to Fred 
Pfaff, whose position of sales manager was left vacant in January, 
when Fred made other unannounced plans. 


* &£ & & & 


Back to the sadder part of our reporting: The death in January 
f David Koehler, president of Blackwell Wielandy Company, St. 





Louis, was a distinct shock to the industry-at-large and particularly 
to his busine associates of many years and his many. friends 
throuchout the extensive territory. Mr. Koehler had made in 
numerable ntacts through his 50 yea n the wholesale stati nery 
business, as chief executive of his tirm, and previously as a buyer 
ihousand the products 4d by Blackwell Wielandy Com 
n In addition tc his widow, he i rvived by a n, Kenneth, 
an assistant Blackwell's merchandise wuying department. 
Word from Chicago in January informed us of the very sudden 
passing of Herrison Cooper of A sted Stationers Supply C 
pany, whick urred verv shortly aft the sudden death of hi 
brother, Frank Cooper, of Codo Manufacturing Corp. For many 
years, Harrison had been a travelli repr ntative in Texas and 
thereabouts for Associated. 
* *+ * * 
Had « er vable telephone v t 3 Te n January with Stratton 
Terstegge, Binney & Smith Company Midwestern representative, 
if been quite ill for many months. He again making short 
b trips into nis reduced territory. Atter a tull days work 
the severa key cities of his territory . 9 x k curfew for 


Stratton every night and he adheres to that schedule very strictly. 
Ts Good news fT know he is up and going agarr 


*& &£ & & F 


Word came through that Walter Kane, National Blank Book Com- 
pany representative in the Midwest, he everea that nnection 
ouncing plans for the fut 

* *+ + * 
A recent visit with Walter C. Wiehe, former office furniture 


manager for S. G. Adams Company, St. Louis, found him showing 


marked improvement, but still hospitalized at Lutheran Convales- 
ent Home, 4359 Taft Ave., St. Lou Get we ards from his 
friends miaht aive him renewed cheer. Try it! 


* &£ & & & 


Wm. ( Bill) Fisse, St. Louis city salesrran for Blackwell Wielandy 


Company, (and what a salesman B } underwent a painful, 
serious ¢ stion at Jewish Hospitai in St. Louis late in January, 
DuT a wr Know Bill will readily realize ne xea t in a short 
time ana car up and at em 


Good reports are also had on othe ailing membe namely: 
Sunny" Sunderman, former ger manager of Indiana Desk 
C mpany Jasper Ind. ana currently travelin er tative in 
rne uTNWw Terr state for Indiana Desk C mpéeny and inaqiana 
Chair C He checked in at Barnes Hospital, St. Lou ate in 
1954. for a painful chest operation and had to remain in St. Louis 
a mortt more. for further treatment. He has rest nded 
very we nd nould be ba k rn TM Trair ana niqnway 
Edward A. Holscher of the E. A. H her Office Furniture firm 
St. Lou who spent many weeks at home recuperating me 
heart attack suffered late last year up again and at ‘em” with 
renewed vigor and vitality. Can't keep these a d men down! 





atton 














Can You Offer Your Customers A Choice OF ACE Staplers? 


hat’s a really profitable thing to do.. let 
your customers CHOOSE from a complete 


line of ACE Stapling Equipment. You see, unless 
you stock and feature a// ACE models, you can’t 
recommend an ACE machine at the price your 
customer may wish to pay! 

ACE Stapling Equipment is so highly regarded 
and so well known that dealers experience no 


sales resistance at all. Usually an attractive count- 
er or table display OF THE COMPLETE LINE 
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is all you need to sell these better ACE machines 
in a big way. Remember there's a lot of force- 
ful ACE display material available without cost 
to you. 


If you'll feature our full line and use the free 
display material, you'll sell a lot more Stapling 
Equipment with greater satisfaction to your cus- 
tomers and greater profit to you! 


SOLD THROUGH DEALERS EXCLUSIVELY! 








WORLD OR 
WY IIT pry yer UK ay 
AG( 


ACE FASTENER CORPORATION, 3415 NORTH ASHLAND AVENUE H 


CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 © 770 DU PONT ST, TORONTO 4 
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sngeneeneans “u SUDUCEESOOCAEOOEEDDDARDOEASSAEEOENINS 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 
Genuine foam rubber cushioning throughout. 

Gracefully styled. 

Upholstering is available in a wide variety of materials and 
colors. 

Materials can be furnished in any desired combination. 

A beautiful product by expert craftsmen. 





teen 


Beauty 
Comfort 


Economy mw 


Siaekeat for 


SPECIFICATIONS 


ee I, 6.6450 866 naaRENSS Ct oesereriees 3312" to 3612” 

one nc cc od bes ce eee heh eee re nenen ee bab mE 17” to 20” 

D b t PRY. «.ccindacguhebenbedsevriceneneeesseduaie 19” 
urabDlill SE cin, , cnc cetCnbuddetesnodeatenmnsabaaeee 18” 
Ss 6 occ weC deere ese Fee Ceccscseeeeueeooenooes 12” 

ac ekn case hiee Saws Hnek e060 6d ee Sead 606 00604 18” 

ee a nc oawes seca cecoreresoeteoeee-oms 19," 

rs 6 bok od eee Owe 6g 000.000 0b bebns.00% 6b Ee 26” 

Teer eee 38 Ibs. 

Silmping Wolgtt. oc cccccccccccscccccccccccccccccccees 47 Ibs. 











TH 


America’s Standard of Business Seating 


DISTRIBUTORS 


METROPOLITAN N. ¥. & EXPORT DISTRIBUTOR 
AETNA SAFE CO., 46 W. 29th St., N. Y. 


ALUMINUM SEATING es sy 


17 S. CHERRY STREET °* AKRON 8,OHIO WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 


WAREHOUSES: Los A i San Franci Seattle 
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SEEN & HEARD IN 
SO THERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif. 





the Peace Lutheran Church 


€ n January 22, at 

W hitt Mrs. Leo Hawkins, wife « —_ Hawkins who is pre 
Jent of ¢ thern California Office Furniture Association. Mrs 
Hawkir Ww 1 been ill for some months, died on January 1/8 
nterment \ Rose Hill Memorial Park in Whittier. She was a 


s 41 years old and had been married about 
ide their home in Whittier. 

&¢ &@ #& & & 
y dinner meeting of the South 
iture Association, held at Levy's Gr 


At i nuary 14 month 


2¢ ¢ . Anaeles there were 47 present to greet the 
} Bernard H. Nemlich, president of the National Off 
F A 

Mr. Ne W ntroduced by the vice president, Dennis 


topic was, "How We Started, What We are 


We Are Going". He told of the first meeting 
Nat A ation held in New York with only about 
Jealers pre } nd he went into detai! on some of the problems 


that time. He pointed out that the Asso 
nq distance since that first meeting. 
are always extremely 
ming convention (Marct 
21-22-23) r than 200 booths have heen sold. He explained t 
his audience ft! V e that can come from attendina the nationa 


yatherina, wt will be held this year at the Conrad Hilton Hote! 


he anr entions now he stated 


ht now tor the 


An ide { rowth of the Association can be gotten, Mr. 
the growth of the Bulletin. It was started 
a piece and now is a 28-page issue pub 


enath on the NOFA 


ring 4 ‘ 4 oo the best lite 


life insurance program 
nsurance buy open to the 
ealers tod tal care and general medical care benefits are 
: ; 1, and transportation insurance at a nominal 
near future. 
ngs plan for freight moving from Chi 
aking progre he stated, and he recor 
When 
Manual he learned from 
accepted. 
eather scrapbook by the 
MHice Furniture As iation through the 
Morris Piltzer. 


¥ r r - P fallin 4+} + 
Jed embers w the routing 


the NOFA Sale 


nanuaéi 7a been Wwe 


instructions. 


ntec with a 


F J Leo Hawkins also introduced Al C. Thom and Robert 
F. Erwin t Desk Company: Phil Radford, governor, 
4 trict, N nd Mr. Nelson of Nelson-Thomas, San Diego. 
* *£+ &£ & 

ita an automatic file system 
has a r tive vice-president in the person of Paul W. 
Brody, to announcement made by Frank H. Knight, 


%&* &£ & & & 
siness management and a determination by 
sder + head f any +h; na that even re 

ced by Lowronse on of New York 


ing sessions of the r-day general man 
; AMA held at the ‘Stall er Hotel in L 
Anaele 1200 busine executives attended the se 


'' Mr. Appley stated, "is a vastly 
his predeces: f the 20's and 30's" He 
snaet tins 


nia and ned it + 


manaaer 


definitely improved its tech 
s that it has shown its abilities to head 
such threats having shown up both in 1949 


and 1954 " no serious depression in either of these years 
» added, and !954 turned out to be a very good business year 
* &£ & * 
Ata re } 1 meetina. 36 new members were approved f 
the A, hapier of the National Associ iation of Cost he. 
At the tect ‘ n of the aroup on January 25 the speaker 
was Jack Pope e-president and administrative assistant to the 
president of Food Machinery & Chemica! Corporation. 
The anr i dance was hsld February 5 at the Starlite 
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IFA SHOW ater : 








eee : 





MORVAL 
OPENS UP 
IN 
CHICAGO! 

























The Model 
1500 





Rieck, in your 


business, you encounter the business 
and industrial executive who wants, 


hy in a chair, all that fatigue-fighting, 





modern seating engineers can give 
him ... PLUS every possible luxury 
feature. The new Rest-All 1500 is 
just such a chair. It offers every 
advantage of full five-point adjust- 
ability for individual posture fitting. 
The soft, cushiony comfort of its 
oversize, thickset back, seat and arm- 
rests cannot be surpassed by any 
ruse known to seating science. It is 
designed and built to be the finest 

. and it looks it! The Model 1500 
is another example of how Rest-All 
Dealers are enviably equipped to fill 
every chair need of office or 
institution. 














The Southern California Office Machine 5 A 3+ held 
+ annua tallat 1 dinner dance at the Green Hote - Pas- 
2na in Janua with Gordon E. Miller of the Southern California 
Adaing Machine fe mpany ana ast president t the National 
tt ea Ma hine Dealer A 3+ n yctina 3 rsta na ra er 
Ed M. Suderman, proprietor of B Machines & Equipment 
Compar Pasadena, was installed as president: Vern Booker of the 
F 4 Office Machine Company, San Ped vice president: Gene 
Hart of Hart's Typewriter & Adding Machine mpany, L 
Anaeles é sry-treasurer. 
T utgoing officers were: president, Henry Van Dalfsen, Bever- 
H Ottice Equioment Company vice president, Winn Easley, 
ty Business Machines, Los Anas treasurer, David Hendler, 
Wilshire Typewriter Comcany, | Anaeles: rresponding secre- 
tary, Dorothy Kramer. Former presid Otis A, 
Kissack, Hal Petit, and Al H. Foxcroft. 
There vere O present, includir mbers and their wive 
T ee Rank <a ths eee ict hee et ee ee 
rk of Miss Kramer during ihe past year, particularly that done 
the Monthly Bulletin. 
er meetinas are { M ach 
Y 1 Aud r a 
Monda eact 





EASY DOES IT . . . Carl S$. Saltzman (second from left), New 
York branch manager of Underwood Corp.'s Samas punched 
card division, beams as he exhibits 40-column punched card 
produced by Tape-to-Card machine that ‘‘reads’’ common lan- 
guage five-channel tape. Looking on (ieft to right) are Prof. 
Joseph A. Wiseman, College of the City of New York; Phyllis 
Vogel, demonstrator; Melvin Jaffee, treasurer, and Bennet J. 
Welikson, president of the Accounting Society of CCNY. Picture 
was made as some 50 CCNY students visited Underwood Corp. 
offices on a field trip. 








i 
EARNS ‘UNCLE’S’ THANKS .. . Harry Weir, manager of the 
Mosler Safe Co. in Philadelphia, shows unusual window dis- 
play, ‘‘Bonds for Christmas", to Ray S. Tannehill, chairman of 
U.S. Savings Bonds Committee for Pennsylvania. In behalf of 
the U.S. Treasury, Mr. Tannehill commended Mosler for its ‘‘fine 
co-operation in the public interest." 
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BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


OLUMBIA 


Steel Office Equipment 


A FILING CABINET FOR EVERY NEED e¢ DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES 





DESK HEIGHT FILES CROSS FILES ai 


ONE DRAWER AND APEX GRADE B FILES 
SHORT LINE FILES 


6 


Ey 
giaiie 


= ay i= 


=" 


LEDGER, MICROFILM & COUNTER HEIGHT FILES HALE AN BASES FOR 
FINGERPRINT FILES “ WIDE SECTION UPRIGHT FILES 








COLUMBIA STEEL EQUIPMENT COMPANY 


4500 NORTH THIRD STREET + PHILADELPHIA 40, PENNSYLVANIZ 


Plant No. 1—Third, Orianna, Annsbury & Wingohocking Streets Plant No. 2—American, Bodine & Wingohocking Streets 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 





DUPLICATING 
SPECIALISTS 


Scientific know-how and research 
make ROSE products the highest 


in performance and dependability. 


MASTER UNITS* 
SPIRIT CARBONS 
HECTOGRAPH CARBONS 
e SPIRIT CARBON ROLLS 
ALSO Duplicating Fluid & Hand Cream 


wor, 


R : SE RIBBON AND CARBON 
NBA MANUFACTURING CO.. INC. 


Ja 
©i/fe re 


General Offices and Factory * Harrison, N. J. 
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‘Passed Away 


_ 





David Koeller, 

president of Blackwell Wielandy Com- 
pany, St. Louis, Mo., died Wednesday 
morning, Jan. 12 in St. Louis. He was 
born Nov. 24 1886, in St. Louis, one of 
three sons of Mr. and Mrs. David 
Koeller, Sr.. pioneer residents of that 
city. 

In 1902, he obtained employment with 
Blackwell Wieland as a stock clerk and 
in 1905, at the age of 19, he was ap- 
pointed buyer of Bibles and _ books. 
His promotion from then on was rapid and sustained. 

He was made senior buyer in 1917, and in 1921 was elected 
to the Board of Directors. Late in 1941 he became president 
of the company. 

Mr. Koeller served as head of the Wholesale Stationers in 
1940, ‘41 and ‘42. Under his sound leadership, the association 
made steady progress. During World War II, he was on the 
advisory unit of the Office of Price Administration, and in 
addition gave his time willingly to civic and fraternal problems. 
He also was an active church member in Evangelical circles. 
His home address was 7281 Winchester Drive, St. Louis. 


++ +e + + 





William K. ‘‘Kelly’’ Kerr, 

f Tulsa, Okla., owner and founder of 
Changepoint, Inc., died December 238, 
1955, following a brief illness. A native 
of Dyer, Tenn., he had started the Wil- 
liam K. Kerr Pen Company in Tulsa in 
1932. He was in World War I and lo- 
cated in Tulsa when released from serv- 
ice. 

Mr Kerr had a broad experience in 
the business and industrial field. He was 
with Sinclair Oil Company for several 
years after working for Tulsa banks. He 
later established the Monarch Machine 
Company in Tulsa. In 1932, upon starting the Kerr Pen Com 
pany, he pioneered in the field of fountain pens, desk sets and 
perpetual calendars for banks and other financial and business 
concerns. 

[he company changed its name to Changepoint, Inc., when 
it entered the ball pen field and made its pens so they could 
be converted from fountain pens to ball pens. 

William K. Kerr, Jr., son of the founder, is succeeding his 
father as president of the company. His mother, Mrs. Beatrice 
Keeton Kerr, is .ssociated with him. 

Mr. Kerr was a member of the National Stationery & Of- 
fice Equipment Association and the Fountain Pen & Mechani- 
cal Pencil Manufacturers Association. He was a Rotarian and 
active in civic affairs 





+++ + + 
Henry Frank, 


president of Henry Frank, Inc., New York City stationers, 
died January 10 in New Rochelle (N.Y.) Hospital. His age 
was 77 

Mr. Frank was a founder of the Westchester Ethical Society 
in New Rochelle, having served as its president for a number 
of years, and was a life-long member of the Ethical Culture 
movement. He was a past president of the New York Stationers 
Association 


++ ere 


Marcus Harwitz, 
manager of Regal Typewriter Company, a subsidiary of the 
Royal Typewriter Company, died on January 13 at the age of 
66. 

Mr. Harwitz had devoted more than 42 years of his life 
to the company. He started his career with Royal as a sales- 
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See — at the N.O.F.A. 
Convention — (Spaces 92-93-94) 


THE FORWARD LOOK 
IN SAFES 


— at no advance in prices 


et eee 


Model 2115 


Model 3415 





Model 2715 Model 1511 
A complete new deluxe line of safes, including A, B and 
C labels, single and double door models, all in the smart 
new design shown here. 
Note the Stainless Steel lock panel, the new functional 
design of the handle, the “Private View” combination 
lock. 
All deluxe models have new, improved interiors and are 
available in a choice of smart decorator colors—Ham- 
mered Gray, Stylite Tan, Mist Green. 
All safes—even. the four smallest sizes shown here— 
carry the quadruple certification of resistance to fire and 
burglary—4 LABELS, including the T-20 and Relocking 
Device labels of the Underwriters’ Laboratories. 


Exclusive franchises ave open in a number of important centers. 
Inquiries will receive prompt and careful consideration. 


Herring-Hall-Marvin Safe Co. 
HAMILTON, OHIO 


LVER TORAGE VAUIL 


NOTE: We have supplied more equipment 
to Federal Reserve Banks than any other 
safe manufacturer. 





173 
















“CONVOY 





RECORD STORAGE FILES 
made of chemically hardened 
corrugated fibre board. 





er ee CCMA oC SONS 
ee anrace rene ceeE 


LIGHT WEIGHT 
(PERMANENT F!GID 
a INEXPENSIVE 










MOISTURE 
RESISTANT 








NO SAGGING 
OR BINDING 








Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. (” sox'x1e" * 
CANTON, OHIO 
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man in Philadelphia in 1912 and transferred to New York 
City later that year as manager of the exchange machine 
department. 

In 1921 when the Regal Typewriter Company was organ- 
ized, Mr. Harwitz was the man selected to fill the important 
job of general manager. 

Mr. Harwitz’ talents for organizing and directing were 
largely responsible for the success the Regal Typewriter 
Company enjoys today, declare Royal officials in pointing out 
that his important contributions to the business machine in- 
dustry will be deeply missed. 


+++ ++ 


Delbert G. Barclay, 

vice-president of the Manly Office Sup- 
ply Company, 134 NW. Second St., 
Oklahoma City, Okla., died of a heart 
ailment December 31, 1954, at Wesley 
Hospital, in Oklahoma City. He was 56, 
He had been in ill health for the past 
several months. 

His mother, Mrs. Anna C. Manly, 
also an executive in Manly Office Sup- 
ply, preceded him in death by less than 
two months. 

Born in Macomb, Ill., on October 25, 
1898, Barclay came to Oklahoma City in 1907. He attended 
the University of Oklahoma and in 1927 received a degree 
from the University of Michigan law school. He had been 
associated with the office supply firm since 1927. 

Barclay was a familiar figure in Oklahoma Masonic circles. 
He was a past master of Siloam lodge No. 276, and a member 
of both the Scottish and York rites. He also was a knight 
commander of the court of honor of the consistory, McAlester, 
Okla. 

A charter member of the Oklahoma Rose Society when it 
was organized in 1934, Mr. Barclay remained an active and 
enthusiastic member. 

Memorial services were held January 3, at the First Pres- 
byterian Church. Survivors are his wife, Nelle, a brother Har- 
old D. Barclay, and his step-father, Homer E. Manly, who 
heads the office supply firm. — EVH 


++oeo+ 


Death Takes Both Robert and C. B. Valleau 

The death in Florida of Robert B. 
Valleau, manufacturers’ representative in 
the Upper Midwest for nearly 40 years, 
was followed by that of his brother, 
Claude B. Valleau, one month later in 
Minneapolis, Minn. 

Claude B. Valleau was owner of the 
Globe Office Furniture Company, 524 
Second Ave., S., Minneapolis. 

The passing of Robert B. Valleau on 
December 9 at the age of 68 was a blow 
to his many friends in the industry who 
knew him as a leader in the art of salesmanship and cultiva- 
tion of friends. This senior partner with Victor L. Lydon in 
the firm of R. B. Valleau & Company, Saint Paul, Minn., had 
represented the Milwaukee Chair Company for nearly 40 
years, the Leopold Company for 27 years, Bentson Manufac- 
turing Company and Thomas Furniture Company for eight 
years. 

He was born in Canada on November 18, 1886, and moved 
to St. Paul at an early age. He entered the office furniture 
business at the age of 16 with Brown, Blodgett & Sperry of 
St. Paul. At 18 he was given the Minnesota, North and South 
Dakota and Montana territory. 

About 1916 after becoming a junior partner of his firm and 
managing its retail store, he decided to become a manufac- 
turers’ representative. He was a pioneer in this field and in 
most instances had to sell the factories on the idea of having 
a salesman soliciting business for them. He continued in this 
capacity until his death. 

He was a founder of the Northwest Travelers Club and 
served that organization as president in 1929. His lifetime was 


R. B. VALLEAU 
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Let Royal Register prove to you what Royal’s 
rapid delivery of highest quality register forms 

will do to increase your sales and profits. 

Royal’s two to three week shipment builds cus- 
tomer satisfaction . . . protects your present 
accounts . . . makes it possible for you to give the 
rapid delivery which turns prospects into customers. 














LONG MARKUP ...NO INVENTORY COSTS... 


As a Royal dealer (we have NO direct salesmen!) you will profit 
by markups of 25% to 30%, plus additional discounts for volume. 
And, this markup will boost your profits, thanks to Royal’s rapid 
delivery, without adding a penny to the cost of your inventory. 


FORMS FOR EVERY BUSINESS NEED... 


One look at the latest Royal Register catalog will show you the 
wide variety of register forms—cash and charge—cleaners and 
dyers — bills of lading — forms tailor-made to your customers 
specifications — which Royal can ship in from two to three weeks. 








Write today for Royal's complete cat- 
alog and find out for yourself the 
advantages of selling the nationally 


advertised Royal Register line. Your 





customers will love Royal's rapid de- 





livery. So will you! 








ROYAL IS RIGHT . . . IN QUALITY, IN PRICE, IN FASTER SERVICE 














ROYAL REGISTER COMPANY, 
Nashua 1, N. H. 


Please send me your latest catalog of Register Forms and equipment. 


RM 
GISTER compe 
inte — A Me 
. wn A S 4» Vi A NCW HAMPSHIRE 
‘ RAT AR, LET OE ee A 
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Sgr ras 


ve Wondertul things happen 






to your office 


ae ; when you buy 


“STEELCASE 


% 


ar er oe 


Poe 


SORTER Ete me 





Diag 


.s . wonderful things like having a happier, more energetic office 
working force . . . profitable things, such as saving as much as 25 


: a per cent in office floor space . . . satisfying things like knowing your 
; Office furniture problems are over, since with Steelcase your first 
% cost is your only cost. With absolute satisfaction as its golden rule, 


Steelcase continues to serve the fine companies of America. . . as 


is has for over forty years. 





FREE ... “Sunshine Styling” ... the most unusual, most 
dramatic office furniture brochure ever created. Please re- 
quest it on your letterhead, addressed to Department A, or 
ask your local authorized Steelcase dealer. 


/STEELCASE INC 


GRAND RAPIDS, MICHIGAN 5 
AMY TO MAKE A GOOD OFFICE... A ena maa 


ae as 


176 





From the current 


Steelcase series in 
BUSINESS WEEK 

U.S. NEWS & 

WORLD REPORT 

DUN'S REVIEW 


AND MODERN INDUSTRY 


P.S. These “Sunshine Styling” 
Booklets are Impressive Sales 
Tools. Make sure you have 
Plenty on Hand! 
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devoted to the office furniture business and he was continu- 
ously active in association affairs. 

Surviving are his widow, Clara; a son, R. Thomas; a 
daughter, Mrs. Vic Lydon; four grandchildren; and two broth- 
ers, Fred of Blomfield, Ind., and W. Dorney of Lexington, Ky. 

—> — +> + + 
James Clegg, 
Detroit, Mich., president of Clegg Company, distributors of 
recording machines, died suddenly Dec. 26 at the age of 48. 
Previously he had been a representative of International Busi- 
ness Machines Corp. in New England. He moved to Detroit 
six years ago. His wife, Betty L. and a daughter, Carolyn, of 
Santa Rosa, Calif., survive—AK 

+ + + + + 
William B. Roehrig, 
56-year-old owner of the Nashville Office Machinery Com- 
pany, Nashville, Tenn., died January 17 at his home. He had 
operated the office machines and supply firm since 1933. He 
was a native of Louisville, Ky—EEG 

> >-> — + 
Allen McWhorter, 
66, head of a cash register sales and service firm, died Decem- 
ber 11 at his home in Dallas, Tex., after a long illness. He 
owned the Dallas Cash Register Company. Surviving are his 
widow, three daughters and eight grandchildren.—WLF 

+— +> + + + 
William R. Cook, 
56, district manager for the Clary Multiplier Corporation, died 
in a Dallas, Tex., hospital December 7 after an illness of 
five weeks JHR 





Wagner Opens Office Machines Firm 

William Wagner, veteran office machines salesman, has 
opened the Nevada Office Machines & Supplies at 44 Mary 
St., Reno, Nev., with distribution franchise for Royal standard 
and electric typewriters as well as Roytype supplies. 

[he proprietor for many years was a territory typewriter 
salesman in Chicago and also a national accounts salesman in 
both Chicago and Kansas City. He was district manager for 
Royal in Sioux City, lowa, from July, 1945, to September, 
1946, before promotion to district supervision in Seattle, Wash. 

Located in a new building, Nevada Office Machines & Sup- 
plies is a modern store in fixtures and equipment. 





New York Firm Marks 30th Year 


[Typewriter Equipment Company, 409 LaFayette St., New 
York City, is observing its 30th year of business in 1955. 
The firm was founded in 1925 by E. M. Gluick with a shop 


on Park Row. Since that time the concern has been serving 
the office equipment trade with a complete line of platens, 
office machine parts and supplies. 


Continued growth made it necessary to assume the larger 
space at the present address. G. F. Gluick, son of the firm’s 
founder, is now its president, carrying on in the tradition of 
his fathe1 





Aetna Safe Plans Private Showing 


The second private showing for New York City office 
furniture dealers and their salesmen will be held during May 
of this year by the Aetna Safe Company, area warehouse 
distributors of Meilink safes, Hercules insulated steel filing 


cabinets, Haskell steel office furniture, Fine-Rest chairs, and 
Home-O-N office equipment. 





Office Show ‘‘Shows ’Em’”’ 

4 demonstration of office space division by use of the most 
modern office equipment was staged January 11-12-13 in the 
showrooms of Itkins Bros., Inc., at 290 Madison Ave., New 
York City. Using Arnot Office-ettes and Partition-ettes in 
steel, it was shown that efficiency can be gained and a sizeable 
saving in rent achieved through intelligent employment of mod- 
ern office fixtures. 
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THE CROWN LINE 


For that Extra Quality Economy iSiilalaia’ 


Faster Delivery insist on the best line 


, 


THE CROWN LINE! . 


mee eee ee j— eee eee 


R.A. STEWART AND CO.,INC. 


80 Duane Street *« New York 7, New York 
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| Dependable MANUFACTURING COMPANY 


( 


eee 
New Profits Thru Use Of 


INSTANT, AUTOMATIC 
SALES PLAN 


R, J. Estabrook, Dependable’s sales manager, claims this 
new sales-getter plan ACTUALLY gets NEW profits for 
any dealer who will use it. Plan is FREE. Simple, easy 
to use! Adaptable to one man operation or large sales 
personnel. Plan is positively INSTANT and AUTO- 
MATIC in securing orders. Write for it. Address: R. J. 
Estabrook, Dependable Mfg., Bellevue, Nebraska. 


a 
DEPENDABLE continues to —* 
. 


Seven a 
Inch 


] Adjustment 





INSTANT, AUTOMATIC 


ADJUSTABLE 
STOOLS & CHAIRS! 


Automatic f' i] 

















Survey shows these Dependable stools and chairs will be 
demanded this vear — 








-}- 


Dependable’s Tru-Posture chairs Specially designed for drafts- 
with new Instant, Automatic, men, cashiers, tellers, phone 
Adjustable feature. Demanded operators, posting machine 
by secretaries and general of- clerks, etc. One demonstration 





fice personnel. SELLS it. 
{ One of the “RITE-HITE’’ Auto- 
i a} dey matic Adjustable stools. Cata- 
= w Ay leg shows complete line that 
} ee et for over 14 years has been 


Dependable leaders. 


—f= 


One of Dependable’s Filing 
Stools that every office buys 
when seen. Daily profits for 
you. 





ALSO ... many other Dependable stools, chairs and 
stands will be sold. Consult your catalog to refresh your 
memory. This is your big Dependable year. Stock up. 
Display. Ask ’em to buy! You'll find it pays. 


Dopondable MANUFACTURING COMPANY 


New Factory at BELLEVUE, NEBRASKA 
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Patents 





(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted January 4, 1955 


2,698,493. Desk-Type Calendar Mount. Gordon E Nichols, Middleboro,Mass., as- 
signor to Winthrop-Atkins Co., Inc., Middleboro, Mass 

2,698,660. Combined Tape Feeding, Severing, and Delivering Mechanism. Kurt 
Aurbach, Bielefeld, Germany, assignor to Anker-Werke, A. G., Bielefeld, Germany. 
Illustration. 

2,698,714. Printing Mechanism for Calculating Machines. Norman Geoffrey Holden, 
Carshalton, England, assignor to Powers-Samas Accounting Machines, Ltd., London, 
England. tilustration. 

2,698,715. Machine Release Mechanism. Pascal Spurlino, Frank B. Moser, George 
L. Wheeler, and Leonard Struve, Dayton, Ohio, assignors to The National Cash Register 
Co., Dayton, Ohio. tlustration. 


























Granted January |1, 1955 


2,699,111, Punched Card Interpreter. Reynold B. Johnson, Binghamton, N.Y., as- 
signor to International Business Machines Corp., New York, N.Y 

2,699,113. Method of Manufacturing Stencils. Keith S. Hoover, Elmhurst, IIL, 
assignor to A. B. Dick Co., Niles, Ill. 

2,699,114. Moistening Means for Rotary Duplicating Machines. Ronald Max Ford 
and George Thomas Butler, Sparkbrook, Birmingham, England; said Butler assignor to 
Frank R. Ford, Ltd., Sparkbrook, Birmingham, England. Illustration. 

2,699,147. Pen and Pocket Clip Construction. Nolan Kent Rhoades, Milton, Wis., 
assignor to The Parker Pen Co., Janesville, Wis. 

2,699,148. Ball Pen Point. Karl Schweiger, Nurnberg, Joseph Leuser, Pforzheim, 
and Paul Meyer, Dossenheim, Germany, assignors to Deutsche Gold- und _ Silber- 
Scheideanstalt vormals Roessler and Gebruder Schweiger, Companies of Germany. Ilustra- 
tion. 

2,699,149. Lettering Penrack. Frederick P. Hammell, Frederick, Md 

2,699,244. Ribbon Protector. Orland W. Markes, Detroit, Mich.; Robert Orland 
Markes, administrator of said Orland W. Markes, deceased. Mlustration. 


Granted January 18, 1955 


2,699,567. Caster Glide. Michael Kramesak 
The Bassick Co., Bridgeport, Conn. 

2,699,857. Line Memory Typewriter. Nathaniel B. Wales, Jr., Morristown, N.J., 
assignor to Industrial Patent Corp., New York, N.Y. Ulustration. 

2,699,858. Dial Operated Electric Typewriter. Horace L. Walborn, Jackson, Mich., 
assignor to Dialrite Associates, Battle Creek, Mich. Ulustration. 

2,699,892. Add-Subtract Calculating Machine. Arthur William Excell, Thornton 
Heath, England, assignor to Powers-Samas Accounting Machines, Ltd., London, England. 
illustration. 

2,699,979. Disappearing Typewriter Shelf. Archer W. Richards, Chagrin Falls, Ohio, 
assignor to Republic Steel Corp., Cleveland, Ohio 


Bridgeport, Conn assignor to 


Granted January 25, 1955 


2,700,371. Refill Pencil. Jaroslav Zahel, Prague, Czechoslovakia 

2,700,372. Typewriter Eraser, Shield. Helen E. Rommeihs, Covington, Ky 

2,700,445. Type Action for Typewriters. Edwin 0. Blodgett, Rochester, N. Y., as- 
signor to Commercial Controls Corp., Rochester, N. Y. Ulustration. 

2,700,446. Tape Controlled Typewriter. Edwin 0. Blodgett, Rochester, N. Y., as- 
gnor to Commercial Controls Corp., Rochester, N. Y 

2.700,447. Justifying Typewriter. Edwin 0. Blodgett, Rochester, N. Y., assignor 
to Commercial Controls Corp., Rochester, N. Y 

2.700, ~-_ nm Form with Separable Portions. Richard H. Holmwood, Bing- 
hamton, N signor to International Business Machines Corp., New York, N. Y- 
2, 700,557. buthaus Form Sales Book or the Like. Vern C. Hollingsworth, Pied- 
mont, Calif 

2,700,755. Keyboard Checking Circuit. William H. Burkhart, East Orange, N.J., 
assignor to Monroe Calculating Machine Co., Orange N. J. 

2,700,756. Number Comparing Device for Accounting or Similar Machines. .Eugeni 
Estrems, St-Mande, France, assignor to International Business Machines Corp., New 
York, N. 2 
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Here’s why 


Burroughs low-cost hand-operated adding machine 


Burroughs combination cash register plus adding machine 





is better than ever! 





To do right by a dealer organization—to 
help dealers show a profit—you’ve got to give 
them products that sell . . . and then back 
them up with good advertising, good pro- 
motional materials, and a good name. 


Burroughs dealers have all that. 


Up above, we’ve pictured four of the many 
reasons why Burroughs dealers are going 
strong —four models of the adding machines 
and cash registers they have to sell. These 
machines are built for quality and priced 
competitively. And they cover a range of 
business needs from the small store to the 
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large corporation. There’s a big market! 


Backing up these machines, and the dealers, 
is one of the oldest and most respected names 
in the office machines field . . . plus profit- 
keyed promotion aids and hard-hitting, large- 
scale advertising in leading publications. 


No doubt about it —being with Burroughs is 
better than ever! 


Burroughs Corporation, Detroit 32, Mich. 


WHEREVER THERE'S BUSINESS THERE'S Burroughs 








PANEL END TABLES STERLING QUALITY DESKS 


HILLSIDE 


America’s most complete 
line of steel office furniture* 


SUSPENSION oA F | LES ses H complete lines at 


every price level. 


44 DESKS ...2 compiete tines ir 


every size for every 
budget. 


“> TABLES... 2 complete tines; teg 


and panel-end in all 
sizes. 





CHAMPION 


SUSPENSION *4 UTILITY CABINETS... 


2 complete lines for 
home or office. 


xs COLORS. . 3 complete range; 


grey, green, golden 
dawn tan, dawn mist 
green and all grains. 


Th 
HILLSIp E 


UTILITY CABINETS STEEL OFFic¢g ||| 


*“CHECK and COMPARE” 


FURNITURE 


IN TWO LINES 


LEG TABLES 


PREMIUM 
SUSPENSION 


NON SUSPENSION 
IN TWO LINES 


UTILITY 
DESKS 


Visit us at NOFA 


Send for our NEW catalog ws | BOOTHS 67-68-69 


Fe MINES) 1) 9/22 Pestots nc 


262 PASSAIC ST. 
NEWARK 4, WN. J. 
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A Fire Story Involving a Safe... 
And with a Touch of Christmas 


by CHET C. PENSKE 


sales manager, 
Meilink Steel Safe Company 


@ TOLEDO, OHIO—-One great joy of Christmas-time is the 
good feeling of giving. Although they were 600-miles away on 
December 24, the employees of the Meilink Steel Safe Com- 
pany had that good feeling when Christmas checks were dis- 
tributed on time to all the employees of Caryl-Richards, Inc., 
of Brooklyn, N.Y. 

For the people of Meilink played a part, in a small way, in 
seeing to it that those checks, so much looked forward to for 
Christmas enjoyment, were in the hands of Caryl-Richards’ 
president, George Barrie, at the very moment he wanted to 
present them to his people and were not a pile of ashes in the 
ruins of a spectacular, four-alarm fire in Brooklyn. 

This is the story— 

Caryl-Richards, Inc., is one of the largest producers of 
professional cosmetic products. Thoughtful employees and 
capable management had brought this new concern to the top 





ASSIST TO SANTA . George Barrie, president of Caryl- 
Richards, Inc., presents Christmas bonus checks to two of his 
employees. Although the concern's three-story plant was de- 
stroyed by fire, the checks were protected in a Meilink safe 
and came through unharmed. 


of its industry’s ladder in just six short years. The three-story 
plant at 100 Jewel Street, Brooklyn, filled with the most 
modern manufacturing and packaging machinery in the field, 
was operating at full scheduled production on December 17, 
just eight days before Christmas. Holiday spirit was already in 
the air and many a worker had remembered and was looking 
forward to his company’s Christmas remembrance check that 
would help to make the celebration, the family Christmas 
dinner, more complete. 

Then ... FIRE! 

The shouts, the confusion, the flames, sirens, bells—in just 
a few minutes, a humming plant had become an inferno. With 
all of the people safely out of the building, the men who run 
Caryl-Richards began to think of the building—it was insured; 
the equipment, it was too—but the records, the money. . . 

“The Christmas checks”, President Barrie called out to one 
of his men. “Everybody in the plant’s looking forward to 
them!” 

“They're in the safe!”, one of the accountants called back. 
“I put ‘em there myself this morning. They were all signed 
and ready for you to give out. Let’s hope they come through 
somehow. With all this confusion, we’d never get new ones 
out in time for Christmas.” 

The checks did come through even though in some sections 
of the building the heat had been so intense that office equip- 
ment like typewriters and adding machines had actually melted. 
The fire was brought under contrel and next morning, when 
the debris had cooled down, there stood the two Meilink safes 
which Caryl-Richards had bought only two years before. 
Hauled away to a warehouse which was to be the temporary 
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the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being. 


For a full description of the 
Executive Posture Chair and for 
hundreds of other distinguished 

wood choirs, see the complete 
MILWAUKEE Catalog. 


Visit us at the 
NOFA convention 
Booth 38, Conrad 
Hilton Hotel. 


THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 








“GOMMES @ EFFACER’... 


—by Weldon Roberts 












Fifty million 
Frenchmen 


WON'T be wrong! 


They buy millions of “‘gom- 
a 
mes a effacer”’. They insist 





ELLIPTI( 


hand 


upon Weldon Roberts Eras- 


ers by name. So do count- ground wie. Est alle pido 
less users the world over oo MASTER PINK Seft lad 
who demand these superb r, hand ptical shape. Id 
quality, Weldon a 
Roberts Erasers that Correct 

Mistakes In Any Language. 


uniform 


DOUBLE YOUR ERASER SALES WITH 
WELDON ROBERTS ‘‘MATCH-MATES”’ 


In the Weldon Roberts line there’s a “match-mate” for 
practically every number. Above is the 121 Elliptic, the 
world’s best known ink eraser. Below it is the 2020 Master 
Pink, finest for pencil erasing — the opposite “‘match- 
mate” to the Elliptic. Whenever you sell one of these 
styles, you can sell a corresponding quantity of the other. 
Try it! See how fast you double your sales! 


WELDON ROBERTS RUBBER CO. 
365 Sixth Ave. Newark 7, N.J. 
World's Foremost Eraser Specialists 





cad 


Eranwus 


Correct Mistakes in Any Language 
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operations base, they were unlocked, the doors swung open 
and there were the untouched Christmas checks in one, the 
company’s vital records in the other. 

Mr. Barrie got word to his employees that despite the fire, 
their Christmas bonus checks were ready. Not only that, the 
saved records would put Caryl-Richards back in business 
quickly. There would be no long delay of rebuilding receivable 
and payable accounts—the records had come through intact 
and the company was “in business”. Plans were immediately 
laid to get back into production at the new location within 
three weeks time. 

The checks? They were given out on time and many Christ- 
mas celebrations were perhaps a little happier because of them. 

rhat’s the reason the Meilink people had that “extra good 
feeling” just before Christmas. More than two years before 
when the two safes assigned to Aetna Safe Company, a New 
York distributor, for Goldsmith Bros., a leading dealer, were 
built in Meilink’s Toledo plant, the people of Meilink had 
unknowingly made a gift to the people of Caryl-Richards. 

Iwo full years later, the workmanship of Meilink craftsmen 
made it possible to deliver Christmas checks on time and too, 
in a “long distance way”, they had something to do with put- 
ting the company back “in business” quickly after what might 
have been a disastrous fire. 





Rucker Firm Takes New Wichita Quarters 

The Rucker Company, Wichita, Kan., distributor of dupli- 
cating machines, has moved to a modern, one-story brick 
structure at 622 N. Washington Ave., Wichita. 

Formerly located at 434 N. Rock Island Ave., the firm has 
obtained a 10-year lease on the recently constructed building 
at its new site. 

The new building includes about 50% air-conditioned of- 
fice space and about 50% warehouse space. 

Rucker is an authorized distributor for A. B. Dick Com- 
pany duplicating products including mimeograph, lithograph, 
spirt and Azograph processes. 

Walter J. Rucker is president of the Wichita firm. 

The move was made because of a need for more adequate 
quarters, and because of rapidly-growing market in the Wichita 
trade territory which the Rucker firm serves —-GMH 


Firm Reports Loss of Adding Machine 

[The disappearance of an Addo-X adding machine, model 
No. 341E bearing serial No. C-81849, from the offices of the 
Modern Wood Products at 319 McKibben St., Brooklyn, N. 
Y. has been reported. 








. 
a4 





‘a s 
PEN(NANT) WINNER .. . Sister Claire Philomene of Putnam, 
Conn., receives a $500 check from David L. Parke, president 
of Cushman & Denison Mfg. Co., as first place prize winner in 
the firm's Flo-Master National Teacher Contest. The nun is 
holding her work specimen drawn entirely with the felt tip 
pen. Her entry was accompanied by a letter listing the many 
uses of the Flo-Master pen in the classroom. 
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JENS RISOM DESIGN, INC., 49 EAST 53rd STREET, NEW YORK 22 * ALSO: CHICAGO * HOUSTON * ATLANTA ... WRITE FOR INFORMATION 


N: SPECIAL SHOWING — FLOWER ROOM, HOTEL BLACKSTONE, CHICAGO 


SL Huh) A4- ise) : 


The complete and integrated line of contemporary furniture for the better business interior... 


»* 





RICHARD AVEDON 





It’s Here—the COMPLETE New Line 






of personal 


SENTRY SAFES 


Finer... Handsomer... Designed to Meet 







Every Home, Farm and Office Need 





NOW, as never before, SENTRY makes it possible for you 
to offer everyone the world’s cheapest insurance against fire 
and theft! Mass produced by the world’s only specialty safe 
manufacturer, SENTRY now offers a complete new line of 
quality-built, handsomely designed personal safes to meet 

oe every need and pocketbook. 9 out of 10 people need and can 
Suggested — afford a SENTRY. Why not cash in on this ready-made 


98" 
40% DISCOUNT | 
predic Only SENTRY Has All 
These Big Safe Features 


volume market! 








New 
SENTRY MAJOR . 
FIREPROOF VERMICULITE’ INSULATION 


3285 cu. in.—275 lbs. : ; 
P 7 
24V_" x 17%" x 22%” rotection up to 1700 


Greater capacity, yet undersells HEAVY, ALL-WELDED CONSTRUCTION 


all competition. 
ONE PIECE DOOR 
SENTRY ALL STEEL INTERIOR (Removable) | 
STANDARD | 


3-WHEEL, SCREW WEDGE 
2340 cu. in.—210 lbs. : 
24n" x 17%" x 17%" BUILT-IN COMBINATION LOCK 
BRONZE OR GRAY 


$6925 METALESCENT BAKED ENAMEL FINISH 


40% DISCOUNT ALL BRIGHT PARTS CHROME PLATED 








plus adv. allowance. * As required for U. S. Army field safes ’ 
— ae : Suggested 
3 _ a List Price 
A SPECIALTY LINE WITH —— ; 
ny 0 wee ——— 40% DISCOUNT 
PETITI N! . plus adv. 
SEI oes not compete wit 
; your regular safe lines. Instead, it SAFE and CABINET 
anes rounds them out... gives you the Only SENTRY has it—a safe concealed in a 
only safe that opens up the vast handsome, genuine African mahogany cabi- 
Suggested personal market. Send for the com- net, 2514” high, 20” wide, 20” deep. All the ne 
List Price plete sales and profit story that tells standard SENTRY features . . . a fine piece a 
$ 95 how SENTRY can put extra dollars of furniture, too. Costs /ess than any other t 
4 — in your pocket. comparable safe alone! as 
Ve kA ivan) bi Install-It- Yourself 
ua aa WALL MODEL 1. 
allowance th; 
seNTRY JOHN D. BRUSH & CO., INC. ‘. 
Same size and features os Formerly Brush-Punnett Co. - 
Sentry Standard 
545 West Ave., Rochester I1, N. Y. tee 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 





Fred R. Smart, secretary-manager, Sta 
er Julia T ~aneca inc. | 
sing trade groups in several Ontar 
Geciareo there is every evidence 
nat mice app. tance dealers in VCanada 


uld expect 4n gooqg business year 
ahead. Said Mr. Smart: "The U. S. bus 
barometer exerts @ very trong 
ence in Canada and the signs point t 
ree-spenaing year ang probaDly a re 





wil be reached in 1955. Here 
Canada, it's the same! rring unpre 
FRED SMART Berri = 
Jicrabie catastropnie sucn 4S pr ngea 
jenerally w eern this year as Mu 
} a like dg. ihere is a predicted 
pulat which means n gner Ailes 
re product more production means 
tivity and e business means more 
tT ber nsumead. .. « The prea 
being ) Dy experts suggest that 
J n Canad The oil situation nA 
Labrador titute @ Gouble jack-p 
Cc develor tT magnitude are un 


rama of adventure faces Canada; we 


my ana sucn nditions w De Du 
} ar 
ek both tne a Ty and the stamina ft 
you stor K OT The prospects ahead 
sOpreciate tt opportunities that are our 
t mpe 3 ask ‘Just how muct 
} } >d 
* &£ & & ¥ 
J. Bevan Hay Jent, Hay Stationery Co., London, Ont., 
j ] ear atter a litetime in the trade. He 
nt.. moving to London in 1914 when 
Dearing nis name. Since then the firn 
r tl ntire Western Ontar 
j weltare and phiianthrog 
veral la mpanies. He was a past 
cnambe merce; member t the 
Ur f y Western Ontario. He 
1 three children; ck Jr.. who now 
tT of U St. Catt 
*¥ &£ & & & 
from split - 
t f 3 nova being produced by Romeo 
Herbert { Rustiaque Eng Magog, Que. Shown at the 
+ +} r attra ted a 
S asliations are 
*¥ £ & & ¥ 
t C | ade dictation a 
snd T n+ with le Ss a 
{ 3 d in the U.S. under 
_ ersal. The duct 
n U K bu Tne new & 
titable to dealers. 
* £ &€ & & 
Ferris C. Stricker, 52, prominent Vancouver businessman. since 
t time clock division of International B 


* } January 19. B rn in Drayton Ont 


areer with Bond & Co., Guelph, Ont 
c Hamilton, Ont. He was a member 

t the board f trade in that Ty, as we 
Community Chest 


+ &£ & & & 

hort, Lieut.-Col. G. R. Stevens, writer and 

ont After spending 

a survey of Great Britain and Western 

pe | 1 that while there sti!l remained great challenges 

10 vear the end of World War II had brought astonish 

hanae Europe. He said the European people recognized 

mmelled nationalism and the result is a strong 
ceptance of international obligations. 

‘This planet has perhaps a century in which 


ea! meeting recently. 








Cat Tevondorigs | 


Sell what you 


~ have in stock! 





Uhls’ new shelf is Inter- 
changeable . . . can be as- 
sembled either flush or 
raised, right or left... 
any way your customers 
like them best. 


The new Uhl stand offers 

your customers a variety 

of features and—always 
stability and safety. 


You can sell what you ; 
have in stock . . . and cut excessive inventories . . . by 
standardizing on the new Uhl Business Machine 
Stands. 


All the traditional Uhl strength is built into this 
new stand. Strong, rigid, rugged, it will safely sup- 
port the most expensive business machines. 


YOU CARRY JUST ONE SHELE 
FOR EACH BASIC MODEL 


No. 7800 (illustrated)... 17 x 24 top 
No. 671... cee ee ees 14% 1714 top 4 
Standard Height— 26 inches 


Manufacturers of Business Machine Stands, School 
Furniture, and a Complete Line of Industrial Seating 


lhe Toledo Metal Furniture Company 


Since 1897 
1103 HASTINGS STREET *« TOLEDO 7, OHIO 








BARKLEY TAB GUIDES. 
Letter, Legal and Card 
Sizes. Durable black press- 
board. 





CARD INDEX GUIDES. 
Index Bristol, buff and 
colors. Gray Pressboard. 








DURATEX FILE FOLDERS. 
Single and Double-top. 8- 
9% and 11 point. 

Extra Heavy Weight 
Single-top 14 point. 























PRESSBOARD GUIDES — 
(Gray) Metal Tab, Plain 
Tab and Celluloid Tab. 








KRAFOLTEX 

FILE FOLDERS. 

Single and Double-top. 
Eleven point. 








= INDEX CARDS — 

200 Line 110+ White 
and Colors. 300 Line 90+ 
White only. 






















Established 1921 


(. L. BARKLEY & C0. 


; fy 
VE Pd id Se TUT OFS 


of Filing Supplic 


1220 W. Von Buren St Chicago 7 
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et up a world authority or to become a4 dead star.’ He cited 

the imminent possession of atomic weapons by the smaller nations 

as a developn which had mede supernational authority com- 
sive. 

* £ © €& & 

Special forms and mechanized equipment are minimizing the 

umber of accounting operations in business offices today, Arthur 


Hall, Underwood, Ltd., 
pa 


and J. R. Pipes, Pipes Business Systems 


Co., told the 1955 inaugural meeting of Victoria chapter, Society 


t Industrial and C 


t Accountants. 


John Brownlee, founder of Brownlee Office Outfitting, Ltd. 
Vancouver, was recently the recipient of a gold watch presented 


by the Paillard C 
pede work r the devel< pment 
Western Canada. Mr. Brownlee 


Yverdon, Switzerland, in appreciation of his 


ac mpanied by his wite, will be 


naking an extended trip to Europe this Spring to visit the Paillard 


° . ae a 
plant, also the plant of the Totalia C Milan, Italy, manutactur- 
er f Totalia edding machines. From there they w visit office 
turniture and appliance tactories in England, France. Belaiur 


nd Holland. 


W. C. R. Jones, Prince Rupert, B. C., has been appointed vice 
> aenr if nNarae f ind 4 tr =] na put relat r T The 
we River C He jeaves hi present ¢ + with C iumbia Ce 
se Co. t in the paper house, May 


George T. Southam, vice-president of Nict n, Ltd., and 
eer =Nnv f Lrd., Vancouver c nter 6na ST na 
Dee eleci the coard of direct T Br Tisn Cc c r Kers 
Ltd., Va u 
+ ££ &€ €& & 
Arden Dictatior System Ltd. Var ive né been appointed 
exclusive dealer tor Peirce magnetic belt dictation equipment in 
Canada, according to an announcement from Peirce Dictation 
Systems, Chicag President of the Canadian outlet John Arden. 
de will be assisted in local sales by Eric Baily who has wide ex- 
perience n Tr dictation equipment tield Serv Jepartment 


Ww be managed by Ed. Jewel 


l, a technician of many years 


mpurTing GCevice Tnar can nana t 3 u 
ales analy and marketing in a n tice uding ur 
rk and vertime ot employees, as we as caiculate and print 
3 pay! at five seconds per person were outlined by Edgar F. 
Codd recently before Ottawa branch, Chartered Institute t 
Secretarie Mr. Codd is head of the apr ations and p } 
ces department Computing Devic« f Canada, Ltd. 
a H } hat while uc } with Tr plex 
bilit 1 been often over k lon f nil -t 
ealize that machines can be 4 nk work. ¢ 
He ¢ tea fT new machine C aev 1 anda 
ted t which could read k t bank ma 
1k t + far r but h at ~many 
h equipment r sen He told t 
t as Canadian nt dex which 
me hs ae teal abe at ated by a 
n He said that +t $200,000 
°| i+ n tw year 
*¥ £€£ & € 
G. L. Snider, general sales manaas Royal Typewriter C Ltd 
ronto, has announced the appointment of Thomas H. Armstrong 
a tati r +r Onta fistri Mr Armstrona 
T p V 2 years € t ypewrirte 
| position ynager d th ast 
*¥ £ €¥ & F 
na ted at $50,000 f 1 Stedma 
c K @ Tore in dow Bra T ntly 
Ze TE and breakdown € wart 
p ¢) , ue peration 
* *& & * * 
b err. can start 4 = 
ipply deals ne 110 ash f wid 4 na 
narket f product Tom Stiles tain-Stiles-Langford Ltd 
ndor On+ #4 eaquipmen+ tailer + J a meetina f the Sta 
> + z ron4 He warr 1 that the buildir 
dealer ( not an ea 
it must be Duilt on very id t “ ana a 
forces which w be underminir n ft | ad. Your 
store must f recoanizea a W t tomer 
treated fairly. must be paid promptly to establish a credif 
basis uf suppliers know ec their mone 
vithout undue delay. It must establish itself as a mpany with 4 
trading « vy: otherwise it will not and cannot last. 
He emphasized that a recent U.S. survey of the. office equip- 
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“They” come back for more of 
this famous Berkshire Typewriter Paper 
that erases without a trace 


KATON’S CORRASABLE BOND 


IT PAYS, PAYS, PAYS TO PROMOTE ERASABLE- a trace, with a mere flick of a pencil eraser; insures clean» 


COR-RA-SA-BLE. The demand you build up by your faultless typescripts. When you establish your store as 
displays, advertising and store demonstrations can be headquarters for complete Corrasable stocks at all times, 
satisfied only by Eaton’s Corrasable Bond. This is the you secure a kind of business that nobody can take 
unique Berkshire Typewriter Paper that erases without away from you. 


Check your stocks for all these items in Eaton’s Corrasable Bond 





ek ae 









500-Sheet Ream Boxes of Corrasable Bond, available 100-Sheet Packets of Corrasable in all four weights. 
in 9, 13, 16 and 20 pound weights. 125-Sheet boxed Executive Stationery and separately 
en available matching envelopes (not illustrated). 
ghTOn, 
* v 





Sees 9 








Self Service Display Unit—Holds eighteen 100-sheet 


packets. Price tickets supplied free. 


BERKSHIRE TYPEWRITER PAPERS 


—eAtOny 


EATON PAPER CORPORATION {MZPITTSFIELD. MASSAENUSETTS 
‘erren 
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coe for th ~ ROT nine 
ose plus sales thar “oat. bn. = a 4 
Tye bs 
e 2, FR, 
off ULGES | 
make pro rane 4 ” Sr pie eet ; ‘ 
é ue 5 m: . ; x 4 ' or * 
: we Ht j gs ad of ‘ 
P ¥ 
‘ wt ad : 
;  —ee 2 ; 
BOOK TROUGHS | ee a 


and DICTIONARY STANDS 


A place for everything and everything in its 
place. That's the reason there is such a growing 
need for STATIONERS outstanding line of book 
troughs and dictionary stands. Here is finger-tip 
accessibility for catalogs, reference files, tele- 
phone books, record albums, library books and 
dictionaries. Smartly designed and sturdily con- 
structed. Made from genuine solid walnut or 
white oak. For Office, Library and Home. 





DESK BOOK RACK 

A new Stationers design to keep the desk 
in order and books in place. 

Dimensions: Height 8"; Width 19”; Depth 
10”. 


Shipped Knocked Down. 


aaa tide e-siew weds 6 ai Walnut Rack 
eer esec veecesoes White Oak Rack 





TROUGH-TELEPHONE TABLE 


An ideal book rack for a law office, 
affording a place for books which are 
needed close at hand. 

Dimensions: Height 30”; Width 24”; DICTIONARY STAND BOOK TROUGH 
Trough 8” deep x 14” high. 





A mighty handy Stationers unit to Designed for both telephone and book 
Shipped set up. have around an office. An attractive use. Convenient, handy and orderly. 
No. 200........--2++0- Walnut Table piece of furniture to serve a functional Dimensions: Height 30”; Width inside 
Me. BOT... cc ccccees White Oak Table need. 24”; Trough 8” deep x 14” high. 

Shipped Knocked Down. Shipped set up. 

i Lert Walnut Dictionary Stand a. PRE ELEE eee Walnut Trough 

No. 378...White Ook Dictionary Stand a) rer rr a White Oak 


Write for full details 


STATIONERS MANUFACTURING CO. INC. 


1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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the average net per cent on sales was 5“ 


we are prone to think that because 4 


arge volume of business they must be making 
keep that 5° mind when you, as a sales 
an extra a ount to a tough buye 
M t had 50 yeer f experience in the trade t 
mer T weave 3 Tory arouna the pr IuUCcT 
U se in OM p nt if sellina Tteature 
Make sure your customers know al! about 
ina t its top management. Talk about 
pportunities you have to interest pe 
is iand of opportunity we must prove 
sre acin + possess it. we must be alive 


pass this enthusiasm along to our cu 


+ &@ & & & 
A iation has announced the f wing 
Eric Rogerson; treasurer, J. E. 


vas Siutiiaal 
Doole: J. Malcolm: publi N. Brown; resolutions, Eric 
Jeanfavre ry, Noel Filbey. Group meets every second 


* ££ & & & 

Stanley K. Bennett, 64, with The Brown Brothers, Ltd., Toront 
tur Jied January 13 He was well known 

an trade. Alwa keenly interested in ex 


his time since World War | 


tary rf pitals, radi 


=n cme 

programs and organizations 

several golf clubs i 
ht Club, Toronto. 

* &£ & & 

the past few years and its 

f the St. Lawrence deep 

Barbe Canada, Ltd., Toronto, throug} 

Kenneth W. Murphy, has h 


ton, Ont + e 


Vas a membe r 


& na Jian Ya 


yrowth 
mp ati 
announced estab 
rve the Niagara f¢ 


%* &£ &£ £ & 

Jepicting the right and wrong way t 

tomer featured the February educationa 

| tationers’ Association. Taking part in the 
Humbert Paul, Dawson Bros., Ltd.; Harry Barshaw 


C 


‘ 


Ba Supplies; Ronald MacDonald, Allan Singer 

Sheila Cant nr n Mfq. Co. Director was G. Fels, Copp 

| neeting chairman and monitor of discu n 
George Knox, The Brown Brothers, Ltd. 


& & HF H& & 
ager of the St. Lambert, 
nada, Ltd., manufacturers of 
ent. He replaces Bruce Bergener who ha 

purchases for the Todd Co. Inc 


Ernest R. Lewis 


been appointed mana 


mpany of the Canadian firm. Mr. Lew 
anager Todd's Chicago pliant. He 
e t at Brooklyn, N. Y. plant 
ed to Chicago a fice manager in 1953 
that year to assistant plant manager. 


& &£ & & & 


Egbert Jacobs, |¢ 


He starte cting unique writing in 
rs aa now boasts a collection 12 
+ of are advertising pens and 


ature spe 3 containers holding matt 


+ ££ £€ HF & 
mingled with the soft 
Adding Machine of Cana 

e branch in Regina, Sask. 

pen-house ceremonies, attended by su 
rovince's !ieutenant-governor, W. J. Patterson; 
r, T. C. Douglas; Regina's mayor H. L. Ham- 


business machine 
when Burrough 


ales and serv 


mond, 
ff half of the firm was J. L. Rapmund, Toront 
R igh f Canada. He was assisted by J. C. 
Chadwick ynadian service manager for Burroughs, and 
Burroughs Corp. of De 


D P. Lutzelier r aT n a vi 
troit wife of the branch manager for Regina 
Mrs. H. R. Kruse. 

* £+ €&€ & & 
ce Management Association will 
Ottawa, Ont., in the Fall. Sitting in the chair 
Richardson, executive assistant, Canadian 
The area covers 13 chapters, from Halifax 
to London, Ont. in the west: as far south 
( n New York State. Five chapters in the 

eight Canadian. Current president of Ottawa 
f ed in 1947, is Arthur A. Jackson, secretary 
nadian Banknote Co., Ottawa. 


National Off 


Garnet W. 
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CASH IN ON THE POPULARITY OF 


STURDY 


CAMPRO 
AB POA 7 STEEL 


5% 





the best 


way to put 





small items 
in their 
place! 


! 


RROD: 


RED or GRAY BAKED ENAMEL STEEL FRAMES 
with CRYSTAL CLEAR STYRENE DRAWERS 


® In every office, in every shop, in every home, there 
are dozens of small parts requiring easy, convenient 
storage. The slickest, handiest answer to this problem 
is the JIFFY Cabinet . . . and there’s a size for every 
need, a price for every purse. 

@ Everybody likes the new colorful JIFFYS .. . they 
display well . . . are an excellent impulse item . . and 
a steady, year ‘round seller. Prices are strongly main- 
tained nationally for real top-profit to you. 


CHECK THESE FEATURES: 


REMOVABLE DIVIDERS fur- 
nished give 3 areas per 
drawer. DRAWER STOP pre- 
vents spillage, permits drawer 
to hang open. LABELS fur- 
nished for all drawers fit in 
slots above handles. RUBBER 
FEET to prevent scratching. 
SOLID METAL BACKS are 
key-hole punched for wall 





DRAWER 
534"' long x 27%/"' wide x 1%4"’ deep hanging. 
FIVE POPULAR SIZES NOW AVAILABLE! 
8, 16, 24, 32 and 48 Drawer Capacities 


pa MERE'S A GOOD DEAL FOR DEALERS -——-~ 


Gentlemen: Send information on 
CAMPRO SALES CO. ( Jiffy Cabinets and details of the 


1310 - 4th Street S. W. (STARTER SET. (This set of only 
Canton, Ohio 11 Jiffys gives an adequate 
assortment for good display and customer choice.) 


NAME ‘ — 


FIRM NAME 


ADDRESS 0 we 


CITY . . ZONE | SRE» 


— << ee ee ee ee ee ee 


p----T-Tn nr 


189 





IMPERIAL METHODS 

















MEAN 


CUSTOMER 
SATISFACTION 
GREATER SALES! 
GREATER PROFITS! 
Meet your customers’ demand for durabil- 
ity and economy by providing Imperial 


Methods manila and kraft file folders! 
They are priced to sell! 


Write for Samples and Prices! 









Imperial Methods is now better 
than ever equipped to serve your volume 
requirements! 


V QUICKER SERVICE 
V TOP QUALITY 
V LOW COST 


Place your next order for file folders, 
index cards, vertical and card 
guides with 


Imperial [ifethods (o 


i = Rene) 





FOREST PARK, 
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Diebold Opens ‘‘Planned Drive in '55’’ 

With complete confidence that 1955 will be an even better 
year than 1954, sales management of the systems division, 
Diebold, Inc., left nothing to chance when its “Planned Drive 
for *55” was announced. Carefully prepared “kick-off” meet- 





ings were held for all field sales representatives early in Janu- 
ary. The underlying theme of the drive for *55 “Diebold Is On 
The Go” was aptly demonstrated by “flying squads” of home 
office executives who sparked the meetings. 


Confidence Expressed 


Management’s confidence that Diebold “is on the go” was ex- 
pressed in stepped-up emphasis on new products recently intro- 
duced, new literature and demonstrators, and increased con- 
sumer promotions backed by heavier direct mail and business 
magazine schedules. 

A feature of the kick-off meetings was the presentation of 
a confidential booklet, “Your Planned Drive In °55,” to each 
sales representative. The booklet was presented for one ob- 
jective . . . to put more money in each salesman’s pocket dur- 
ing 1955. 

The key of the booklet is “My Budget,” a confidential sum- 
mary of the income needed, compared with last year’s actual 
earnings and this year’s projected income. After filling out “My 
Budget” for his own guidance each representative is requested 
to fill out only one report to be sent to the home office . . . the 
sales quota required to produce the projected income. 


Self-analysis Possible 


Forms are included for self analysis by the salesman of such 
basic elements as: 

Number of orders required for volume needed. 

Number of proposals made. 

Number of surveys made. 

Number of calls made. 

Number of new prospects obtained. 

Number of calls per order. 

Average size of orders. 

Average commission per order. 

Provisions are made for comparing these elements weekly 
and monthly during the current year with averages for the past 
year. 

Due to the variable time-lag that exists between securing a 
prospect and closing an order each man is urged to keep a 
“Prospect Inventory” by months. By recording “The Progress 
of My Plan” weekly by quarters, each man can determine his 
own time-lag and analyze ways and means of shortening it. He 
also determines for himself how much “Prospect Inventory” he 
must keep ahead to assure needed income. 
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they’ Il try...compare...and buy 
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and here’s eee Sensational! That's the only word to describe the all- 


eee 










new REGNA Adding Machine! Streamlined as the 
newest cars . . . so low in cost it's a dream-come-true 
for small business owners. Lets many firms cut ex- 
penses and increase production by supplying a 
machine to every department, to every desk where 
adding is done. It took REGNA engineers years to 
; develop an adding machine of such supreme quali 

— . — ove at such a remarkably low price. It will take om 
signals for subtract, multiply, customers only minutes to realize that the new 


sub-total and total printed , eee . : ‘ 
correction key clears entire keyboard REGNA is thelr “best odding machine buy"? 


lifetime handle construction 
scientifically designed moulded keys 
trouble-free performance ... | 


minimum maintenance | Gentiemen: 
" — Please send more information on the new Regna Adding Machine and outline 
advantages of becoming a Regna Dealer. 


models with or without direct 
subtraction available 
revolutionary years-ahead styling. 
Swedish steel assembly ... . 
Swiss precision counters 

fully automatic safety keyboard: 


REGNA CASH REGISTERS, INC. 
175 Fifth Avenue 
New York 10, N. Y. 





Nome____ —* 





Address__ 


City Zone__ State 


aus =p =p == cep > a ae a am ass ob Ee Oe 
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ADVERTISEMENTS 


“~ IN / “THE OFFICE” 
and 


‘‘OFFICE MANAGEMENT’’ 


Who but ARCO? 


is giving such dealer aid on Rubber Bands 


Ask for ARCO’S complete Dealer Aid Program 
Literature—Samples—Prices 


ALLIANCE RUBBER COMPANY 


ALLIANCE, OHIO HOT SPRINGS, ARK. 





TO ALLIANCE RUBBER COMPANY, HOT SPRINGS, ARKANSAS 


Send free samples and details 


Attention 








Firm 
City State 








Address 


A3 





Date 
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STOCKROOM EFFICIENCY . . . LEFT——Gravity chute for stock re- 
ceiving at Outwest Ptg. and Staty. Co. RIGHT—All incoming 
items are marked immediately when received by the firm. 


Gravity Chute Simplifies Stock Receiving 
At Colorado Springs Office Supply Firm 

Taking a cue from major food stores, who have found that 
direct basement receipt of shipments for later marking and 
distribution to the selling floor above, has substantially sim- 
plified store operations at Outwest Printing & Stationery Com- 
pany in Colorado Springs, Colo. 

William Mason, Jr., veteran head of the store, planned 
well for the handling of items, which range all the way from 
a tiny rubber eraser to a heavy office desk, in laying out the 
service departments. Consequently, he arranged for a conveni- 
ent truck dock at the ground level. From the dock all incoming 
shipments except, of course, those of an emergency nature 
which must be rushed immediately to the sales floor, tumble 
down the five-foot wide, stainless steel chute. 

The chute, opening directly upon the truck dock, is in- 
clined steeply into the 10-foot-deep basement of the store. 
The 15-foot “overtravel” at the basement level slows down the 
carton or package as it arrives. Two venerable rubber tires, at 
the end of the chute, provide an effective stop for those car- 
tons which build up too much speed in the descent. 

Through the gravity-chute system directly into the receiving 
room, receiving operations can be carried out in less than half 
the previous time required, and with a far greater degree of 
efficiency, according to Mr. Mason. 

One of the elements which is counted heavily in the efficient 
use of the basement for receiving in this way is the tag-printing 
machine which is located only a few steps from the bottom of 
the gravity chute. Here, duplicate tags, carrying both cost and 
selling price along with quoted information for departmentiz- 
ing, are automatically attached to every received item of any 
size before it is cleared for transport to the 40-odd depart- 
ments. These are located on the first floor, the office department 
on the second floor, and corollary supporting department. 

Through this combination of factors, Outwest Printing & 
Stationery Company believes that it has developed the most 
efficient receiving system possible—RAL 








New Course Offered in Management 

Encouraged by the success of their initial course, the 
American University will offer another intensive study in 
records management. Called the Second Institute on Records 
Management, the term will run from June 20 to July 1 at 
the university in Washington, D. C. The program will provide 
lectures by nationally known experts in the various aspects 
of records procedure and workshop sessions. Details may be 
secured from the School Director at 1901 F St., N.W., 
Washington 6, D. C. 





Woytek Buys Capital City Office Outfitters 

Raymond J. Woytek has taken full ownership of the Capital 
City Office Outfitters, Austin, Tex. For the past three years 
Mr. Woytek has been a partner in this firm selling office 
furniture and equipment exclusively. The company, now in 
its eighth year, is located at 107 E. 19th St. 

Mr. Woytek has announced his appointment as represent- 
ative for the Browne-Morse Company. 
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ARE YoU 
WASTING 
TIME... ? 


and tedious labor in assembling cabinets 
with countless nuts and bolts? 


Supreme's cabinet line is so unique that as- 
sembly requires but a short fifteen minutes. 


Write for catalog illustrating Supreme's complete line of 
cabinets. Specific gauges of steel and detailed construc- 
tion listed therein will prove quality can still be obtained 
at low cost." 









































Visit us at Booth No. 160-161 NOFA Convention 
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THE TWO-IN-ONE BANK PEN 


Changepoint Pens may be had as Fountain Pens or Ball Pens, 
and either may be converted to the other type. Such adapta- 
bility makes Changepoint Pens especially practical for office 
standardization. 

Due to Recent Improvements, Changepoint Ball Pen refills will 
now write to the last drop of ink and give the full measure of 
service. They still hold four times more ink than average of 
other refills. Ink is non-transferable and permanent. Colors— 
blue, green, purple and red. 


NEW ! cinzeo 
PORCELAIN BASES 


Just as Functional as 
Bronze or Chrome but 


Much Lower in Price 


Ball Pen Refill (Actual Size) 
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Write for Literature 


FFLFPN ONS F7IES S44 SOUWlH AOCKFLOAO 


TULSA, OXLANOMA 
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Turnover of Stock a MUST 


by JIM WARD 
Ames Supply Company, Chicago 


® YOU HAVE CLOSED your books for the year to learn 
how much profit you made in 1954. If there is only a small 
profit or loss, you may attribute it to a lull in business or 
the high cost of conducting a business these days. Actually 
your small profit or loss may be due to the fact that you 
have too many slow moving machines and your inventory 
did not turn over often enough into proftable sales. 

Department and stationery stores figure that the space 
occupied by stock is 20°% of the overhead expense, and 
they know how many times it is necessary to turn over 
the inventory yearly to make a profit. The oftener the in- 
ventory is turned over the greater the profit. 

During the past few years, manufacturers have released 
to dealers many new adding machines, calculators, cash 
registers and other machines never heretofore sold by deal- 
ers. As a result, dealers are carrying a much larger inven- 
tory than ever before, tying up more of their working 
capital—increased inventory decreases cash in the bank and 
delays payment of bills. 


More Important Now 


Today it is more important than in the past for dealers 
to turn over their inventories more often into sales to 
replenish their working capital. 

The increasing profits of turnover may be illustrated by 
the peddler selling bananas from a pushcart. Let’s say he 
buys $10.00 worth of bananas and sells all of them the 
same day for $20.00. He makes $10.00 gross profit. It 
he repeats this every day for six days, he makes a gross 
profit of $60.00 on his original investment of only $10.00. 
He turned over his inventory six times. 

However, if it requires two days to sell $20.00 worth of 
bananas and he does this every two days, then at the end 
of six days, he has turned over his original investment only 
three times, at a gross profit of only $30.00. 

The same examples can be applied to the office machine 
business—the oftener a dealer turns over his inventory, the 
greater are his profits. 


Profit Figured 


For instance, if a dealer buys 10 new portables at a cost 
of $650.00 and sells all 10 machines in one month for 
$1,000.00, he has a gross profit of $350.00, less overhead. 
However, if it requires two months to sell the 10 machines, 
he has a gross profit of only $175.00 per month, and the 
overhead now includes two months expenses. If it requires 
three months to sell the 10 machines then he has a profit 
of only $116.66 per month, and the profit per machine is 
still less. 

The slower the turnover the greater the overhead ex- 
pense and smaller the profit per machine. The same rule 
applies to the used standard machines gathering dust on 
your shelves. 

This matter is so important that we suggest you take 
your machine card records and check your stock. If you 
have an inventory like the average office machine dealer, 
you are due for a few shocks. 

You will hit the ceiling when you look at the card of 
probably the first machine you inspect. You will call 
your serviceman and exclaim: “What is this machine doing 
here? We traded that machine in on a sale last March 
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The First and Only LOW PRICED 
Elevator Mechanism STENO DESK 


by (EG 





Greatest Desk Value Ever Offered! 





No. 5524 — 30” high, 55” long — 24” wide. 

Made of heavy gauge furniture steel. Most modern design, 
Waterfall tops, rounded corner drawer fronts. Island base. Tops 
covered with Armstrong Finest Grade Jaspe Linoleum. Mar- 
resistant baked enamel in Five Colors: Gray — Mist Green — 
Desert Tan — Cocoa Brown — Dark Green. 


Fool Proof Operation — Special Leg Attached to Door, makes 


tipping impossible. Will house typewriting machine up to |6!/5" 
deep with 1734" carriage. 


Shipping Weight 165 Lbs. F.O.B. Philadelphia. 


DORSE STEEL EQUIPMENT ae ANY 
2514 W Dauphin St. Phila.30,Pa + STeven : ‘ 
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BULLETIN, DIRECTORY and MENU BOARDS 
CHANGEABLE LETTER SIGNS and CORK-BACK 
BOARDS for THUMB-TACK NOTICES 
CHANGEABLE. DESK NAME PLATES 


WRITE FOR OUR LATEST 
ILLUSTRATED CATALOG 


37 EAST i2™ STREET 
NEW YORK 3, N. Y. 


x |BULLETIN COMPANY 
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Proven Fire Protection For 
Your Customers’ Records 
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Passed all fire, explosion and im- 
pact test. 

Letter size, 2-3-4 drawer models. 

Legal size, 2-3-4 drawer models. 

Standard finish, green or grey 
baked enamel. 

Special finish on request. 

Other cabinets available with Un- 
derwriters’ ‘‘D’’ label. 

Order now or write for illustrated 

brochure. 


Territories open for dealers and 
distributors. 





MurPHy MANUFACTURING COMPANY 


ARY )F THE MURPHY ELEVATOR CO 


820 W. MAIN ST. © LOUISVILLE 2, KY. 
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and the profit of the original sale is tied up in this ma- 
chine—the longer we keep it the less profit we make.” 

Now, don’t blame your serviceman—nobody told him 
that this was a traded machine and you wanted it over- 
hauled at once for re-sale. Blame it on your sales depart- 
ment for not selling it quickly. You may find a few more 
traded-in machines that should have been overhauled and 
sold months ago. 

Then you look at the record of another machine and 
are surprised to find that it has been in stock for more 
than a year. Your serviceman will tell you that it has 
odd type and he could never find time to change the 
type. Your records show that you bought this machine at 

bargain price on account of the odd type, but it is no 
longer a bargain when in stock so long. 


Capital Tied Up 


You have been buying all through the year late model 
machines to replace those sold, tying up your working 
capital, and you are stunned to find on your shelves about 
a dozen similar late model machines that have been in 
stock from six to nine months. By this time you are ready 
to explode and you demand an explanation from your 
serviceman as to why he let you buy more machines when 
he had plenty in stock. 

Again, don’t blame your serviceman. He probably gave 
you the same explanation you did when you worked at the 
bench: 

“We are short of mechanics and I am doing two men’s 
work. When we have a rush order for a rental or a re- 
built machine, we pick out the machines that have the best 
enamel and nickel plating and require the least amount of 
work. We have been so busy that we have not had the 
time to overhaul the other machines.” 


Parts Wanted 


You also will find a few machines on your shelves for 
months that have been robbed for parts on rush jobs, and 
the replacement parts not ordered. 

3y this time you will realize the value of frequent turn- 
over of your stock and why you did not make more money 
in 1954. Why not start a housecleaning now by overhaul- 
ing and pushing the sales of these slow moving machines? 

If you dropped a nickel on the floor and it rolled under 
i you would move every machine until you 
about recovering the hundreds of nickels 


some machines, 
found it. How 
you are losing in idle machines? 

If you would look at those idle machines as frozen cash, 
you and your sales force would work harder to thaw 
them out into cash sales? 





NCR Opens New Topeka Quarters 

Formal opening of the new home of the National Cash 
Register Company at 215 E. Eighth, Topeka, Kan., was held 
recently. Elliott A. Ash is branch manager of the firm. 

Housing the firm is a two-story building of Bedford stone, 
50 x 100 feet in size. 

Mr. Ash has been with National Cash Register for 30 years. 
He came to Topeka in 1931.—GMH. 


Friden Takes New Quarters in Atlanta 

The Friden Calculating Machine Company, Inc., has moved 
into new and larger quarters at 1273 Spring St., N. W., At- 
lanta, Ga. This office handles the East-Central Division which 
takes in an area extending from Michigan to Miami and in- 
cluding about 50 retail sales and service points. Grant Drum- 
mond is manager of the division.--EEG 
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onsistent and good service to your account. 

Our men are tops and know the stationery calendar business; they can 

aid you in preparation of your sales presentations, aid you in effective 
isplay, aid you in your dealer advertising and promotion, and most 

important — can aid you in ordering the right calendars in the right 

amounts. 













lert promotion by Progressive Management by constantly improving 
Work-A-Day and Schedule-A-Date, our equipment, our organization, 
and service to help you sell Work-A-Day and Schedule-A-Date; to keep 
you and the rest of the Keith Clark Team, the winning Team. 


f 


epeated advertising impressions to help you sell Work-A-Day and 
Schedule-A-Date. K-Cey advertising in BUSINESS WEEK, U. S. NEWS 
WORLD REPORT, and MANAGEMENT METHODS has reached nearly 
1 million BUSINESS EXECUTIVES. 


xcellent product means repeat orders for you — over 95% of all those 
who have purchased Schedule-A-Date re-ordered for 1955. This means 
repeat profits for you. 


elling Aids to help you sell Work-A-Day and Schedule-A-Date. Let your 
customers know that you have the complete line of calendars for every 
office use and you can supply them with “the calendars that work 
for you.” 

















Blo 


See Back Page for Important New News About Schedule-A-Date 


Keith Clark Inc. 


130 West 42nd St. 
New York 36, N. Y. 


The Calendars That Work For You 












onsumer acceptance — 4 years of use by business executives in over 15,000 
companies has established recognition and preference for Schedule-A-Date. 
Letters like this are commonplace at our office: “I have used Schedule-A-Date 


for four years and found it to be one of the most useful office tools on my 
desk. | believe that it is heads and shoulders above any other calendar.” 

Yours very truly, 

H. A. Lundy, Sales Mgr. 

HARDINGE BROTHERS, INC. 
“There is only one Schedule-A-Date. | have used many calendars before this 
one became available. Schedule-A-Date is the only one that presents future 
date information to work for me.” View teal 

y truly yours, 


| J. G. O'Neil, Gen. Mgr. 

C.E.M. Realty Corp. 

dequate profit — you make more money selling Schedule-A-Date because | 
of consumer acceptance, repeat sales, aggressive promotion, and a good | 
profit margin. 


epeat Sales — 95% of those who have used Schedule-A-Date re 
ordered for 1955. This means repeat profits for you. 
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Records Management Program EVE RYBODY'S 


in Smaller Stores 





(By Robert A. Shiff, president, and Arthur Barcan, vice-presi- 
dent, The National Records Management Council, New York 
City. Distributed by the Small Business Administration) 


a customer for 





KEY POINTS 





you are aware of your paperwork problems and 
make a conscientious effort to operate according to 
established standards rather than guesswork, you 
can expect to reap considerable benefits. Typical of 
the results that you can obtain are: 

e Elimination of about one-third of the records | 

currently Nn your files. 

e A reduction of from 40 to 60°% in your paper- 

work costs. 

e A decrease in your equipment needs and pur- 

nase 

e Reduction of your clerical workload. 

Because records management results in so many 
advantages, enthusiasm for reform of a records sys- 
tem usually runs high when the program is first Everybody writes on something — and - 
begun. It is difficult, however, to maintain enthu- | Flo-master writes on everything! 
siasm at a high pitch. The success of your records Lach aed 
program, therefore, depends more upon your deter- That's why you'll find this “miracle” pen 
mination to make a day-in-day-out effort than upon a real volume profit maker. Teachers, 
occasional spurts of zeal. ss . . 

One method of maintaining paperwork efficiency housewives, storekeepers, industrial and 
at a high level is to make sure that your records are professional men, stock clerks, 
continually being transferred from active files to shipping clerks, gift seekers, artists — 
storage, and then to destruction, according to specific all can use a Flo-master. 
schedule that you establish. "ae 

Another device is to review your system at regular Flo-master writes and draws on any 
intervals. These periodic checks are an excellent surface, even on rubber, plastic and 
means for kee ping your system from bogging down cellophane. Makes clear, sharp, legible 
a marks that are waterproof, smudge— 

| proof and permanent. 4 different 

= PROPRIETORS of smaller stores may assume that interchangeable felt tips with every : 
records man igement is a high-sounding and expensive pro- pen give an amazing range of use. 
gram that applies only to a mammoth department store, a 
chain of large establishments, or a huge retail enterprise. Cado Quality in the Flo-masters you 
Nothing could be further from the facts. | om 

Records management simply means control over all your sell means that satisfied Sunamers 
paperwork, the invoices you receive, the sales slips you | will be coming back again and 
write up, your correspondence with customers and suppliers, | again for Flo-master Inks. 


the records you keep for your employees and the records 
you keep for tax and similar purposes. In any clerical oper- 
ation there is the possibility of error and inefficiency. Larger 
enterprises can absorb the effects of mistakes better than the 
smaller establishment, because the dollar they lose in one 
way can more easily be made up in another. However, 


Put a Flo-master display 
where it will catch 
everyone's eye, and watch 
sales go up...each one for 





when small amounts can spell the difference between profit | @ healthy $3.00 or more! 
and loss, it is extravagant to hobble along with poor records 


management. For full information, write 
Cushman & Denison Mfg. Co., 
Dept. H-36, 153 West 23rd St., 


New York 11, N.Y. 


WHAT MANAGEMENT CAN DO FOR YOU 





Records management is an objective, scientific approach 
to the problem of reducing error and boosting efficiency 
in paperwork. By applying its principles and procedures 
to your operations, you place your reliance on known facts 
and tested techniques rather than on that uncertain ap- 


proach known as “operating by the seat of your pants.” 
Records management has twin targets: Cutting errors O- mas Cr 


*a CADO product 


to a minimum, and improving the efhciency of all paper- 

work operations. When you aim at these goals, you can 

reap ae positive benefits: FE L T- T r 4 E N 
(1) You save money because each dollar you spend on 








OA-3 /55 199 








ear ate ee «Ne RONNIE 












WESCO 
PRESENTS 





FEATURES 


Each drawer operates on 6 
steel balls and 4 absolute 
friction free rollers @ Side 
locking type follower blocks 
e Full 28” depth e Inde- 
pendent frame work con- 
sisting of six vertical upright 
channels welded to cabinets 
sides with WESCO’S exclu- 
sive interlock weld e Full 
pan bottom on case e Su- 
per reinforcing torque bars 
e Pleasing individualized 
chrome hardware e Plated 
suspension slides @ Re- 
bound eliminator on all 
drawers e@ Heavy gauge 
furniture steel @ 


P 
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AURORA, ILL 


WESTERN MANUFACTURING CO. 
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STEEL 
suspension 


FILE 


It's introduc- 
tion time 
again here 
at Wesco— 
and we 
are plenty 
proud of 
our latest 
product. We can af- 
ford to be. Built with 
the skill and engi- 
neering background 
that only years of 
experience can sup- 
ply, our new 2800 
suspension file will 
provide a lifetime 
of service. 


Best of all—the 
2800 is priced right 
for the budget con- 
scious buyer. It is the 
finest low priced sus- 
pension file avail- 
able today! 





“Finger-Tip’’ Operation 


New York Display and representative 
Arthur Gordon Co. Associated 
206 Lexington Ave., New York 16, N.Y 
California Warehouse & representative 
F. C. Charles, 2436 E. 8th St. 
Los Angeles, California 
Texas Warehouse and representative 
Cc. W. Kuse, 2414 W. Holcombe Bivd 
Houston 25, Texas 


See the 2800 File at the NOFA Show— 


Conrad Hilton Hotel — Booths #27 and 
#28—Mearch 20, 21, 22, 23. 
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paperwork goes farther and lasts longer. 

(2) You save money by purchasing fewer pieces of equip- 
ment, such as filing cabinets, and by eliminating much of 
your equipment from expensive office space. 

(3) You reduce the overall amount of paperwork by 
eliminating needless operations and streamlinin; the neces- 
sary ones. 

(4) You improve the accuracy and efficiency of your 
office force. 

(5) You cut down the number of people assigned to 
paperwork operations. 

(6) You reduce the amount of time you spend supervis- 
ing paperwork operations. 

(7) Each record that you do create, process and keep 
meets definite standards and is easier to use. 


COMMON SENSE PLUS 

Specifically, records management means that you control 
the life span of every document from the time that it is 
first created, through the various stages in its processing, 
right down to its final disposition in your files or in a waste 
paper basket. This, you might assert, is nothing more than 
common sense. You would be partly right. Records man- 
agement is grounded in common sense—common sense 
plus the scientific method. Common sense would indicate, 
of course, that you manage your paperwork so that you 
are not “snowed under.” But beyond that, where do you 
begin? Precisely what do you do? At what targets do 
you aim? What results should you expect? 

This is where the science comes in. The idea is subject- 
ing paperwork to scientific scrutiny is comparatively new. 
During the past 50 years, technological advances have 
yielded many improved machines for the office. However, 
when office procedures become mechanized, documents are 
produced more accurately and far faster than by hand, and 
it becomes increasingly difficult for human beings to keep 
up with the flood of paper. 

Naturally, the problems arising from office mechaniza- 
tion were more acute in large companies which could afford 
to make immediate and full use of the latest inventions. 


A RECORDS PROGRAM FOR YOU 

A practical records program for a smaller organization 
covers three specific areas: the creation of records, the 
processing of records (streamlining paperwork), and the 
disposition of records. 

e Controlling New Records: Much as you might like 
to, you can do very little about the quantity of paper that 
enters your establishment from outside sources, such as 
your suppliers or your customers. Control over these items 
comes later, in processing and disposing of them. But you’re 
in an excellent position to cut down the amount of paper 
that you and your staff create in the first place. 

The only logical reason for the existence of any record 
is the use to which it can be put. The test to apply is this: 
for every single type of record that somebody in your store 
creates, ask these questions: 

(1) How will this record be used? 

(2) How important is the information likely to be? 

(3) Can the subjects covered by this form be handled by 
a simple routine? (Form letters or pattern paragraphs can 
be used to advantage.) 

(4) Is the information available elsewhere in an equally 
accessible or usable form? 

(5) Can an existing form do the job that this record 
is supposed to do? 

(6) Can two or more existing forms be combined? 

When you have gathered the answers for each type of 
form, memorandum, or report, you should be able to 
distinguish the necessary from the unnecessary—and you 
will know the reason for your conclusion. Measuring every 
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Do your customers 


SELL YOU? 







Every day — 
more people 
are asking for 





¢ DUPLISTICKERS 
e MAIL AIDS 


¢ FILE FOLDER 
ROLL LABELS 


Eureka’s unique easy-starting perforations, superior gumming, 
high quality papers — are the quick-buying reasons for consum- 
er preference. That’s why it pays you to stock, promote, sell 


EVRE YA 


EUREKA SPECIALTY PRINTING CO. 
555 Electric Street, Scranton 9, Pa. 


“The fastest growing line 
in the stationery field’. 
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PENGUIN custom-built 
si fe(rigerated Furniture 


Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 


serves as a liquor and glassware 
storage compernnent: 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc. 


48-01 28th Ave., L. 1. City 3, N.Y. 
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Economaire Desks with high 
pressure laminated plastic tops 


Economaire 


De Lause 


SINGLE PEDESTAL 


Economaire 
De Lure 


DOUBLE PEDESTAL 
the desk with the long life line... 


The Economaire De Luxe is the low priced desk anyone con 
afford, yet it contains all the quality features that much more 
expensive desks have. New plastic tops are heat resistant — 
cre not affected by solutions that would destroy an ordinary 
surface. Beautifully patterned, these new tops, are extremely 
hard, have amazing resistance to wear and are non-porous. 





In the very low price field the Economaire De Luxe has no 
equal in quality and service potential. 


New York Disploy and representative 
See the 2800 File at the NOFA Show— Arthur Gordon Co. Associoted 
Conrad Hilton Hotel — Booths #27 end 206 Lexington Ave., New York 16, N.Y. 


#20—March 20, 21, 28, 23. California Warehouse & representotive 
F.C. Charles, 2436 E. 8th St. 
Los Angeles, Colifornio 
Texas Worehouse ond representative 
C. W. Kuse, 2414 W. Holcombe Bivd. 
Houston 25, Texes 
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See our beautiful new 
aluminum and wood 


COORDINATOR GROUP 


of desks, chairs, cases and tables 
plus 
the first showing of the 
California Design Award winning 
ACHIEVEMENT GROUP 


the NOFA show 
March 20, 21, 22, 23 
the Conrad Hilton Hotel 
Chicago, Illinois 


the FELDMAN / SELJE corp. 


Booth 221-222 


910 East Fourth Street, Los Angeles 13, California 
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record against the above yardsticks will enable you to choke 
off, at their source, a sizable number of useless records. 

Warning: In your enthusiasm to consolidate forms and 
reduce paperwork, beware of the temptation to do too much 
too quickly. For example, one organization, carried away 
by its zeal for consolidating forms, dealt quite a blow to 
the morale of its newly-hired employees. On one side of a 
sheet of paper it had the form introducing the newcomer 
to the supervisor. On the other side there was a routine 
lay-off notice. 

e Streamlining Your Paperwork: In this area particularly, 
the smaller store is in a fortunate position in its efforts to cut 
down duplicate operations on the same piece of paper. 
Usually, the smaller establishment keeps the type of records 
that lend themselves to simplified handling. Moreover, the 
size of the enterprise is such that the owner or chief operat- 
ing executive can have personal knowledge of the kinds of 
operations performed. At the start, a careful analysis of the 
store’s problems should be made (by competent employees 
or by outside assistance) in order to eliminate unnecessary 
duplications. Here are several examples which will serve 
to outline ways in which your procedures might be stream- 
lined. 


Use for Sales Slips 

Your Billing Procedure: Customers’ sales slips, filed ver- 
tically, can be used as the only record of customers’ ac- 
counts. The slips, totalled once a month or posted im- 
mediately to the monthly statement and totalled at the end 
of the month, are adequate to serve most needs of a re- 
tailer. A duplicate statement preprinted “Overdue” can 
be held in the customer’s account until it is paid or until 
it is used as a past-due statement. Credit slips can be 
filed in the vertical file just as the sales slips are. 

Accounts Payable Procedure: You can use the vendor’s 
invoice as a voucher. Attach a copy of the check to the 
invoice for the accounts payable file arranged by vendor. 
Remember, too, that there are office machines available 
which will write checks and—at the same time and in the 
same operation—do either of two other things (1) post 
each check to a separate listing of all checks, or (2) post 
each check to a listing showing the distribution of costs. 

Inventory Control: A perpetual inventory file, vertical or 
visible, can be streamlined by entering only the key items. 
Alternate method: write up only multiple units such as 
dozens, gross, or hundreds of individual items. 

Personnel Records: Keep a single vertical or visible card 
file by employees’ names, containing the date of employ- 
ment, wage or salary rate, dates of promotions or wage 
increases and similar work data. Except for tax withholding 
forms, this simple record will satisfy all the Federal re- 
quirements regarding personnel records. 


File Jogs Memory 
Correspondence: A file is an aid to memory or a signal 
for action. If neither is required, the filing of any cor- 
respondence is likewise unnecessary. For instance, think 
of the kind of data you get over the telephone. Do you 
usually dictate a memo and file it? Of course not. Neither 
should the same kind of information be filed even when 
it is down in black and white in a piece of correspondence. 
Test your correspondence against this criterion and you 
will not be tempted to file routine inquiries, comments, or 
information of a purely temporary nature. Moreover, you 
will not file copies of form or pattern letters. If you feel 
the need for recording the fact that you sent a form letter, 
note it on the original letter or on the master card. 
Another device for keeping correspondence out of the 
files is having them divided into these categories: (1) A 
30-day file—set aside letters that require prompt action or 
follow-up but will not be needed in the current month 
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AMERICAN NUMBERING MACHINE CO, BROOKLYN 8&8, N.Y. 








ANOTHER TOP VALUE 


from JASPER CHAIR COMPANY 


featuring GREAT VISUAL APPEAL, SOUND CONSTRUC- 
TION, and FINE FINISH 


Chair No. 832 is a hard-to-beat value from 








ertilioa® Jasper Chair Company's collection of out- 

S Office standing chairs. With spring upholstered seat 

a Planning and upholstered back cotton filled, this sound- 
p 


ly constructed chair represents Quality at a 
moderate price. 


Servi e 





Visit us at the NOFA Convention March 20 to 23 at the Chair No. 832 
Conrad Hilton — Booth 91 


—Jasper Chair 


ea SPER, INDIANA 












,* 
; REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 
FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE. (EASTERN) .385 MADISON AVE. 
DALLAS, TEXAS OAKLAND, CALIF. NEW YORK, N. Y. 





“asp, ot aw® JAMES S. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) W. H. BROWN (CHICAGO-MIDWEST) 
aoe 327 SUNSET DRIVE, NORTH 2925 REVERE AVE. 666 LAKE SHORE DR. 
\ ST. PETERSBURG, FLORIDA OAKLAND, CALIF. CHICAGO, ILL. SPACE 844 
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‘for big profits 


INDIANA 


UNDER-COUNTER | 
CASH DRAWERS 





4 moves 


MEET ALL NEEDS 


Model R-1 (illustrated). 
Has removable metal 
money tray with 


lock-on lid. NO STOCK TO CARRY 

List 24 HOUR 

$44.50 SHIPMENTS 
FULL DEALER 
DISCOUNT 


” NO COMPARABLE 
PRODUCT AVAILABLE 
3 Additional Models — 
$26.50 and up 
A sample of one model is all 
that is necessary to show Indi- 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade dise tumbler lock. 


Write for details 
INDIANA CASH DRAWER CO.@ 
P.O. BOX 236-E ¢ 





Shelbyville, Indiana 


after you complete the matter. This is an excellent transi- 
tion between “no filing” and standard filing methods. It 
will condition you to disposing more readily of material 
that has no permanent value to your business. (2) A 12- 
month file—use this for non-policy correspondence needed 
for action or follow-up throughout the current year. (3) A 
permanent file—keep in this category correspondence by you 
and your chief executives, but only that correspondence 
which establishes policies and plans or which materially 
affects personnel and operations. (4) An indefinite file— 
keep in this category correspondence amplifying such mat- 
ters as leases, contracts, and legal agreements, which should 
be retained as long as the basic documents are retained. 


OVERCOMING THE “SQUIRREL INSTINCT” 


Controls over the creation and processing of records are, 
however, only the beginning chapters. For a really satis- 
satisfactory conclusion to your records story, try to make 
better use of the waste paper baskets in your establishment. 
This is not a facetious suggestion. Too many businessmen 
have the “squirrel instinct.” They hoard inactive or ob- 
solete records. Whether these are stored in the office or 
in a storage area, they are an expensive habit for smaller 
retailers. Studies made by the National Records Manage- 
ment Council indicate that 65¢ to 75c of every dollar spent 
on record keeping is wasted. 

How do you stop the waste? Basically, you establish a 
firm and specific records retention schedule, and you store 
your old records in a planned records center. 


A RECORDS RETENTION SCHEDULE 


A records retention schedule is a time-table. It tells you 
the general categories of records that you have and how 
long each should be kept. It is based upon legal require- 
ments, the custom in your type of store, and your own 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10”x10” PLATE 







1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, tet 
vulcanize for 10 minutes. 
4. Release pressure, extract 
* PLATENS 11x13” all from Eva-Press and 


’ have finished Rubber Plate. 
© INSIDE CHASE 10%x12 More detailed directions 


supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE DEERFIELD, ILLINOIS 











HANDY ‘GLIDEX” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 2 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 











GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


GUDEX MODEL Me 208 
EXPANDED 
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If you want the newest and best 


— specify 


——— 


the corrugated 


storage box 
that is different 


¢S STORAGE BOXES-S7 


D7 


SOLD ONLY THRU 
OFFICE SUPPLY 
and EQUIPMENT 
DEALERS 


OFFICE 
EQUIPMENT 
MANUFACTURING 
COMPANY, INC. 


2208 Summer Street 
Dallas, Texas 
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PRICE LIST 
be Inside Dimensions Model COST PER UNIT 

doz. Ww. H. L. No. DESCRIPTION 1 12 48 96 504 
20# 8” x 4” x24” | IPF | DEPOSIT SLIPS $1.19 [$1.13 | $1.10 [$1.08 | $1.06 
22# 9” x 3%"x24" | 2PF | CHECKS 1.20 1.14 1.12 1.10 1.08 
18# 6” x 4” x24” | 3PF | 4’x6” CARDS 1.17 1.10 1.08 1.06 1.02 
20# 7” x 5%"x24" | 4PF | SALES SLIPS 1.32 1.23 1.21 1.19 1.17 
26# | 10%"x 4%2"x24" | SPF | CHECKS or VOUCHERS 1.43 1,34 1.32 1.30 1.28 
25# 8%2"x 5%"x24" | GPF | 8'2"x5%2” FORMS 1.32 1.23 1.21 1.19 1.16 
24# 9” x 4%4"x24" | 7JPF | VOUCHER CHECKS 1.25 1.19 1.17 1.14 1.12 
13# 8” x 4” x15” | 8PF | DEPOSIT SLIPS 1.05° 97 95 92 90 
14# 9” x 4” x15” | OPF | CHECKS 1.05 99 97 95 92 
14# 6” x 4%4"x15" | 1OPF | 4’x6” CARDS 1.00 95 92 90 88 
47# | 12” x10%"x24” | TIPE | LETTERS 1.75 1.67 1.65 1.63 1.60 
50# | 15” xl0%"x24”" | 12PF | CAP OR LEGAL 2.09 1.98 1.96 1.94 1.90 
29% | 10%”x 8%4”"x24” | 13PF | INVOICES or 2 ROWS, 8x5” 1.55 1.43 1.41 1.39 1.36 
21% | 12” x12%"x12” | 14PF | 12”x12” LEDGER SHEETS 1.43 1.32 1.30 1.28 1.25 
20# 4¥2"x10" x24” | 1SPF | VOUCHERS or DOCUMENTS 1.24 1.17 1.14 1.12 1.10 
21# 8” x 5%4"x24” | 16PF | 5°x8” CARDS 1.25 1.19 1.17 1.14 1.12 
15# 5%"x 3%"x24”" | 17PF | 3x5” CARDS 1.05 99 97 95 92 
24# 856"x 7” x24” | 18PF | 8'2"x7" FORMS 1.34 1.25 1.23 1.21 1.18 
16# 756"x 3¥2"x18" | 19PF | TAB CARDS 1.00 95 92 .90 .88 
20# 5%"x 8%4"x24" | 20PF | 8”x5” CARDS 1.24 1.17 1.14 1.12 1.10 
24# 8%"x11%2"x18" | 21PF | 8'2"x11” LEDGER SHEETS 1.49 1.39 1.36 1.34 1.32 
25# 9¥2"x 6” x24” | 22PF | 9¥2"x6” FORMS 1.35 1.28 1.25 1.23 1.20 
19# 758"x 3%2"x24”" | 23PF | TAB CARDS 1.10 1.03 1.01 99 96 
22# | 15%"x 3'"x18" | 24PF | TAB CARDS, 2 ROWS 1.49 1.39 1.36 1.34 1.32 
214 | 12” x10%"x15” | 25PF | LETTERS 1.54 1.43 1.41 1.39 1.36 
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CURMANCO 


LETTER 


RACKS 


With Slotted 
Shelves! 


SAVES TIME! 
INVITES ACTION! 
CLEARS YOUR DESK! 
Handles, Sorts, Clas- 


sifies, Distributes 
Work 















ALL ORDERS SHIPPED 
WITH NEW STYLE SHELVES 





Electrically welded in one piece. Sloping Trays catch and hold 
the papers. No corner posts to dodge. Most useful letter rack 
on the market today. GREEN — GRAY— BROWN. 


No. 102—Letter Size, 2 tray and base........ $5.50 
No. 103—Letter Size, 3 tray and base $6.50 
No. 104—Letter Size, 4 tray and base $7.50 


Legal Size — $2.00 Additional on each size! 


CURRIER MFG. CO. °3):"" 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 


NEW STYLE! 











See PRECISION’S 
Revolutionary. Swivel Chairs 
NOFA Show—Booth 121 


They offer: 
Unmatched Comfort 





Unexcelled Quality 


Lowest Maintenance { 
at the 
Lowest Cost 


Tubular Steel 

in Chrome or 
Lacquer Finishes. 
Webbed in Saran 
choice of 10 colors. 


Eleven Models 
$24.95 to $54.95 list 


It must be ventilated for lasting comfort. 


Compare with any other chair, — regardless of 
price. 
Look for new posture chairs. 


Sold Thru Dealers Only. 


PRECISION MANUFACTURING CO. 


831 Chicago Avenue ° _ Evanston, Illinois 
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actual needs and practice. Draw up your retention schedule 
for file groups of records, not for individual pieces of paper. 
Be sure that your schedule is governed by your own needs 
and practices, not by some set of “canned” theories proposed 
by someone with no knowledge of your operations. 

Here is a step-by-step procedure 

e Physical Inventory: Take a physical, on-the-spot in- 
ventory of all company records. It is a good idea to have 
this job done by the individual who will be responsible 
for the entire program. Unfortunately, there is no sub- 
stitute for the physical inventory. Shortcuts such as get- 
ting information by questionnaire, by memo, or over the 
phone often result in costly delays and in inadequate or in- 
accurate information. It takes time to build an inventory 
—file drawer by file drawer—but the effort pays off. Ac- 
tually, it is not necessary to examine every piece of paper 
in a file drawer; note only the various groups of records 
contained in each drawer or on every shelf. 

e Separate Sheet for Each Record Type: Use a separate 
sheet of paper for each type of record and mark down the 
following information: 

(1) The type of record (checks—accounts payable and 
payroll checks — vouchers, employment applications, com- 
plaints, and so forth. 

2) The period covered (beginning and ending dates) 

(3) The department that has jurisdiction over the record 
(such as merchandise, advertising, or personnel ) 

(4) The location of the record contained (office, storage, 
room number) 

(5) The kind of equipment the record is in (wooden or 
metal file cabinet, legal or letter-size, open shelving, and 
the like) 

(6) The volume, in cubic feet (a letter-size file drawer 
contains 1.6 cubic feet, legal-size, 2 feet) 

Recommendation: Make a map for each area in which 













PLANMASTER 
LIFETIME-STEEL 
SECTIONAL FILING CABINETS 


from the profit line of STACOR LIFETIME 
STEEL DRAFTING & OFFICE EQUIPMENT 


Write today for illustrated 
y catalog sheets and prices 





Erle 
; ee = QUIPM ENT CO. 


770 East New York Ave. 
Brooklyn 3, N. Y. 

















Aa 


IN BEAUTY... 
QUALITY... 
LUXURY 


No. 0124 
TWO PIECE SECTIONAL 
FROM THE “COPENHAGEN GROUP” 


See us at the NOFA Show 
Space 100 Conrad Hilton Hotel © Chicago 
March 20-23 
UPHOLSTERED oe URE FOR OFFICES, HOTELS 


3, slit ccs 
¥ SV VAZS INC. 


666 Lake Shore Driv ° Chicago 11, Illinois 


World's Smallest Adding Machine 


my /1 A 


VISIBLE ADDING DIALS 
"9 COLUMN CAPACITY 


} al —_ 
SWIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, Massachusetts 
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the shelves. 

e@ Analysis of Use: After the records have been inven- 
toried, the next step is to make an analysis of use by com- 
piling the following information for each group of records: 

(1) Your company’s experience as to value of the par- 
ticular record group—how often it is consulted, by whom, 
and so on. Gather this information by having your files 
supervisor keep a reference check for about a month. 

(2) Practices of other comparable organizations in re- 
taining similar files. 

(3) Legal requirement—Federal, State, and local—on 
retention of the specific type of record. The Code of 
| Federal Regulations, available in most libraries, is the best 
| guide to legal requirements. 
| 


fo ‘)) | records are stored. Indicate the banks of file cabinets or 














MARKING PEN 


ODORLESS QUICK DRYING 
BLACK INDELIBLE INK 
RUN PROOF — 

WON'T WASH OUT 


USED BY PROFESSIONAL LAUNDRIES 
EVERYWHERE 


e Firm Retention Periods: When records have been in- 
ventoried and appraised, the person in charge of the pro- 
gram can talk to you, to department heads, and other execu- 








Writes ot py tives about setting firm retention periods for their records. 
eines. “seheitan | He tells you the legal requirements, the volume of records 
© WOOL e SILK e in each group, what your past experience has been, and 
LEATHER »® RAYON what information is duplicated elsewhere. On the basis of 

these facts you and your staff decide how long a particular 
INDISPENSABLE TO record should be kept in the office files, when it should be 


© HOUSEWIVES © SCHOOLS | transferred to storage, when it should be microfilmed (if 
© DRY CLEANERS © HOSPITALS | economical and feasible) and when it should be destroyed. 
—— Your final approval is necessary so that these decisions be- 
| come a part of the policy at your store. Lastly, you arrange 
| to destroy, or sell as waste paper, all overage or useless 
| records. 











WHAT ABOUT MICROFILMING? 


| Both large and small establishments have microfilmed their 
| records to: 








e Speed administrative processes 








UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
‘ 240 Fleet St. East, Toronto 2B, Ont. 
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@ There are unlimited sales possibilities for you in 
this new Maulti-Rite Pegboard! One writing com- 





pletes entries on Journal, Customer’s Ledger, Pass- @ Statements always go out on time with this a” The 

book or Receipt Slip. Ideal for over the counter Multi-Rite Accounts Receivable Pegboard Sys- i” ewer 

cash transactions — in retail stores, building and tem. At one writing, entries are made simul- —_.- Co, 44-07 

mi eae ee ' ore lub taneously on Proof Journal, Ledger Card, we” 21st St, Long 

oan associations, utility companies, Oteis, CluDSs and Statement. Full details about this Pa Island City 1, N. v 

and many other outlets. fast seller sent on request. a ae ae ~. we gg ne s 
wr 7%, 


Fill in and 4 vabl 
T H E Cc ° E ° S H E ? PA R D Cc @) - mail wie. io AR ee 


today! "use) 





GOs tap Established 1900 Pn ie 

B2ihCO ’ a Poa POARRE 3 cccceseces 0000000 6 6000s Coes cen eee 

femoesss 44-07 21st Street, Long Island City 1, N.Y. Pon reer se 
Ya a ctatua tases ZONE GOATS. sc cccndnans 
















€ SMARTER STYLES 
* SOUNDER CONSTRUCTION 
X EFFICIENCY FEATURES 


Value priced to boost your sales 


yp Lake 


Steel filing cabinets thet are truly Grade 
Al 3200 SERIES has ang et ey foe heavy 
gevee construction for las 

pet a ge smooth anos 

operation. A complete line te answer 

any filing need, including counter ar- 
rangements. 
2300 SERIES, identical with 3200 SE- 
RIES, but without thumb latch. 
Write for full details. 





Steel desks 


featuring exclusive “PERMA-HUSH" con- 
struction . . . designed to give lifetime op- 
eration for office efficiency. A complete 
range of styles and sizes for the ultimate 
in flexibility and planning. 

The 6000 SERIES has modern rolled edge 
top with stainless steel trim. The same 
desk models available in EXECUTIVE 9000 
SERIES with conference type overhang tops, 
and the new 2000 SERIES with square-edge 
tops for space saving requirements. Com- 
panion telephone cabinets, credenzas and 
book cases in matching design. 





The BENTSON MANUFACTURING COMPAN 


AURORA, ILLIN ) 


ASK ABOUT THE NEW SPACEMAKER LINE AT THE N.O.F.A. SHOW 
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Check List 
ary Sellers 


ACCO FASTENERS 
ACCOBIND FOLDERS 
ACCOPRESS BINDERS 
ACCOFLEX BINDERS 
ACCO PUNCHES 








Business never 
needed Acco Prod- 
ucts so much as it 
does now, with the 
tremendous volume 
of papers to be 
kept and filed safe- 
ly. Be sure to place 
your orders early for 


and other Acco products 


these easy sellers. 


© PRODUCTS, Inc. 
eee ie. wing aes 


Je i ee Acco Canadian Co., Limited, Toronto 








e Obtain duplicate copies of material 
e Protect records from destruction or deterioration 
e@ Save space 


There are three main approaches for keeping microfilmed 
records: having it done on contract by an outside firm, 
doing it yourself with rented equipment, doing it yourself 
| ith equipment which you own. The amount of work you 
| have will influence the choice from among these alterna- 
| tives. The classified section in your telephone directory will 
help you locate both contract microfilming services and 
| renters or vendors of equipment. Rental charges for micro- 
| film recorders run typically $37 to $76 per month. Pur- 
| chase costs range from $165-$800 for a reader, to $450- $3,300 
for a recorder. Various combinations of accessories are 
also available; naturally, they raise the total price. 


When employed in appropriate situations and with sufh- 
cient care, microfilming is effective and economical. As 
| an example of the way in which microfilming is used to 
| speed administrative processes, consider cycle billing. Stores 
provide their customers with complete records of their 
purchases along with their statements by microfilming the 
sales slips and statements. The store retains the microfilm 
record. Use of the microfilming process speeds the billing 
procedure, improves customer relations, increases accuracy 
and saves space. 


If microfilming is used only to save records storage space 
—and for no other reason—you should be very careful to 
compare the costs of storing the original records for the 
required length of time with the costs of microfilming. 
Note: Ordinarily, records can be stored for from 7 to 15 
years at less expense than the initial cost of microfilming. 




















HOW TO MAKE A GOOD IMPRESSION 


So does Sue . . . in fact, every good typist wants a 
reliable answer to that question. 


You tell them .. . tell them about the crisp, sharp 
impressions they'll get with “U.S.” ribbons . . . and 
how erasures are a snap... not a minor tragedy! 


First, though, let us send you free samples . . . then 
you'll chant the “U.S.” features with sincerity and 
confidence. Dealers round the world have been do- 
ing just that since long ago . . . 1895 to be exact. 


U. S. CARBON & RIBBON MFG. CO. Inc. 
621-623 Cherry Street 
Philadelphia 6, Penna. 
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Mow SERIES 70 cuannet steet cHair 


Check and compare all these Larger seat 
exclusive engineered features LUXURY 


























FRAME — Non-tipping Y-type 16-gauge 
double-beaded channel steel, electrical- Non-tipping 
ly welded and riveted. 

SAFETY 
SEAT — Extra large, 14%.” x 15”, 17” 
from floor. Steel or wood, contour shaped 


for full seating comfort. Longer durabie 


BACK REST—Correctly postured, curved Cc HAIR LI FE 
steel with fully rolled edge. 


FEET — Swaged-on steel glides covered 
with white mar-proof rubber. 
LEG BRACES — 3 leg frame stretchers 
prevent spreading or racking. 
HINGES — Fully covered safety type 
prevent accidental pinching. 
SEAT LOCKS—Free operating, positive 


holding — prevent chair 
collapsing. 









IN ADDITION TO THE NEW 
SERIES 70, Krueger offers a 
wide range of quality steel 
folding chair styles in a 
complete price range to 
meet every budget re- 
quirement. 

Write for new catalog 
showing complete line. 


KRUEGER 


METAL PRODUCTS e GREEN BAY © WISCONSIN 
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OLYMPIAS 

are sold ev- 

erywhere by 

Many Reputable 

Office Machine 

es Dealers. 
pecs 


bes Plees Ban ta pews TRADING CORP. 90 west st., NEW YORK 6, N. Y 


uRRnnaneae® ws 


ASK FOR 


“ee WANT 


we 


| Fas 
7 6)TC U TELITIES 


ae All quality merchandise conveniently 
— - Ee packaged to practically sell itself. You 
— will find Reyburn’s stationers items are 
Reyburr’,,. Maen §€§6in constantly increasing demand. 


a ye 


ie — The smart red and black easy to use # 
7 boxes and cartons invite customer 
’ 


interest. fp 
You will find an item to fill your every JA 


ee need in Reyburn’s extensive line, 
<) = & ee Fe backed by 60 years’ manufacturing 
* en eer experience. 


THE REYBURN MANUFACTURING COMPANY, INC 
PHILADELPHIA, PA. CHICAGO, ILk 


Ug 
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for the ‘FACTS OF LIFE’— at Home or in Business! 
THE Personal 


“HANG-A-FILE” 


@ COMPLETE filing unit — with 15 HANG-A-FILE fold- 
ers — ready for immediate use. 

@ COMPACT in size — PORTABLE in weight 

@ EFFICIENT and VERSATILE for Salesmen, Dentists, 
Doctors, and scores of business and professional 
men 

@ Eye compelling COLORS: Desert Sage — Sea Mist 
Green — Gray — Walnut 

@ Heavy gauge steel — all welded construction 

@ Sliding top with piano type hinge 

@ Rubber feet to prevent rubbing or scratching 

@ Equipped with paracentric lock with 2 keys 

@ ideal for home use: receipts, cancelled checks, 
personal papers, papers, income tax record, cor- 
respondence, etc. 

@ Dimensions: 14” Wide — 10” Deep — 10%,” 
High. 


HANG-A-FILERS and FRAMES for all sizes of 
HANG-A-FILE FOLDERS 


Write for Descriptive Catalog 


ON ee 


Most Popular “HI-WAY" of filing in America Telephone: WEbster 9-3217 









































EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fash- 
ioned for luxurious wear. Cus- 
tomed for lasting comfort and 







NO. 1025 SOFA 


Between Arms. . .. 66-665 6+> 6s” : 
Mies... ...ccc60..2 pol pleasure. Priced for every buyers 
en Woe Rs os - = OF purse. These are the factors which 


Height Overall..........- 3342” 


make BRIGHT creations a joy 
and satisfaction to every one who 
buys: In a large selection of genu- 
ine leather and Elastic Naugahyde 
and a wide range of styles you will 















. NO. 90 EXECUTIVE 
find just what you want for every POSTURE CHAIR 


customer. 


NO. 20012 REVOLVING CHAIR 
Width of Seat 


licedicne. ... cae WRITE FOR CATALOG! 


Depth of Seat... . . 1812” 


Height of Back 
from Seat........ 16” 








133 BLEECKER ST. NEW YORK 12, N. Y. 





NO. 200 ARM CHAIR MANUFACTURERS OF Wakolilered laalr- a 
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~ More Sales 





“ 4 portaBLe 
PWih- MESSAGE TAKER 


the only one of its kind 
® guaranteed to give trouble-free performance 


@ streamlined ®@ fool-proof 
sells on sight! and repeats! 


@ Indispensable for every office, bank, switchboard, factory, 
store and home. 


@ Provides a CONTINUOUS sheet of clean writing paper for 


messages in ANY desired length, (standard adding machine 
roll 3-7/16" wide.) 


@ New, modern "Memo-Pal" is made of prime steel in 
sparkle black, brown or grey crackle finish . . . built-to-last— 
and unconditionally guaranteed! Individually boxed—I dozen 
to shipping carton. Shipping wt., 25 Ibs., per dozen. 


LIBERAL TRADE DISCOUNTS 


write for complete details to 


PREVUE-RADSELL CO. 








343 So. Dearborn St. 
Chicago 4, Illinois 


ZIPPER RING BINDERS 


BRIEF BAGS—PORTFOLIOS 


CATALOG CASES 
A Quality Line that Satisfies 
Every Business, School, and 
Professional Use. 


Priced to Give You a Proper Profit 





Our Illustrated Catalog showing the Com- 
plete Line should be in every dealer's files. 


W rite For Your Copy Now! 
CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. ° CHICAGO 6, ILL. 























FORCE 
Model 200 


This versatile numbering 
machine has more uses 
than your customers ever 
dreamed of — means more 
sales, easier sales for you. 
Lever operated, it numbers 
in any desired sequence. 


Write for New Selector Catalog. 


WM. A. FORCE 


216 NICHOLS AVENUE, BROOKLYN 8,N.Y 


SALES OFFICES: NEW YORK CHICAGO SAN FRANCISCC 






















PRAN ALIN 


FINEST 


QUALITS 


SINCE 





FACTORY 


HAND TRUCKS © STOOLS 
BOX TRUCKS 


DOLLIES 


ANKLIN tt. 


1% 
at erat : 
weiss 7 Ph Ss 








DEALERS! 


|} aeat) ee BiS). 

CATALOG, PRICE 
LISTS AND 
CONFIDENTIAL 
DISCOUNTS 





SHOP TRUCKS 





213 




























because of its 
exclusive features “Te 
and handsome styling | | |i% 


ADVERTISED | ‘| 


TO MILLIONS 


DEALERS: WRITE TODAY 
for Dealer's “77” Sheet, 
giving prices and discoun ts. 


SCHWAB 


sells 
protection 


























manufacturers of 


@ FIRE & BURGLAR 
PROOF SAFES 


@ BURGLAR PROOF 
CHESTS — VAULT 
DOORS 
Underwriters A, B, and 


Cc T 20 Label 
Insulated 





@ ‘‘FORTIFIED 
FILES’’ ——- HOME 
CHESTS 


SCHWAB 


SAFE COMPANY 


C 1-20 Label 


















SPINS itself clean! 
e WRC MATIC 


Pat. No. 2659513 










WHIRLS AWAY cigarette ashes 
and butts! 

KEEPS ASHES and unpleasant 
odors locked in! 

CLEANS ITSELF at the touch of 
a finger! } 
No. 5101 floor 





stand Available in 
c 5 finishes. 
te 
Y 
No. 5102 No. 5103 
5102—Floor stand with re- 
movable cocktail tray. 
5 103—Desk model in 5 fin- 
| ishes. 
5107—Brass | or Pewter and 
black 
5105—Rocker type in 4 
finishes. 
— | VISIT BOOTH 61 NOFA | 








Send for Brochure of Complete Line 


WHIRL-O-MATIC INC. ° 


No. 5107 No. 5105 
22 WEST 19 ST., N.Y., N.Y. 











LAFAYETTE, INDIANA 
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TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST NEW YORK 13, N. Y 
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Plastic Zipper TCL Ye 
astic Zipper 1 giPt ‘s DUry 


Portfolio... 


Here is a vinyl plastic portfolio with full Merhwell DELUXE 


length plastic zipper. Priced lower than 

many paper ones. Use as portfolio, music fe Li 

holder, or school case. S » 4 P A C E M } K E R 
COLORS: Black, Blue, Red, Brown, Green 

Size: 10” x 15” 





INCL, EXCISE 








STAPLES * PINS * TACKS 


RESERVE CHAMBER HOLDS 200 EXTRA STAPLES 


TO RETAIL FOR 90° EACH 


ALSO 12” x 18’—RETAIL FOR $1.25 
Liberal Dealer and Jobber Discounts 
MAJESTIC STATIONERY CO. 

260 NORTH THIRD ST., PHILA. 6, PA. 

Write for Our Catalogues 






200 HUDSON STREET 
NEW YORK 13, N. Y. 











THE NEW imPROvVED 


COPY-RIGHT ‘Copyholder 


for over 30 
years the 
“*mostwanted"™ 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 


SPEED-Mo 


SPONGE RUBBER STAMP PADS 


»| Pee your STAMP | 7> 
A PAD NEEDS IN. | @S 
ZO) 











ONE 
ALL-PURPOSE | ~~ 
LINE! © 


Supply your customers with all their 

stamp pad needs from the profitable ; ~ 
Speed-Mo line — the only complete ; 

stamp pad line on the market. There 









ive FEATURES 





























is co Speed-Mo pad and ink for every us 
stamping job in office, factory, ship- EXCL Action . _ feather une 
ping room. You need carry only the e 2-Lever . moves copy uP " 
common over-the-counter pads. We touch re tim _ velvet 
furnish prompt shipment on special or more - ont. 
pads (up to 20” x 36”). brake lower action 
° Patented Kn Knee- ny weight 
Speed-Mo pods are of a specially treated sponge Gripper, holds © 
rubber. Clear impressions guaranteed. Re-inking is copy securely: holds 
neat and simple — you just brush the ink on oer g  Turned-Page Clamp, 
Mo pads. "= : ere back finished ye 7 
— ' Z to a 
LIBERAL DEALER DISCOUNTS + Fastens Firmly 10.0" 
Write for folder showing over 35 stock items quickly & 
RIVET-O MANUFACTURING CO. 





50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 
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automatic electric eraser 


good profit maker with a wide market 





Get your share of the profitable electric eraser business. Sell 
the fully automatic Barber-Colman electric eraser with exclusive 
self-starting feature. Just pick it up and start erasing. Quickly, 
smoothly erases pencil, ink, type . . . fine lines or solid blocks. 
A valuable timesaver needed by engineers-draftsmen, 
architects, artists, business offices, schools, studios. 
Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electric motor. 
Highly dependable . . . thousands in use. A good-profit, 
‘ood-selling item for you. Write now for prices and 
scriptive folder. 





BARBER-COLMAN COMPANY, Dept. B, 1244 Rock St., ROCKFORD, ILL. 


Large Variety of Sizes and Styles. 


_Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
E. 136th Street, New York, N. Y. 





NOw YOu CAN GUARANTEE accuracy 
with every postal scale you sell — 


if it’s a new PELOUZE Y-Line scale 


The new Pelouze Y-line of all steel postal scales now gives ab- 
solute accuracy—never before possible, because there’s “no wob- 
ble on the platform.” The wide post holds platform steady to 
show exact weight at any point on platform. The all steel hous- 
ing holds mechanism firmly = 

mounted on a heavy steel chan- 
nel—distortion CAN NOT AF- 
FECT OPERATION, Try this 


yourself and see! 


Sell the only complete line of 
modern Postal Scales on the 
market today—sell several to 
each office on your list—sell 
the right scale for the right 
purpose—new low prices mean 
more sales and profits for you. 


Stocked by leading jobbers 
everywhere. 








LINE INCLUDES: 


The N-1 Princess—(illustrated) 1 Ib. by 
1 oz. only 4” high. 


Y-5—(illustrated) 5 Ib. by Y2 oz. for 
all classes of mail. 


Y-10—10 Ib. by 1 oz. 
Y-25—P.P. only—25 Ibs. by 1 oz. 
Y-50—P.P. only—50 Ibs. by 2 oz. 


PELOUZE MFG. CO. 


1212 CHICAGO AVE., EVANSTON, ILL. 


4 


eaves 1-1-8? 


woot. * 


= 














This 
STORAGE 
CABINET 


WITH RADIIS CUE 


is a real 


*BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18” 
deep by 78” high; weight 175 pounds. 

List price $50.00 each 


we # it LESS DEALER'S DISCOUNT 
Write for details F. 0. B. ST. LOUIS, MO. 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.-« ST. LOUIS 6, MISSOURI 





A Few Choice Territories 
Open for salesman— 
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takes on 
added 
brilliance 
with 


4 COMPANION PIECES! 


see the Star Studded 
KOHINOOR family on display 
for the first time 
at the NOFA Show ... Booth 51 


KOHINOOR Office Furniture - 


achievement 


fesse COMPANY 


1663 Merchandise rosso bare 54, Illinois 








Symbol of business 


. 
—< 





Check thesea ie 









All-Steel \ 
FuUtind \ 


cee 














“SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Model 40 is a low-cost, all- 
steel, indestructible folding chair with 
a new safety design. 


rs ‘ 
fs 





Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back. 
For top-flight executive use. 














Choice of colors. Write today for 
folder and prices. 





IONIA MFG. CO. + IONIA, MICH. 
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SIGNALS FOR BUSINESS 


2 
Nu-Vise 
METAL 

PROJECTING 


METAL 
SIGNALS 
visible ' 


Cellugraf 


TRANSPARENT 
SIGNALS 





Spark your “systems” sales with Graffco 
Signals. Show how they remind, com- 
mand action and point the way to 
facts. Notice how quickly they reveal 
to the customer greater efficiency and 
better control in any system. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 





for the Best & Most Economical 


4 TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 











Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
age. List price 25¢ per package. 














3," 4 
— THROUGH YOUR WHOLESALER 
A 49c 
RETAILER OR WRITE US. 





TWEETEN Zidre Co., Juc. 


2029 WEST FULTON STREET 








CHICAGO 2, ILLINOIS 
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ANEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 


34” Lip 
Greater 
Foot Space 















5 Colors 


EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets—covers worn spots. Made of Durable 
Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 


4 SHIPPING POINTS 
Long Island, N. Y. © Chicago, Ill. * Laurel, Miss. * Cleveland, Ohio 





3500 OAKTON ST 


Chicago Telephone CO 7-2600 SKOK 1E, ILL. 





Makers of Files 
and Filing Equip- 
ment. 





BOX FILES 
STEEL CARD FILES 
STEEL SORTING TRAYS 


VERTICAL TRANSFER 
CASES 


GREEN EDGE STORAGE 
CASES 


wei @ “HEDGES” TRANSFER 
FILES 


@ CLIPBOARDS 


@ Special STEEL FILES built 
to accommodate spe- 
cial Forms 


write today for new catalog 


h e d g es MANUFACTURING COMPANY 


2931 WENTWORTH AVE. © CHICAGO 16, ILLINOIS 
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Latest addition 
to the famous line 


of CLIX Paper Punches. Easy 

to use; always dependable. Punches 

2 holes at a single squeeze in paper sheets from 5” 
to 12” in size. Simple gauge adjusts instantly. 
Weighs less than 10 ounces. Handsomely finished 
with red base plate and hammertone gray cover. 
MODEL 2. Punches 2 holes " diameter spaced 2%" 
on centers, yr from back binding edée. Adjustable 


gauge permits wampamy x | of sheets 5" to 1?" in \%" grad- 
ations. List price — $2.5 


Order from your wholesaler 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Wesiern Merchandise Mart, 1355 Market St., San Francisco 











ANDERSON ¢ HICKEY’S 


SENSATIONAL 


NEW "EXECUTIVE" DESK 





























No. 4001 


Also available in 
No. 4002 ‘‘Secretarial’’ model 


WRITE FOR COMPLETE CATALOG 


® DESKS @ STORAGE CABINETS 
@ LETTER & LEGAL SIZE FILING CABINETS 


Anderson ° Hickey 
company, inc. 
917 CHEROKEE AVENUE 
NASHVILLE 7, TENNESSEE 
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(FILL THE TILL 
\\IN 3 SIMPLE STEPS! 


et 
Order an ample supply of “3 : 





new 


Glphacobor 


2. Display them conspicuously on store counters and 


in windows. 


\dvertise them in your newspaper—get our Dealer 
Sales Helps. 


Big value—everything needed for 
textile painting, oil color, water 
color, enameling, home _ color 
matching, silk screen, block print- 
ing—ali in one attractive package 
with complete instructions. 


7 jars of brilliant Alphacolor Dry 
Pigment—70 different uses — for 
the art minded from 7 to 70. 


Priced within reach of every purse. 
A sure seller in today’s multi-mil- 
lion art and craft market. 


Send for Brochure AA-29. 


WEBER COSTELLO COMPANY 


CHICAGO HEIGHTS, ILt 
Manufacturers of Chalkboard 7 Chalk 
Erasers @ Art Materials e Maps e Globes 


PROFI 


WOOD AND 
METAL BASE 
CUTTING BOARDS 














FROM THE WORLD'S 
MOST COMPLETE LINE 


The Most Versatile 
Cutting Boards 
Ever Designed! 





A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept. — wherever materials from 
feathers to light metal must be cut quickly and accur- 
ately the Premier Line will bring you immediate new 
profits. 


CHECK THESE FEATURES! 
® Avtomatic Paper Clamping Device Keeps Material in 
Position 

Rugged, All-Metal Construction 

Hollow Ground, Self-Sharpening Blade 

Permanently, Accurately Scored Half Inch Squares 


Automatic Guard Rail — Completely Accident Proof 


. 334 N. BELL AVENUE 
Photo Materials ciicaco 12, 1uNols | 








| 
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attention 
dealers... how to turn casual 


prospect interest into sales: 











all types of 

adding machines 
calculators 
typewriters 

bookkeeping machines 


SELECT ROUGH and 
REBUILT MACHINES 












INTERNATIONA 
APPLIANC| 





Gentlemen: Attached is our business letter 
head. Please send me your dealer price 
list. 


ZONE STAT Beccccccene | 








READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 











Takes all copy up to 20 inches 


A money-maker that is easy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
J|tractive. Requires no installation or 
service. !ilustration shows it with LINE 
‘MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


For full particulars, discounts, etc., write to— 
RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 146, D. C. 




















EYEGUIDE EXTENDED 
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INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can be changed instantly 
with new name inserts . . . make changes to suit your require- 
ments. Illustrated are the popular models. 


No. 600, desk type, gray; 2 
No. 601, brown, size 14” 
by 6%”. 
No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 
10”, name on black 
background, geld 
letters. 
No. 603, trans- 
parent easel 00 
type name plate 
for desk, size 
2” by 10”, 
black back- 
ground, gold 
lettering. 
No. 604, desk 
style, vertical, $ 00 
ean be read from 
both sides, size 
2” by 10”, black 
background, gold 
lettering. 


No. 605, wall 
style name, $ 
ean be read 500 


2” by 10”, 
black baek- 
ground, gold 
lettering. 














New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery . 
today. 


ACME PRODUCTS CoO. 


406-408 North Van Buren St. ° Green Bay, Wis. 


. order your requirements 





CENTRALS BETTER BUYS! 


f NEW 


X leg , 


STEEL WASTE BASKETS 





ae «< 


Bx, © Roll Edge rim 
* Easy to lift! 


4 ® Inverted bottom 
® Tapered design 
* Popular size 
and colors 


No. 9-99A 


CLICKSNAP 
STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles— One-piece construction—Heavy gauge steel— Rounded 
corners—Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can comPrany 


2415 WEST 19th STREET, CHICAGO 8, ILLINOIS 


LAR) 4) [olo)») 
with MEW Contour Com/ert’ styling! AG 








All-Purpose Folding Table 
Designed for 

COMFORT and CONVENIENCE 

Quality Built for LASTING SERVICE 


NOW: Easier Sales — Greater Profits 
With the Sellingest table of the year! 


* All popular sizes: Banquet — Smaller — Round 
* Choice of Four Tops 

* "Sales Winning" Low Cost 

* Fast Delivery 

* Effective Merchandising & Promotional Aids 


Write today for full details about 1955 LUXWOOD Dealer Program! 


THE JAMES P. LUXEM CO. 


3345 North Lincoln Street € Franklin Perk, Ill. 
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PRECISION MADE 


‘STAPLING PRODUCTS ~ 


ot ** "sees ee? 
So THE LINE 









“a 
Model No. 105 
4-WAY OFFICE STAPLER 


HEAVY DUTY OFFICE STAPLER 


lhe! TT ae 


4 DEPENDABILITY 


ose 


Model No. P- 22° >, 
PLIER TYPE HAND STAPLER 

"Sean e® | 

AND PROFITS 


Model No. T-50 
AUTOMATIC GUN TACKER 


A STAPLING MACHINE FOR EVERY PURPOSE IN EVERY PRICE RANGE 
SOLD ONLY THRU DEALERS 


. MRRow FASTENER [0../Nc. 





ONE JUNIUS STREET, BROOKLYN 12, N Y 





. . . another NEW Profit-Maker 
from the GOODFREND line 


No. 
150 
Type 
Table 


Heavy gauge furniture steel 








Heavy duty drop leaf arms 
Non-skid typing mat furnished 
@ Rounded Corners 


Brake Casters 


Piano Hinges 


(5 () () ) F R E ND Manufacturing Corporation 


Manvfacturers of Steel Specialties 
14819 SOUTH LOOMIS AVENUE, HARVEY, ILLINOIS 
Direct Chicago Phone IN 8-7300 


OA-3/55 








‘“FLAME-GUARD”’ 
insulated. FILES 


with 
UNDERWRITERS’ 
CLASS “C" & “D” 
LABELS 


@ insulated between each 
drawer, making each 
drawer a separate safe. 

@ “A” Grade insulation — 
Reinforced. 


@ Heovy Ball Bearing Ex- 
tension Slides. 


@ Smooth Baked Enamel 
Finish—Green or Grey. 














write for catalogue und 
price list on complete line of 
LABELLED SAFES CHESTS VAULT DOORS 
BANK EQUIPMENT 


GUARDSMAN-V ALENTINE 


LA PORTE ¢ INDIANA INC. 








BEFORE YOU BUY 


COPY HOLDERS... 


SEE THE 
NATIONALLY ADVERTISED... 
NATIONALLY ACCEPTED, Pres7o i 04 the 
HOLDS EVERY TYPE OF READING 
MATERIAL: STENO NOTEBOOKS, 


FOLDERS, CARDS, ETC. 


PROTECTED TERRITORIES FOR DEALERS 
NOW AVAILABLE 


PRES-TO-LINE CORP. OF AMERICA 


2339 COTNER AVE. * LOS ANGELES 64, CALIF. 


READING EQUIPMENT 
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A proven way 
$ to accumulate 


$ money 











STEERS 2 <7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 















COIN HANDLING ACCESSORIES 


Seal Presses @ Legal Seals * Downey Change Trays 
Teller’s Moisteners ¢ Currency Racks « Manual Coin Counters 
Packaging Trays @« Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style @ Rainbow @« Automatic e Duzitali 
Kwartet e Tubular @¢ Gunshel! 


BILL STRAPS 
Federal @ Colored @ Banding 


Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 









It’s never too 
late ... never 
too early to talk STARK 
and sell CALENDARS 


A quality line of stands and pads featuring all popular styles and sizes. Calendar 
pads are lithographed—on high-grade bond paper OF UNMATCHED WHITENESS 
with the date in red and the monthly calendar in black. 
Fast, 2-color lithograph printing enables us to give you the best in quality 
and prompt service. 
write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK"’ 


STARK CALENDARS cxcorporated 


100-112 BISSELL ST. * PHONE 3fee¢ * JOLIET, ILL. 
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Here are Fast-Moving 
Profitable Items for YOU 


ENVELOPE DISTRIBUTORS 





PACKED ONE TO A CARTON—Ks-301W—18 in. long, 5% in 


high, 7 in. deep. 20 compartments envelope size. Walnut finish. 


STATEMENT DISTRIBUTOR (same as illustrated) 
KS-302W—23 in. long, 8 in. high, 20 in. deep. Compartments 
1 in. wide. Made of walnut finish hardwood, with 4/2 in. plywood 
top and bottom, 7% in. plywood end pieces, and ¥/g in. plywood 
back and partitions. 





9-COMPARTMENT DISTRIBUTOR 
KS-303W—=30 in. long, 1214/2 in. high, 117/g in. deep. Walnut finish 
hardwood, with 14 in. plywood top, bottom and back, and ¥/g in 


removable plywood partitions of 9 compartments. Extra shelves 
available. ORDER FROM EXCLUSIVE DISTRIBUTOR 


ASSOCIATED STATIONERS SUPPLY CO. 


229 SO. JEFFERSON ST. CHICAGO 6, ILLINOIS 


uty Adddiatwi 
STORY IN A NUTSHELL! 


MECHANICAL 


| ee 


FROM 
PAPER jes 






















PRINTS 
WITH 
SPIRIT 


MODEL 40 
above only 
$52.17 
including supplies 
for a 500 name list 


The ORIGINAL... 
SPIRIT PROCESS ADDRESSERS 


Write today for complete information on the Master Addresser 
line of addressing machines, duplicators and postcard printers. 


MASTER ADDRESSER CO. ivinecpetie’ ie: Minn 
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PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 


TIME TESTED QUALITY 

. . with Lifetime heavy duty 

CHALK BOARDS extruded Aluminum frames 
and chalk troughs. 


® Available in sizes from 
18°x24" to 48"x96". 


® Chalkboards available 

in black or green DURA 

SLATE or SUPR-SLATE. 

CORK ® Cork in desert tan or 
BULLETIN BOARDS green. 


Beauty! = COMBINATION 
Durability! » BOARDS 


Economy! 


Write for General Catalog and Price List . . w A R 0 - K S 


Ao eo. | PR Me Ad c r =. Inc: 2245 $. Halsted St. MFG. CO. 


Chicago &, Ill. 


148 WEST 24th STREET .NEW YORK 11. N.Y « Telephone CHelsea 3-1276 Institutional Equipment 


 - Presto Aluminum SCREW POSTS 
a combination. jubilee of more FT V4" to 4" Lengths 
si Used for Catalogs, photo albunis, 
f, — os en a aa a 


* 


2 ; sample books, record albums, 
J Bos ine you. L scrap books, swatch books, maps. 
Fak y ® Bright finish aluminum 


A - 
x © Rustproof °* Prompt delivery 
a Silver Tip Ribbons and Silver 


Leaf Carbon Paper, Non-Smudg: : Presto PRONG 
Typist Delight .. . PROFIT DELIGHT PAPER FASTENERS 


ae 40) 08 

High Grade bright finish 
SILVER TIP SILVER LEAI tin plate steel—all standard 
RIBBONS CARBON PAPER sizes and capacities . . . 


attractive xin 
@ Handy - Clean © NON SMUDGE smooth feos ” ° 


For All Machines @ PLASTIC BACK wearing . . .ldeal for bind. 
All Colors-Bichrome @ 100% Rag-NON-CURL ing any type of paper 
300 T.C. and Higher @ ALL WEIGHTS-SIZES records. 

Pure Silk or Nylon @ All Finishes 


Unconditionally Guaranteed! 
; _ ae New Prongs can be easily in- 
LEEDALL NEW PACKAGING serted when old prongs wear out 
DISPLAY “PRE-SELLS” it self and YOU from continuous bending. This pro- 


CAN BE SURE with our “COMBINA- tin cee 


TION JUBILEE” the REPEAT ORDERS <= Same high quality as our stand- 
are always yours! ard fasteners. 
: All Sizes — from 2%” to 81," 


Write today for complete pric on centers. 1” to 6” capacity, 


tity discounts on this wonderfu 
ation Jubilee” ‘ Send for illustrated Price List No. 03 


>) >) oD: YH FRR To eleuu-minemoe Charles Leonard, Tuc. 


Main Offices & Plants MILLTOWN 3. NEW JERSEY 
MANUFAC R JERY SPE 


INKED RIBBONS « CARBON PAPERS e DUPLICATING SUPPLIES 58-04 64th Street Maspeth 78. N. Y 
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“AUTO- 
GRAPHS”, we sold a 
$300 set of filing cabi- 
nets to a customer whose 
only previous purchase 
was a $3 letter tray! 
Why? Because our name, 
our “AUTOGRAPHS”, 
was on that tray. He 
couldn’t forget where he 
bought it! Desk-top 
items . . — rs 


card files 
sharpeners are ec pro- 


ducts for name advertis- 
ing, but we use “AUTOGRAPHS” on major equipment, too! 
With “AUTOGRAPHS” mounted prominently on everything 
we sell, > tr ag ga sell sells for us. That’s one very im- 
portant y Orlando people “Check with George 
Stuart” for all of their office needs.” 


WITH “AUTOGRAPHS” ON EVERYTHING YOU SELL, 
EVERYTHING YOU SELL SELLS FOR YOU! 





Colorful, custom-designed “AUTOGRAPHS” are produced 
from lustrous .016” Aluminum. They're much more durable 
than foil or paper labels, more impressive and easier to 
mount than conventional nameplates. Simply brush sol- 

® vent on the adhesive backing and press into place with 
your fingertips. Mount them in seconds on almost any clean 
surface ... even on crackle finish! 


TRY BEFORE YOU BUY! 
If you aren’t ene of the 2000 ° 
office equipment and supply 


dealers already using “AUTO- ® METALOAALT ime 


GRAPHS”, write for literature! » MASON CITY, IOWA, U.S.A. 


, Smokers—Ash Trays 
Lea atle Top Quality 
IN WALNUT, JEWELER’S BRONZE, SOLID BRASS, 


CHROME AND LATEST DECORATOR COLORS 


A Completely New, Easy-to-Sell Line of Smokers and Ash-Trays, featuring 
our sturdy, easy-to-clean, especially-designed screen. 


Nos. 17-21 








Nos. 170, (80, 190 
and 195—Distinctive 
Smoker in Solid Wal- 
nut, Genuine Jewel- 
ers’ Bronze, Solid 
Brass, Chrome and 
Decorator Colors. 





WRITE FOR CATALOG 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue CHICAGO 14, ILL. 
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All Styles of RING and POST 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 
1717-19 S$. HALSTED ST. * 





CHICAGO 8, ILLINOIS 
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FS, ean 


DAYTON STENCIL 
WORKS CO. cris" 





SELL MASTER SPEED KEYS 
THE 


for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 








SPEED KEY CORPORATION Gitciiyn 33. New York 





FIRST manually’ operated folder with 
fully automatic feed! | 


NEW, IMPROVED (f= 


FULLY fon Ob tonite 


GUARANTEED: DESK MODEL FOLDING MACHINE 


Write for complete ; uplicating Equipment and Supplies 


, PRINT-O- MATIC (0. “INC. 
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CHECKEEPER 


© by Mayfair Co. 1955 


a ee 
Check File 

@ Monthly se 
ble you to ke 


No. 61 for: 
Personal Checks 


No. 62 for 
Commercial Checks 


SUPERBLY 
MADE 


. 4 
TERRIFIC 
VALUE 


follower block makes filing easy and ollows 
nd fileng of checks without upsetting contents 


acity enlorged os needed 


yeor record of checks compactly and in order 


said Mspfabe rss f 


5 N. DESPLAINES ST CHICAGO 6, ILL 











It's the natural thing to do! 





ta 
00 VOU HIT 4 fs 
THE HAY! ~" 


WHEN YOU'RE 
SLEEPY...... 





— 


4 IF YOUR TOOTH ACHES, Pw 
YOU CALL THE DENTIST, “4 


\~ 





And When You Need 


it's Wise To Call AIGNER! 
| N D p xX b S THEY ARE INDEX SPECIALISTS 
When you need standard In- 
dexes, for Ring and Memo 
Books, Post and Ledger 
Binders, Strip Tabbing or 
Pre-Cut Tabs, you can count 
on Aigner. And Tabs and 
Tabbing are Typewriter 
Spaced for easier typing of 
titles. For Made-To-Order 
Index jobs, Aigner supplies 
quick quotations, free de- 
sign service. 


It's Profit Wise To Use this One Source Of Supply! 


You save on ordering, bookkeeping, stock and storage 
with Aico Products. And Aigner Helps You Sell with 
Ads in business papers and Free Selling Aids. 


Keep Your Stock Up. Order Your Needs Today! 


AFG 97 Reade St., New York 13, N.Y. 














426 S. Clinton St., Chicago 7, Hl. 
INDEXES 











| SIGNALIZER 4 


The FILING FOLDER 
that 
“*JOGS YOUR MEMORY” 


Consists of (1) high qual- 
ity File Folder (2) colored 
Signalers and (3) gummed 
identification strip 


Visible Signaler at top of 
Folder indicates follow-up 
H date (Month and Day.) 
H No need for posting or 
' 

‘ other clerical detail. 





SIGNALIZER SYSTEM is inexpensive ... write for further details 
& samples 


BOWMAN Specialty Company 


: 2712 DETROIT AVE. CLEVELAND 13, OHIO 











BANK LITHOGRAPHING 


Checks . . . Deposit Slips . . . Statements 


Bank forms lithographed to your customer's 
specifications. Shipped under your labels and 
imprint. 

Low prices and top quality work will enable 
you to sell our line. 


Price list and samples available to well rated 
office appliance stores and dealers. 


FREDONIA LITHOGRAPHING CO. 


FREDONIA, KANSAS 
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(MANUFACTURERS SINCE 1932 











SH lel He 
SHELVING we 


US AT THE 


N ©. F.A. SHOW 
March 20, 21, 22, 23 
Booth No. 62 


NEIMAN STEEL EQUIPMENT CO., INC. 





BALFOUR & VENANGO STS. PHILA. 34, PA. 
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OUR NEW POSTCARD MIMEOGRAPH 
WITH LATEST 
IMPROVEMENTS 
Fully Automatic 
Guaranteed 2 Years 


r 







DISTRIB- 
UTORS 
WANTED 
Write for 


porticulars to | 
manufacturer 





List $17.95 with supplies 
SPEED-O-MATIC CO. Established 1930 


7640 W. Norton Ave., (Hollywood) 
LOS ANGELES 46, CALIF. 














T YV P E X  trpeccteaner 


GONE FOREVER ore the messy. 
dirty, old fashioned brush and solvent that 
smears fingers, or gums which must be 
kneaded before using. } 


Now you can offer your customers the new 
“Typex’’, the modern type cleaning device, 
with interchangeable adhesive refills. 
Keeps type sparkling clean. Works fast. 
Write for free folder at once. 


MICHAEL FRUMKIN) 


87-11 35th Ave., Jackson team N. Y. 




























DEVORE’S 
INTEREST 
TABLE 
BOOKS 


Used by banks and 
financial houses for over 
50 years. 


Sold by most leading 
office suppliers and sta- 
tioners thruout the United 
States. 














NEW FOR 1955 . . . NAUGAHYDE FABRICS 


KING announces the addition of durable, fine 
quality NAUGAHYDE FABRIC for all 1955 chair 
models. KING offers the most complete selection of 
upholstery finishes available . . KOROSEAL, 
CLAREMONT and now NAUGAHYDE, in a choice 
of colors. This means KING can provide over 15 
models in a combination of more than 4000 color, 
upholstery and modified variations. 


KING 


POSTURE CHAIR 
The Popular 222-S Model . 
TIONS: molded aluminum base; 22” caster 
spread; ht. adjustment 16'/2” to 21'/2”; rubber- 
ized hair seat; Tufflex padding; x soft tread ball 
bearing casters; available in a wide range of 
standard colors; upholstery . . . Koroseal, Clare- 
mont, and Naugahyde in a choice of colors. 
Write for Complete Catalog and Price 

List on the Entire King Line 


KING posTURE CHAIR CO. 
953 S. Raymond Ave., Pasadena 2, Calif. 









* PECIFICA- 





MODEL 222-S 



































| 
| WRITE — 
TRE 
a | NEW 
a a 96PP 
45th Anniversary o (“s=— .2 
— CAT. 
Loose-Leaf == _ 
BINDERS - SUPPLIES =" *: 
ies —* FALL 
CATALOG 62 a ——* RIVER 
NUMBER | Se MASS. 
em —— =|) IN NEW YORK 
= t|  411—4th AVE. 
E &| AT 28th ST. 
SALES EQUIPMENT ; 








WA, origin , 


gee 


aXe 


\ 


Billing Machines, Addressing 

g Plates, 

Marking jan and many 
others... 





* Easy fo Use e No Mess 
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SALESMEN 
1904 1954 
Different? - Yes! 


But exactly alike in 
their dependence 
upon 
BEACH'S 
“COMMON SENSE" 
EXPENSE BOOKS 
to keep track of 
their traveling 
expenses. 


Beach Publishing Co.) 
7338 Woodward Avenue 
Detroit 2, Michigan 
























The Original 

SINGLE-FLUID 

Ink Eradicator 

@ INK-OUT contains no free 

acid, leaves no brown stains. 

@ |INK-OUT makes permanent eradica- 

tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 

and medicine stains from paper, 
leaves no brown stains. 


CARDINELL CORPORATION = § MONTCLAIR. NEW JERSEY 
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Originators and Designers of 


4 OUTSTANDING STATIONERY SPECIALTIES 


Write for FREE 


complete line 







Trays 
It's different! Hond-bound 
with ‘‘Leatherlex (U. S$. 
Rubber Product) | BOOK 


“Bonny Maid"’ Vinyi Plastic 
—net just onother linoleum 


desk pod. 











\ BINDERS 
\> . 













\ ’ Note "N 
Lo ee | Doodle Mita iiqe) 1) 
; - Desk 
- - 4 pod Lalellilgamiaes 
isa A hondy 
desk utility for heme BUS Scqndwoy Home Budget, Cancelled Checks, 
end office. Made in four sizes. MataaclLaeeem eee ond Valuable Documents, 

















FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
LETTER FILES 
CARD INDEX 
FILES 
INDEXES 
a anny LINE 
AT LOW PRICES 


« 
ASK FOR 


PRICE LIST 
. 


HAVE TERRITORY 
AVAILABLE FOR 
DISTRIBUTORS 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 


; 
ke 








Profits for you 
in ATLAS 


Complete Vertical 
Filing Systems for 


NEGATIVES 
OFFSET PLATES 
STENCILS 
X-RAYS 

ART WORK 
SWATCHES 

Atlas Stencil Files Corp. 


16716 Westfield Avenue 
Cleveland 10, Ohio 





NEGA-PLATE HANGER 








Selling ‘points’ 

Che quality and service “points” 
built into a sharpener ~~ 
are as important as the 
pencil points it produces. # 


’ BOSTON ~ 
Self-Feeder *4 


Boston Sharpeners are made 

in a variety of types that enable 
you to meet every general and 
special need of your customers. 









« Automatic true-center feed ¢ 30 hard-steel, deep-milled BOSTON SPEED 
CUTTERS faster...less work e Non-rusting, nickel-plated receptacle 
e Rugged all-metal frame ¢ Distinctive new gray finish e BOSTON pencil 


stop...no waste ¢ T'akes various size woodcase pencils ¢ Guaranteed for I full year 


e. HOWARD HUNT nce 


{lso manufacturers of SPREDBALL pen and products 
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BRADES 
Engraved OFFICE SIGNS 


200 Stock Signs* 
to select from with and 
without holders 


1. Te 

2. For W 

3. For Door or Desk 
*Name panels easily changed 
to allow for personne! changes 


NEW .. . Line of Bank 

ae “Next Window’— 

* k Holidays” etc. 

For those cus who want 

| Custom signs .... 8 _ 
— | to Order ENGRAVED 

Write for literature and dealer information to fill every special sign need 


BRADE™ M fp. Ca. LANSING, MICHIGAN 

















ROLLING STORE LADDERS; 


ROLLING LADDERS—Madce 


TYPES— 
with steel track for mounting 
on shelving, Gling cabinet or 


i 
I 
ifs 

















Manufactured by | 
| 


I. D. COTTERMAN “* "eiiesagvas* “| 


MARK/LO 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markile 


902 S. Wabash Ave. 
















Chicage 5, Ill. 


DON T 
PASS UP THOSE 
EXTRA 
COMMISSIONS 


You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms te 
financial institutiens, 
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“THE NEW “Modern 
Hollywood”  All-Foam 


Designed and created by Furniture 


CHAIRS— 

COUCHES 

OTTOMANS 

DIVANS 

: LOVE SEATS 

of 4 ge -. 
wi t or 

Grand Rapids ams 





No. 109W ” Hollywood Divan. Seat dimensions 
74 x 30”. Bolsters (wedged) 4 x 8 x 12” high. 
Seating height 17”. Turned tapered wood legs 
with ‘brass ferules; available also with wrought 
iron legs. Foam rubber seat and bolsters with full 
length zippers. Extra sets of covers are available. 
Upholstered in fabric, plastic and genuine leather. 





Photos and prices to 





GRAND RAPIDS LEATHER FURNITURE COMPANY wae San ay dos 








TEMPERED HARDBOARD 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST o Fe ee | $7. 





a 
showroom 
that 

is 

your 
showplace 
means 
more It costs less to draw from our huge 
business —_—_stock of desks, chairs, steel furniture, 











THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


19132 Commerce St. 583 Market St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 








_ AD Us TaByE_ 


Typewriter 
Table 


For Schools 
and Business 





NEW DELUXE All Metal 


Write for folder. 





Some territory 
j still open. 
SEMCO SALES 


f Pinellas International Airport 
ws St. Petersburg, Florida 
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for you! leather furniture and accessories. 
OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4, N.Y MIAMI, FLORIDA LOS ANGELES, CALIF 
74 BROAD ST 15 W. FLAGLER ST 830 WILSHIRE BLYC 
BOwling Green 9-823] 82-6484 TR-7003 


EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 


WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 

@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and & Ft. TABLES 








@ SCHOOL DESKS 
UIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 





Designed by stationers for stationers. Imprinted with 
your store name and address. Write for full details today. 


WILSON JONES COMPANY, 209 So. Jefferson St., Chicago 6, Ill. 
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TICKET PUNCHES 










FOR 
EVERY 
PURPOSE 
Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, %&” deep; No. 33, 
not over 4” deep 
No. 2—For %-%” round holes; 1%” reach. 
No, 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches 4%", *&” or %” round holes—also 
special designs. Same counter available in our Nos. 


2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 






NOTCHING 
PUNCH 























| 
OUR 30th ANNIVERSARY | FREE HAND BINDER! 


1925 1955 | pt A 
SERVING THE TRADE 


* PLATENS 
* PARTS 
* SUPPLIES 


free. tt locks positively 
SEND FOR OUR CATALOG AND COMPARE 


TYPEWRITER EQUIPMENT CO., INC. 


against loss and spoil- 
ege. Thousands in use 
409 LAFAYETTE ST. NEW YORK 3, N.Y. 


daily. 


Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 


























Every home — Every office needs a: FOR-ALL 


: . ve: REFILLS BY FISHER 
the Nationally Advertised precision pencil 
sharpeners with 
Agr 





tape dispenser 
A natural for secretaries. Sell one 
for every desk regardless of office 
size. Sharpens children’s crayons 








too. Precision blades are replace- “Because we believe that the smaller, inde- 
able — creating repeat business. pendent merchant needs and deserves a better 
Comes in colorful display box. | margin of profit.” 
aD HES: Ask your jobber or write 
rome Seay FRED BAUMGARTEN Exclusive Imports 
a 675 Cooledge Avenue N.E., Dept. B3 Order from YOUR WHOLESALER 
n full color, and mats available. Atlanta 6, Georgia Monutoctured by The FISHER PEN COMPANY, Chicago 13, Itt 





for PERFECT 


lnu-Potut LEAD POINTS 
BLUNT to 


ADDRESSING MACHINES 
EQUIPMENT — SUPPLIES — PARTS 


LEAD POINTER a 
preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


















| REBUILT ADDRESSOGRAPHS REBUILT ELLIOTTS 
| ALL MODELS . Here’s the fast, clean way to get perfect 
HAND & ALL MODELS lead points every time, points up to ¥” 
ELECTRIC HAND & long, without breaking! Simply insert 
we manu. ELECTRIC wood or mechanical lead holder and use 
BUY and SELL WE MANU to rotate lid. Sturdy, lifetime construction, 
ates, frames, FACTURE -. 
eae, ene, i nd ee I non-skid base. 
speedaumats. jong & short & | 
Our targe sten- trays, cabinets, 
cil embossing liquid & paste 2—— EE 
; fest, ‘dceurate Stencil type. | 
a aaa. aoe: Txa- Pout Lead Holders 
WRITE FOR INFORMATION, ——- & CIRCULAR light. balanced. P 
Dept. AP, 40 W. 15th St., N. Y. 11, N. Y. WRITE FOR LITERATURE . +» dight, balanced, Press-top, 


AND DEALER PRICES single- and double-end models. 


_ ELWARD MANUFACTURING CO. 2&.3"fn. 
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MAILERS’ EQUIPMENT CO. 








SS eS ee ee ee 


Extra wide 





No. 1250-N 





Royal’s new, extra wide deep cushioned 
seats and backrests give luxurious com- 
fort. Rugged, square tubular steel con- 
struction is fully welded throughout, for 
years of dependable service. 


Handsome 


a) 
No. 1277 








No. 1230-N 


Handsome Royal chairs are available in 
a number of smart designs and finishes— 
color co-ordinated to complement any 
office decorating scheme. 
















— 
———_—-F 
a 





Royal 


metal furniture since '97 


Royal Metal Manufacturing Company 
175 N. Michigan Ave., Dept. 53, Chicago 1 


Factories: Los Angeles « Michigan City, Ind. « Warren, Pa. 
Walden, N.Y. « Galt, Ontario 


Showrooms: Chicago « Los Angeles « San Francisco « New York City 
Authorized dealers everwhere 
VISIT OUR BOOTH #55-56-57 AT THE NOFA SHOW, 
CONRAD HILTON HOTEL, CHICAGO, STARTING MARCH 20 


230 








Two part, harmony 


EXECUTIVE-SECRETARIAL 
CHAIR COMBINATIONS 
BY ROYAL 


Two in one package—smart Royal 
metal, Executive and Secretarial chairs 
are a natural sales duo. Unmatched 
comfort—harmonizing styles and colors 
make these Royal pairs perfect for 
enhancing an office—increasing your 
sales volume. Double profit Royal duos 
are available in every price category. 
Write today for literature. 
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Cog? 


wa eee ge 4 = rack has been 
pecia igned for new stapler ts 
green, yellow, red and the familiar gun-metel and 24K 
staples. The rack is constructed of black wrought iron with rubber 
feet to guard against marring furniture. A 3-color, double-face dis- 


play card at the of the unit highli the many uses of the 
SALES Buddy. The Brees 3 aid occupies par 5/2 ne Be of space. 
STIMULATORS Wilson Jones states the rack is included free of charge with every 


order of 12 machines. (Card No. 125.) 


and i 


HAMILTON MFG. CORP.—Complete with order form for ad- 


ART METAL CONSTRUCTION CO.—Bookshelving and book- 


vertising and selling aids is the company's rich and expansive Cosco 
Office Chair Plans Book for 1955. The brochure is @ yearly feature 


yee Nesey soe ae a eo Ag Doge richly designed by Hamilton to assist its dealers in planning their 
; / a i e pe Soa «astaliati A Cosco office chair advertising, merchandising and selling campaigns 
ypical bcok +. ae ot — insta “pee t for the cuneat yeor. Oleiibution of the Grech token il « 
A argh wept thesia “eee — — or iz <i catereg December of the yeer previous to the one for which it is designed. 
with full descriptive matter, diagrams and interesting photos cover- Deslers thus ere cllesded emule time ond wasting tetls ni 

ing its field of open file shelving. Copies of both booklets are thelr programs fer the ie ak ae I Ne. i23.) et eens 


available without charge. (Card No. 121.) 


ART STEEL CO., INC.—The filing cabinet manufacturer has re- 


































































































cently ed its new instruction booklet on visible filing. The at- OFFICE EQUIPMENT MFG. CO., INC.—This Dalles, Tex., firm 
tractive 48 page color brochure tells the story of visible card filing has prepared an envelope stuffer for dealers who are iow end 
in an entertaining and instructive fashion and Steelmasters declares selling Permafile. Printed in the shape of the storage filing box, 
it to be an effective selling tool for dealers. Copies of the Vizidex this mailing piece stresses the theme, “The steel closure makes the 
Viz-able booklet are available, the company says. (Card No. 122.) difference.” (Card No. 124.) 
BROWNE-MORSE CO.—Devoted  ex- 
clusively to their line of Glider files is the e 
company's recently issued six page pamphlet SEIV1ICE bu OFFI 
in color. Browne-Morse states the files are vreau CE APPLIANCES 
engineered to speed and simplify the work- Please ask the manufacturers, indicated by the key numbers | have circled, to 
flow. Offered in a wider selection, they now send further information without d ’ 
are available at reduced prices. The firm elay. 
states that a Glider file drawer loaded with 
90 pounds weights can be pulled wide open NEW EQUIPMENT & SUPPLIES SALES STIMULATORS 
by th nest thread and can be removed 
from cabinet by lifting drawer off slide from 1 6 11 16 21 26 31 36 41 46 51 56 61 66 71 | 101 106111 116 121 126 131 196 141 
an extended position. (Card No, 103.) 2 7 12 17 22 27 32 37 42 47 52 57 62 67 72 | 102 107 112 117 122 127 132 137 142 
: an So en ee 103 108 113 118 123 128 133 138 143 
z 24 29 34 39 44 49 54 59 64 69 74 104 109 114 119 124 129 134 139 144 
PRESSURE SENSITIVE TAPE COUNCIL— 5 10 15 20 25 30 35 40 45 50 55 60 65 70 75 | 105 110115 120 125 130 135 140 145 
A brochure recently has been released by 
the organization which concisely sets down March 1955 issue of OFFICE APPLIANCES. Cord void after May 1, 1955. 
its aims and objectives. The council, com- 
posed of manufacturers who market pressure 
sensitive cloth and paper tapes, has ng 
four working committees to achieve its goa Wanr 
of sound industry policies and to educate POSITION 
dealers and the consumers in the uses and 
merits of the industry's products. The coun- Fin NAME 
cil has announced that copies are available 
on request (Card No. 101.) Aboaess ~SNY Your 3] \ a 
GUARDSMAN-VALENTINE, INC.—A 
completely revised Guardsman catalog, ac- 
companied by sales literature covering the FIRST CLASS 
Military Line, has recently come off the Permit Ne. 9273 
press. The Guardsman line catalog is in Sec. 34.9 PLAR 
color and carries ample descriptive matter, CHICAGO, ILL, 
illustrations and price list. The Military 
mode the company reports, embrace «4 
short line of the fastest-selling safe sizes 
and the folder can be used as a mailing BUSINESS REPLY CARD 
piece. (Card No. 102.) te - - 
G. & S. MERRIAM CO.—The company is 
employing an all-out campaign to aid sta- Postage will be paid by 
tioners build volume sales of Merriam- 
Webster dictionaries to commercial ac- 
-ounts. Titled SDP for Strategic Dictionary OFFICE APPLIANCES 
Placement, the drive, through the medium 
of a mbined statement enclosure and 600 West Jackson Bivd. 
selling aid to stationers, points out the 
substantial savings which can be effected 
by a firm employing Webster's New Col- Chicago 6, Illinois 
legiate Dictionary. (Card No. 107.) 
A LTS 
(Continued on next page) 
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| Am a Photograph... 


lama peeeiee | appear on practically every page of this as 
as other trade publications. 
value in good, clear reproduction is in direct proportion to 

handling | receive from publicity directors, advertising agencies 

others who forward me to the editors. 

1 am coated with sensitive emulsion, easily damaged. Therefore, 

entreat all who handle me to refrain kindly from: 

1. Using paper clips that leave a crease. 

2. Marking me on the back with a hard lead pencil or a ball 
point pen that leaves a mark on my glossy front. 

3. Punching me with paper fasteners inside the margin. 

4. Mailing me without protection from creasing. 

5. Writing on my surface with anything but a soft grease pencil 
which allows markings to be easily rubbed off. 

And finally, | remind everyone that | need identification. Other- 
wise, | am destined for the ‘missing persons” file maintained by editors. 

















BUSINESS REPLY CARD 
Ne Pestage Stamp Necessary If Mailed in United States 














Postage will be paid by 
OFFICE APPLIANCES 
600 West Jackson Bivd. 


Chicago 6, Illinois 












































service bureau OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key numbers | have circled, to 
send further information without delay. 























NEW EQUIPMENT & SUPPLIES SALES STIMULATORS 
2 6 39 16 23 26 33 36 41 46 51 56 61 66 71 | 101 106 111 116 121 126 131 136 141 
2 7 12 WF 22 27 32 37 42 47 52 57 62 67 72 | 102 107 112 117 122 127 132 137 142 
3 8 13 18 23 28 33 38 43 48 53 58 63 68 73 | 103 108 113 118 123 128 133 138 143 
4 © 14 19 26 29 346 39 44 49 54 5D 64 69 74 | 104 109 114 119 124 129 134 139 144 
B 10 18 20 25 30 35 40 45 50 55 60 65 70 75 | 105 110 115 120 125 130 135 140 145 

Merch 1955 issue of OFFICE APPLIANCES. Card void after May 1, 1955. 

aa “Postion 
FEM NAME 
Bat CHY "ZONE ee 
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Sales 
Stimulators 
sonttend 


PIERCE SPECIALIZED EQUIPMENT CO. 
—The new Tipmaster all-electric glue tip- 
per with its recently introduced Guide- 
master guide system is clearly described 
and illustrated in a two color four page 
brochure recently issued. Pierce states op- 
eration of the unit is simple: set the guides, 
feed a sheet and press the electric oper- 
ating control. The exclusive one-unit glue 
fountain and tipper sutometically drops 
down, deposits a row of glue dots, pressure 
seals the forms, then returns to top posi- 
tion. A number of Tipmaster accessories 
also come in for o share of attention in the 
brochure. (Card No. 105.) 


NOFA SALES MANUAL-An impressive 
work of business literature is the NOFA 
Sales Manual recently published by the 
National Office Furniture Association. Pre- 
pared in loose-leaf fashion on a rich grade 
of paper, it presents its comprehensive 
coverage of the industry's selling field in 
a clear cut fashion and in a type easy to 
read. The manual! is « ra Ba. got only 
for the sales beginner, but also offers 
substantial help to the veterans. Copies of 
the manual may be secured by writing 
NOFA at 327 S. La Salle St., Chicago 4. 
The price is $3.50 each. (Card No. 104.) 


STEEL SERVICE MFG. CO.—Released 
simultaneously are two 1!2-page catalogs 
in color describing and illustrating in de- 
tail the company's products. One brochure 
is deveted to the complete line of Steel- 
Pride lockers and cabinets, the other to 
steel equipment for shop, fectory, ware- 
house and farm. The company states its 
new, exclusive Jet-Lok construction em- 
ployed on cabinets and lockers assures fast, 
easy assembly with added strength end 
greater rigidity. (Card No. 108.) 


DAVID KAHN, INC—A complete pen 
and pencil department is conteined in the 
new Wearever anniversary merchandiser 
No. 558. It includes eight carded numbers 
plus a free four-sided, compact rotary dis- 
play rack. The numbers are standard Ne 
ever products with easy replacement, The 
retail value is $74.16 (Card No. 109.) 


FACIT, INC.—Recently off the press and 
mailed to Office Appliances from S$ 
is e 40 page two-color magazine entitled 
“Odhner Cavalcade.” Contributions eppeer 
from its numerous branches from all over 
the world, written in the native tongue. 
Numerous photos enliven its peges and 
articles deal with the history and back- 
ground of the particular branches. Facil, 
Inc., is the United States representetive 
for Odhner. 
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are highly honored , 


a 
rr 


the selection of the Hever Conqueror Spirit Duplicator styled : 
n Otis Reinecke for recognition by the Society of Industrial 
eners. Its current publication marking the tenth anniversary of 
Society, places the Conqueror side by side with the best of all 


nporary American design. We are pardonably pleased with this 


honor to our company and industry. | ce % 
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